advertises to 35,536,824 
people to help you sell more 
sereening in the fly and 
mosquito season still ahead! 


You can turn over your screen cloth stock 
fast, if you take advantage of the great 
LUMITE advertising campaign that’s now _ 
at its height, telling your customers all” 








about this amazing new screening ma-  — 


terial in nine leading national magazines, 

bringing customers to your store fo _ 

LUMITE. 79 
Feature LUMITE—tell customers its : 

odvantages— and you'll find the till 

pens cash from apart sales, For com- 


sls daa aoe write LUMITE ee 


opee Manufacturing Corp. 
pser New York 13, N. ape sion 
wholesaler. — 
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FOR BOTH BUYER AND SELLER 


The NATIONAL HARDWARE SHOW 
IS THE MASTER KEY for manufacturers 
who wish to present their products at one 
time, at one place, to buyers from every 
section of America, and all parts of the 
world. It is here products are seen, ex- 
amined, and discussed, lending the prestige 
of “It was at the NATIONAL HARD- 
WARE SHOW”. 


And to buyers and those who keep abreast 
of the entire hardware market, such as 
architects, engineers, and maintenance 
men, the NATIONAL HARDWARE 
SHOW IS THE MASTER KEY which 
unlocks the hardware world, for it is here 
that they see, discuss and buy the products 


of the manufacturer. 


The NATIONAL HARDWARE SHOW is the established meeting place of both the 
buyer and seller of hardware and allied lines. WIRE, WRITE OR PHONE for floor plans 


and data for the industry’s Greatest Show. 






NATIONAL HARDWARE SHOW, INC. 


331 MADISON AVE., NEW YGRK17,N. Y. MURRAY HILL 2-4802 


OCTOBER 12-13 -14-15-16 


GRAND CENTRAL PALACE =~" NEW YORK CITY 
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Turn Your Drawer Lock Business Down This 


[le Wa Sti 


It’s another YALE exclusive! Drawer lock that can 






















be used in three different positions. 


This clever lock makes it easy for everybody—the 


dealer who stocks it, and the person who installs it. 


Just releasing a catch, on the pin-tumbler type, 
and rotating the cylinder changes the drawer lock 
to a right or left hand cupboard lock. On the disc- 


tumbler type you remove a screw and turn the plug. 


Have your jobber supply you with YALE “3-Way” 


Cupboard and Drawer Locks. 





PIN TUMBLER 
5591 with Deadbolt 
5591S with Springbolt 


DISC TUMBLER 
4651 with Deadbolt 
4651S with Springbolt 


THE YALE & TOWNE MANUFACTURING COMPANY The narne eile help mabe the val 
STAMFORD, CONN., U.S. A. 


Hardware Age, published every other Thursday by Chilton Co, (Inc.), Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as second - la 5 matter Mar } 
at the Post Office at Philadelphia under the Act of March 5, 1879 (Printed in U. S, A.) $1.00 per year. Single copies, 25¢ each, Vol 
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MILESCRAFT MASON’S HAND TOOLS 


LING Wé 
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WEATHER 









#22A Cement Float #25A Cement Edger #26A Cement Groover 
Y,” thick, lightweight, hard alumi- Size 534” long X 234” wide. 36” Size 5%” long X 234” wide. Depth 
num plate. 12” long X 414” wide. radius, ¥g” depth. Rounded ends. of cut 2”, width of cut ¥”. Both 


, f 4 > 
Packed 6 per box, 10 Ibs. per box. Packed 12 per box, 12 lbs. per box. ge a a aoe 82 ger oa 





at 


o— 















#23A Cement Jointers #31A Long Narrow Edger 


+24A Cement Corner Tool 


Size 6” long X 114” wide on each Size 8” long X 134” wide. Depth Size 8” long X 134” wide, +” 
face. Packed 12 per b 12. Ibs. of cut 14”, width of cut 32”. One radius, 34” depth. One end turned 

6 b cada tiliaiatis end turned up. Packed 12 per box, up. Packed 12 per box, 15 lbs. 
a 14 Ibs. per box. per box. 























#33A Curbing Edger +28A Cement Jointers +37A Corrugating Tool 
Size 6” long X 3%” wide. 1” Size 6” long X 4” wide. Depth of Size 6” long X 434” wide. 10 cor- 
radius, 144” depth. Packed 12 per cut 34”, width of cut 34”. One end rugations. Packed 6 per box, 10 
box, 17 lbs. per box. turned up. Packed 12 per box, 18 Ibs. per box. 


Ibs. per box. 


SOLD THROUGH JOBBERS ONLY 


All Milescraft cement tools are made of close-grained, fine, grey iron. The 
working surfaces are polished, buffed and rust protected. Handles are 
fully-seasoned hardwood, finished with glossy stain. 
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MILES MANUFACTURING COMPANY 


10409 MEECH AVENUE CLEVELAND 5, OHIO U.S. A. 
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WEATHER-PROOF/ ALCOHOL- PROOF’ 





Groover 
wide. Depth 
it 4e”. Both 

12 per box, 
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Reg. U.S. Pat. Off. 
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$" Guaranteed by» 
Good Housekeeping 
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| MARINE SPAR VARNISH 


In worldwide use on ships, its extra hard film proved its astonishing 






ability to take abuse without signs of wear. Withstood all climates, all 
weathers — sun, rain, snow, salt sea spray. Now, dealers everywhere 
are building unusual varnish business by featuring the tougher protec- 
tion and longer-lasting beauty it gives to floors, woodwork, furniture. 
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CORPORATION VARNISH 


‘AINT ENGINEERS SINCE 1888 * NEWARK, NEW JERSEY ae | 
pase oes 











© FOR INTERIOR AND EXTERIOR USE 







Preserves, Beautifies, Protects 


ILOORS * WOODWORK ° FURNITURE 
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@ It’s easy to see why Edwards Door Knocker Chimes are a dealer’s 
dream. They’re a snap to sell because they have ear appeal, eye appeal, 
and ... pocket-book appeal ... which means they’re priced right for the 
great middle-range market. 


YOU CAN’T MISS—LOOK AT THIS: 


/ Tone-pure and Perfect... Like all Edwards Chimes, the Door 
Knocker Chimes are electronically tested for tone accuracy on the Sono- 
scope, an exclusive testing device, five times keener than the human ear. 








|Epwarps 
ELECTRIC CHIMES 


Edwards also offers a complete © 
line of electric door chimes, in 7 
a variety of attractive styles to | 
suit every kind of interior. 









2 Easy on the Eyes. .. Designed to “fresh-up” any front door. Bright 
weatherproof brass, in traditional or modern styles. Handsome mirror 
inside door conceals chime mechanism. 






3 A Cinch to Install .. .They’re non-electric. No wires. No batteries. 
Just drill a hole in the door and fasten. 








[R The Chordette III 


| The only door chime 
j with a continuous 
harmony chord that 
sounds as long as the 
caller presses the 
doorbell. Has three 
separate signals. 






o Nationally Advertised . . . Edwards Door Knocker Chimes are pre- 
sold for you, by consistent month-after-month advertising in Saturday 
Evening Post, Better Homes & Gardens, and American Home. 


ORDER YOUR SUPPLY THROUGH YOUR DISTRIBUTOR TODAY 


Epwarps 
























EDWARDS AND COMPANY 


Norwalk, Connecticut 
In Canada: Edwards of Canada, Ltd. 
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A PROUD NEW LI 
In tubulars, ACTION speaks louder than words! In 
BARROWS’ new “TU-BORS” the action is crisp and 
sure. This is due to a thorough use of long-proved 
hardware engineering principles, and to the tough- 
ness of basic metals that go into every “TU-BOR” set. 

In speed of installation BARROWS “TU-BOR” locksets 
and latchsets are unbeatable. And in the correct de- 

signs every architectural need has been fully antic- 

ipated. Here is a proud new line that is backed by 

over fifty years of experience in hardware manu- 

facture. You can bank on BARROWS 

“TU-BORS” . .. for fast application 

... for fine performance... for beauty 

and lasting dependability. 
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More than 25 years of power mower 
experience tells you... 


tt pays to sell 
RO MOWERS / 


BEFORE YOU PICK A MOWING MACHINE LINE, take a long, 
careful look at these new 1948 Toros... now available for home use. 








For over 25 years Toro has specialized in building precision mowers TORO "SPORTSMAN" Strong pressed steel 

’ 7 : construction... weighs only 34 pounds. 17 
for the world’s finest golf courses, parks, cemeteries and estates. Toro Sok eee abiainn 4 ited aelitntaiedenaiteell 
has established an outstanding reputation for quality, satisfaction bearings. Wide rubber tires. Silent, easy to push 
and honest dealings. 


Every part of the Toro line is built to give lasting service. No gadgets 
or frills to get out of order. No fussy, complicated assemblies to cause 
trouble for you or your customers. Toro mowers deliver power... 
durability ... and ease of operation. They’re the 
top choice with professional lawn maintenance 
men who demand the best in mowing equipment. 

For satisfied customers... for repeat sales... 
for increased profits, standardize now on Toro 
mowers. Write today for complete information. 


THE HOMELAWN 


e Driven by a 4 cycle ¥% or 12 h.p. engine. 
e Completely housed gears and chains. 

e Ball-bearing mounted 5-blade reel. 

e Self-propelled drive and reel. 

e Simple, finger-tip controls. 
e Adjustable cutting height. 
e Sturdy steel construction. 
e 18” or 21" cutting swath. 








/ / TORO “STARLAWN” 24" or 30" swath with 

{ 14% or 2 h.p. engine. Available with sulky 
Chain drive, floating axle, independent controls 
for reel and traction, 


SA 4.4 





TORO “ZIPPER” For cutting weeds and tall 
grass. Balanced and easy to handle. Keen 36- 


i i ri lade. 142 h.p. 
MANUFACTURING CORPORATION ——_ 


MINNEAPOLIS 6, MINNESOTA 


MOWING MACHINERY SPECIALISTS FOR OVER TWENTY-FIVE YEARS 
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THE GOOD HOUSEKEEPING GUARANTY SEAL! 





A FLOOR DISPLAY THAT SELLS! 


You'll sell more Garden Hose at better 
profits than you ever thought possible 
with this metal floor display. Devel- 
oped and tested by merchandising 
experts, takes little room, shows 6— 
50 ft. coils and stores another six. 
Ask your jobber or write for particulars. 


WORLD'S LARGEST 


1948 


Hose.. 


“HE quality of FEATHER-LITE.. 
is now further emphasized by the Good House- 
keeping Guaranty Seal! Gardeners from coast-to-coast 
readily accept it as the finest obtainable. Accompanied by a 


the new co-polymer Garden 


written guarantee, tags and center coil discs carry the widely 


known Good Housekeeping Seal . 


. definite assurance for your 


customers that FEATHER-LITE Garden Hose will measure up 


to every claim we make for it. 


Remember, FEATHER-LITE Garden Hose is made from only 


hose often made with fillers and reclaimed materials.) It’s about 


| pure, virgin VINYLITE material. (Don’t offer cheaper, bulkier 


l, the weight of good rubber hose and has so little bulk a smal! 


FEATHER-LITE.. 


child easily carries a 50 foot coil under one arm! Tough, strong, 
long-lived FEATHER-LITE resists hottest sun, zero cold, greases, 
oils, alkalis, and won’t mildew, rot, crack or peel. Pull-proof 
full-flow brass fittings are applied from the inside under tons of 
pressure! Sell more Garden Hose, make more money . 
the QUALITY Garden’ Hose with the Good 
| Housekeeping Seal. Order from your jobber at once. 


. feature 


| Powerful National AAduertising / 


FEATHER-LITE advertisements of com 
in “BETTER HOMES and GARDENS” 


PEPRESEMIATIV ES IN a Pee 


CesT Om ERTRYUOERS 


7 


ding size app regularly 





and "GOOD HOUSEKEEPING” 


Magazines. These powerful sales messages are telling your customers 
about the many superior advantages of FEATHER-LITE Co-Polymer 
| Garden Hose. Your best tie-in is the FEATHER-LITE metal floor display! 


MG&APAS Gir 


OF PFiaAs 1.15. 2 
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TTS HARDWARE > ELECTRYAL SUPPLIES 
RRNA as 


There’s a great wave sweeping America—it’s rural elec- 
trification. Millions of farms are newly electrified. Faster 
than ever, millions more are being electrified. Every- 
where, farmers are clamoring for electrical equipment. 

What do they want? Appliances, of course. Equally 
important, they want farm production equipment .. . 
motors... welders... water trough de-icers ... milk 


10 


coolers . . . circuit breakers . . . controls . . . heating 
devices . . . and dozens of other items. 

To help you turn high lines into new profit lines, 
Westinghouse has packaged one of the most complete 
lines of products available—is now signing franchises 
with dealers who are alert to the opportunity .. . who 
want to move into this new market aggressively. 
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In a buyer’s market, one name your customers 
know—Westinghouse—quickly establishes con- 
fidence and acceptance—helps you make sales 
faster. 

That’s because farmers know Westinghouse... 
know it well. For years, Westinghouse has been 
cultivating the farm market. Millions of dollars 
have been spent for magazine advertising .. . for 
radio programs. Each year, thousands of farm boys 
and girls across the country spend weeks com- 
peting for scholarships such as the 4-H Better 


OFFICES EVERYWHERE 


@ Westinghouse 


Rural Electrification Department 


1948 
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These Profit Builders LOO sade | | 


your customers know 


Farm and Home Methods Contest . . . sponsored 
by Westinghouse. 

Westinghouse is one of the world’s outstanding 
specialists in electricity. As a Westinghouse dealer, 
you will be reinforced by the resources of the 
company that has won its position of leadership 
through the effective combination of research, 
engineering, manufacturing and merchandising 
skill. For complete details about a Westinghouse 
Farm Dealer Franchise, get in touch with your 
nearest Westinghouse distributor. J-91720 


Westinghouse Electric Corporation 
Rural Electrification Dept 1A-6 
P.O. Box 868, Pittsburgh 30, Pa. 


| Iam interested in a Westinghouse Farm Electric Dealer 
| Franchise. Please have a representative call. 
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“X" marks the spot... 


““X”’ is one of those neighborhoods you’|! find 












You can sell Dust-Stop Air Filters with 
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from coast to coast—-homes built or remodeled confidence. Recognized as a leader, backed by ST 

since the early thirties. In the big majority of strong advertising and promotion, DUuSsT- 

these homes, you’ll find a forced-warm-air STOPS are manufacturers’ standard equipment 
furnace or air-conditioning unit equipped with the logical replacement—in most brands of Th 
two to six air filters, each needing replacement ' modern warm-air furnaces. pre 
at least twice a year. Selling helps (window streamers, post cards, fea 
If your trading area includes sections like folders) are available to help you nail bu 
this, then there’s a real profit opportunity in down your share of this business. Contact line 
Dust-Stop* Air Filters. There’s a big selling your Dust-Stop distributor, jobber, or write the 
season ahead. Spring house-cleaning time is Owens-Corning Fiberglas Cor- — 

clean-filter time, particularly in homes using poration, Dept. 934, Toledo 1, 
their forced-air systems for summer cooling, too. Ohio. No 
In Canada: Fiberglas Canada Ltd., 
Toronto, Ontario. 
RS 
ERE 
111 \ AIR FILTERS 
° * 

hittin —a Fiberglas product 
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(ESEISIAE gives Richards-Wilcox trolley tracks tight tread-ways plus 


smooth operation advantages of a jointless track. Handling and installation 









conveniences of separate pieces. 





189 Plain 
Ceiling Lock-Joint Bracket 





You’re on the rie track when you revenmond 


a1 ‘ PREIRETE RG FE EE I BEA “Yet Se ee 
ius Richards-Wilcox Ball bensins ensies and 
dl De Cee PE EE TR EE EES LENE SRR SO ER 


rrre JOINT lib Track! 





079 Parallel Ear 



































Ceiling Lock-Joint Bracket 

ep yt 
zg 

In ceiling type 059 Cross Ear : 

brackets, o screw : 

driver is applied Ceiling Lock-Joint Bracket oa 

through the bot- Se 

\ tom of track and Ae) 
Tightening LOCK- through notch in i 
JOINT Nut forces Clip top of track to By 

into position. tighten LOCK- : 

. JOINT clamping HY 

LOCK-JOINT Clip forces track down screw. a: 

End of LOCK-JOINT Clip is notched so that into position against bottom of SN 

the narrow portion enters hole in top of bracket and makes a tight, smooth Re: 

track and wide portion of the clamp bears joint between ends of tracks “3 

down against top of track. ¥ 
STREAMLINES TROLLEY TRACK OPERATION ee 
¥ 

FOR ANY DOOR THAT SLIDES . : sh 

fe P 5) 

229 Side Double es 

The R-W Lock Joint Bracket which holds track joints secure, and Lock-Joint Bracket ES 


provides runways as smooth as a track without joints, is an exclusive 
feature of Richards-Wilcox trolley tracks. No track creepage .. . no 
bumpy, jumpy joints. Doors slide easily, safely, quietly——with stream- 
liner smoothness. Recommend Richards-Wilcox door hardware. With 
the famous R-W complete line—‘‘A Hanger For Any Door That Slides” 
—you can be sure your recommendation is right! 


No other trolley track hos Loekveing . ; 





. an exclusive Richards-Wilcox feature 






339 Side Triple 
Lock-Joint Bracket 
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OVER 68 YEARS 
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Savage Arms Corporation, firearms Division, ‘alls, Mass- 
THREE TENITE STOCKED VALUES 
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STEVENS MODEL 311— Doubl 


e Barrel Hammer- 
Rugged lock-up 





less Shotgun—!2. 16, 20, -410 gauges. ‘ 
_. positive extraction - - - fast hammer fall... polished, 
case hardened frame ..- forged steel, proof-tested bar- 


rels.-- matted sighting rib. 








/ STEVENS MODEL 94 — Single Barrel Shotgun — 
12, 16, 20, 410 gauges. Barrel —for ed steel, hollow 

roof-tested, full choked. Action — two-way, 
automatic ejector. First in the Field 


tapered, p ; 
top snap, low rebounding 







hammer .-- 




















STEVENS MODEL 22-410— _ ST EVENS 
2 rifle and ALO Ar PIONEERING BETTER GUNS 


Over-and-Under B 
ine i “- 
roline d, single «© .p GREATER VALUES SINCE 1864 


shotgun in one strea 
Over barrel shoots .22 ee 


‘st in the | 






trigger, lightweight gun. 
long rifle cartridges (also, short or long).-- under 
barrel, .410 shot shells — 2! 4" or 3”. 
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- « « just one feature of 
mre ttionally advertised Stevens models 


Sportsmen, farmers—shooters everywhere—have long recognized the 
many quality features that make Stevens brand shotguns and rifles 
such outstanding values. Now, stocks and fore-ends of beautiful, 
durable, service-proven TENITE bring custom-built qualities to these 


low cost models and add one more “plus” feature. 


Take a minute to read the consumer advertisement reproduced at 
the left. It’s one of a series in a big new national advertising cam- 
paign in the Outdoor, Farm, Small Town and Hobby magazines to 
inform your customers of the advantages of buying and owning 


TENITE-stocked Stevens guns. 


Savage Arms Corporation, Firearms Division, Chicopee Falls, Mass. 


SM ATINI 





SIGCSE MI * Rrerestive ) | : finder 


os 





Ad¢ Stream | 











rst in the Field... STEVENS LP ~ r- 
oe ag ] PIONEERING BETTER GUNS fy RAV AG |») Gx 


wasion iol? BM 86ND GREATER VALUES SINCE 1864 
SA WORLD FAMOUS FOR DEPENDABILITY 


(tl, She) sp Sel \ AND ACCURACY 





E AGE FNE 17, 1948 | { 




























SCHWINN-BUILT BICYCLES 
are the bicycles wanted most 

. asked for first. Surveys 
show that Schwinn bikes lead 
in popularity among boys 
and girls by more than 4 to 1! 
Show a Schwinn and you Sell 


a Schwinn! 


Write today to your jobber, cr 
direct to Arnold, Schwinn & Co., 
for the new Schwinn catalog. 
We will be happy to supply 
you with the name of the 
nearest Schwian jobber. 
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Look For This Seal—IT'S YOUR PROOF 
OF QUALITY 


ARNOLD, SCHWINN & CO. 
1718 N. Kildare Ave. 


Chicago 39, Illinois 
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MODERN FEATURES 
THAT HELP YOU SELL THE 


oe CASTER 


STREAMLINED APPEARANCE ‘ 
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ment of comparable workmanship and qua aT s< S Super-Casters 





have already been sold to progressive spo 
more will be sold this season. Be sure to get yaur ek ret Mable busi- 
ness by stocking the Hurd Super-Caster now. << r Teeding Igbbers. 
ip “Age Latll X wm ae 
fhrectston Hut : ir 
FOR THOSE WHO WANT THE FINEST oan 
‘ BR. sre we 
423 
Patent 1145625. Other Patents Pending. The right to make specification changes \s reserved, without obligation. 


X 


HURD LOCK & MANUFACTURING CO., Sporting Goods Division, New Center Building + Detroit 2, Michigan 
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1 LOWELL “SEAL-TIGHT” LID FITS IN TOP 


2 ALL WELDED CONSTRUCTION. NO LEAKING! 


3 AIR PRESSURE BUTTON RELEASE. RELEASES 
PRESSURE WHILE LID IS ON. 


4 ALL BRASS EXTENSIONS AND NOZZLE. 
No. 96 LOWELL “SEAL-TIGHT” COMPRESSION SPRAYER. 


4 gallon capacity. Handles insecticides, disinfectants, 
fungicides, agricultural chemicals, white wash «nd 
cold water paints. Oil and chemical proof hose, 
brass tube and nozzle with extra discs. Wide, com- 
fortable carrying strap with shoulder pad. 





Amazing New “Seal-Tight” 


Has Pressure with First 
Stroke of Pump! 


Here at last is the sprayer you can SELL... 
SELL ...SELL. New improved design gives 


you all these sales advantages: instant sealing, 


full use of al] air pressure, instant pressure 


release. For every spraying need, sell the 


new Lowell ‘‘Seal-Tight.”’ 


SO EASY 














One turn locks lid inside 
top. First stroke of pump 
seals top for instant pres- 
sure, positive action. 


Large opening. Easy to fill 
and clean. Lid is attached 
to tank by strong steel 
chain and cannot be lost 
or mislaid. 


© 1948, L.M.Co, 


WRITE DEPT. 103, 589 E. ILLINOIS, CHICAGO 11, ILLINOIS 














Pressure immediately re- 
leased with reverse turn of 
handle. Or use button re- 
lease without removing top. 
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MIMAR SUPER AIR FLOW (Model #312-R) 


Hot or cold air circulator for summer or winter, Twelve-inch 


4 ° fan with overlapping blades operates at a whisper... has low, 
pives high and intermediate speeds. This model delivers up to 1200 
ling, cu. ft. of cooling air per minute. For heating, fan slows down 
to 600 r.p.m. and coils produce 5400 B.T.U.’s of circulating 
eure warmth per hour. Guaranteed. 
the 


MIMAR DELUXE (Mode! #212-A) 


it’s a summer fan and winter heater in one space-saving unit. Summer fan oper- 





ates at 2000 r.p.m. Eight-inch overlapping blades produce a mass of cooling, 
circulating air. Change-over to cold weather comfort-control is accomplished by 
a simple flick of the switch. MIMAR Deluxe heater coils give more warmth per 
hour than any other air circulator—regardless of price. When used as a heater, 
fan speed is automatically reduced. Unit is tiltable...can be directed wherever 
air flow is desired. Guaranteed. 





MIMAR SENIOR (Model #116-C) 


The Senior is exclusively a heater. It is thor- 
oughly unique because it produces two concen- 
trations of heat from the same coils—warm and 
warmer. This MIMAR model is really two heaters 
in one. Case never gets hot because fan draws 
air over the glowing coils and distributes the 





heat throughout the room. Guaranteed, 


MIMAR PRODUCTS, INC. + BROOKLYN 5, NEW YORK 


EL MONTE, CALIFORNIA + CHICAGO, ILLINOIS 
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A gas tank filled to the cap is not enough to satisfy 
the experienced driver who takes no chances when 
he’s making a long run. He carries an extra supply 


in the trunk .. . to be sure. 


Years of experience have proved to hardware 
dealers the wisdom of carrying Hodell chains. They 
know Hodell quality and dependability are positive 
assurance of customer satisfaction and confidence. 
In the 157 varieties of Hodell chains, welded or 
weldless, with or without attachments, there is a 
chain for every purpose, in homes, on farms, in 
industry. For more than sixty years the record shows 


the advantage of specifying “Hodell”. . . to be swre. 






To be sure... 
SELL HODELL 
---to be SURE! 






To be certain of maximum ™ 
chainsalesdisplay Hodell “Gs 
chains. Their reputation 
and popular acceptance 
will identify your store 
to your customers as a 
buying center for quality 
merchandise. So sell 
Hodell for their sake 
. and for yours! 


















JACK > SASH + SAFETY - LADDER - PUMP : LIBERTY MACHINE - PROOF COIL - STEEL LOADING 
LIBERTY COIL» PASSING LINK » BULLDOG - SAMSON + FLAT LINK - REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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YOU CAN GET IT FAST! 


No more “out of stock” headaches in the height of your screening 
season. Now you can get Firestone Velon screening fast — no matter 
how fast your stock is going! Firestone Industrial Products Division 





can make immediate shipment on receipt of order to wholesale and 
jobbing outlets in all major trading areas. That means quick service 
for you — with only a normal inventory. That means you needn't lose a 
‘ingle sale for Firestone Velon screening, so heavily in demand today. 











$44 4 ttt ttt pois peppy pigs i 
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YOU CAN SELL IT FAST! 


just mention Velon’s advantages to your customer and you have all 








the extra values that make a customer out of every prospect: 


VELON SCREENING WON'T RUST — can't bleed or stain the house 
front ... never needs painting ... safe to leave up, all year’round. 


VELON SCREENING WON'T ROT — rigorously tested and proved in all 
climates. Impervious to sun, cold, salt spray, heavy wind and 


water. 


VELON SCREENING WON'T BULGE OR SAG — amazing impact resist- 
ance and perfect recovery. This 235 lb. man actually stood on.a 
Velon screen for 15 minutes yet it returned to its original shape 
almost immediately. 


And Velon is priced competitively low for volume business. Ask your 
wholesaler for free Velon screening merchandising aids — consumer 
folders, window streamers, counter cards, newspaper mats and 
Velon screening samples. 


*TRADE MARK. 
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Ge sure to get the line-up” ou 
GLOBE JUVENILE SPORTS EQUIPMENT — 


HELMETS — SHOULDER PADS 
FOOTBALLS — BOXING GLOVES 
STRIKING BAGS AND OTHER SPORTS EQUIPMENT 


priced te Youugiter traffic cau “grow-up 





ET Rm Ask your nearest 
Jobber. 


B Ee o ae 


Sports Lauptient 


GLOBE SPORTING GOODS MFG. CO., 251 Causeway St., Boston 14, Mass. 
Offices in NEW YORK, PHILADELPHIA, CHICAGO and LOS ANGELES 
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marly Styled New tute 


by MURRAY OHIO ! 


This model is indeed a worthy addition to 
our Steelcraft Line of juvenile wheel goods. 
Its advanced design and quality construc- 
tion are fully in keeping with the leadership 
that has distinguished Murray Ohio products 
for over a quarter of a century. 


1948 Catalog Sent Upon Request gol OF Qy 
~ ‘a, 


Po y 











THE MURRAY OHIO MANUFACTURING CO., CLEVELAND 10, O. 
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0 Oo © terrific combination of 


eye-appealing, traffic-pulling, 
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o Uses any series (C6) 


O O of Multiple (C7-7'/2) bulbs. 
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SPARKLE 


| No other—BUT NO OTHER— 
Christmas light gives you this 


sales-building features! 








Complete line—Amazingly low-priced—for big 
volume selling! 

#SP-7—Set of 7 tubes, buds, and bases, in 
colorful, sales making display box. 
#SP-9—Same, set of 9.. 

#LS—Bases (leaves) only\_ 

#1SB—Bases, (leaves) and buds, 


Gay, colorful bubbling ac- 
tion, in a crystal glass tube. 


Brilliantly colored (red, 
green, or yellow) heatproof 
plastic bud, with light-dif- 
fusing facets. Instantly, 
easily, interchangeable. 


Beautiful holly-leaf design 
plastic base, in contrasting 
colors, with intriguing 
“edge-light" effect. Can be 
used with or without buds 
and tubes. 


INTERCHANGEABLE COLOR COMBINATIONS 


SPARKLE LIGHT Tubes, Buds, and Bases can be easily 
removed and rearranged in a variety of color combina- 
... and can be used with ANY bulb! 








JOBBERS ATTENTION—A few territories still 
open. Write for SPARKLE LIGHTS “Profit Deal 
for Jobbers.” 


BOOK YOUR ORDERS NOW to assure getting 
enough for your needs. Phone, wire, or write 
TODAY! 


The SEDA €0., INC. 55 cuarkson st., NEW YORK 14, N. ¥.- WAtkins 4-3838 
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The Lae of, the Panty 
ACA BATTERIES . 


New “Double-Pitch” displays work hand-in-hand with Counter Merchandiser 
to help you sell more RCA Radio Batteries. 


tnt KCA Fiwe- -° 


a Counter Merchandiser for Portable Radio Batteries 


@ RCA leads again . . . this time with a radio battery 








Don’t miss the extra business this point-of-sale natural 





counter merchandiser that puts those fast-moving RCA 
portable types right out on the selling line! And it takes up 
only 8 x 14 inches of your valuable counter space! 


will bring. Ask your RCA Battery Distributor for Form 
No. 2F406 ... and the story on the most comprehensive 


sales promotion plan in the radio battery industry today! 





Each counter merchandiser holds 18 VS-016 “‘B’’s and P 
24 sealed-in-steel VS-036 “A”’s...or a combination of 
other RCA portable types. And there’s storage space for 
spares in the back. 





Another RCA first in counter merchandising 
... the Carry Kit Package of eight sealed-in- 
steel ‘‘A’’ batteries that stimulates large unit- 
of-sale purchases. Get your share of the big 
portable “‘A”’ business by ordering an ample 
supply today. 


This powerful little salesman is of a//-steel construction, 
dressed up in the famous red-white-and-black RCA carton 
colors familiar to millions of users of RCA products. 





SELL RCA BATTERIES—THE COMPLETE LINE FOR THE RADIO AND ELECTRONIC TRADE 


‘6c A 
=_ -_-—- TERR Tas Ot? Be ee sates 


Flashlight 


ill 





Farm AB's Industrial 


Farm B's 


Portable A's Portable B's Portable AB's Farm A's 


TUBE DEPARTMENT 


RADIO CORPORATION of AMERICA 


HARRISON, HM. J. 
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TALK " AVELLE TO YOUR JOBBER 


-e. for the Complete Plumbing Rubber Department! 





. —_ 
Stock LAVELLE! Nationally recognized 


for over 35 years as the complete 







No. 36 Lucky Strike FAUCET 


plumbing rubber department—a “‘self- WASHER ASSORTMENT 





Tops everywhere in ‘‘over the 
counter’ faucet washer assort- 
ment sales. Point-of-sale tests 
prove No. 36 Lucky Strike dis- 
play creates double sales — 
another LAVELLE first in dealer 
aids. 

36 individual packages per 
unit.,Each includes 10 Genuine 
Lavelle beveled faucet washers 


| 
| 
selling” department to meet important | 
| 
| 
| 
| 
| 
| Ss 
in all popular sizes with neces- a ete vues shuns 
| 
| 
| 
| 
| 
| 
| 


SU SSSR ALCS | 
id aT WASHERS: 


WIA oS) 43 2am 






needs for home, farm, and institution. 








Here’s LAVELLE quality . . . priced, 
packaged, displayed to move. Every- 








thing to make your sales job easier. 


Talk LAVELLE to your jobber, today. 


OMe TEEP A PacKaGE Hanoy 


sary brass screws. 





No. 5 Lucky Strike 
GARDEN HOSE WASHERS 


Colorful ‘‘on the spot"’ sales- 
man—reminding your custom- 
ers of their needs in Garden 
Hose Washers. 

12 Garden Hose Washers 


~. Lucky Strike White SOLID 
, BASIN, BATH and LAUNDRY 
/ TUB STOPPERS Yo 


Every customer is a prospect. 
Firm white rubber withstands T 
action of hot, soapy water— 
cannot swell. Locked-in brass tl 





aod ee a agg egg posts with nickel-plated rings. w 
cellophane envelopes fo a Easily displayed — 12 to 
display carton. carton. 


420 N. WOOD ST., CHICAGO, ILL. i 
TANK BALLS — FAUCET WASHERS — FORCE CUPS — HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS P 
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RUGGED TOUGHNESS 

CHIPPROOF . . . PEELPROOF 

NON-FADING FRESH COLORS 
RESISTANCE TO STAINS 

EASY TO CLEAN 

SATIN-SMOOTH, STAY-SMOOTH SURFACE 
RETAINS NEW LOOK INDEFINITELY 


THE DUKE SEAT 


DUKE EVER-NU toilet seat manufactured 
Duke Manufacturing Co., Inc., 601 W. 26th St 
New York City |, N. Y. The manufacturer 
calls it “The seat that never grows 

Made of a special Celanese plastic selected 
for its durability and r beauty, the satir 


surface of the EVER-N 


YOU HAVE THEM IN SEATS MOLDED OF 
There’s a difference in plastic toilet seats—a difference that earns 
the confidence of your customers . . . means easier sales for you, C 
when the plastic used is formulated especially for seat purposes. 
That’s why top-name seat manufacturers specify Celanese* 
plastics for their quality lines—and why the name “Celanese” on 
a toilet seat label is the best assurance of lasting wear your cus- 


tomer can have. CELANESE CORPORATION OF AMERICA, 
Plastics Division, Dept. F, 180 Madison Avenue, New York 16, N.Y. 
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fron Y G Let these SUPERIOR Sales Leaders 
< Bring you EXTRA-DOLLAR VOLUME 
\f 
% SY No. 2 J No. 216 
“= No. 650 
Now that the building and remodeling No. 55! 





season is here, bring extra-dollar volume your No. 550 
way with SUPERIOR metal trim . . . decora- No. 64 No. 828 

tive, bright-looking, easy to install. Shown TA » 

here are 23 outstanding sales builders, and No. 552 No. 54 


there are hundreds of others in Youngstown 


Manufacturing’s complete line—all finished by No. 415 No. 121 
the exclusive Schuler weeand process, and True- No. 653 
edged for perfect straightness. 


Write today for a catalog and latest price — 20 No. 651 


lists... for complete information on Youngs- 





town Manufacturing’s attractive, free sample o. 652 No. 32 
display units. 











FREE SAMPLE DISPLAY UNITS 


. .are available in two sizes, depending on 


the number of SUPERIOR designs you carry No. 542 >. 42 No. 118 No. 553 No. 218 


in stock. Use the handy coupon below, to 


get full details on these handsome merchan- 
dising aids. 
Oe No. 37 




















Dept. 4 Please send us literature and prices OTHER YOUNGSTOWN MANUFACTURING PRODUCTS INCLUDE... 
(3) Sink Well Frames, Strip Cutters, Metal Shears, Mitre 
Check Boxes, Linoleum Rollers, Cove Base Corners and Stops, 
( ) _— ee = an Linoleum Paste, Insulation Tile Adhesive, Waterproof 
sarcandicces Linoleum Cement, Nails and Screws, Curtain Rods, and 

Company ——. SHELL-PLI Sink Counter Covering. 

Your Name ro 

Address__ YOUNGSTOWN MANUFACTURING, INC. 
City OE eae 66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO 





MAKERS OF cypep;ge METAL TRIM SINCE 1930 
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They'll ‘live 
better ever after" 





Lucky couple! The honeymoon need never 
be over for them. A bright horizon, aglow 
with opportunities for better, happier living, 
lies invitingly ahead. 


She will not come back home to a lifetime 
of household drudgery like her grand- 
mother did. He will never know the petty 
irritations caused by lack of modern con- 
veniences. 


They'll just press a button, turn a tap, de- 
press a lever ... and presto! .. . they’ll 
have health-guarding pure water when 
needed, heat that radiates like sun-warmth 
from walls or floors, fuel that is clean and 
safe, comforts and conveniences almost 
without limitation. 


All this, stee] pipe makes possible! 


Durable, reliable, adaptable . . . and within 
pocketbook’s reach of everyone .. . steel 
pipe goes on serving and extending its 
usefulness for the health, convenience, 
comfort and happiness of us all. 


The interesting story of ‘Pipe in American Life” 
will be sent upon request. 


COMMITTEE ON STEEL PIPE RESEARCH of American 
Iron and Steel Institute, 350 Fifth Avenue, New 
York 1, N.Y. 


STEEL PIPE MAKES IT POSSIBLE! 
_ ES | 


.. . better living through pipes of steel for plumbing aud heating purposes. 
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OW AMERICAS 


PRICES DOWN ‘VALUE UP’ 
ALL ALONG THE LINE 


These are the finest Irons we’ve ever 











made and the best you’ve ever sold. 
Compare them against the field for 
design, for way-ahead utility features. 
Then compare them for sales appeal in 
your window and on your sales floor. 
See how fast, how easily they’ll sell 
at these new, amazingly low prices! 
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Reduce prices on the best designed, most feature-packed 
line on the market? Cut prices in the face of spiralling 
manufacturing costs? How... Why? 

Well, things are really rolling at Universal — there’s 


your answer. Despite rising costs, increased output 
combined with increased production efficiency is now 
showing a reduction in the cost of the finished product. 
To put Universal Dealers way out in front, we're pass- 
ing this savings along in the form of amazing, new low 


prices that give you the greatest extra-value selling 


punch in the small appliance business today. 
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PLACE YOUR ORDERS WITH DISTRIBUTORS NOW. 


ORDER IN CASE LOTS AND IMPROVE YOUR PROFIT MARGIN. 


USUAL LIBERAL DISCOUNTS APPLY. 


UNIVERSAL @ 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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THE POWER LAWN MOWER 


WITH MORE FEATURES MORE PEOPLE WANT! 


Every Proven Feature Any Power Mower 
Can Offer Plus These Nine Way-Ahead 
Improvements! 


1. 


2. 
3. 
4. 
5. 
6. 
r 
8. 
9 


Fully-enclosed transmission 

Positive automotive-type clutch 

Built-in blade sharpener—no extra cost 
All-steel welded chassis 

Hand-adjusted cutting height— 1" to 24’ 
Full-floating wheel shaft 

Shear pin protection for all driven parts 


Shielded spark plug 


. Economical exchange parts service 


ACT NOW. Pincor prod- 
ucts are sold direct to the 
rol-tel(-amel mcellM@igelel-molaia te 
Write now for dealership 
Tabielgulelilelae 


Manufactured by Pioneer Gen-E-Motor Corporation + 5841 W. Dickens Ave., Chicago 39, Illinois 
POWER LAWN MOWERS + HAND LAWN MOWERS °° ELECTRIC HEDGE 
TRIMMERS ¢ ELECTRIC POWER PLANTS 
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TAT G BRE cconrains vnias: 
The Selective CRABGRASS KILLER will Le the 


SEASON'S BEST SELLER! 


Stock TAT C-LECT now and you'll be on the winning team. The 
O. E. Linck Co. has condensed four seasons’ intensive testing of TAT 
C-LECT into two years by following the spring growing season across 
the Equator and back. Other experiments at Rhode Island Agricultural 
College and numerous botanical stations conclusively prove TAT 
C-LECT’S efficiency in eliminating crabgrass without endangering 
ordinary turf grasses or the most delicate bents. Letters pour in from 
hundreds of enthusiastic users who were fortunate enough to obtain 
the limited stock of TAT C-LECT available late last summer. That’s 
why we confidently predict that TAT C-LECT will be the season’s 
Best Seller in "48 — and we're sparing nothing to tell the 
public about it and give you every possible sales aid. 

Keep an eye also on the new TAT Weed C-LECT. This 
is the only 2,4-D weed killer specifically formulated 
for use with TAT C-LECT, giving a simultaneous 
kill of most common lawn weeds along with 
crabgrass. See combination package below. 
























O. E. Linck Co., Inc., Clifton, N. J. 
Please send me complete information 
on the TAT C-LECT line and advise 

0 (1) Your distributing proposition 

(J (2) Name of nearest distributor 

(0 (3) How to obtain a View-Master Stereoptican 














NAME 









ADDRESS_ i —_ 





a ZON=_ 


Canadian Sales: Canada Rex Spray Co., Ltd., 
Brighton, Ont. 





COMBINATION PACKAGE—1 Pt. TAT C-LECT 
and '2 Pt. TAT Weed C-LECT 
List —$2.25; Dealer Cost—$18.00 Case ™ 
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pr ain T. PUSH QUALITY AEROSOL INSECT-0-BLITZ 


guaranteeing complete customer-satisfaction, 


2. DISPLAY INSECT-O-BLITZ prominently in win- 

dows and counters. Displays like this, given 
prominent position, will multiply your sales 
many times. 


3e INSTRUCT one of your sales force how to 
demonstrate Insect-O-Blitz. 


4. BE READY for volume sales with an ample 
stock of Insect-O-Blitz on hand. 















0! 
Viormuta-r. Insect-O-Blitz formulation is 


Government approved. We have maintained our high 
standards with complete disregard to current trends 










of making price a primary consideration. Insect-O- 255 

Blitz still contains 3% DDT and 2% Pyrethrum Shad 

(0.4% Pyrethrins), which made aerosols famous. dun. 6 
SF. x quickly 
: y VOLUME- Insect-O-Blitz contains full 16 oz. in 

a rugged steel container and dispensed with a sturdy, A 

non-leaking screw-type valve. Ounce-for-ounce, all The fir 

16 of them, Insect-O-Blitz is still the aerosol bargain comple 

of 1948 without sacrificing a single point of quality. finishes 
a | 
'/ PRESSURE. Acroscis are only efficient when 

sufficient pressure atomizes the insecticide into a fine 

mist which spreads throughout the room. Aerosol 

Insect-O-Blitz is not new or experimental. High Pres- 

sure Aerosol Insect-O-Blitz has earned world-wide ; 

acceptance, both in military and civilian use. ‘ tht uctavoctrone 

Nationally A 
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MANUFACTURED BY 





ORDER INSECT-O-BLITZ FROM YOUR JOBBER OR WRITE US FOR FULL DETAILS 


INSECTICIDE DIVISION 


INDUSTRIAL MANAGEMENT CORPORATION 


458 S. SPRING ST., LOS ANGELES 13, CALIF. - P.O. BOX 152, VALPARAISO, IND. 
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3, given 
ir sales 
how to 
NOW you can really merchandise the 
. ample nation-wide trend to color with 





profit instead of headaches! In the 
hands of hundreds of Devoe 
Agents the new Devoe Library of 
Color has already proved a profit- 
able business-building tool. It can 
do the same for you. 





ONLY THE LIBRARY OF COLORS OFFERS ALL THIS 


wi 
255 Decorator-Approved HOW IT WORKS “Complete Packa 
Shades—you stock only 10 basic 


toner colors, 5 Quality whites! From 
these, all 255 shades are mixed surely, 
quickly, easily. 


Deal 

















1. Select shade from 
big (8% x 11 in.) 
sheets in Library of 
Colors Book. 


All Five Paint Types 


The first toner color line covering the 
complete range of interior and exterior 
finishes — 





2. Add toner accord- P 
Enamel ing to accurate for- ( 


Flat Wall Paint mula printed on { 
, ; each color swatch. | me 

Semi-Gloss Wall Paint 3. Stir and paint! WHITE Contains all ten colors in a carefully pro- 

Gloss Wall Paint eed sai 

Outside House Paint 


Put this great tool to work 
at moderate cost with the , 
Devoe complete package deal= 





portioned assortment of Colors and sizes 

Big Library of Colors Book—Library of 
Colors Packs shown above (to clinch sales 
with selected customers full set of field- 







tested displays, and other sales-building aids. 






Devoe & Raynolds Company, Inc. 


787 First Ave., New York 17, N. Y. 









Act fast and NOW if you want the benefits of the Devoe Library 
of Colors for your business. It is available only to Devoe Agents. 
To arrange an interview with a Devoe Representative, write today 
to Dept. E on your business letterhead. He will call without obliga- 
tion to explain all the advantages of being an authorized Devoe 
Agent—and how you can qualify for a Devoe Agency which may 
be open in your community. 










WRITE DEVOE 
FOR FULL DETAILS 
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FEATURE THESE DEVOE 


VARNISK 
ITEMS 


The varnish market is a big 
market—a profitable market. 
Devoe products give you prof- 
itable coverage right across 
the board. Stock all these 
Devoe varnish products. 
You’re sure of steady, profit- 
able sales for every varnish 
need. 


FOR ALL-ROUND USE=—INDOORS AND 
FLOORS, FURNITURE, WOODWORK, BO? 


FLOOR AND 
TRIM SEAL 








0 FI LDLS/t ON The Saw most Carpenters use 


FIRST WITH EVERYONE 


-.- A4TO 1 FAVORITE 























asked Hardware Retailers --- 
ost frequently requested ? 
id DISSTON. 


What handsaws are m 
Nearly 4 ovt of 5 sa 


WHEN YOU SELL A 
DISSTON PRODUCT YOU 











LISSTON 
STEEL 
SKILL 


and 


SERVICE 


It’s significant that in all the many surveys among ence for DISSTON handsaws far exceeds that of all 
Hardware Retailers, Hardware Wholesalers, carpenters, other makes combined. You know the reasons—higher 
craftsworkers, farmers and other saw users, the prefer- quality, better performance, longer saw life. 


HENRY DISSTON & SONS, INC., 654 Tacony, Philadelphia 35, Pa., U.S.A. 


I | C Canadian Factory: Toronto 1, Ont. 
# 
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HANDY WYTEFACE* 


Trade Mark 
STEEL TAPE RULE 


Black on white for easy reading 
Instant blade changes, without 
taking case apart 

“Stays put” at any length. Won't 
creep back into case 

You can work it with one hand 
Curved blade is semi-rigid, like a 
ruler 

Markings on both edges in inches 
and 16ths 

6 and 8 foot lengths. 14 inch 
width 


HOW A HANDY WYTEFACE Steel Tape 

Rule and your customer will take it every time. 
He can see for himself the fine quality of this popu- 
lar, easy-to-read tape rule. And he knows he can 
have complete confidence in every product that 
bears the K &E name. 
HANDY WYTEFACE Tape Rules are ideal for 
engineers, mechanics, carpenters, as well as for 
home or office use. They are easy to read in any 


light. The patented white surface fully protects 





Ker 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials. 
Slide Rules, 
Measuring Tapes. 





the steel from rusting—it will not crack, chip or 
peel off, and is exceptionally easy to keep clean. 
Ask your jobber about HANDY WYTEFACE 
Tape Rules and WYTEFACE Steel Tapes. 


*WYTEFACE Steel Tapes are protected by U.S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


EST. 1867. 


NEW YORK * HOBOKEN, N. J. 
_ CHICAGO * ST. LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 
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buying easy. 


~The New Self-Selling Metco 
“No. 76 Dispensing Display Assortment 


76 much-in-demand wrenches in popular sizes only. Handy, attractively 
lithographed metal display rack does ‘round the clock double duty .. . 
it stocks AND SELLS! Boost your wrench profits with this fast-selling 
dispensing-display assortment of Metco “Balanced"’ Wrenches. 


Every Metco Wrench is precision-made of the finest Metalite tool steel, 
heat treated for extra strength and finished in gleaming rust-resisting 
nickel-chrome. Tapered design, accurate broaching and scientific re- 
inforcement at points of greatest stress help eliminate “hand-fatigue.”’ 


/ 
ORDER from your 
JOBBER today! 
Or write direct to 


DIVISION METAL ENGINEERING COMPANY 
134 NORTH LASALLE STREET * CHICAGO 2 


JUNE 17%, 











NOW—A COMPLETE 
WIRE CORD DEPARTMENT 
in a single, compact unit 


a 


MASTER WIRE ASSORTMENT 
NO. 17WS 


Provides point-of-sale display of a complete wire 
cord department—with cords for indoor and out- 
door applications. 39 cords with 6 combinations 
of connectors in 13 different lengths fill most 
requirements for home, shop and farm appliances. 
Included in the Assortment are prepared open 
ends for lamps, electric irons, vacuum cleaners 
and other appliances. Each cord set is protected 
by cellophane. 


Who ey'd: 


For matching special cord lengths, there are also 
250-foot spools of Lamp Cord, Power Supply 
Cord and asbe niaieal Heater Cord—3 quick- 
selling replacement cords. For outlet sales, the 
Assortment features 50 Electrix 3-way outlets of 
unbreakable, 1-piece construction. 


Install this fast-moving, profitable line on your 
counter for more wire cord sales. Order Assort- 
ment No. 17WS today, giving name of your Gilmer 
Hardware Wholesaler, “who will bill you direct. 





Complete Wire Department is 38%"’ high, & 
26"' wide, 16'' deep. Back is fitted with 
shelves for storing extra Giimer cord sets. 


2 other profitable wire cord displays mon) 


@ ei | 

GILMER JUNIOR WIRE i 
ASSORTMENT NO. 13W 
' Contains same selections 


as No. 17WS (above), 


except wire spools. 






Fe weUk. 


Sunapee 


GILMER 
SPOOL WIRE 
ASSORTMENT 
NO. 6S 












Earn good profits with GILMER V-BELT TOWER 
ASSORTMENT NO. 350 


35 popular V-Belt sizes for use on washing 
machines, oil burners, and other appliances in 
home, farm and shop. You get complete assortment, 
display stand, Gilmer Handimeter (patented) 
measuring device, attractive window card and 
the Gilmer Belt Catalog, “America’s Belt Bible.” 


Contains 6 spools, each with 

250 feet of popular wire cord. 
1. Power Supply Cord 2. Black Lamp Cord 
3. Brown L amp Cord 4. Ivory Lamp Cord 
5. Heater Cord 6. Twisted-pair Lamp Cord 
Wire easily reels off racks. Handy measuring 
rule imprinted at base. 








All Gilmer wire products are approved by Underwriters’ Laboratories. 








BUY THROUGH YOUR GILMER HARDWARE WHOLESALER 


L. H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 
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A Fast-Selling, Versatile Electric Drill Line! 




























Home-Utility : | 
Ye" Vertical 
‘*17 45 : s Home-Utility 
Home-Utility $ 45 Home-Utility Ye” Vertical ay 
a 4 Horizontal Bench Stand Ye" Drill 
$35.95 woe plus 93-35 $11.45 sae 






Wire Wheel Brushes—Buffing & 
Polishing Kits——-Abrasive Kits 





















FRE DEALER NEWS 
PAPER MATS! 
. to help you a. 
tie in your local 
advertising with | 

° 4 our own national {= 
wit is Home - Utility \vwor 
program ...and 
boost your sales 


of Home-Utili- 
ty Tools! 





. over eight million advertising messages 
a month, in four national magazines, hammer 
away at your customers to pile up new de- 
mands for Home-Utility Electric Tools for 
homes, farms, hobby shops, repair kits! 


» 


Colorful Point- 
of-Sale Material! 


Special Promotions! 


. for Extra Seasonal Sales nie 
iectecing the familiar Home-Utility Name 







National advertising—-special promo- 
tions—-dealer newspaper mats 

colorful point-of-sale material —a 
versatile Electric Drill Line! ‘‘Home- 


CASH IN Utility” gives you all this! That’s 
why it pays to tie in with this 


Striking nationally-known lint! Remember 
ennai Qn This the name—‘“HOME-UTILITY” 

7 has national sales-appeal! Push the 
Yee name — “HOME-UTILITY ~~ for 
extra sales, extra profits! Order these 
fast-selling Drills, Drill Stands, Acces- 
sory Kits and Wire Wheel Brushes 
from your nearby “HOME-UTIL- 
ITY” Distributor today—and get 
your share of this profitable business! 
TRE BLACK & DECKER MFG. 
CO., DEPT. H-653, TOWSON 4, MD. 








Envelope 
Stuffers! ” 







Stands! 


Carton 
Displays! 


Talk ‘‘HOME-UTILITY” ... Push ‘‘HOME-UTILITY” ... Sell ‘SHOME-UTILITY 
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Satisfy Customers, Build 
Repeat Business by Suggesting “ATKINS” New A-4 
ATKINS 


Yes, sir—recommending Atkins Hacksaws pays off in many 
Counter Saleman 


ways. Your customer puts a blade in a frame...starts cutting 
...and then the big surprise. Metal can be cut easily — 
almost effortlessly. All it takes is a “Silver Steel’ blade. 
Tough, rugged teeth take healthy bites at every stroke... 
hold up without breaking or dulling for many cuts through 
toughest metals. That kind of satisfying performance is 


Your Atkins jobber will send you, absolutely 
without cost, this attractive, sales-stimulating 
Counter Salesman with the following biade 
assortment order: 


One Doz. No. 1810-10” One Doz. No. 3210-10” 
One Doz. No. 2410-10” One Doz. No. 2412-12” 
Two Doz. No. 1812-12” 

Packed one A-4 Display to a box complete. 


what builds appreciative customers...keeps them coming 
back to your store for more Atkins Blades. Ask your jobber 











for full information on the Atkins line today. 





Caer Shel’ SAWS 


E. C. ATKINS AND COMPANY ¢ nome orrice ano FACTORY: 


402 SOUTH ILLINOIS STREET, INDIANAPOLIS 9, INDIANA 
BRANCH FACTORY: PORTLAND, OREGON 
Branch Offices: Atlanta © Chicage © New Orleans © New York © San Francisco 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 





EMA ? 
“hao, ae o 


“ATMINS AlWaTsS antao”™ 
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ere’s How You Can 


Squeeze Profits Out of Water... 







Yes, there is a great sales opportunity for you in Climax Pumps. 
Farm income is at an all time high . . . indebtedness low. Capital improve- 
ments are keeping pace. The first thougnt is WATER. Cimax, a successful 
manufacturer for over 32 years, offers a complete line of quality domestic 
water systems, sump, windmill and hand pumps. And the great Climax 
production lines assure you of immediate delivery. 

The market is ready. Farms, suburban housing and vacation resorts 
demand water. Fill the need and fill your pockets . . . sell the Climax line 
in your store. For dealer price lists, merchandising and other information, 
write today to Climax Engineering Company, Pump Division, Clinton, lowa. 
Don't delay . . . prompt action can bring prompt profits! +H 








HUGE DEMAND 


Everyone wants the 
convenience of run- 
ning water. in the 
home, for bathing, 
shaving, cooking, 
laundry. Around 
the farm for water- 


An Efficient, Economical 
Water Supply that 
Operates Automatically! 


ing poultry, live- 
stock, light garden- 
ing and scores of 
other needs. Climax 





Two top-notch sales makers from 
the complete Climax line are the 
Ejector pump with jet (left) and 


the SW6 Shallow Well Pump and 
system (right). Both are entirely 
automatic, electrically-driven units. 
Climax Ejectors have been de- 
signed to utilize the ‘igh effi- 
ciency of the Climax pump. All 
parts are precision machined and 
assembled. Model SW6 - includes 
pump and 30 gallon tank in its 


fills the bili! 












itely compact design. Ready to op- 
ting erate, 

iade 

210-10" 


ate PROMPT 
NATIONAL 


DELIVERY 


ADVERTISING JOBBERS!  Srertes merutecturing facilites 
= 


enable us to enlarge Climax sales 


ete 








LOCAL ADVERT territories. A golden opportunity for you to get in on the 
ground floor of a quality line scheduled for tremendous 
ALE AIDS growth! Act at once, while choice territories remain open. 


Write or wire today for complete jobber plan, price list, 
merchandising plan. 


— CLIMAX ENGINEERING CO. — 


Pump Division 
Clinton lowa 














Ne 


Dt we 


Nes 


Write for latest catalogs, 
giving full description of 
the complete Climax line 

. » Quality products for 
faithful service. 
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STAINLESS STEEL 
KITCHEN TOOLS 


CATALIN HANDLES 
TST users of stainless steel for kitchen tools... pioneered by Washburn in 1928. 


IST users of beautiful catalin handles. 


IST users of “balanced” handle design. 
(ESE ASAE IED MYO 











Maes. 


Bieta ale Te” “ are naananddatanses hn 1h ownctte 


GD rue WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS. e ROCKFORD, ILL. 
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_HERE’S THE QUICK, CONVINCING WAY TO DEMONSTRATE 


The Claman — 





What woman wouldn't rave about this 
Manning-Bowman Long-Last Percolator! 





It’s smart enough for any table, yet built like 
a battleship so it needn't be babied! So, when 
you show it... 





Rap this Long-Last beauty with your Demonstrate its generous capacity. “The dripless spout and insulated 
knuckles. Tell your customer: “Hear *Look—it makes eight cups of coffee natural wood handle both spell qual- 
that? Solid metal—nothing to chip o1 at atime. As for safety—if you ever forget ity. So does the Manning-Bowman name 
crack —built to last for years and years. this percolator. a built-in current breaker on toasters, broilers. irons. automatic 
Chromium plated. inside and out.” shuts it off.” grills. waffle bakers. and heating pads.” 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut * In Canada: Manning, Bowman & Co. (Canada) Ltd., Ockville, Ont 


THE LINE THAT'S ALWAYSIN DEMAND 











Us) 
PROFITABLE BUSINESS 


you? 


COMMENDED 


PARENTS 
MAGATINE 


sain OR 4 Mttunp op 


G  Guaresived by 

<t Housekeeping 
I OLFECTIVE OR ww 
45 aovearisto WS 





“She Original and r+ 
FOLDBACK PLASTIC BABY TRAINER 


‘ 
7 54% 


($5.95 on West Coast) jiffy. 
Deflectors available. 
FAIR-TRADED 


SANITARY! MODERN! 
CONVENIENT! PLASTIC! 


Attaches to the back 







- 
85% of your customers are women. Every 


one is a prospective UP-SEE-DAISY buyer. Don't 
let this profitable business get away. 


* Figure SUPPLIED BY HARDWARE AGE r Ze \ 
f * ‘ 


i 

Handsomely packaged in a colorful carrying carton! ¢ 
! : 
t ' 


IMPORTANT! 


Beautiful counter dis- 





play stand, advertis- 
ing mats and literature 


available. 


NATIONALLY ADVERTISED! 
IMMEDIATE DELIVERY! 3 


rue KIDDIE SEAT core: 


y, 170 WEST 233rd STREET, NEW YORK 63, N. Y. 


<< 


| <n-<pex 
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iy 
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Fluorescent Lighted 
Cabinets 





Fixtures are chrome plated. 


All wires are encased. 115 V. 60 Cy, A. C. 


Polished Plate 


Model Wall Openings Mirror Sizes 


U 14”x18"x33,,” 16"x24” 
‘4 14”x20"x334” 16”x24” 
F 16”x20"x33/,” 18”x26” 
G 16”x25V,"x334,” 18”x32” 
L 18”x20"x334,” 20”x26” 


L DeLuxe Chrome plated cabinet throughout. 


Cabinets are equipped with outlet to permit use 
of electric razor or curling iron. 


Also with outlet receptacle boxes for direct wir- 
ing OR can be had with plug-in type. 


SOLD THRU DEALERS ONLY 


Write for descriptive literature on 
our com plete line of bathroom cabinets. 


IDEAL CABINET 
CORPORATION 


Division of Deslauriers Column Mould Co., Inc. 
7722 Joy Road 


DETROIT MICHIGAN 
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EVAN S . «» America’s Most Salable Home Heater 


NO OTHER HOME HEATER 
GIVES YOU SO MANY 
FEATURES TO SELL 


Dit JHEATER ON THE MARKET TODAY OFFERS YOU 
CH Te SMPMULCTELL THE STORY AND YOU MAKE A SALE! 




















your customers can see and feel for themselves: 
_ REPLACE WINDOW 
the cheery glow of an open fireplace 


BEOOR LEVEL HEAT 


healthful, comfortable heat where you need it 


BEAUTIFUL STYLING 


a piece of “furniture” you won't tire of 
TER HEAT VOLUME 

ie. engineered heating efficiency at low cost 
DOWN DRAFT FAN 

wees utilizes the warmer air from the ceiling 


HREE-WAY HEAT 


heat is radiated, circulated and fan-forced 


ORIZONTAL BURNER 


easy to service, efficient in use 


JMMER VENTILATION 


air circulation in hot summer months 


MRecofit-wise merchants are discovering that the 
PVANS home heater line is the line that sells 
on sight. 21,500,000 existing homes and 
millions of new homes offer a profitable 
market that is getting bigger every day. Cash 
in NOW on the line that gives you more sales 
features than any other on the market... 

that means money in your pocket. Ask your 
Westinghouse representative to show you the 
Evans franchise presentation. 


e EVANS Home Heaters are nationally 
m e ans pro fi fs distributed by Westinghouse Electric Supply 
Company and other leading independent 
distributors. 


EVANS PRODUCTS COMPANY 


HEATING AND APPLIANCE DIVISION + PLYMOUTH, MICHIGAN 





THE HIGH QUALITY COMPETITIVELY PRICED LINE 


MODEL 1680 
¢ #s.000 BTU 


MODEL 156 OS 
ss.000 BTU 
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SUPERIOR ENGINEERING FEATURES 


Only the Bull Buffer adds real 
power to the smallest electric drill 
—through gear reduction. Sealed 
inside the sturdy aluminum casting 
are steel alloy cut gears that oper- 
ate in a bath of oil, require no 
servicing. Bearings are self-lubri- 
cated. Only the Bull Buffer has 
swivel action—buffer can be turned 
in a complete circle while electric 
drill is held stationary. Fits any 
chuck on an electric drill or flexible 
shaft. Workmanship and materials 
are guaranteed. Retails complete, 
as shown above, for only $9.95. 


E. fT. 


3034 MAIN STREET 











THE BULL BUFFER 


BERTRAM 


ll 
VT 


POLISHING CARS 


~ This amazing new polisher-sander is 
\ more POWERFUL, more MANEUVERABLE, 


more USEFUL than any buffing 
attachment on the market— 


yet retails for only $9.95! 


In your store, customers are quick to respond to the 
values of this new buffer-sander that more than pays 
for itself the very first time they use it. And there’s no 
limit to your market—with the Bull Buffer, anyone can 
make his car, floors, furniture, woodwork gleam like new. 

Profit? You make a nice profit, not only on the Bull 
Buffer, but on all the related items it sells for you — 
electric drills, sheepskin bonnets, sanding discs, varnish, 
paint, car polish. 

Your customers are hearing about the Bull Buffer now. 
National advertising reaches some 7,750,500 prospects 
each month, invites them to get in touch with their 
dealer. 

So don’t pass up this popular new tool — get set for 
customer demand now. Mats and mailing pieces are 
yours on request. 

Order from Your Jobber, or Write for 
Our Dealer Plan ... Today! 


ENGINEERING COMPANY 


KANSAS CITY, MISSOURI 


SAMDING FURNITURE 




















\ 





-—the season is HERE!-~—~-; 


Everybody’s going on picnics, fishing or camping trips—outdoor jaunts of all 
without a bottle of “6-12” Insect Re- 
pellent. They'll need it. 


Our national advertising is telling 


Profit for you on every bottle. 


@)) 





Put it on your counter now... 
Ve 


Ys 


kinds. They'll be in your store buying their equipment. Don’t let them get out 


6-12" and ‘’SIX-TWELVE’’ 
are registered trade-marks of 


Carbide and Carbon Chemicals Corporation 


Unit of Union Carbide and Carbon Corporation 
‘ . 9 
them— You sell them. There’s 40% UCC) 
30 East 42nd Street, New York 17, N. Y. 
In Canada: Carbide and Carbon Chemicais, Ltd., Toronto 
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It’s easy to see why your customers still find it 
difficult to get their Du Pont Sponges. We're 
turning out more than ever before. But every- 
body wants one for washing walls, windows, 
dishes, automobiles or for the bath. 

Keep asking for the Du Pont Cellulose Sponge 
and insist on a genuine ‘‘Du Pont.” We’re doing 
our best to supply you. 


846. u. 5. rat. OFF 


BETTER THINGS FOR BETTER LIVING 
-»»THROUGH CHEMISTRY 











The Peerless 


Water King 


DOMESTIC 
WATER SYSTEM 


with positive displacement 
pumping action 


Outperforms other shallow well 
systems because it’s built specif- 
ically for low lift applications. 


Capacities: 275 to 860 Gals. per Hr. 
Lifts: to 20 ft. 


The Water King is not a domestic water system designed 
for another purpose and, as an afterthought, adapted to 
shallow well service. Peerless dealers sell the shallow well 
pump designed exclusively for shallow well service! Here 
is one system that is positive, fully automatic and trouble- 
free. With its completely novel and proven principle of 
shallow well pumping, the Peerless Water King employs 
advantageous characteristics of both centrifugal and re- 
ciprocating type pumps, plus performance unexcelled by 
any other type. Peerless Water King domestic pump de- 
sign has replaced complicated parts with mechanical 
simplicity; banished troublesome bearings; utilized a 
positive lubrication system. Through its unusually high 
efficiency, the Water King delivers more water per kilo- 
watt than conventional types of domestic systems. Ask 


PEERLESS Manufactures 
Or, better yet, seeing isbe- JET SYSTEMS, 
lieving; ask Peerless to TOO 
Double or Single 
Pipe Systems — 
Over well or off 
set. Capacities: [ 
up to 7500 gal 
per hour. : 
Pressures up to 40 Ibs. or more. 
Descriptive Bulletin available. 


PEERLESS PUMP DIVISION 


FOOD MACHINERY CORPORATION 


Factories: Los Angeles 31, Calif.; Quincy, Ill.; Indianapolis, Ind. District Offices: New 
York 5, 37 Wall Street; Chicago 40, 4554 No. Broadway; Atlanta Office: Rutland 
Building, Decatur, Georgia; Dallas 1, Texas; Fresno, Calif.; Los Angeles, Calif. 


for an illustrated bulletin. 






demonstrate the Water 
King. Address your inquiry 
to nearest district office or 
factory. 





@ The Stewart dealer plan offers an opportunity 
for you to make extra profits without investing your 
money or carrying any of our merchandise. Here’s 
all you do. Send for Stewart literature and famil- 
iarize yourself with our products. Then send us the 
inquiries. That’s all there is to it because we do the 
selling and pay you the commissions, 


Left: Stewart ornamen- 
fal iron fanterns in 
bracket and pier types 
are made in various 
sizes and in several 
combinations of metal. 




















unusually wide variety | ~~ eo het 
of designs fo meef cl 
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requirements, 


In addition to the items illustrated, Stewart prod- 
ucts comprise: Chain Link Wire Fences and Gates 
for all types of property. Plain and Ornamental Iron 
Fences and Gates. Folding and Sliding Steel Gates, 
Balcony, porch and stair Railings in Plain or Or- 
namental Iron. Steel Benches and Settees, Iron and 
Wire Window Guards. Wire Mesh Partitions, Flag 
Poles. Bronze Plaques. Baseball and Tennis Court 
Backstops. Stadium Seat Brackets, and many other 
products in iron, wire and bronze. Write for litera- 
ture today! 


THE STEWART IRON WORKS CO., INC. 
1537 _ STEWART BLOCK, CINCINNATI 1, OHIO 
“Experts in Metal Fabrications Since 1886” 


HARDWARE 


’ 
Right: Stoop railing Lai W077 i 
design M-281. Stewart 3. Sent 
railings are made inan | LOE TT Te 
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TO ALL HARDWARE MERCHANTS— Be sure to show all three colors and 
styles of Swan hose in your window 


as illustrated. Fasten the colorful Swan 
displays on inside of window and run strips 
of colored crepe paper from the displays 
to the coils of Swan hose.’ | 


Want to make some extra money real easy? 
Then follow these simple instructions: 


8 Study carefully the above suggested 
window display featuring Swan 
Quality Garden Hose! 


S Use the colorful display reprints of Use plenty of coils of Swan hose in 

Swan national advertisements, the window to give a mass display effect. 
gummed stickers, and letter of instruc- , 
tions Swan sent you last March to help Finish window with lawn and garden 
you dress the above window. tools and supplies. 






NOW IS THE TIME TO MAKE YOUR WINDOWS MAKE YOU MONEY 
»-NOW...DURING THE GARDEN HOSE SELLING SEASON! 





SWAN RUBBER COMPANY 


BUCYRUS, OHIO 
WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 
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REYNOLDS /:-“~< ALUMINUM 
Gutters and Downspouts 


a Once, gutters were a put-off purchase. Because the cheap 
; ones rusted, had to be painted, still wore out. And all the 
others were priced away out of reach! 




















Now Reynolds makes gutters a “volume” item... 

with rustproof permanence at about half any other rustproof 
price. Customers take one look, lift and feel the sample, 
admire the stain-free clean appearance, the light weight, the 
strength. National advertising and powerful merchandising 
are pushing demand still higher. And the price clinches the sale! 


Re * tri y 

Made Aluminum Profits are as sure as rain, if you stock these gutters. 
Competitive... Take Put up the big 6-color display with the actual sample 
Advontage of It attached and watch it stop traffic. Remember, you 


can get delivery right now, Check your supplier or write us. 
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IST PROOF NEEDS NO PAINTING 4 
NO STAINING LOW INITIAL COST i 
REYMOLDS /fotione MUMINUM 

WES TROUGH, CONDUCTOR PIPE ona FITTING. 

se i one 


© 1M FERFORMANCE sve 







IF YOU SEE RUST 
YOU KNOW IT'S NOT 
ALUMINUM 







REYNOLDS 
Lifetime ALUMINUM 
BUILDING PRODUCTS 


BIG 6-COLOR DISPLAY! 
REYNOLDS METALS COMPANY 


Building Products Division, Louisville 1, Ky. 
OFFICES IN 32 PRINCIPAL ciTiEs 
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: ASTONISHING 
MAGIC SUDS 
Scone 

G20 Home Utility Gun! 


A priceless new time and work-saver needed and 
wanted in every home. Precision made of finest 
materials. Nothing to wear out. Innumerable uses. 


GLAZEWASH CARS 


In 10 minutes for only 3¢ 


Here’s effortless cleaning which produces 
a beautiful, streakless finish. Dries with 
a luster. No chamois needed. Gun handle 
holds enough GLAZEWASH to clean 
one complete car. 











PAT. 
PENDING 


Only - #928 


Complete Including 
1 SPRAY - FOAMATIC, Jr. 


CLEANS , Home Utility Gun 


Package Glazewash 
(Cleans 12 to 16 cers) 





SUPERB OPENS 


GARDEN 
SPRAYER 


Sprays liquid insecticides, 
fertilizers, weed-killers. No 
pumping necessary, no tank 
to carry, water pressure does 
all the work. Merely fill with 
desired solution . . . attach 
garden hose, pull trigger. 


CLOGGED 
PLUMBING 


When drain stops up, place 
rubber adapter in open- 
ing, place gun nozzle in 
adapter, pull trigger, and 
Presto!!! drain is opened 
and really cleaned. Pays for 
self in plumbing bills saved. 


GREASY 
FLOORS 


Magically whisks grease and 
dirt from garage floors, drive- 
ways, porches, patios, etc. 
Washes outside walls, fences, 
screens, garden furniture! 
Many other uses in homeand 


5 YEAR GUARANTEE 


Package Utility Solvent 
(Makes 12 gals. all-purpose 
cleaning solution) 

Garden Spray Adapter 

Plumbing Drain Adapter 


Packed in Attractive 
Counter Display Carton 





industry 





EAT PROFITS! 





kages 
EXTRA REP n mony one Tovuant 
? R A y aw FO, A jR- Every ae ond UTILITY — poet 
of GLA advertising ining 
generous rton conte 
$ TRADE - MARK REG MA j ic FREE! Me include 0 ores and CLEANING 
ie GL =. 
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CUSTOMERS f°" CA ee 


Your market for CAMBRITE house numbers actually reaches from 
one end of town to the other. There’s a customer in every home and 
building in town! These glazed tile numbers give you something new 


Cambrite 











to sell. They’re up-to-the-minute, smartly designed in black on white, 
sealed forever under a smooth satiny glaze, and visible day or night, 
CAMBRITE offers your industrial and commercial customers an 
ideal method of numbering equipment, groups of buildings and build. 
ing subdivisions— uniformly and efficiently. Available with black 





japanned aluminum frames for 1 to 5 numerals. CAMBRITE is 
ready to sell. A big market is ready to buy. Are you ready to cash in? 
Order model #33 today, or write Dept. HA-6 for complete information, 


19/5/8 


HAHBR ABBE D 


THE CAMBRIDGE TILE MFG. CO. » CINCINNATI 15, OHIO 
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BETTER MADE BRIGHT WIRE GOODS 


AND HARDWARE SPECIALTIES 


“STANDARD PACK" includes bright wire items stocked 
in all sizes. 

“UNIT PACK" includes all fast moving items either 
carded, boxed, in envelopes or bundles. Best for dis- 
play and quick sale with added profit. 

“HARDWARE SPECIALTIES" all boxed in appealing 
display cartons include storm sash, screen door hard- 
ware, saw horse brackets and many home needs. 

"MAKE YOUR OWN" line of construction sets packed 
In display cartons includes many workroom and back- 
yard needs. 





We manufacture and stock, Gate hooks, Cup hooks, Screw hooks, 
Hammock hooks, Clothes hooks, Clothes line hooks, Ceiling 
hooks, Curtain rod hooks, Cabinet hooks, ''S" hooks, Screw hooks, 
Screw eyes, Eye bolts, Turnbuckles, Corrugated fasteners, Screen 
door springs, braces, handles. Storm sash operators, and hang- 
ers, Pole line hardware, Saw horse brackets and many other 
items too numerous to mention. 








6 Freon 


CHAS. 0. LARSON CO. © STERLING, ILLINOIS 


See your jobber or write direct to 
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CORD SETS 


for high, fast profits 


Here’s a brand-new merchandising plan with a liberal 
distributor-dealer discount setup that builds profits 
fast. It’s the General Electric Flamenol Cord Set 
Merchandiser. 

Placed on your counter, this appealing, eye-catch- 
ing display sells Flamenol cord sets on sight . . . with- 
out any extra selling “push” from you. Here’s why: 


they answer an ever-present need. Almost every 
home has frayed or unserviceable cords and dan- 
gerous, damaged plugs on lamps, clocks, radios, fans, 
and other light-duty appliances. 


are a top-quality product. The prongs stay 
straight and true, because they are of double-strength 
construction and are molded right into the high- 
strength plastic plug. The thermoplastic insulation is 
good looking and easy to clean... resists oil, mois- 
ture, alkalies, and many other service hazards. 
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GENERAL @ ELECTRIC 






they appeal to today’s new “repair-it-yourself” 
group. New Flamenol cord sets come with ends 
stripped ready to attach. The counter display appeals 
to men and women, with “home repair” skills, who 
take simple repairs in their stride. 


they carry America’s best-known trade mark. This, 
plus the Underwriters’ Laboratories label, shows 
there’s no “skimping” on quality. 


they are priced to sell. The low retail price en 
courages multiple buying. You'll be surprised at the 
quick turnover and attractive profits. 


Dealers who are already selling these cord sets report 
quick sales and excellent response by customers. Ask 
your regular General Electric merchandise distributor 
to show you a sample package—with counter card 
and four product cards—each holding six cord sets. 
He’ll give you all the facts about this new self-selling, 
fast-selling item. Then order from him, and get in on 
this new profit builder. For information, write to Sec 

tion D12-638, General Electric Company, Bridg« 

port 2, Connecticut. 


*lrade-mark Reg. U.S, Pat, Off 
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MOLINE INTRODUCES 
POWER-PULL 


Tractor-Drawn 


WIRE STRETCHERS 
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For Single Wire 
(Barbed or Smooth) 









1. Stretch single wire or field fence with your 
tractor, easily, quickly and accurately. 


2. No broken wires from over stretching—guess 
work is eliminated. 

3. Calibrated scale assures correct tension for 
any length of wire. 

4. Stretch as 
time. 


5. Farmers all over the country are demanding 
these time-savers. 


much as a full reel of wire at a 





























No. A-2, with evener, for 
woven wire fencing, adjust- 
able for all standard widths. 
Use without evener for sin- 
gle wire. 











No. A-1, Close-up view showing detail of mechanism and 
calibration for determination of correct tension for various 
lengths of wire. 


WRITE FOR COMPLETE INFORMATION 
1878 — Seventy Years of Service — 1948 


IRON WORKS 
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Nell the Chain that 


pith 
ITSELF 


Customers know from experi- 
ence that CM Chains are top 
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ys 


quality...designed specifically 





for particular applications. 
They know that CM's are safer 


yw 










..-last longer...cost less on 
the job. CM Chain Products are 
nationally advertised and rec- 
ognized. There is a chain for 
every purpose in the CM line. 
You can sell them with confi- 
dence and profit. 





AUTOMOTIVE 
AGRICULTURAL...HARDWARE 
INDUSTRIAL...MARINE 


for practically every chain 
use there is a CM product 
designed specifically for 
that job. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


ated with Chisholm-Moore 






Hoist Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New Y rk + 


Cleveland + San Francisco + Los Angeles 


Chicago - 
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SomEBoDyY in your area is going to 
hit the jack-pot selling water systems to 
people on farms, in suburban homes 
and in rural businesses. 

And that somebody is going to be the 
dealer who gives himself a real edge 


over competition these three ways: 


l. He'll sell a product with a name 
that’s a household word — one his pros- 


pects know and trust. 


2. He'll ally himself with a big, strong 
outfit —one that has the research and 


| Delco Appliance Division, Dept. HA-82 

7 General Motors Corporation, Rochester 1, N. Y. 
(gentlemen: 

| Please let me know if there is a franchise available in my area. If 
l so, | would like to know more about it, 

| Vame 

| Street 

1 Cin arte P O. Zone State — 


engineering resources to keep the prod- 


uct that he’s selling out in front. 


3. He'll make sure that the organiza- 
tion he chooses will give him the benefit 
of enlightened dealer policies —a com- 
prehensive dealer assistance program — 
and aggressive advertising. 

Because real success depends so much 
on these three things, we think this fact 
should interest you. several franchises in 
choice territories are now available for.. 
Delco Water Systems, built and backed 
by General Motors. 





a aS gas ann i Gem teh ssa na: 






















N \ 
\ N 2 es 8 eS 


“a. 2° 45 > 


MMO OE CORP. 
AQ WW NN “ ~~. 


Modern design employs 
less bulk—results in 
greater strength. The ex- 
tremely strong and rug- 
ged Cheney Forged Steel 
Vise is a product of mod- \S 
ern design; will out-hold, 
out-wear vises nearly s 
S twice as heavy, twice as 
* large. Width of jaw 3/2”. 
Weight 15 Ibs. 
All steel swivel Sales Representative 
base. Mid: Western, Cente 


PYa) 
Far Western States 
JOHN H. GRAHAM 


05 Duane Street, 


Southern Representativ 


Chattanooga, Tenn. 


HENRY HAMMER CORP. 


LITTLE FALLS, N. Y. 
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|| Ventilating Fans 


| Stokers 
'| Pumps—Etc. 





IMMEDIATE 


DELIVERY? 


yes! —they’re all ‘ 
Stock Parts \ 





Ny, 


j "A" SECTION 
PULLEYS 





"O" SECTION 

PULLEYS 

A complete line of Power 
Transmission Equipment . . . 
carried in stock for your ser- 
vice to your customers. 
Chicago DIE CASTING 
offers you the most complete 
line of Power Driven Equip- 
ment... all from one source. 


E 
PULLEYS 


MULTIPLE 
PULLEYS 
for use on— 
Washing Machines 
° R 
Power Equipment ues of 


Lawn Mowers 
Compressors 
Oil Burners 


FLEXIBLE 
COUPLINGS 





SHAFT 
COLLARS 


Ask Your Jobber 





‘| ¢ ap for Catalog 47-A 
\ | VW or write direct to the factory 





PILLOW BLOCKS JOURNAL BEARINGS 


Chicago DIE CASTING MFG. COMPANY 


2510 West Monroe Street, Chicago 12, Illinois 
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SIMONDS ALSO 
MAKES 

“Red Center’ Solid 

| Tooth Circular Sows. 
“Blue Tip” Bits & 

| “Red Circle’ Shanks. 
| FO R “Red Tang “ Files 

“Red End” Hacksaws 

: Narrow Band Saws 

Easier Cutting: Exclusive Simonds process of Crescent 

Grinding does a uniform job on both sides of saw at 

once... gives even taper. Large raker gullets pre- 

vent “choking up.” Mirror-smooth blade 

doesn’t bind. 


Fewer Filings: Simonds special steel ... plus 
Simonds special methods of tempering and harden- 
ing ... plus constant watchfulness and testing by 
experienced Simonds saw men all along the line... 
these are your guarantees that Simonds Crescent 
Ground Crosscut Saws will cut more timber with 
less elbow grease and fewer filings. 


Order them from your dealer today . . . these top- 
quality Simonds Saws with the red marks on blade 


é and handle. 

a 

: BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127°S. 
e | Green St., Chicago 7, Ill.; 416 W.-Eighth St., Los Angeles 14, 


| Calif.; 228 First St., San Francisco 5, Calif.; 311 S. W. First 
Avenue, Portland 4, Ore.; 31 W. Trent Avenue, 
Spokane 8, Washington. Casadian Factory: 

595 St. Remi St., Montreal 30, Que. 


SIMO 


SAW AND STE \ 
FITCHBURG, MASS. 

Other Divisions of SIMONDS SAW AND STEEL Cu. 

making Quality Products for Industry 
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THIS CHART SIMPLIFIES IDENTIFICATION of 
CRESCENT and CRESTOLOY WRENCH PARTS 


RESET ea 
yavacsTOwes: 


9x7 393% 








Clip out this chart now and 
post it in a conspicuous place. 
Refer to it when ordering 
Crescent or Crestoloy parts. 





= ie 
\ i 
SEND FOR ADDITIONAL FREE COPIES OF this chart when ordering CRESCENT or CRESTO.- iP 
THIS CHART. You may have as many copies of LOY PARTS. Avoid the delay which is sometimes 


this PARTS IDENTIFICATION CHART as you may caused by insufficient information on orders. 
require. Just drop us a line today. Please refer to CRESCENT TOOL COMPANY, JAMESTOWN, N. ¥% 


4 ¢ C 4 VA 


ye’ 


ons 
— 1 


i 





% “CRESCENT” is our trade-mark registered in the United States and foreign countries for wrenches and other tools. “Crescent” 
tools are made only by Crescent Tool Company of Jamestown, N.Y., and are sold by leading distributors everywhere. 
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a complete line of profitable hardware 





made by NATIONAL LOCK...sold by YOUR JOBBER 


Here is a widely diversified group of products, representing the answer to virtually 
every hardware requirement. This complete line includes cabinet hardware... 
cabinet locks... screws and bolts... storm sash hardware ... and many other 


items. Look to the NATIONAL LOCK emblem as your buying guide. . . your 


assurance of superior quality. Order from your jobber. He will serve you well. 





CABINET HARDWARI: LOEK ASSORTMENT 

Several different Our N-68 lock | 

prorat sets of group includes9 of Ci 9s yo 

smartly-styled kit- ae Ame atop cs 5 'B # 
woe Al bade exten lock ne a; fai A 
ally packaged. Ca y packa if 5 : 
With handsome coun and identified. : WH 
ter display boards Counter display | 

% help you sell. Everything you need in screv board included. 


and bolts. Conveniently packaged for ease 
of handling and quick identification. 


Rockford - Illinois 


Merchant Sales Division 
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Your customers like th RIFZa(bD 


Cutter—rolls right thru any pipe 


@ Your customers find it surprising how much the 
new balanced malleable frame of this Riaip takes 
the work out of pipe cutting, helped by its special 
tool-steel cutter wheel, factory tested to assure per- 
fect circle cutting. Quick and easy does it, as users 
world - wide can tell you. Choice of 
5 sizes to 6” pipe; 4-wheel cutters 
to 4." Seeing is believing —show ’em 
and you sell riteatp cutters. 















4-wheel Nos. 
42 & 44 for 
fast quarter- 
turn cutting. 


BIE 


\WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY ELYRIA, OHIO 
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CUSTOMERS 









The Screwdriver 
with the easy | 
opening screw 

holding clip 





oA \ 
A 


FG COUNTER DISPLAY 


Attractive Parker ‘‘Snap-In’ Counter 
Display. Holds one Screw Driver of 
each size. Easy to set up and fill from 
stock. Attracts customers. Deal consists 


of 
5 each F-2}/2 8 each F-5 
8 each F-4 3 each F-7 


1 each “Snap-In” Counter Display 


Once your customer operates the exclusive, easy 
opening, screw holding clip on a Parker Falcon Grip 
Screwdriver, and grips the semi-square Parkaloid handle 
with concave sides and smooth corners — right then and 
there you’ve made a loyal friend. Greater leverage, few- 
er slips of the hand and a driver that won't roll on flat 
surfaces are long sought features of this Parker small tool. 


Fy th! Parker |-C 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. Ae 
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Write, wire or phone your jobber 
today. If your jobber does not carry 
O'MALLEY products, send us your order 
direct, It will be shipped immediately. 














yt 


Home Owners Have 
Been Eager for a Tool Your Opportunity 
of This Type and for Profit and 
Price for Years Ga SR Satisfied Customers 


The O'MALLEY FAUCET NU-SEATER is ao COMPANION Save your customers’ money—and make money for YOURSELF 
TOOL to the O'MALLEY Faucet Drip Stopper. This tool at the same time. Just think—it can be retailed as low as 98c. 
has been designed and manufactured for tapping threads Regardless of how poorly a faucet seat is worn, if it is possible 


into faucet seats together with furnishing a new patented to tap threads in the old seat the O'MALLEY FAUCET NU- 
SEATER will do the job quickly and simply. ALL you have to do 


to increase the sale of this tool is ask your customers how badly 
their faucet is worn when they buy washers. SHOW them both 
the O'Malley Faucet Drip Stopper and the O'Malley Faucet Nu- 
Seater, explaining how simple it is to repair faucets that might be 
O'Malley Faucet Nu-Seater does it easier—faster—more considered beyond repair. Every home owner or apartment 


brass faucet seat that can be inserted with the aid of an 
ordinary screw driver . . . An innovation to any tool of 
similar design. Other tools of this type cost a great deal 


more and require a special wrench for doing the same job. 


efficiently—and with NO chance of damaging the faucet. maintenance man is a potential buyer of this profitable item. 


See the O'Malley Faucet Drip Stopper illustrated in this magazine on page 10, 


EDWARD O’MALLEY VALVE CO. 


7600 GREENWOOD AVE. CHICAGO 19, ILLINOIS 
Northwestern Rep New York Office California Rep 
PACKERS SALES CO EKG 





Canadian Rep 
odway E M ROBITSCHER DORKEN BROS. &@ CO 
Eostern Sales Mgr 290 7th St 408 McGill St 


Portland. Ore HARRY M. PETERSON an Froncisce, Cal 


Montreal. Can 
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Proven best sellers mean 


faster turnover—larger profits 


Sales-minded retailers everywhere are featuring 
Lingerwett and Wonder-Paste Removers. They've 
learned from experience that these two popular re- 
movers consistently lead the field . . . are, in fact, 
America’s largest-selling removers! 

It will pay you, also, to stock and recommend the 
removers that most painters ask for—Lingerwett and 
Wonder-Paste. 


LINGERWETT 


A liquid remover that’s ideal for 
general removing on indoor sur- 
paint, varnish, 
enamel, lacquer, or shellac to a 
soft, unresisting sludge that yields 
readily to a putty knife. Remains 
wet and workable for hours. 


faces. Reduces 





Designed especially for use on 
exteriors and upright surfaces. 
Will not run! Equally effective on 
any type of finish. Leaves no 
spots which 
sanding, as when a torch is used. 


scorched require 





Surface is clean and unmarred. 





Order Lingerwett G Wonder-Paste from your jobber 


WILSON-IMPERIAL CO., Dept. H-68,115 Chestnut St., Newark 5,N. J. 
MAIL COUPON FOR INFORMATION 








J aD SD ED SEED GD GEES GED GERD GED GED GED GEES GED GD GD Ge ee ee ee ee ee ee eo | 
| WILSON-IMPERIAL CO., Dept. H-68 
| 115 Chestnut Street, Newark 5, N. J 
We are interested in handling the products checked below. 
| Please send information and literature concerning them. 
| CL) LINGERWETT -] WONDERPASTE 
| 
Name 
| 
. Seet....... 
Pinca ctaincitdvicpencecasssinntan cebenneamnneepiinameabaeitel State 
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Ask Your Jobber For This Quick-Selling 


COMBINATION SQUARE 


Can Be Used By Any Professional 
Or Home Mechanic 


12 inch steel rule (1/32, 
1/16,1/8,1/4,1/2)—with 
4" sliding square—Spirit 
Level for horizontal and 
vertical use. Detachable 
hardened scriberto 
mark lines. 

VERY FAST SELLER 
We believe this is the 
lowest priced combina- 
tion square on the 
market 


Model 100 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can’t supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N. Y. 
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“Weve made ourselves local building headquarters” 





Kenneth N. Wray and Van Demarest 
tell how they develop profitable 
building materials sales 





TARTING in thelittle frame 
building which now stands 
directly across the street from 
its present modern two-story 
office and show room, John J. 
Demarest, Inc., Barrett dealer, 
has served the building material 
needs of Closter, N. J., for more than 60 years. 
“About 50 per cent of our business is at retail direct 
to home-owners,” says Kenneth N. Wray, co-owner 
with Van Demarest. ‘“‘We encourage local people to 
make our store ‘building headquarters’ where they 
can come with carpenters and contractors to examine 


materials and get friendly help and advice on any <a e oniiiamaaiaaa | 
building project.” MR. WRAY (seated) and Mr. Demarest take a genuine interest 


About roofings, he says: “We like Barrett because in the problems of their customers and their community. In 
: : addition to being successful merchants, Mr. Wray is vice presi- 












Barrett is a roofing outfit through and through and dent of the local building and loan association and both men 
concentrates upon giving good roofing value.” are prominent in other civic affairs. 











GOOD MERCHANDISE and good merchandising methods helped to DEMAREST WINDOW DISPLAYS are as professional as you'll find 
build this modern building of John J. Demarest, Inc. Note big anywhere. Mr. Wray uses Barrett display material; says it helps 
windows to accommodate product-selling window displays. bring people into his show room. 








THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 6, N. Y. 


100 


2800 So. Sacramento Ave. 36th & Gray's Ferry Ave. 
Chicago 23, Ill. Philadelphia 46, Pa. 


1327 Erie Street 
Birmingham 8, Ala. 


... THE SIGN OF A 
RELIABLE ROOFING 

















DEALER 
ATTRACTIVE PRODUCT GROUPINGS are important in Mr. Demarest’s 
merchandising program. “Often when customers come in for 
roofing or lumber, they see our display of protective paints and *Reg. U. S. Pat. Of 
other Barrett items. It adds up to extra business,” he says. 
JUNE 17, 1948 67 
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NEW! The advanced catch that 
offers a lot of quality! 


AKRON’S 
Swue-WlL 
CABINET 
CATCH 


@ Sure Hold even when door shrinks or swells. 


RETAILS AT 
10¢ Each 


CARDED OR ENVELOPED 
(Also available in bulk pack) 















@ Engineered of 24 gauge spring steel, oil hard- 
ened and tempered. 


@ Guaranteed never to break under any conditions, 
@ Smooth, noiseless operation. 
@ Both jaws grip firmly in any position. 


Step up Cabinet Hardware Soles with @ Adjustable screwholes for easy installation. 


AKRON’S MODERN MERCHANDISER 


Akron’'s new streamlined display puts cabinet hardware profits 
in your hand—with the minimum stock outlay . . . does a big 
selling job in small space. No “dead wood," no “losers"’— 
every item is a store-lested, proven best-seller! 


AKRON HARDWARE MFG. CORP. Weed st nt ol 


Y. fine together “+ % 


@ Furnished with screw strike (as illustrated) of 
standard strike. 





LONG ISLAND CITY 1, N. 


iv) 
HARDWARE 








(TELESCOPING - .——y 


WARDRO-BAR 


and Shower Curtain Bar 


@ 24 INCH LENGTH THAT EXTENDS TO 42 INCHES 
@ 42 INCH LENGTH THAT EXTENDS TO 72 INCHES 
@ 47 INCH LENGTH THAT EXTENDS TO 84 INCHES 


The smoothest, smartest item in any closet houseware or hardware line— 
and the fastest selling, too! It doubles closet space . . . adds extra hang- 
ing space for towels, lingerie, etc., is permanent . . . yet easily moved 
with no telltale scrow or nail holes. And they sell on sight—because every 
home can use from one to six bars! Individually packed . . . for imme- 
diate delivery! 





——- SLIDE ROD TO WANTED LENGTH 
AUTOMATICALLY LOCKS 
a 
INSERT BETWEEN 
WALLS WHERE DESIRED 












If your dealer cannot supply you, send us his name with your inquiry. 











J 


ROP-LOC PRODUCTS CO. 


TURN “ROD TO MAKE 
BAR PERFECTLY RIGID 






1401 WEST 9th STREET CLEVELAND 13, OHIO 
68 HARDWARE AGE 
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Solid :; — and  Boonse Hardware 


> ee 2 Cz. _— 
in the Sinest Casto Sradition 
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i A i i i ee 
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Mount Vernon, shrine of the democratic way 
of life, is visited by more than half a million 
people each year. Many of them are particu- 
larly impressed by the solid brass hardware 
which, although imported from England nearly 
200 years ago, still retains its mellow ageless 





New Britain, Connecticut 





CORBIN 


~~ P«F. Corbin 


Division 


THE AMERICAN HARDWARE CORPORATION “@& 


ZAHA AA*Z*A@LZ LZ 2 
~ BABA BR BBV BWVE 






beauty . . . Today’s homes of distinction can 
also have fine hardware because CORBIN has 
combined authentic period designs with the 
durability and dignity of cast brass and 
bronze to produce the finest in decorative 
and functional hardware. 





—_ 


, i fe a ee ae 
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Since 1849 





[GOOD BUILDINGS DESERVE GOOD HARDWARE | 
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Atlt these tests for [xg se 
quality must be passed 4. E ‘ ig 
... that’s why > 











y@ Breaking Strength 
)@ Stretchability 
yw Adhesion 
i Fusion 
Accelerated Aging 
y@ ASTMand Government 
Specifications 








PANTHER and DRAGON 
Friction and Rubber Tapes 
pass these tests by ample mar- 
gins — your proof of tapes 
that will stay put, last longer. 

So for tapes that are tops, 
always ask for PANTHER 
and DRAGON. They are sold 
only through recognized 
independent wholesalers. 
The Okonite Company, 
Passaic, New Jersey. 





















assurance of quality” 


Panther ans Dragon 


i friction and rubber tapes | 
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OFFICIAL PITCHING 
HORSESHOES 








eStakéholder 


Packed in Pairs 





Diamond Super Ringer 


The most complete line and the quality 
line of pitching horseshoes and acces- 
sories. For professionals and amateurs. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 
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NEW MallSaw Stand 









Height: 39 inches LIST PRICE 
Table Area: 16" x 18" ¢ Ef) 
Capacity: 1-15/16" ~ 3 ? JY 

in U.S.A. 


WITHOUT SAW 


This revolutionary all-metal saw stand quickly converts to Model 
60 MallSaw for table sawing, face and drum sanding, shaping. 
grooving, wire brushing and grinding—giving the purchaser the 
basic tools for a workshop at an amazingly low price. 


LIST PRICE “Sn 


Hobbyists, carpenters, farmers, builders and other tool users 
sh AI9 are going for this special combination offer that will increase 
your sale of MallSaws, saw stands, abrasive dises, shaper knives, 
in U.S.A. saw blades, wire brushes and other attachments. 
7 Nationally advertised in Country Gentleman, Poultry Tribune, 
MODEL 60 — 2" Capacity; 6" Blade. Carpenter, American Builder, Business Week and many other 
Cross-cuts, rips and angle cuts lumber; publications. Feature this sales-building saw stand in your win- 
also corrugated, galvanized steel with dow, on your floor; use our free promotion materials and 
friction blade; hardened steel, porce- watch the sales roll in. 
lain, glass and concrete with abrasive 
wheel. Write at once for free demonstration and full details to: 
MALL TOOL COMPANY 
7702 South Chicago Avenue Chicago 19, Illinois 





MODEL 86 
2%°° 
Capacity 











MODEL 70 
24"" Capacity 










MODEL 128 
4'2"" Capacity 






3 other MallSaws for heavier cross-cutting, ripping, angle and bevel cutting. 
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THE TOOLS OF GOOD CRAFTSMEN 


For many years the name DASCO has been a guarantee 
of fine tools. All are made of the best steel . . . diamond 
point tested for hardness . . . electrically tempered. They 
are nicely finished and individually numbered for easy 
reference in re-ordering. 


SOLD BY LEADING JOBBERS 





DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILL. 














MORE POWER 70 You* 


IN LESS SPACE 
13%)" x 1214" 


WITH LESS WEIGHT 


base) only 43 Ibs.) 





*NEW LIFE FOR 
SAWS 


PUMPS 

HOISTS 
SPRAYERS 
CONVEYORS 
COMPRESSORS 
LIGHT TRACTORS 


ULTIMOTOR 


2.4 H.P.—4 CYCLE—AIR COOLED 
@ The ideal utility or replacement engine for farm power. 
Compact and lightweight, easy to carry, easy to adapt, it de- 
livers more power per pound. Engineered for efficiency, with 
centrifugal type governor, geared pump with forced feed and 
splash oil system, high tension crankshaft magneto. More 
ne > Se Delon ~ 
dependable performance per dollar! List Price $89.50 


For Full Information Write Box HA 


Exclusive Territories Available 


UEBELHOER BROS., Inc. 


848 KENSINGTON AVE., BUFFALO 15, N. Y. 


























Brass Plated, Flat Face 
UTILITY 


HAND SCALE 
To retail at 50 ¢ 


Hundreds of uses around the home, 
office, laundry, etc. 


Accurate, all metal spring balance @ 
50 |b. capacity @ Sturdy construc. 
tion @ Polished brass plated face 
with pound indicator numbers clearly 
shown @ Nickel ring and hook. 


Literature on this and 
other OXWALL products 
on request. Write today! 






TOOL CO. ws. 


928 BROADWAY + NEW YORK 10, NW. Y. 














the VACO Reversible! 


Just pull out the blade, turn it around, and the new 
Vaco Reversible becomes a Phillips instead of a 
regular screw driver. This feature, plus the exclusive 
Amberyl slo-burning handle for greater fire safety, 
opens up new markets for Vaco dealers. 





And don’t overlook the added selling punch of Vaco 
wall and counter cards. 
To show ‘em is to sell 
‘em ... and Vaco keeps 
cards coming to you. 
Ask your jobber. | 
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These Bolts are just right 





...they are CIRCLE 




















Circle ® Bolts and Nuts are manufactured 
on the latest precision machinery. You can 
share in their reputation for quality by 
stocking these dependable products for 
your customers. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 


Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 


BOLTS 
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SAFETY ROLL, JR. 


The famous Vaughan Can 


Opener that opens square or 
round cans with a twist of the 
wrist. All steel construction. 


Double shoulder 
gives positive seal, 
prevents gas leak- 
age. Display card 
(left) free with 2 
dozen stoppers. 


EXPANSION STOPPER 








“GAS-TITE” 


WORLD'S LARGEST MANUFACTURERS OF 
BOTTLE OPENERS AND CAN OPENERS 
















NOVELTY MFG. CO. 


3211 CARROLL AVE., CHICAGO 24, ILLINOIS 









NO OTHER JUICER 
HAS ALL THESE y 
ADVANTAGES - 





x aw roRt® 


M 
ANOLE ac 


“oy, 





KWICKY’'S PIVOT BASE 

Rubber pivot base grip the aluminum juicer to the table— 

makes sure it rotates and juices without effort—without 

marring table. 

« Gets ALL the juice—no bitter peel oil or seeds. 

« Rinses in a jiffy—no detachable parts to clean. 

e Pours freely—no holes to clog. priced to sell 

¢ Races through fruit juicing—3 easy strokes 
of the handie usually gets all the juice. 


e A unique, all-in-one juicer. 
e Priced for volume sales. 





Write for Complete Information 


QUAM-NICHOLS COMPANY 33rd Place and Cottage Grove 


Chicago 16, Illinois 
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| FOOD SAVERS 


r 
























LIT‘L BIT 


Just the thing housewives gre 
looking for to save the “little” 
leftovers — without cluttering re- 
frigerator with large, odd shaped 
bowls. Ideal for use in lunch box 
as leak-proof covers allow fruit 
salad, vegetables and other moist 
foods to be packed without fear 
of spilling. See-thru containers 
are transparent permitting instant 
recognition of contents. Solid color 
tops are red, blue or white. Can 
be sterilized—can be refrigerated. 
Boxed to sell six at a time. 


Six to the 
Package 


tt AE 


Note How They Nest 





























ONE OF THE FASTEST SELLING, 
FASTEST GROWING LINES OF FINE 
QUALITY RUBBER HOUSEWARES 
ITEMS AND RUBBER TOYS IN THE 
COUNTRY. 


BATH MATS ° BATH SPONGES 
SEAT CUSHIONS 
KNEELING PADS 
BOWL AND PLATE SCRAPERS 

SINK STRAINERS 

DRAIN BOARD MATS 

STALL SHOWER MATS 

a 
SPONGE RUBBER 
INFANT FLOATING TOYS 


RUBBER TOYS FOR PETS 
SUCTION SINK STOPPERS 
ETC. 

WRITE FOR COMPLETE CATALOG 


IDEAL RUBBER COMPANY 


200 FIFTH AVE. New York 10, N. Y. 
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For quick results display the. 
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ALL METAL = a 
Easier to set up* easier to fold aways mo oF 
One motion, from either end, is all that’s needed to | vat De ) , pale \ th 
open or close the ARVIN IRONING TABLE... Stands Seth. Beet : oe 
on, or hangs from, either end when put away. eae pan. N a) See 
: .. ~ e * 2 of 
Show the new *e 


Safety Lock ARVIN PERFORATED TOP MAKES 
IRONING EASIER, FASTER 


Fully automatic, it slips into place by itself when table is opened. 





Absolutely secure, it holds table firm and steady on the non-skid 
Be sure to see the new rubber feet. Can’t work loose. 


| JIN DeLuxe : 
A RV i N we i suXxE Easier to release, it unlocks with the simple, effortless motion of 


if I N E T T EK ‘ve, EK T one finger from either end. 


RAVE 


the name on many profit-building products of 
NOBLITT-SPARKS INDUSTRIES, Inc 


Columbus, Indiana 


(msremore BY (6 ¥ RR. & CG, Sne. 1107 BROADWAY, NEW YORK CITY 10 


CHICAGO + BALTIMORE © NEW YORK 














@ METAL-CHROME DINETTE SETS 
@ ALL-METAL IRONING TABLES 
@ ALL-METAL OUTDOOR FURNITURE 
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“ Anybody can 
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firebox or 


flax firepot_/ 


! 
A hammer and a putty knife are all the tools your 
customers need to replace any firebox casting or stove 
brick with Fireline. The moist, plastic form of this 
high-grade refractory makes it easy to install. Simply 
pound into place and trim smooth, 
That’s all. Nething to add-—-noth- 
ing to mix. The fire bakes it into 
a durable, one-piece lining that 
withstands temperatures up to 
3000 deg. F.—a far higher tem- a ; 
perature than ever occurs in a 4 } 
domestic furnace, stove, or heater, F IRELINE | 
And because it reflects and radiates 
heat across the entire fuel bed, 
Fireline increases heating  effi- 
ciency. Because Fireline is easy to 
use, it is easy to sell—at good profit 
to you. Packed in 50 and 100-lb. 


drums, also 5 and 10-lb. cans, 














LINING 





Heat 
F 





COOK STOVES — Fireline replaces cracked 

and burned-out stove brick and firebox castings. Heart 

{t is readily moulded to any shape, then baked is this 

out by the fire. No need to stock all kinds and nade e 

sizes of firebox castings and _ stove bric omizer th 

instead gell Fireline in convenient eee sage rou 

‘ig » she yerage sale 5 8. 

right off the shelf. Average sale 5 to 10 Ib gasses 1 
chamber 

HEATING STOVES In heating sonen, steve let. This 

lating heaters, base burners, etc., Fireline travel gi 

repairs cracked firepots and protects good fire- 

pots from burning out. It forms a_ gas-tight plus cap 

we gen gs — firepot which — the mos 

all cracks anc noles. No more waiting for 

castings—instead quick turnover and profit for package 
business. 


you. Average sale 30 to 50 Ibs. 





FURNACES Repairs cracked firepots — pro- 
tects good firepots. Installed 1 to 1% in. thick 
entirely around the firepot, a Fireline lining 
prevents the escape of gas, odors, and soot into 
the building. 100 Ibs. required to line average 
22 to 24 in. furnace, resulting in a_ sizeable 
sale and profit. Also used for replacing fire 
tile in steel furnaces, for setting stokers, for oil 
burner combustion chambers, 





Fireline is available immediately from jobber stocks. Mail coupon 
below for prices, discounts, and descriptive literature. You will 
also receive information on these quick-profit Fireline products: ' 





fine qualities - 
. \ . 
h \ basic ‘ ai technic 
IRONSET ASBESTOS FURNACE tubing hos g backgroun™ | its 6 bid 
CEMENT The high-quality cement = ; other gas as @ 
for setting and resetting furnaces No F- no O° e ‘ 
and stoves. Withstands higher tem- GASPRUF: ndorseme “ is 
peratures, Will not crack, shrink, val and e it for qua ' Y E ' nd 25 
bloat or blister. Makes your work a te f tures! Buy ! ' 18’, 20 Qa Forced | 
Wing te 0 
se - 9! 1081, 00d 10 Adds to 





more permanent. Suggest it to your 
next customer and watch the word- 
»f-mouth advertising it will produce 





for you, Optionc 
FIRE-HEARTH CASTABLE The particular 
ideal refractory for stoker hearths, sureuees 
Easily installed: Just mix with water, Sette 
pour into place, and trowel smooth. ric aca 
That's all there is to it. poo 
By increa 

FIRELINE STOVE & FURNACE LINING CO oir circu 
” combusti 

1859 Kingsbury St., (Dept. F), Chicago 14, Illinois | hone tot 
helps ab: 


FIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury St., (Dept. F), Chicago 14, Ill. 

| Please send full information, prices, and discounts on Fireline | 
heating specialties, 








Address... 


J Signed. 
J 


GAS TUBING * BRAIDED GARDEN HOSE 
} | PLASTIC GARDEN HOSE * RUBBER PRODUCTS 


World’s oldest and largest makers of Gas Tubing 
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Keep your sales prospects hot 
with /. 


that delivers plus performance 


There’s only one guide-mark to oil-burning space heater sales 
today — getting the most out of the B. T. U.’s in every drop of oil. 
That’s why 1948 is a Preway year —for the demonstratable, 
Increased clear-cut advantages Preway offers in increased heating effi- 

; ciency are equivalent to extra gallons of oil that would other- 
Capacity wise be required. Exclusive engineering firsts in Preway construc- 
for Radiant tion provide more absorption of heat within the combustion 
Heat f bs chamber, increased heat radiation and greater heat circulation — 

a ode ; a combination of major features that no other space heater 


to heating efficiency, con- can match. 

tribute heavily toward Pre- f 1 h | ° . ’ 

way’s proven ability to pro- If you’re the Preway dealer in your community, you're the man 
vide more heat with a low- . + ° 

a aedaation a tou. best qualified to meet the demand for oil-burning space 


When open, the walls of heaters — and you can prove it. Write today for full infor- 
H eatm i ser the combustion chamber are ° Y P Y 
completely exposed. This mation —or plan to see for yourself at the Summer 


auxiliary radiant heat is : 
F uve | S aver highly effective and welcome Furniture Market. 
when heat is wanted in ao 
Heart of Preway burners hurry. 





the space heater, 


is this exclusive fuel econ- 
omizer that extends the pas- 
sage route of hot, flaming 
gasses from the combustion 
chamber to the chimney out- 
let. This increased line of 
travel gives Preway units a 
plus capacity, makes them 
the most potent heating 
package in the space heater 
business. 





Top Heating 
Performance 


Preway Radiant Circulat- 
ing eg . P- 48448 de- 

ops 32, B. T. U.’s per 
hour. 34” x4 hb... 18’’ wide, 
22/2" deep, this ‘powerhouse 
unit has exclusive Heatmiser; 
Breese Pot Type Burner, Con- 
stant Level Valve, Hinged 
Top Grille, Removable Cor- 
rosion Resisting Fuel Tank 
with Shut-off Valve and 
Heavy Gauge Steel Combus- 
tion Chamber. 


Forced Air Circulation 
Adds to Heating Power 


Optionally available, but 
particularly recommended for 
increased efficiency is the 
Preway Weather-Wizard 
Blower attachment that speeds 
delivery of warm air to 
every corner of the room. 
By increasing the velocity of 
oir circulating around the 
combustion chamber, this : 
fuel-saver transfers more 
heat from the walls to air — Space 549A 
helps absorb and utilize eve- American 


T. U.’s in every drop . Sh e at the Summen Ma Furniture Mart 


PRENTISS WABERS 
| 2648 Flere STREET, N., WISCONSIN RAPIDS, re 4-10) )) 8{ oy Co. 
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INDOOR-OUTDOOR 
THERMOMETER 


The new Marsh Duo-Temp is certainly one of the outstanding 
sales successes of the year—or any year! So right now— 
while the added appeal of something new in indoor-outdoor 
thermometers is giving it extra sales power—is the time to 
cash in with Duo-Temp. 

We have developed a “‘package”’ that brings you six Duo- 
Temps, an attractive full color display for window or coun- 
ter showing an actual Duo-Temp in use, and a generous 
supply of descriptive circulars, also in color. 

Duo-Temp is the first and only fully mechanical indoor- 
outdoor thermometer. Outdoor temperature is shown on the 
top scale; indoor, on the bottom scale of Duo-Temp’s big, 
easy-to-read dial—a welcome change from the hard-to-read 
glass tube thermometer. It is attractively different to look at, 
handsomely styled for the finest interior. Because it is entirely 
mechanical, there are no glass tubes to break; none of the 
inaccuracies due to separated columns of mercury or spirits. 
Installation is a pleasant task anyone can perform in a 
few minutes. 

At the retail price of $6.75, Duo-Temp is a truly sensational 
value. Only the large-scale production through Marsh mass- 
precision methods in our new, ultra-modern plant makes 
this possible. 

Your jobber will show you the good profit margin for you in 
Duo-Temp—or write us direct. 


Seo-tomp Pay gM ove ia. pepe ond Po 2 Order a supply, today, for 








equipped with 5 ft. of capillary tubing. Retail . , 
price, complete with outside bulb, mounting quick sell-out. 





“sas. P. P. laine CORPORATION. TEL-O0-POST 


ae COMPANY 
132 Ash St., Akron 8, Ohio 


DEPT. 20, SKOKIE, ILLINOIS — 
( Manufacturers of precision instruments ts since aaa) | 
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* OU don’t have to wipe the 


 —_—<—---rgiill dlg ~~ \ dust off of an EXACT LEVEL 
ze -_ 9. g before you show it to a customer. 
rc ih When you handle a high quality 


product like this and are able to 


y 4 ‘ sell it for a price that is “right in 
f EXA CT LEVELS \ line’’, it moves so fast that there is 
f \ no time for it to gather dust on 
are sold the shelf. Every mechanic loves 
only 


good tools. The quality in EXACT 
through 


i LEVELS stands out clearly at first 
glance and this is backed up by 
distributors 


enduring accuracy and depend- 
ability that remain throughout 
the lifetime of the level. 


It is easy to understand why 
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will buy good tools! 


EXACT LEVELS move fs 


... because good mechanics 







EXACT LEVELS are leaders in quality 
and usefulness. All of the engi- 
neering and manufacturing facili- 
ties of this Company are con- 
centrated on the production of 
levels. We excel in this field 
because we specialize, and this 
Company offers the trade a com- 
plete line of levels. If you want 
fast turn-over and your customer 
wants a good level, you will both 
get what you want with EXACT 
LEVELS. Send for information. 


ook AF yon LEVELS 
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H ERE’S the finest pump of all for farm and home... the 
Sta-Rite PERMA-PRIME Shallow Well Jet Pump. It’s the 
outstanding pump with all the features your customers 
will want... the famous Glass-lined venturi that prevents 


rust and corrosion . . . Built-In Jet . . . Scientifically de- 


gO Aad heren tig 


STA - RITE HAS GALVANIZED STEEL TUBE 
All you need for water system installation 


7 4/7 STA-RITE PRODUCTS, INC. 
| Z ST Dept.HA68 DELAVAN, WIS., U.S.A. 
r {/ Tell me more about Sta-Rite Water Systems, including 


| Galvanized Steel Tube for installing them. 


Ben OF AUN cionsnunne 


signed motor . . . modern streamlined design. 

Experience counts, and Sta-Rite has proved that it has the 
engineering and productive know-how to produce a com- 
plete line of modern, dependable water systems and 
pumps for every use. Ask about Sta-Rite . . . the trade 
name of achievement in the water pump field. You'll 
find they have built a great share of the pumps placed in 


use in the past 10 years. 
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Just as the prospective home owner gets his first impression of 
a house from the hardware on the entrance door, so do your 
customers gain their lasting impression of your company from 
the products they see prominently displayed on your floor. When 
it comes to locks and latches, display quality hardware, the 
kind of product they could point to with pride in their own 
homes. Be sure you stock the finest—Sargent Integralocks, Sargent 
Handle Sets. Illustrated here are the most popular models of 
Entrance Door Handle Sets. Note the dignified beauty of the 
designs. They are made from lasting beautiful brass and bronze, 
guaranteed to function with precision and furnished in a choice 
of attractive finishes. Play safe! Bring these customers back again 
and again by displaying fine merchandise, produced by long 
established and well recognized makers. Stock and display 
Sargent quality products. You'll find it pays in profit as well 
as prestige. 


SARGENT & COMPANY 
NEW HAVEN, CONN. 
NEW YORK CHICAGO 






81 


















J. RUBENSTEIN & SONS 
815 Neptune Avenue, Jersey City, N. 3 


8&2 


the “Jap aud Die Susiness 
utth this display on your counter 


IW Fold ob bet-am cole CoM elt aio) ol seMe-Mor-buceyeMe-bele ME olbts 
the cAce self-seller cabinet on your counter. 
Stock is all arranged, and this constant 
silent salesman of items that are always 
in demand immediately goes to work for 
you. This c4ce assortment is worked out 
ona turnover schedule of each size based 
on actual sales in hardware stores. From 
your jobber or 


HENRY L. HANSON COMPANY 
Worcester 8, Massachusetts 








SS 
=SOM ne-taPe ax RECORD-KiTS 
Spark Sales in your Venetian Blind Department 


Store traffic does not by-pass your Venetian blind section 
when you display RU-SON Kits prominently. Their color 
and low cost make them an easy over-the-counter sales 
leader. 
Attractively packed in neat cellophane wrapper compiete 
with instructions. Sell them on do-it-yourself basis. One 
dozen solid woven ladder Re-Tape Kits, one dozen Re- 
Cord Kits in display box. Sixteen harmonizing 
colors to match any style of decoration. 







Write now for 
full information. 
JOBBERS.... 
DISTRIBUTORS 


Ask us about the fast 
moving RU-SON line. 


BRUSH 


The BIG SELLIN CLEANER 


that REPEATS and REPEATS 


BECAUSE IT's 
FAR BETTER 


Proven by impartial tests of 
@ nationally known Brush 
Manufacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 





in case. 
Consumers Crack Filler 
(wood putty) preferred 
by professionals and 
home craftsmen alike 
because its powder 
form stays ready to 
use—mixes with water 
—works so easily. 


Consumers 
Patching Ploster 
«+. mixes white 
in cold water. 





No checking or 


Tiger Grip Li- shrinking. Quick 


pers sear <r mone noleum Paste— bond to old pe 
rset favored for use ‘ Benera Repairing 
a on wood floors _—~Plaster without and Household Use 
Agata —only a thin izing. y - ' 
<7, caiis deieniidies sizing. In 1, 2/2 
no special tools & 5 lb. cartons; 
sucteinien | Givstoseer of 9. 5, 10. & 15 Ib. paper bags; 50 Ih, 
neta ememeed |46spreader. 1/2 pt., = : : 
en ee bags—100 & 300 Ib. bbls 














gal. containers. ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 


[AMERICAN WALL SAFE 


profitably 
at only 


$39.95 


Dealer and 
Jobber 
franchises 
now being 
awarded 






A "SAFETY DEPOSIT VAULT" for 
Home, Office, Store, Gas Station, etc. 


Easily installed in 
Partitions, closets, chimney walls, 
foundation walls, floors, etc. 
INSIDE DIMENSIONS: 7" deep 10" wide, 14" long 
= FIRE RESISTANT 
= BURGLAR RESISTANT 
= Genuine YALF four- 
tumbler comb. lock 
= 10,000 possible 
combinations 


= Combination easily 
reset by owner 
= Concealed Hinges 


@ Tamper Proof precision 
fit door 
@ Special Asbestos Lining 


Write for full details and prices 
















AMERICAN WALL SAFE MFG. CO. INC. 


Office: 29 Pearl St. Factory: 65A Water $F. 








WORCESTER, MASS. 


———— 
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SAFE 


profitably 
at only 


$39.95 


Dealer and 
Jobber 
franchises 
now being 
awarded 
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These fio brush: 


assorlments sell 
like H— 


* Hotcakes 


And no wonder! They’ve proven them- 
selves successful. 


Each assortment is made up entirely of 
best-selling brushes. 


The handsome display box makes these 
best-selling brushes sell even better. Be- 
cause it invites customers to handle 
them—and buy them. 


Be sure both these assortments are 


working for you! Order them from 
your wholesalers now! 


Kueserset 
BRUSHES 


Made only by the Rubberset Company 


56 Ferry Street, Newark 5, New Jersey— 
Established 1873. Factories: Newark, N.J., 
Salisbury, Md., Gravenhurst, Ont., Canada. 
Branches: Los Angeles, Cal., Chicago, Il. 








¢ MU is¢ 


*UBBERS er ¥ 


BRUSHES 


VARNISH BRUSH 
ASSORTMENT #20 


4 doz. brushes of finest 
hog bristles. Display box 


measures 9)% x 9. 
YOUR PROFIT 


o 


TRADE MARK 


BRUSHES 





WALL BRUSH 
ASSORTMENT #55 


12 brushes of finest hog 
bristles. Display box 
measures 11 x 11%. 














resistant... drops of paint 
that fall while painting will not 
d, penetrate this modern drop cloth. 
I 


ight in weight... so light—one man 


can handle it with ease. 
Dust proof... lint and dirt are eliminated 
y, on high grade jobs when Ma-crepe is used. 
I 


. Ma-crepe sells for less than $2.00 


Economical . 


a drop cloth. 
























Ma-Crepe |s A Product OF 


Made in tan 10 
feet by 12 feet 
Packed one dozen Toe Co 
per saat, ati punnans, NORTH CAROLINA ¢-. 
ally advertised 


Write for details 








wk Hardware dealers can create new EXTRA 
PROFITS from ready and waiting home moderniza- 
tion jobs by owning and renting out this Lincoln 
Speed-O-Lite. sander, People gladly pay up to 
$5 per day in rentals alone. Besides you sell large 
amounts of supplies that are needed in any floor 
finishing or building modernization program. 


THE LINCOLN SPEED-O-LITE 


This famous rental sander has earned thousands upon thousands of dollars 
for hardware and paint dealers from coast to coast. The rental income 
that ranges up to $5 per day is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures compiled by a number of your fellow dealers clearly indicate 
that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc. 
averaging up to $10 per day to each and every Lincoln Speed- O-Lite 
rental customer. We urge you — write today for full details about the 
Speed-O-Lite Sander Rental business. 

Vorld's manufacturer of the most complete line 
of floor maintenance equipment 


FLOOR MACHINERY COMPANY, Inc 
1252 WEST VAN BUREN ST... CHICAGO 7, ILLINOIS 





CASTE! 


Sheftield 











CASTER “HI-JAK" 


Stops Broken-Rung Accidents 


Painters, Repairmen, Electrical Workers — 
ALL ladder-scaftold workers are interested in 
the greater SAFETY of the Caster HI-JAK. 


Caster HI-JAK attaches 

to ladder RAILS—rather 
than on weak rungs, as 
most other jacks are at- 
tached. At NO POINT does 

the HI-JAK contact rungs. 
The Bracer Bar provides solid 
rest, absorbs all strain. Assem- 
bled by 4 machine bolts, easily 
replaced. 12 notch Adjustment 
Bar permits the Caster HI-JAK 
to be used over or under ladder. 
Constructed with heavy gauge 
steel, yet weighs only 12 Ibs. 
HI-JAK folds for easy carrying, 

storage. Red lacquer finish. 

Packed 3 prs. to carton. 







Jobbers, Dealers write =D 
for complete information. 


1 


MOLD AND 





1171 WOOSTER ROAD 


BARBERTON, OHIO 


No Mixing— 
Ready to Use! 


Your customers don’t have 
to throw away old brushes 
that are stiff and hard! A 
simple application of this 
special preparation and 
even inthe most stubborn 
cases, will make old brushes 
as soft and supple as new! 
Can be used over and over 
again. A fast seller—a neces- 
sity wherever paint is sold. 
Write to 


Shettiel|Zeoreze 


QUALITY 
PROOUCTS 


PAINT CORPORATION 


CLEVELAND 6, ORE 
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When your customers ask for a 





reliable thinner, sell them Her- 
cules pure, steam-distilled wood 

turpentine. This quality product keeps 
J customers coming back. 


It’s low in cost, too—priced to make 

sales easier and to give you greater profits. 

The attractive, sturdy metal containers 

' give no packaging headaches ... no loss 
from spillage or breakage. 


Stock up with Hercules turpentine 
today. Let the brilliant orange and black 
can catch your customer’s eye . . . sell 


him... and keep him sold. 


HERCULES POWDER COMPANY 
938 Market Street, Wilmington 99, Delaware 


HERCULES 


STEAM- DISTILLED WOOD 7 


| TURPENTINE 
| 


| 


HERCULES 


sa 
PART OF THE PAINT PICTURE — 


\ 
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For CARPENTERS, MASONS and 
OTHER PARTICULAR ARTISANS 


Precision manufactured from only the finest materials obtain- 
able, ROYAL LEVELS are quality tools for fine craftsmen. 
They are carefully tested to give years of accurate performance. 


MAHOGANY and OTHER WOODS 
e Manufactured from only the 
finest kiln dried woods and 
finished in clear lacquer. 
Available in all standard 
lengths with choice of 
aluminum end tips or full 
aluminum bound. 











ROYAL ALUMINUM LEVELS are 
attractive and designed to 
combine strength with con- 
venience in handling. Preci- 
sion manufacturing and close 
pees assures accuracy 
and quality. Available in sizes 
up to 48 inches. 


Order from Your Jobber or Write — 


ROYAL OAK INDUSTRIES 


ROYAL OAK’, MICH. 


P.O. BOX NO. 248 ° 











LEG OF MUTTON 
GUN CASE 










No. 1500—An unusually handsome, sturdy case. Made of 
top-grain leather, oil treated to resist moisture. It is of blocked 
laminated construction with heavy lock stitching. The cap is 
specially made to fit fiush with case, when closed. 


No. 1400—Made of handsome brown 
grained plastic cover, scuff resistant, 
completely water and mildew-proofed. 






28" - 30" - 32" sizes for double barrel, 


pump and automatic guns. 






Send for catalog of 
complete line. 


BRADLEY E. GRIMES CO. 






Mfrs. of Hunting, Camping, Fishing & Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 


= ONLY 
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RITE-BORE 





GUN CLEANING RODS OFFER 
THESE SALES-MAKING FEATURES! 


Ye BRITE-BORE “Smooth-Joint” Rifle Rods can 


be used for either rifle or pistol cleaning by means 
of the adapter furnished. A Customer Advantage 
A SALES-MAKING FEATURE! 


2. BRITE-BORE “Positive Swivel” straight metal 
handle affords natural ease of stroke. More 
compact—and its bronze bearing construc- 
tion provides the strongest free-rolling 
joint available. A Customer-Advantage 


A SALES-MAKING FEATURE! 


3. BRITE-BORE “Safety Stop,” exclusive with 
Mill-Rose Rods, prevents bruised fingers or injury 
to breech mechanisms caused by sudden “push 
throughs.” Quickly adjustable by finger pressure. 
Provides the latest improvements in cleaning tech- 
nique. A Customer Advantage—AN EXCLUSIVE 
SALES-MAKING FEATURE! 


Mill-Rose BRITE-BORE Gun Cleaning 
Brushes and Rods are the only line of its 
kind consistently advertised to millions of 

your prospects each month in Field & 

Stream, Outdoor Life, Sports Afield and American 
Rifleman. Get the profitable Mill-Rose BRITE- 





BORE proposition from your jobber 
FREE today. 
COUNTER 
DISPLAY THE MILL-ROSE COMPANY, Dept. HA 
CARD! 1985 EAST 59th St. Cleveland 3, Ohio 


DISTRIBUTORS: 







SUMMER PROFITS 
with FORD 
CHARCOAL BRIQUETS 





Here’s why you profit with Ford Charcoal Briquets: 


Better Product: Cleaner, smokeless, spark-free, longer 
burning, dry, even heat, easy lighting. 

Good Mark-up: Profitable mark-up for distributor and 
dealer alike means money in your pocket! 

Steady Sales: Profits in slow summer season as well as 
steady sales all year around. 

Big Market: Picnics + Barbecues + Camping + Hotels 
Restaurants * Clubs « Dining Cars + Refrigerated Rail 
and Truck Lines + Foundries + Metal Refineries + Tin- 
smiths * Packing Houses * Tobacco Growers. 


Add Ford Charcoal Briquets to your line. Write, wire or phone: 


C ora ) FORD MOTOR COMPANY 


Charcoal Briquets 


iron Mountain ° Michigan 





The heat-packed charcoal 
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Consistent advertising in the outdoor 
and farm magazines keeps the H&R 
name constantly before your customers... 
builds consumer demand for H & R fire- 
arms. Moreover, all inquiries received 
from H&R national advertising are an- 
swered and the writers directed to their 
nearest H &R retailer. 


WINDOW and STORE DISPLAY 


This handsome new full-color display does double 
duty in your window or your gun department within 
the store. Holds three H & R rifles or shotguns. Made 
of extra heavy stock and equipped with easel back, 
it’s a durable display designed to give long sales- 
making service. Background is simulated wood grain. 
Sales message printed on red oval. Black base de- 
signed to hold gun butt securely. Display stands 5’ 
by 28”—sure to be seen by store or sidewalk traffic. 


Available FREE to all H& R dealers on request. 


DEALER HELPS 


H & R consumer folders for enclosure with monthly 
statement mailings or for your own special direct- 
mail campaign also advertising electros and mats on 
the full line. Available on request. 


PROFIT-LENGTHENING 
H&R 
DIRECT-TO-RETAILER SALES PLAN 


By eliminating middleman profits, the H&R Direct- 
to-Retailer plan gives you 10% to 25% higher mark- 
up on costs. 








You put the extra profits 
in your pocket. 


. REAM OPULAR SCIE 
© FIELD & STR N *?P N 
* COUNTRY — MERICAN sation 
» OPEN ROA + FARM JOURN 


» POPULAR MECHANICS 
*» OUTDOOR LIFE 


ig ger es % Se Tee a e, 
ini J hg eae fie e 


PARK AVENUE, 


fe iE ire 
ge % 
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« SPORTS AFIELD 


WORCESTER 2, 











HARRINGTON & RICHARDSON ARMS CO..Worcester, Moss. 


Write or wire for 
catalog and price list. 
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MASSACHUSETTS 





GILBERT'S GEARED TO 





} ag 


OILiEs AND 


A SALES WINNER BECAUSE IT’S AN 


i. m = attention winner; 


EEL 
“Handy-Pack’s” colorful display carton illustrates 
the contents, full size, on the cover for immediate, 
Look to G | ‘5 B E RT for the easy recognition while the reverse cover carries 
illustrations of uses. Place mats and doilies are 
packed 100 to the carton for a full supply. The 


«x national acceptance, beauty and convenience of 
Style “Handy-Pack” make it a profitable unit in any store. 


* Dependability 








* Quality 
* Value 1 apn bo EL 
DELICATE OLD- WORLD LACE DESIGNS 
IHlustrated: 
THAT BRINGS FAST PROFITABLE SALES (left) 30501-51 — 10'28"'x 1434” French Lace, an 
. authentic pattern...one of a variety available 
AND WELL - SATISFIED CUSTOMERS ’ in ‘Handy-Pack.” (right) 30542-51 — 934”x 1334" 
Cobweb—an intricate design, faultlessly reproduced. 
M ‘ 
7808 ; a oe eee What i: 
Oistributed thru the wholesalee¢ ee 
: . mats—available in : 
5“, 6”, 8, 10” and Store 
12” sizes. Packed colorful 


in the convenient 
“Handy-Pack” 
carton. 





Clack makers to the nation since 1807 


THE WM. L. GILBERT CLOCK CORP. 





MILWAUKEE LACE PAPER CO. - 


WINSTED, CONNECTICUT %e, 


Laconia, New Hampshire ie, Pe wave? HOME 

NS ee a 9 plant: 

551 Fifth Avenue 141 W. Jackson Bivd. en 
New York 17, N.Y, Chicago 4, Ill, 
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©) 1938, The New Yorker Magozine, inc. 


*,..but you ought to see the Rheem 
‘Design For Better Business ’” 


What is keeping up your volume? are just a few features of the Rheem Design For 


Store displays, your own advertising programs Better Business. For full details, just sign and send 
"in th ! 
colorful literature, sales demonstrations—these in the coupon—today 





RHEEM MANUFACTURING COMPANY 


“eggs 
Rheem | Dept. HA-6 

: 570 LEXINGTON AVE., NEW YORK 22,N. Y. 

| I'd like to keep up my volume. Please tell me all about 

| the Rheem Design For Better Business. 

| 

| 

ase Print 

| 

| 

| 


HOME COMFORT APPLIANCES Water Heaters 


9 plants in U.S.A.— Foreign affiliated plants in Soft Water Appliances 
Brisbane, Melbourne, Sydney, Rio de Janeiro, Heating Appliances 
Singapore, and Hamilton, Canada Cooling Appliances 


Address 


City_ State 
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PISTOL-GRIP WHISTLER 


This new, smart, high-value, solid copper, chrome 
plated rea kettle has proved to be an outstanding success 
throughout the country. It matches perfectly the famous 
Revere Copper-Clad Stainless Steel cooking utensils—a 
very important reason why women prefer it. The pistol- 
grip handle, the delicate balance, the ease of filling and 
pouring, the streamlined design, the rugged Revere con- 
struction are only a few of the many features that make 
this new kettle such a real money-maker. Feature Revere 
kettles together with Revere Ware. Create a ‘Revere 
Department.”’ You'll find it is a traffic and profit builder. 


REVERE COPPER AND 


eS TO RM I pnt 
ie ode As 


+ ree 


TRIGGER OPENS SPOUT 
COOL BAKELITE 
TRIGGER OPERATED PISTOL-GRIP 


WHISTLE CAP 





NATURAL COPPER BOTTOM 


BRASS INCORPORATED 











THE 


Literally 
Revere 

than eve 
every o1 
Revere 

window 
Copper- 


housewa 


PLATE 


E PLATE 




















THE 6 AND 8 CUP PERCOLATORS 


Literally millions of women have been asking for the 
Revere Percolator. Here it is, refined, more beautiful 
than ever, the ideal utensil to make the good coffee that 
every one of your customers craves. Feature these new 
Revere Kitchen Jewels — on your counters, in your 
windows, with your advertising. Remember that Revere 
Copper-Clad Stainless Steel Ware helps build your entire 
housewares sales. Two good names are better than one! 


ROME MANUFACTURING COMPANY DIVISION, 





THE 1 QUART SAUCE PAN 


This is the most attractive cooking utensil you've ever 
seen. We've even gone to the length of making special 
molds for the Bakelite handles to provide the perfect 
combination of beauty and usefulness. Here is a new 
item with great promotional value for you—one with 
tremendous demand—for which women will find a 
hundred uses—and backed by the full page, four-color 
advertising that Revere is constantly directing at 
your customers. 


ROME, N. Y. 








‘stand Heavy Factory Use 


@ Each Blade Attractively 
Packaged & Labeled 


RiP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 

Circular Saws, Band 

Sows, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


LAFAYETTE SAW & KNIFE, INC. 


115 BANKER STREET BROOKLYN 22, N 


- RECESSED mene Ponew 


No. 806 


Recessed 
Head Screw 
Driver. Extra 
large unbreak. 
able amber 
handle. 








« Write for complete catalog 
and name of nearest jobber 











MR. RETAILER: 


PEXTO 


KNOWN OVER 163 YEARS 


FOR 


TOOLS 


AND NOW CREDITED EVERYWHERE 
FOR 


IDEAS 


THAT HELP YOU PROFITABLY 


SELL 


ASK OUR WHOLESALE DISTRIBUTORS 















PARKER 


IMMEDIATE DELIVERY 


PIANO TYPE 


CONTINUOUS HINGES 


Steel e Brass e Nickel Plated On Brass e 





e Aluminum e Stainless Steel e 


e Cabinets @ Truck Bodies @ Boxes @ Pianos 
* @ Shower Doors e¢ Fluorescent Fixtures 
e Displays e Firescreens @ Store Fronts e Etc. 


VAC Alec From the very narrow lightweight size for boxes 
of Sizes! to the wide extra heavy for truck bodies. 


Stock lengths: 6 ft. © Can be furnished BAZaO RU oe 
any length, in quantity, to order. of Metals and Pins! 


@ Can be had with screwholes or blank for spot welding. 


@ Special hinges of all types to order, 
in quantity, for every purpose. Are you 
on our 


SMA SS mailing list? 


S. PARKER HARDWARE MFG. CORP. 


SINCE 1900 


From Foundry to Finished Product’ 
27 LUDLOW STREET * NEW YORK 2, N.Y 





* Phone WAlker 5-6301 
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Here’s another of the full-page color ads we're running every 
month in Popular Mechanics. Again and again we're telling our 
4% MILLION readers— men who are steady buyers of tools 
and hardware—that BRANDED merchandise, bought at the 
HARDWARE store, is BEST. 


. .- Popular Mechanics Magazine 
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92.875.000 is a lot of times to say 
“Nicholson files.” Try it and you'll be 
talking continuously from now until some- 
time in 1951. Better still, don’t try it. 
Let Nicholson do it for you through hard- 
selling ad-messages that say, in effect. 
“Nicholson and Black Diamond files are 
tops in quality, tops in value. Get ’em 


at your hardware dealer’s.” 

Who sees these ads? Just about every- 
body who uses files. They appear in lead- 
ing general, farm, industrial, mechanics, 
home-craftsmen, lumber and miscellane- 
ous magazines. They reach almost every 


OL 
es a: 


NICHOLSON FILE CO. 
7 os.a.* PROVIDENCE 1, RHODE ISLAND ? 


(In Canada, Port Hope, Ont.) 


NICHOLSON FILES FOR EVERY PURPOSE 





one of your file-buying customers many 
times during the year. They go to more 
people—more often than any other small- 


tool advertisements. 


It is this persistent, nation-wide pub- 
licity — plus the guarantee of Twelve per 
fect files in every dozen—that gives 
Nicholson and Black Diamond brands 
the fastest turnover in a naturally fast- 
turnover item ... and gives you the big. 
gest return on your file capital. 
© Send for catalog (Nicholson or Black 
Diamond); consult your wholesaler on stock 


assortment for your trade. 


* 25 ACORN STREET peegties, 


2, °* 
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ELWEL 
COW TIE 





WHAT THE : 
WELL-DRESSED COW awe 
IS WEARING wegen 


Nothing fancy, of course. Just good, strong, de- 
pendable AMERICAN Chain. In the barn it’s a 
Cow Tie—Open Ring or Ohio Pattern—of Elwel 
or Tenso Chain. In the feed lot, it’s a Tie-Out 
Chain made of Tenso in lengths of 20 or 30 feet. 

If your jobber handles AMERICAN Chain, he is 
a good source for all types of welded and weldless 
chain, fittings and assemblies, repair links, hooks, 
cotter pins. 

Sell AMERICAN—the complete chain line. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Hardware Business Is Still Pretty Good 


Despite “Prophets of Gloom’ Opinions 


OR two years. or more, there 

have been varied negative an- 

alyses of the hardware busi- 
ness. Most of these predicted all 
kinds of recession and other bad 
things for the hardware distribu- 
tion field. 

Actually, none of these terrible 
developments came true to the: ex- 
tent predicted and any retarding 
of the flow of hardware stores lines 
was far less drastic than might 
have been expected if the 
“prophets of gloom” were correct. 

The scarcities of many 
ucts, made partially or totally of 


prod- 


steel, have presented a real prob- 
lem—but, as stated in our last is- 
sue, this situation is more likely 
to get worse than better. But that 
does not mean that business has 
gone to pot—either the hardware 
business or business in general. 
As long as folks want, and can 
pay for. more than they can get 
it seems to me that we are not 
close to too much trouble. At least 


not as close nor as seriously as 
some say. 

The disposition of many whole- 
salers to think primarily of in- 
ventory on a dollars and cents 
basis instead of thinking in terms 
of having goods that can be sold. 
as made available. may be very 
smart or otherwise. I can see ar- 
euments on both sides of that 
question. I do know that some 
wholesalers are buying salable 
goods and reselling them and, at 
the same time, 
inventory. This looks smart to me 


reducing overall 


and from what I am told is also 
profitable. 

I am very conscious of much 
home building, at admittedly high 
prices and most definitely at 
higher prices that I would per- 
sonally pay. yet such buildings 
sell more quickly than they can 
be completed. Also, | am most 
conscious of folks trying to get 
new automobiles at high prices 
(prices which I think are too high) 
and better makes of certain major 


Sw wi x 
V . Vv 


electric appliances. They seem 
very happy at the prospect of de- 
livery anywhere from six to 12 
months—and so I cannot get dis- 
couraged vet about business gen- 
erally or about the hardware 
business. 

Employment conditions — are 
good. Movement of money is fair- 
ly good. The only sour note I can 
see is that there is a definite 
spottiness to business and obvi- 
ously some slowing up on collec- 
tions which is never good. But 
still—I don’t think the basic situa- 
tion has yet become sour but | 
do think that if enough pessimists 
get to thinking that way it won't 
take too long to make it that way. 

These are definitely times to 
watch, most carefully. both com- 
mitments and collections but are 
not yet times to drastically take 
to cover on lines of merchandise 
that are in demand and readily 
salable. 

Keep on selling and keep on 
watching. 


“Bobtail Memories” and the ERP— 
A Message From an Associate 


A GOOD friend of mine. and a 

business associate, D. Allyn 
Garber, editor and vice-president 
of the Department Store Econo- 


mist, an afhiliate of Harpware Aci 
in the Chilton organization. has 
written an interesting editorial for 
that publication. While [| cannot 


go all the way with him in his 
conclusions about ERP I do feel 
that what he says and thinks are 
of interest and for that reason 
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um quoting from his comments 
as follows: 

“Memories are about as short 
as the minutes of the mothmil- 
ler flying around a Hame. 

“We felt booed ourselves— 
disappointed — ashamed—when 
listening to a baseball game in 
Pittsburgh recently — in Pitts- 
burgh of all 
Kiner, a real Pittsburgh ace, 
went into a momentary slump 


places. Ralph 


and fanned several times with- 
out his customary hit. ‘Boo— 
hoo— and thousands of “boos’ 
went up from the spectators. 
The poor kid—hero 100 per 
cent—-was yelped at from all 
corners. Well sir:—-in the first 
of the ninth inning, the Giants, 
that day’s opponent, got the 
bases loaded with two outs— 
score tied 3-3—a_ wide-open 
door to sink the Pirates. Bases 
still loaded with two out, and 
up comes Rigney, a smashing 
Giant hitter. Rigney promptly 
belted a ball that seemed out 
of this world. But—Kiner, the 
booed gentleman, got on_ his 
escalator and hauled it down 
with one hand, retiring the side 
and holding the score even- 
Stephen. Then get this!~—First 
up in the ninth—score 3-3— 
came Kiner. BANG!! the 
‘works’—a home run—~-breaking 
up the game with a_ badly 
needed win for Pittsburgh, 4-3. 

“The crowd jumped the rails 
and stormed Ralph with praise. 
Boy—-what memories--not 10 
minutes longevity. We all seem 
to need memories that go back 
to joyful things. We're fighting 
the fog too hard and too blind- 
ly. We are going to do our part 
with the fog-horn: ‘Look Up- 
and QOut’—— not ‘Down — and 
Our’. 

“The European Recovery Pro- 
gram appropriations are taking 
billions from our economy 
and many business men see a 
black picture in this. But think! 

-it will soon bolster our econ- 
omy by shutting off the drain— 
put the countries abroad on 
their feet where they won’t have 
to lean so heavily and costly on 
the United States. 

“Consider this picture! Sup- 
pose you had a relative or some- 
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one in whom you are interested 
—who was cutting in deeply 
on your resources—you were 
virtually supporting him. Then 
you became convinced that by 
financing him, judiciously, he 
established himself. Wouldn't 
you stand a very good chance 
of not only seeing the end of 
demands for current support 
but even the probability of him 
remunerating you for past Joans 
or gifts? That. we feel, is the 
case of present ERP. 

“In spite of the smoked 
glasses through which some peo- 
ple are trying to peer, we have 
talked to many dozens of re- 
tailers and manufacturers who 
are anticipating with consid- 
ered judgment a normal to a 
substantial increase in business 
—dollar and unit-wise  -the last 
quarter in 19148, Encouraging! 
Yes, people are beginning to 
settle back and relax. even amid 
the wrangling in National and 
international political circles. 

“And getting back to our 
baseball reminder—some people 
are taking more time out for 
relaxation than ever before. 
Note!--on Memorial Day, 51.,- 
000 more people went through 
the turnstiles (paid admissions) 
to big league baseball games 
than ever before in haseball 
history—men, women and chil- 


dren, including service veterans. 
well and disabled, plunked 
themselves down around the 
diamond and enjoyed them- 
selves. 

“Vacations in 1948 is big 
business for resorts—carriers 
and for retailers. Hunting, fish- 
ing, boating, motoring, all are 
reported to be up. Ralph T. 
Reed, president of the Ameri- 
can Express Co., is quoted in 
The New York Journal-Ameri- 
can, as predicting 15 billion 
(not million) dollars will be 
spent on vacations in 1948, an 
all-time high. 


“This may all smack of light- 
ness and doffing responsibility. 
On the contrary, it is resurrec- 
tion from the deathly blow of 
overindulgence in the role of 
Atlas, the broad-shouldered 
little man who vainly aspired 
to tossing the globe around. 
Thanks to our Heavenly Father. 
we have so much to be grateful 
for—(as Henry J. Taylor, noted 
Economist, Author and Jour- 
nalist) would say: ‘In Your 
Land and Mine’. 

“Let’s kneel, figuratively at 
least!” 

P.S.—Mr. Garber is a Pittsburgher 
which accounts for his spe- 
cial affection for the base- 
hall team of that city. 


20 Million Tons of Steel 
Lost in Post-War Strikes 


»  aiggemeniag to think about is 
a current report from the 
American Iron and Steel! Institute 
indicating that since the beginning 
of 1946 (the post-war era) about 
20 million tons steel production 
have been lost forever because of 
major strikes that curtailed pro- 
duction. Roughly this approxi- 
mates, in finished products, the 
total steel supplied to the auto- 
motive industry in 1946 and 1947 
combined. 

The importance of these figures, 
it seems to me, is that too many of 
us are prone to consider al] major 
strikes as something somewhat for- 
eign to our own personal interests 


and welfare. Such is not the case 


and never was the case. 

There never was a time when 
all major upheavals, due to strikes 
or any other causes, were so much 
a part of the business of all per- 
sons in this country, Every major 
problem is now a common prob- 
lem and the sooner all of us real- 
ize that simple fundamental the 
sooner our representatives in Con- 
gress, regardless of party affilia- 
tion, will take steps to protect us 
from further upheavals. This is 
not a political problem but is 
strictly an economic problem and 
must be solved on_ that basis 
alone. 
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iss them along to your clerks) 


“Selling isn’t getting any easier, fellows. So I'm glad 
we have this new ILCO 265 Streamlatch. It’s an entirely 
different looking night latch; I know it’s going to appeal 


IT’S HOLD-O-MATIC! ILCO to our customers. 
HOL D-O-MATIC  fechne “The 265 has a lot of new features. Look at the case: 


Extra-rugged iron case in rich, 
neutral-tone finish . solid brass 
pin-tumbler cylinder, machined 
from solid brass bar stock 
universal strike . brass hold- 
back and deadlocking 
button . solid brass 
knob . iron bolt 
completely 
reversible. 

















smoothly designed; smart; neutral-tone finish that har- 
monizes with any interior. Ought to be mighty popular, 
especially for any entrance door that opens into a nicely 
decorated room. 

“The Streamlatch is Hold-o-matic*. . . has a built-in 
device that automatically holds the bolt back once the 
key is turned. That makes it a cinch to use, even with 
an armful of bundles. One hand turns the key and opens 
the door. 

“Besides all this, ILCO has built plenty of quality 
into the Streamlatch. Notice the cylinder . . . machined 
from solid brass bar stock, far supérior to cast brass 
cylinders. Notice too, the narrow universal strike; no 
need to cut out a lot of jamb. See the solid brass knob, 
the brass hold-back and deadlocking button. Backset 
is standard so the Streamlatch will replace any standard 
old style latch. 

“Td like you boys to mull over these sales points and 
use them to demonstrate the Streamlatch. We'll sell 

plenty if you do.” 
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Appliance dis- 
plays, just back 
of the windows, 
create interest for 
the larger appii- 
ance department 
in the basement. 
The ceiling-to-floor 
windows make all 
of the store vis- 
ible to the pas- 
sers-by. 






























The Ingrassias 
Ted, Frank and 
their father, Joseph. 























Enterprise 


Wires Ted and Frank 


Ingrassia, sons of Joseph Ingras- 
sia, hardware dealer of Rockford, 
Ill. (population 90,000) began to 
take an active interest in the hard 
ware business during their teens. 
their father made plans for a 
large, super-hardware store. The 
realization of those plans is the 
new Ace Store of Rockford, 1032 
So. Main St.. owned and operated 
by the Ingrassias. who held a for 
mal opening on April 8, 9 and 10 

The elder Ingrassia started in 
the hardware business in that loca 


This view of the left side of the 
store shows the office at rear. A 
stairway leads to a balcony which 
houses the toy department. 
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The paint section 
is near the rear 
and is on the first 
floor in a separate 
room which, in 
addition to the 
paints, brushes 
and varnishes, 
contains cleaning 
supplies. 


Built This Hardware Store 


Joseph Ingrassia entered the hardware business 
in 1922. The result of his enterprise is this 
new Ace Store, opened in Rockford, IIl., in April 


tion in 1922 and the culmination 
of his enterprise and that of his 
sons is in this new hardware store 
and in an adjacent prosperous 
furniture store. Regarded by many 
visitors from several states as one 
of the finest of Ace stores, the 
Rockford establishment contains a 
number of new merchandising 
features planned by the Ace Mer- 
chandising Service which also 
supplied the fixtures. 

The first floor measures 43 by 
75 ft., and a basement showroom 
is 20 by 75 ft. in size. The 
Ingrassias own the building and 


In the cleaning department, curved 

glass dividers separate merchan- 

dise that otherwise would be in a 
cluttered condition. 
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Plan of the first floor showing the wide aisles for easy circulation of traffic, 


created their present store by re- 
moving the wall between two 
smaller stores. The result is a 
large, roomy establishment for un- 
encumbered display of merchan- 
aisles to 


dise and with large 


encourage movement of traffic. 


A number of attractive center- 
of-the-store counters and displays 
are built along the pillars which 
were made to include supports for 
the display counters. The main 
wrapping counter is well toward 
the front of this center area and 


the Ingrassias have already found 
that customers can be served well 
from this spot, without too much 
lost motion. 

Along the right wall are the 


shelf 


hardware departments. A new type 


sporting goods, tool and 





This view of the right rear shows the entrance to the "separate" paint, 
varnish and cleaning supplies section which is a complete department. 
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of bolt drawer, a construction fea- 
ture of which is a slanting front 
for quicker identification of items, 
has also been placed along this 
wall. 

Toward the end of the right 
side, there is a separate room 
which contains paints, varnishes, 
and cleaning supplies. This room 
is well lighted, has plenty of dis- 
play space for paints and similar 
supplies and already has proved 
very popular with customers. It is 
also from this side of the store 
that the large basement is entered. 


The Appliance Section 


The left side of the store con- 
tains the appliance department 
which runs back from the ceiling- 
to-floor show windows, thus keep- 
ing the entire interior in full view 
of sidewalk traffic. Though there is 
a larger appliance department in 
the basement, including a model 
kitchen, the Ingrassias also have 
a sizable appliance showing on 
the first floor as an interest build- 
up for store and sidewalk traffic. 


Always in Full View 


Small appliances and a cano- 
pied lighting fixture display, pro- 
jecting from the wall, are also on 
the main sales floor. Thus fixtures 
on this display, lighted or other- 
wise, are always in full view— 
from the street and in the store. 

Electrical supplies, housewares 
and other items are also shown on 
the left side and the office is at the 
end of one of the main aisles 
where it can readily be identified. 
A stairway near the rear leads to 
a small balcony on which toys and 
other merchandise are displayed. 

Descent into the basement is 
made by easy stages down a wide 












































Here is the basement with the model kitchen display of the rear. Many 
appiiances are also at the front of the store to stimulate interest. 









Farm and garden tools sections are featured in the basement. 
The store also has a small, compact mezzanine selling floor. 


stairway. The customer steps down 
into a fine appliance area, fea- 
tured by the model kitchen and 
brightly lighted by ceiling fluor- 
escents. The Ingrassias are plan- 
ning a_ series of lectures and 
demonstrations on appliances and 


other 


merchandise in their new 


basement showroom. Outside sell 


ing is also part of the merchan 


dising program on appliances at 


the new store. Other areas of the 


large 


GARDEN IMPLEMENTS CONDUCTOR PIPE 





are devoted, «to 


(Continued on page 128) 
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Who Sells Home Workshop 


Wholesalers queried by Hardware Age sell $1,997,500 of these tools— 
the bulk of them to hardware dealers. Hardware dealers surveyed sell 


all they can get and report a volume of more than $2 million — an 


average of over $12,000 per dealer. The bulk of their sales is to hobbyists. 
Portable Electric drills, bench saws, band saws, jig saws and jointers 


te hardware trade 
is a lively main artery along 
which home workshop power tools 
move to hobbyists, farmers and 
industry. 
No thornless path to profits, 
nevertheless the annual volume of 
those dealers and wholesalers pol- 


are the fast movers. 


led on this subject by HARDWARE 
AGE runs into heartening millions. 
Stocks, too, within the limits of 
uncertain deliveries and alloca- 
tions, span the variety that is 
needed to sate the taste and purse 
of tinkerer or artisan. 

The evidence uncovered by this 








WHOLESALERS’ REPLIES 


Table I—What Per Cent of Your Sales of These Tools 
Is to Hardware Dealers, to Industry? 
94 wholesalers — 92.08 per cent replied to this question, as follows: 


To Hardware Dealers 


To Industry 


























, 3 No. of * Ne. of 
Sales Whol. Sales Whol. 
0 10 s, = 
| Seree 0 = deste 
2 one 2 
5 my 5 3 
10 oe 10 7 
15 2 15 2 
20 3 20 5 
25 b 25 2 
28 whol. — 29.80% 53 whol. — 56.38% 
= 3 30 1 
35 sig. 35 0 
40 2 40 3 
45 0 45 .% 
50 2 50 2 
8 whol. — 8.51% 7 whol, — 745%, 
55 1 55 .0 
60 3 60 2 
65 0 65 1 
70 1 70 a 
75 2 75 7 
7 whol. — 7.45% 8 whol. — 8.51% 
60 5 80 3 
65 2 85 2 
90 8 90 7 
95 3 95 3 
98 0 98 1 
99 2 99 0 
eee 
51 whol, — 54.24%, 26 whol. — 27.66%, 
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HarpwarE AGE survey points di- 
rectly to the fact that the hard- 
ware store is solidly entrenched as 
the Mecca of home workshop 
craftsmen and others who use 
power tools, Letter questionnaires 
were sent to 509 wholesalers and 
to 1,800 top hardware dealers. 
Questionnaires were returned by 
162 wholesalers, or 31.82 per cent 
of those queried. Replies from 
dealers totaled 412 or 22.89 per 
cent. 


What Wholesalers Report 


Of the 162 hardware whole- 
salers who responded to the ques- 
tionnaire, 101 (62.34 per cent) 
said that they handled home 
workshop tools while 61 or 37.66 
per cent did not handle any lines. 
Projecting these percentages to 
include all hardware wholesalers 
listed by Harpware AcE (62.34 
per cent of 509 wholesalers) it 
would then follow that 317 could 
be said to carry these lines as op- 
posed to 192 who would not. 


Estimated Volume 


A few more than half of the re- 
plying wholesalers — 54 or 53.7 
per cent — reported their ap- 
proximate yearly volume. When 
totaled this volume amounts to 
$1,997,500 for the 54 wholesalers 
and expressed as an average, it 
is $36,990.74 for each. Again pro- 
jecting the average volume over 
the 317 wholesalers assumed to 
distribute home workshop power 
tools, the total volume for all 
wholesalers handling those tools 
amounts to $11,726,064.58 (Aver- 
age volume $36,990.74 multiplied 
by 317). 


HARDWARE AGE 
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Power Tools? 


By R. S. WILD 
Associate Editor 
Of Hardware Age 


62 Per Cent of the Hardware Wholesalers Dealers Do 
70 Per Cent of the Hardware Dealers Do 


Reported Volume 


1 wholesaler _........ $250,000 

1 wholesaler — . 200,000 

2 wholesalers _ ........ 150,000 each 
1 wholesaler 125,000 

1 wholesaler 110,200 

1 wholesaler 100,000 

1 wholesaler 75,000 

5 wholesalers _ ....... 50,000 each 
1 wholesaler __...... 40,000 

2 wholesalers . 35,000 

1 wholesaler 34,000 

1 wholesaler © ..................... 31,000 

5 wholesalers _...... 25,000 each 
1 wholesaler 22.800 

4 wholesalers .................... 20,000 each 
6 wholesalers . 15,000 each 
1 wholesaler 12,000 ~ 

3 wholesalers 0.0... 10,000 each 
1 wholesaler __.. exe 6,000 

5 wholesalers _ .......... ‘ 5,000 each 
1 wholesaler 4,000 

1 wholesaler y 3,000 

3 wholesaler .ccccccoo-n- 2,500 each 
1 wholesaler ; 2,000 

2 wholesalers oF 1,500 each 
2 wholesalers _..................... 1,000 each 


54 Wholesalers Reported 
a Total Volume of.....$1,997,500 


Eighty-seven wholesalers, or 
86.14 per cent of those who 
handle home workshop power 
tools replied to the question ask- 
ing what brands they handled. Of 
this number, 34 (29.08 per cent) 
handle only one brand while 53 
(60.92 per cent) handle more 
than one brand. 


Brands Sold 


The brands most frequently 
mentioned by wholesalers were 
Delta, Tomlee, Black & Decker, 
Skilsaw, Stanley and Shopmaster. 
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The breakdown of replies to this 


question is as follows: 
22 sell Delta 
20 sell Tomlee 


17 sell Black & Decker 


14 sell Skilsaw 
12 sell Stanley 


12 sell Shopmaster 


9 sell Power King 
9 sell Walker-Turner 


9 sell Atlas 


— =) 


wun 


bo ww Ww we 


sell Mall 

sell Boice-Crane 
sell Millers Falls 
sell Porter Cable 
sell Van Dorn 
sell Duro 

sell Searjeant 
sell Clarke 
sell Thor 


sell Logan 


sell Cummins 








DEALERS’ REPLIES 


Table Il — What Percentage of Your Sales of These 
Tools Is to Hobbyists, to Farmers, to Industry? 


209 Dealers 
To Hobbyists 


A No. of 


Sales Dealers 
1 1 
2 0 
3 0 
5 1 
10 11 
15 3 
20 12 
25 21 
49, or 23.44% 
30 18 
35 3 
40 18 
45 0 
50 44 
83, or 39.73% 
55 2 
60 10 
65 3 
70 4 
75 13 
33, or 15.78% 
80 5 
85 6 
87 1 
90 11 
95 a 
98 1 


100 16 
44, or 21.05% 


177 Dealers 
To Farmers 


%o 


Sales 
1 
2 
3 
5 
10 
15 


20 
25 


30 
35 
40 
45 
50 


55 
60 
65 
70 
75 


80 
85 
87 
90 
95 
98 
100 


167 Dealers 


To Industry 
No. of a No. of 
Dealers Sales Dealers 
0 1 — 
2 2 0 
1 3 1 
14 5 6 
31 10 14 
5 15 8 
10 *20 17 
25 25 19 
88, or 49.72% 66, or 39.52% 
12 30 16 
1 35 5. 
12 40 16 
1 45 1 
25 50 25 
51, or 28.81% 63, or 37.72% 
0 55 2 
7 60 i 
1 65 a 
3 70 2 
. 75 12 
14, or 7.91% 29, or 17.36% 
.4 80 2 
0 85 0 
0 87 0 
6 90 1 
3 95 0 
1 98 0 
10 100 6 
24, or 13.56% 9, or 5.40% 
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Table Ill—Of the 162 wholesalers selling home workshop power 
tools, the following are sold by them: 








Items No. Wholesalers Quantity Sold 

Bench Saw S »y 78 48.15°% of whom21 who 3 - 26.92% sold 2,364 units 

Jig Saws 76 26.91% 22 — 28.95%, 1,317 ss 

Band Saws 72 44 44° 2¢ 27.28%, }2 

Lathes 71 43.839 19 - 26.76%, 71 

Shapers 49 30.25%, 4 28.57% ~_— * 

Jeinte 62 — 38.27% 19 30.65%, 1,286" 

Planers 42 25.319 1] — 26.43% a * 

Sanders 15 46.309 25 33.33% i; 

Drill Presses 7 43.83° 23 32.999 1,531 # 

Port. Ele Dr 74 58.64%, 38 40.43% 15,407 ™ 
2 sell U.S. Electric wholesalers selling home work- buying season. There is also a 
2 sell Sheldon shop power tools replied to a slight falling off in sales in the 
2 sell Burges= Vibro question asking what proportion summer. Wholesalers’ mentions 

of their sales were made to hard- were as follows: January 20: 


The following brands were 


mentioned by one wholesaler 


ware dealers and what proportion 
to industry. Of this number, 61.69 


February — 29; March 31; 
April 30; May 26; June 


each: Bradford, Dumore, Foster, per cent do more than half of 20; July 19; August — 25; 
J. D. Wallace, Republic Drill. their power tool business with September 28: October 28: 


Red Star, Dewalt, Sterling, Heston 
& Anderson, Dremel, Armstrong- 


Blum, Peerless Electric. 
Quantities Sold 


Asked what home workshop 
items they sold and in what 
quantities, it developed that bench 
saws, jig saws, jointers, sanders, 


drill presses and portable electric 


hardware retailers as opposed to 
only 36.17 per cent doing more 
than 50 per cent of their business 
with industry. 

Fifty-one wholesalers. or 54.24 
per cent, do greater than 75 per 
cent of their power tool business 
with hardware dealers while only 
26 wholesalers, or 27.66 per cent 
sell more than 75 per cent of their 
power tool volume to industry. 








November 39: December—34. 


Stock Investment 


Forty-four wholesalers, or 43.56 
per cent replied to the question 
asking what stock investment in 
home workshop tools was required 
hy a hardware dealer. The tabu- 
lation of the replies is as follows: 


‘ ‘ ] ] wholesaler suggested $10,000 
Grills are the most popular ae Thirty-one wholesalers said 100 1 wholesaler suggested 6,000 
Pwenty-seven per cent of the per cent of their power tool busi- 3 wholesalers suggested 5,000 
wholesalers selling bench saws ness was with dealers: 10 said 1 wholesaler suggested 4,000 
sold 2.364 units; 29 per cent sell- they dealt 100 per cent with in- 2 wholesalers suggested 2,000 
. + ’ : 217 ——— : : 1 wholesaler suggested 1,200 
ing jig Saws sold 1.317 units; 3] dustrv. A complete breakdown of 8 hol ler 
: nF z a : | | : f ; a > wholesalers suggested 1,000 
per cent selling pointers sol these percentages is in Table I. I <hiclaaslng - desimmntend’ 700 
1.266 units; 33 per cent selling 1 wholesaler suggested 600) agc 
sanders sold 1.977 units: 33 per Year-Round Activity 5 wholesalers suggested 500 inte 
cent selling drill presses sold | wholesaler suggested 1) vane 
es : _ aie 3 ssalers suggeste 35K 
1.531 units. and 40 per cent sel]- The sales uf home workshop wholesalers suggested Jot) 
. ‘ . 6 wholesalers suggested 300 we 
ing portable electric drills sold power tools is a year-round ac- © ehilcutinn dumeted 950) P 
15.107 units. The complete tally tivity, with a slightly heavier 3 wholesalers suggested 200) wan 
mW ss P . . . P lad = 
is shown in Table IIL. demand evidenced in the fall | wholesaler suggested 150 nih 
. > 4 rece : > : i r >» y ris as ° 2 
Ninety-two percent of — the months, prior to the Christma Oe ie BR dhibins ehe eid. 
plied to the questionnaire and don 
said that they did not handle situ 
7 > eke > < ») 
Table IV—Of the 287 dealers selling home workshop = t»™e_ workshop power tools, 26. on 
. or 42.63 per cent said that they / 
power tools, the following are sold by them: 7 ' 
did not plan to add a line; 17, or resi 
ae ee 27.87 per cent said that they were by 
Iter Handling Quantity Sold going to take on a line of home in t 
ae ee sold by 234 81.19% of whom 91 38.80 434 workshop ganas tools. Eighteen, on | 
"hig Se 208 72 41 82 39.42 552 or 29.51 per cent, did not indicate bot! 
Band Saws ; 190 66.20 65 34.2] 1,138 any plans. vidu 
Lathes 194 67.6 66 34.02 839 ome ‘ 
Shaper 152 — 52.962 46 — 30.26° 468 The greater number of whole firm 
Jointer 192 — 66.90° 68 — 35.419 1,248 salers who did not handle power vidu 
Planers " 133 — 46,349 37 — 28.079 228 tools indicé is w i 
é ools indicated that this was so 
Sanders 193 67.24%, ‘ 67 — 34.71% ' 904 firm 
Drill Presse eo 222 — 77.35% 84 37.84% " 1,786 because of a lack of customer de * 
Portable Elec. Drills . 280 —- 97.57% 118 — 42.14% " 7,095 (Continued on page 139) vidu 


106 HARDWARE AGE JUN 











also a 
in the 
entions 
20; 
on: 
: June 
— 2; 
28; 
er—34. 


rr 43.56 
juestion 
nent in 
equired 
e tabu- 


ollows: 


$10,000 
6,000 
5.000 
4,000 
2,000 
1,200 
1,000 
7TO0 
600 
500 
100) 
350 
300 
950 
200 
150 


who re 
ire and 
handle 
ols, 26. 
vat they 
: 17, or 
ey were 
»f home 
ighteen, 


indicate 


- whole 
e power 
was sv 
ymer de 
39) 


E AGE 











| 2a aew aan este eis 


Reinboth's Hardware, where credit sales help volume, is 
a corner establishment with windows on both streets. 


Does a Credit Business But 
The “Beats” Don't Beat Him 


Charles P. Reinboth enjoys credit sales 
transactions with good risks but knows 
in advance if they are in that class 


VA 
A GOOD many years 


ago, we found ourselves getting 
into a terrific financial hole be- 
cause of all the credit business 
we were doing.” says Charles 
P. Reinbcth. of Reinboth Hard- 
ware, Lawndale, Pa.. which is a 
suburb of Philadelphia. We de- 
cided that something had to be 
done immediately to remedy the 
situation or to remain in business 
on a very unstable foundation.” 

As Lawndale is located in a 
residential area and is reached 
by its inhabitants that may work 
in the Quaker City by driving out 
on Rising Sun Ave.. most of Rein- 
both’s business was from indi- 
viduals rather than _ industrial 
firms. And to give credit to indi- 
viduals is more risky than to 
firms. 

“When you give credit to indi- 
viduals you must try to make 
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ay 


doubly sure that you will get 
paid,” says Charles Reinboth. 
“Firms only stay in business be- 
cause they pay their bills, but 
when it comes to individuals, it 
is another story.” 


Careful Selection 


Just because a builder or home- 
owner has been purchasing from 
your store for a good many years 
or you are familiar with his fam- 
ily does not mean that that per- 
son is a good credit risk. Perhaps 
you do know him and he has 


Charlies P. Reinboth makes up a 
credit slip which, like other 
transactions of that type, is 
“payable at end of the month." 








paid cash for everything that he 
has bought in your store. But does 
that mean that he will pay a bill 
when it is presented to him? Mr. 
Reinboth does not think it does. 

“Too often the hardware dealer 
merely ‘falls into’ the extension 
of credit,” he explains. “That is, 
a customer who may have been 
coming into your hardware store 
for a period of time, finds one 
day that he doesn’t have enough 
cash to pay for all the items he 
has selected. ‘That’s all right — 
you can charge it,’ most dealers 
will say. And in this way many 
customers drift into charge ac- 
counts, which can later turn out 
to be disastrous for the hardware 
dealer. 

“It is some of these accounts 
that turn out to be credit ‘beats.’ 
For when a builder or other per- 
son wishes to obtain merchandise 
from a hardware dealer on 
credit,” points out Mr. Reinboth, 
“the dealer makes sure that he 
has a good credit rating, can 
stand investigation and has the 
ability to pay his bills. And it is 
these former accounts with which 
we have been able to cope so 
successfully that we haven't had 
any ‘beats’ for a very long time” 

Before Mr. Reinboth permits 
customers to take merchandise on 
a part cash, part credit basis, 
he considers two questions. If I 
don’t let him buy on credit, will 
I lose all of his business? If I 
do accept his business on a part 
credit basis will he pay the bal- 
ance? The answer to the first part 
of the question is something that 
Mr. Reinboth decides for himself, 
based on previous contacts with 
the customer. Once Mr. Reinboth 
makes up his mihd that he wants 
to do credit business with a cus- 
tomer he tactfully makes the cus- 
tomer feel a responsibility to pay. 


Credit Information 
And Interview 


Before Mr. Reinboth allows 
credit transactions, he asks the 
following questions even though 
he personally knows the customer. 
(1) Where do you live? (2) 
Where do you work? (3) How 
much do you earn? (4) When 
are you paid? (5) Do you have 
charge accounts in other stores? 
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(6) Do you have a bank account? 
(7) Do you own real estate? 
(8) Can you furnish suitable 
references? 

Once a customer notices how 
deeply Mr. Reinboth is checking 
him, he knows that credit at this 
store isn’t going to be a pay-as- 
pay-can affair — but that payment 
is expected. 


Explains Terms 


After all this information is 
taken by Mr. Reinboth, he ex- 
plains to the customer what his 
credit terms are. Bills must be 
paid promptly at the end of the 
month or the credit account will 
be suspended. Bills have to be 
cleared off entirely, not leaving a 
balance and then adding to it 
the next month. And if for any 
reason a bill cannot be met on 
time, the customer is required to 
drop into the store and explain 
the reasons so that the accounts 
will not be turned over to a col- 
lection agency. 

Because customers see credit 
sales on a very strict basis, they 
only take what they really need 


and can pay for. “Too often,” 
Mr. Reinboth explains, ‘when 
some people know that they can 
charge merchandise and aren’t 
under real obligation to pay, they 
will pick-up items that they only 
think they need. Then a bill is 
run up and they feel that they 
are doing their part by paying 
part of the account. Then they 
add to it. We remedied this situa- 
tion by telling each customer tak- 
ing merchandise on credit, that we 
expect full payment at the end 
of the month.” 


In the Reinboth store, all mer- 
chandise is openly displayed. Sea- 
sonal items are properly promoted 
with emphasis on specials. When 
a customer comes into this store 
with a fixed purchase in mind, 
he is immediately attracted to 
other items but does not have 
the cash available — as he didn’t 
intend to buy anything else. To 
let a customer out without all the 
hardware items that he needs 
would be losing many sales. It is 
therefore important to allow 
credit sales to the proper indi- 
viduals. 


Pottery Toys Attract Children Customers 


HE Avera Hardware Co., 
Wrens, Ga., a town of less than 
1200 increased sales by attracting 
children with pottery toys. This 
line features dolls, dogs, cats, 
horses, chickens and other items 





One of the store's salesmen 
with a tray of pottery toys. factory and profitable. 


that can be set around in the 
home. 

These toys are made on a con- 
tract by a pottery manufacturing 
plant at a very low cost. This 
line is profitable, for children 
want their parents to bring them 
into the store just to view this de- 
partment, from which they often 
make a purchase. 

“This merchandise sells larger 
items,” says William Avera, 
owner. They display large quan- 
tities of it on tables 4 by 6 feet in 
size near the front of the store. 
Since these articles are mostly in- 
teresting to children under 12 
years of age, the little tots are 
allowed to pick the items of their 
choice and take the money to a 
salesman. Parents often visit the 
store for other needs, see the dis- 
play and purchase some toys for 
their children. 

Mr. Avera has carried this line 
for about a year and the increased 
volume that has developed during 
that period has been both satis- 
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FTC Steel Order Will Require 
A Plant Price at Every Mill 


FTC cease and desist order when issued will 
also call upon steel industry to sell f.o.b. 
mill on request and to stop compiling freight 


A CEASE and desist 


order against the steel industry, 
now being appraised at the Fed- 
eral Trade Commission, calls up- 
on the steel industry to (1) estab- 
lish a plant price at every mill; 
(2) sell f.o.b. mill when re- 
quested; and (3) cease the compi- 
lation and dissemination of freight 
rate information. The order, pre- 
pared by Lynn C. Paulson, chief 
trial counsel in the current price- 
fixing charge against the steel 
industry, is not expected to be 
changed except for minor details, 
even though it may not be issued 
until sometime in early 1949. 


"Cease and Desist" 


After six months of intensive 
hearings, Mr. Paulson has _ pre- 
pared an order calling on the 
industry and the American Iron 
and Steel Institute to “cease and 
desist from using or engaging in 
any of the following methods, 
acts, practices, or things pursuant 
to or as part of a planned com- 
mon course of action, combination 
or conspiracy through the Amer- 
ican Iron and Steel Institute or 
otherwise: 

“1. Composing, establishing or 
announcing prices by using any 
other point than the point of pro- 
duction or shipment as a base, 
basing point, price base, or start- 
ing point; in other words refrain- 
ing from having a plant price 
at every mill. 

“2. Refraining from having and 
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rate information. 


Washington Bureau 
of Hardware Age 


quoting and using a price for any 
given product at the point of 
production for such product and 
offering to sell at that price the 
goods produced at that production 
point if said goods are offered 
for sale or sold anywhere in 
intra or interstate commerce; in 
other words, refraining from sell- 
ing f.o.b. mill when requested. 

“3. Contributing to the com- 
pilation of or using in connection 
with naming, making or selling at 
a delivered price, the compilations 
or lists of freight rates, or freight 
rate factors described in the find- 
ings supporting this order or any 
similar compilation or list; and, 
from using in connection with 
the naming, establishing or use 
of sale and delivered prices, any 
such compilation or list compiled 
or established by any competing 
company.” 

The above points comprise the 
major portion of the FTC case 
against the steel industry. Accord- 
ing to Mr. Paulson, the order as 
quoted above will probably stand 
with the exception of a possible 
addition of a section relating to 
the alleged standardization of 
extras. 


Forsees Elimination 


While the order as now written 
does not outlaw the multiple bas- 
ing point system in exactly that 
language. Mr. Paulson believes 
that the basing point system as 


practiced by the steel industry 
will be done away with since it 
will be impossible for the indus- 
try to sell partly on an f.o.b. mill 
basis and partly on a basing point 
basis and still maintain an effect- 
ive delivered price system. 


Would Benefit Consumers 


Mr. Paulson further points out 
that the immediate effect of such 
an order would be to benefit steel 
consumers now being cut off from 
steel supplies due to the reluc- 
tance of steel producers to absorb 
increased freight costs. It is 
claimed that these consumers 
would be able to buy f.o.b. mill 
at any point, provided they were 
willing to pay the freight. An- 
other effect: according to the FTC 
attorney, would be to increase 
the use of trucks and barges as 
a means of transporting steel. He 
also expects the order ,to result in 
more independent action on the 
part of steel producers, more com- 
petition, particularly on sealed 
bid contracts, and, as a direct 
result of this competition, even- 
tual lower prices. In addition, 
stimulation of fabrication in tran- 
sit is also predicted. 

While the language of the order 
is reasonably firm in Mr. Paul- 
son’s mind, it may be many 
months before it is finally issued, 
even if the Commission approves 
it within a relatively short time. 

As the case now stands, Mr. 

(Continued on page 122) 
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mall Highway Store Goes ! 










Mr. Heath closes a sale of oven- 
ware to a woman customer. Display 
of garden tools was improved by 
hanging them on the wall instead 
of standing them upon the floor. 


m 
al 
; + s} 
CARDEN SUPPLIES al 
it may well go appreciably higher gi 
than this. W. 
The formula which Mr. Heath al 
applied to bring about this im- 
provement, may best be summa- 
rized under the two headings of 
modernization and merchandising. x 
al 
Modernization se 
Modernization was undertaken _ 
before the store was officially pa 
opened under its new management pl 
on December 15, 1947. This con- fr 
sisted of deepening the sales area ‘] 
by approximately 20 ft., enlarg- am 
ing the front windows, building od 


and installation of several new 
island display fixtures and wall 
shelving, an improved lighting 
arrangement. and minor improve- 


/ \ limited allotment of 


floor space is no bar to a success- 
ful general hardware operation. 
in the experience of Horace 
F. Heath, owner and operator of 
Tumwater Hardware Co., Tum- 
water, Wash. Since acquiring this 
small but now thoroughly modern 
hardware store in December, 
1947, its operator Mr. Heath has 
more than doubled the store’s 
previous gross sales figures. 
Though the floor space area 
measures but slightly more than 
1.000 sq. ft. this area is well 
adapted to the size and population 
of Tumwater with its 1,000 res- 
idents, Mr. Heath has found. At 
the store’s present rate of monthly 
sales figures, he expects to gross 
approximately $50,000 his first 
year of operation. Since business The sporting goods department, though small, is well stocked. The 
is still on the increase, however, glass case is used for showing expensive reels, baits and lures. 
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ter Bigger Business 


ments. A small warehouse was 
also built to compensate for the 
space lost by enlarging the sales 
area. This 30 by 15 ft. building 
gives approximately double the 
warehouse space formerly avail- 
able. 


Visibility Improved 


The sales area now measures 
20 by 55 ft. Since the fixtures 
already on hand were of the open, 
self-service type, the main job 
here was the addition of new 
display islands of similar design, 
and an attractive back wall dis- 
play which could be easily seen 
from the street. Low. three-step 
islands make good use of the 
space they occupy. and permit 
merchandise in all departments to 


Modernizing and changing space for various 
lines have resulted in making the most of 
Tumwater Hardware Co's. limited facilities. 


Volume has more than doubled in six months 


be seen from virtually any part 
of the floor. Visibility was im- 
proved by the enlargement of the 
two front windows, with window 
displays kept low to permit the 
eritire interior to be seen from 
outside the store. New fluorescent 
fixtures were installed to give 
approximately 40 foot candles of 
light inside, giving even, shadow- 
less illumination. In _ addition, 
wall displays in various depart- 
ments were highlighted by lights 
installed in the “ceilings” of the 
fixtures, and plastic lettering to 
identify departments attached to 
the upper trim. 


Fully as important as remodel- 
ling of the store’s interior, Mr. 
Heath emphasizes, was the new 
merchandising program which 
was undertaken. This involved 
first, an addition of approximately 
$7,500 worth of new merchandise 
to the $12,000 worth of stock 
already on hand at the time of 
taking over. An important addi- 
tion here was the complete line 
of plumbers hardware which was 
installed at the rear of the store, 
including such larger items as 
bath tubs and sinks. 

The principal improvement in 


this connection was achieved, how- 





Despite its compactness, considerable merchandise is shown on this side of the store. 
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ever, by selectivity in buying. 
Formerly, the store contained a 
considerable variety in types of 
merchandise carried, but lacked 
sufficient variety of goods within 
each category to satisfy many 
customers’ wants. An example of 
this was the plumber’s hardware 
department, which did not have 
an adequate variety of fittings 
to meet the needs of more than 
one customer out of three. A simi- 
lar situation prevailed with the 





small stock of gift and crystal 
ware which was carried. 


The Solution 


Mr. Heath’s solution was to 
increase the plumber’s hardware 
as readily noted, and to abandon 
completely the effort to carry 
a comprehensive assortment of 
either gift or crystal ware. Though 
he has no doubt that the latter 
would prove a profitable depart- 
ment, lack of sufficient display 
space to merchandise these items 
properly would merely antagonize 
customers who came in expecting 
to find a wide assortment. It 
would also have required him to 
share his valuable display space 
with another department, with the 
result that neither department 
would be developed adequately. 

The same consideration was 
followed throughout, with tradi- 
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tional hardware departments given 
first preference. Thus, sporting 
goods were given sufficiently gen- 
erous space at the front of the 
store to meet most sportsmen’s 
requirements, with housewares 
located across the aisle. Both these 
departments have proven their 
value as attention-getters to justify 
these favored locations. Another 
department which he has devel- 
oped much more than formerly, 
are mechanical tools, both hand 


and power, as these fit in with 
the preferences of his many rural 
customers. And since there is a 
good deal of building activity in 
his area, paints have been well 
worth the increased display space 
alloted to them. 


Rural Business 


A relatively large part of his 
business, Mr. Heath reports, has 
come from rural residents, as he 
estimates a rural population of 
approximately 15,000 to draw on. 
He must, however, compete with 
dealers in the city of Olympia, 
whose city limits begin where 
Tumwater’s limits end. This prox- 
imity to Olympia does enable him 
to get a certain amount of trade 
from residents of Olympia as 
well, due partly to the advantage 
of his drive-in location. 

Advertising and promotion have 


success of Tumwater Hardware, 
as the firm regularly carries 
advertisements in both the Olym- 
pia daily newspaper, and one 
rural weekly. A weekly radio pro- 
gram is also sponsored. In all 
advertisements, the slogan of “The 
Friendly Store” is emphasized, a 
slogan which is followed in all 
relations with customers. In-the- 
store promotional devices include 
the use of black paper bags for 
nails with the firm’s name printed 


= 6 


Small but neat, 
the housewares 
section Is oppo- 
site the sporting 
goods department. 


likewise played their parts in the 
on them, price tags for all items 
which require them, and tape for 
wrapping, both with the firm’s 
name on them. 

Window lights are left on until 
10 o'clock. A service which can 
be classified as a “promotional 
kink” is the provision of clean 
rest rooms for both men and 
women in the rear of the store. 
Cleanliness in the sales area, is 
achieved by the use of a vacuum 
cleaner instead of by the use of a 
broom. 


Staff Is Small 


Due to the efficient store organ- 
ization and methods of handling 
merchandise, most of the work 
in the store is handled by Mr. 
and Mrs. Heath, with one part- 
time employee for afternoons and 
weekends. It’s a system that is 
efficient and sufficient. 
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High School Students a Source 
Of Tool Sales 


H IGH school students 


from rural districts who attend 
school at Tomah, Wis., popula- 
tion, 3,200, usually stop when 
they sight a tool and power tool 
display in the windows of the 
Tomah Hardware in that com- 
munity. 

This is because many farmers 
in this rich agricultural area 
have home repair shops where 
numerous repair jobs are done, 
especially by the younger gen- 
eration. 

According to Frank and Gilbert 
Storkel, owners of Tomah Hard- 
ware, these high school boys learn 
about power and hand tools and 
their uses in high school agricul- 
tural classes, and so they are in- 
terested in seeing that the farms 
they come from have a sufficient 
stock of them to handle most 
types of repair jobs. 


iaticeeiaeie aed ww 
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This winter step-up display was given over chiefly to tools and a few 
skates and accessories, Passers-by can see the interior of the store. 
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Taught the use of tools in high school, these 
boys interest farmer fathers in buying them. 
Tomah Hardware cultivates them and sells them 





Plain but neat, that's the story 
of this compact tool section. 


“The interest shown by high 
school boys in this respect is an 
important factor in’ selling power 
tools especially,” says Frank 
Storkel. “The farmer has _ been 
buying hand tools for many years, 
but the farm boys*are the ones 
who are getting their elders to 
buy and use more power tools. 
And once the uses of such tools 
are known, the average farmer 
often uses them.” 

Throughout the winter and 
spring months, Tomah Hardware 
has a number of excellent win- 
dows on tools and farm supplies 
in general. Just inside the store 
is the regular tool section which 
is also visible from the street. 
The man or farm boy who stands 
outdoors looking at a tool win- 
dow can see more tools displayed 
at the wall section at the left. 
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e Store With the 


COWLEY Rae 
LUMBER & HARDWARE CO. 


The only obstructions in sight in this 103-ft. glass front are the metal 
dividers. As the store is only 25 ft. deep, the interior is fully visible. 





Warn Clare J. Cow- 


ley decided that after 50 vears 
it was time to replace the build- 


ings which housed his builders’ 
hardware and lumber business, at 
Olathe, Kan., he also concluded 
that it was the proper time to 
expand his field of operations. 
The handsome modern store 
pictured on these pages is the 
result of his decision to expand 
his builders’ hardware and paint 
lines and to add all the other 
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Modern display 
fixtures, fluo- 
rescent lighting 
and a flooring of 
asphalt tile are 
features of this 
hardware store. 


jines carried by a_ well-stocked 
hardware store. 

In the first nine months of busi- 
ness, following the opening of the 
new store in June, 1947, sales 
of hardware lines jumped 130 
per cent. 

Cash sales alone last December 
were 55 per cent higher than the 
cash sales of the same month of 
the previous year. 

The Cowley Lumber & Hard- 
ware Co. doubled its stock of 
builders’ hardware and_ paint, 





added general hardware, house- 
wares, major appliances, sporting 
goods, toys, steel goods, hand 
tools, small power tools, electrical 
supplies, stoves and water heaters. 

A model kitchen was built next 
to the cash register and wrap- 
ping counter and can be clearly 
seen from the street. 


Continuous Glass Front 


The outstanding feature of the 
new building is the continuous 
Thermopane glass front, 103 ft. 
long and 9 ft. high, which affords 
a view of the whole long and 
shallow hardware store. 

There isn’t much sidewalk traf- 
fic as the store is more than a 
block from the square where most 
of the stores are located. There 
is, however, considerable vehic- 
ular trafic and the full visual 
front intrigues a lot of motorists 
into the store. 

At the close of the day, when 
the store’s fluorescent lights are 
turned off spotlights are turned 
on to highlight featured merchan- 
dise, and to illuminate the store 
generally. These lights are auto- 
matically switched off at 10 p.m. 
The same _ switch controls the 
lights behind the silhouetted block 
letters of the store name. 

Passing motorists, including 
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Long View of Things 


The Cowley Lumber & Hardware Co. got a new lease 
on life after 50 years as a lumber business by rebuilding 
around a modern hardware store 


many farmers, often park in front 
of the windows at night and “win- 
dow shop” without leaving their 
cars. Housewares are generally 
displayed in prominent positions 
so that they can be seen from 
the street. 


Aid to Motorists 


For the accomodation of motor- 
ists the store paved strips of land 
on both sides of the roadway. 
This served to widen the highway 
at this point from 25 to 70 ft. 
These parking strips will accomo- 
date 20 cars. 

There were several reasons why 
the continuous glass front was 
installed, beside the obvious, one 
that it would provide greater 
visibility. 

The window is formed of sheets 
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General hardware 
and electrical sun- ~ 
dries are dis- 
played between a 
bolt and nut rack 
and the store's 
paint section. 


3 6 











The office of both the store and lumber yard can be seen at the far end. 
The door is near the opposite end so that customers must pass displays. 
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A representative sporting goods stock is now carried 
and the store now has an extremely wide toy selection. 


of 14-in. plate glass separated 
by %%-in. of airspace. The indi- 
vidual units were sealed at each 
end at the factory. The 314-in. 
division bars which hold the win- 
dows in place are the only ob- 
structions to vision. 


Windows Always Clear 


The air space between the dou- 
ble panes of glass keeps the cold 
out and the heat in the store dur- 
ing the winter months. No matter 
how cold the weather the windows 
never “sweat” or show frost. The 
double glass also insulates the 
interior from most street noise. 

Another important reason why 
this type of window was installed 
was that the Cowley firm has the 
agency for this type of glass, and 
the window makes an excellent, 
practical demonstrator. 

At today’s prices it is estimated 
that it would cost more than 
$4,000 to place such a window. 
Cowley employees made the in- 
stallation. 

While the cost of such a win- 
dow is said to be about two-and- 
one-half times as much as single 
plate glass the resultant savings 
in heating fuel justifies the differ- 
ence in cost, according to Mr. 
Cowley. 

The store is heated by overhead 
space heaters. Ducts were installed 
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in the new building so that it can 
be air-conditioned throughout at 
a later time. 

The hardware store occupies 
125 lineal feet of the building 
which has an overall length of 
212 ft. The store itself is 25 ft. 
in depth. The other part of the 
building is devoted to modern 
offices, a vault, washrooms, a 
molding room and a large storage 
room. 

The building was put up in its 
entirety by just one bricklayer 
and one carpenter and a helper, 
and it took them nearly a year 
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to complete. The cost of the build- 
ing was about $35,000. 

It was designed by Robert Sims, 
vice president, secretary and gen- 
eral manager of the business. Mr. 
Sims knows all phases of con- 
struction work and he is said to 
be capable of both planning and 
actually doing every step in the 
construction of such a building. 

The store arrangement was sug- 
gested by B. C. Maddox, Western 
Retail Implement & Hardware 
Association and association fix- 
tures were used. 


The Formal Opening 


When the formal opening event 
was held, Thursday to Saturday, 
June 12, 13 and 14, last year, 
more than 1,000 persons visited 
the store and registered their 
names. It is estimated that 60 per 
cent of them made purchases. Dur- 
ing the three days there were 
actually 600 cash sales plus many 
sales on credit. 

Olathe has a population of 
6,000 and there are apropximately 
as many more people within a 
seven or eight-mile radius, which 
is considered the trading area of 
the town. Befere this store was 
built there was just one other 
hardware store in town and just 
one auto supply store. Subsequent- 
ly another hardware store and 
another auto supply store started 
in business. 

Before it opened the hardware 

(Continued on page 126) 


Hand tools are displayed in a manner which invites inspection. 
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Equalization of Taxes 


Urging that co-ops be made to pay income taxes on 
the same basis as private businesses with which they 
compete, Mr. Marshall points out that they did a 
volume of at least $13 billion in 1947 and that their 
present plans call for expansion to $25 billions by 
1950. He says that private business does not seek 
to destroy the co-ops but only works to place the 
latter on a tax equality basis. 


By SETH MARSHALL* 


Chairman of the Board, 
Marshall-Wells Co., Duluth, Minn. 
Chairman, Executive Committee, 
National Tax Equality Association 


| 
_ with me, 


the most pressing challenge that 
confronts our industry. The effect 
of income tax free co-operative 
competition, and the invasion of 
co-ops into the hardware trade. 

Our trade, including manufac- 
turers, wholesalers and _ retailers, 
must recognize and act if we are 
to survive against the high speed 
expansion of the co-operatives. 

These co-ops, which once were 
only small local groups of farm- 
ers, have expanded into a major 
form of economy — an economy 
that is prospering at the expense 
of all of us who pay taxes. 

Last year the co-ops rolled up 
a volume of business of at least 


$13 billion. 


$25 Billion By 1950 


If the present co-op plans are 
carried out, and they can easily 
with this tax exemption, total co- 
op business in 1950 will be — 
$25 billion. 

We, in the hardware trade, are 
obliged to show concern. An ac- 
curate examination of the pay- 
ments by private hardware _busi- 
nesses — compared to the tax free 





*From an address before the Texas 
Wholesale Hardware Association, June 
11, 1948, at Galveston, Tex. 
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co-op competition — shows we are 
carrying these co-ops in our tax 
payments. They are operating in 
the same business in the same way. 
yet the co-ops pay little or no 
Federal income tax and we pay the 
share they escape. 

It is manifestly unfair that this 
should be allowed to continue. 
Why should wesupport the Federal 
government to the tune of from 
21 to 38 per cent of our profits 
while the co-ops pay substantially 
no Federal income taxes? Let me 
make it completely clear that my 
entire purpose is to draw attention 
to and ask correction of this gross 
inequality. 

Speaking for the National Tax 
Equality Association, to which so 
many of you have given such 
loyal support, may I say that that 
association has never conducted a 
campaign to destroy co-op enter- 
prises. N.T.E.A. has spoken out 
plainly in behalf of tax paying 
business, and N.T.E.A. shall con- 
tinue to do so. Never has the 
National Tax Equality Associa- 
tion challenged the right of the 
co-operatives to operate as a part 
of the American economy but we 
are insisting. with every energy at 
our command. that the co-ops 
should he required to pay Federal 
income taxes on the same basis 





SETH MARSHALL 


and in the same figure that we. as 
competitors, are required to pay. 

Unless we unite in this demand 
for full and complete tax justice. 
we shall be shirking our duty. and 
it is likely that we shall be slack- 
ers in the most important issue of 
all. That issue is whether the 
American economy, as we know it, 
is to survive. 

Last year we were able, through 
our loyal associates, to bring 
about hearing before the Ways 
and Means Committee of _ the 
House of Representatives. This 
was a great adwance, but it can 
only be considered a short ad- 
vance along the road to a success- 
ful conclusion of this just fight 
for tax equality. 


Aided By Rulings 


Most of your are familiar with 
the tremendous growth of the co- 
operatives in our business. Eco- 
nomists are agreed that the velo- 
city of growth by co-ops is one 
of the remarkable phenomena of 
our time, but I submit that this 
has been accomplished through 
the tax advantages granted by 
statute and by generous Treasury 
rulings. 

This issue cannot be ignored o1 
put off. We must act now. Let me 
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remind you of one brief statement 
presented by an authority to the 
Ways and Means Committee. 

Lovell H. Parker was for many 
years chief of staff of the Joint 
Committee of Internal Revenue 
Taxation. In this post Mr. Parker 
had an intimate knowledge of the 
trends of all business, for it was 
his duty to make highly confiden- 
tial recommendations on tax pol- 
icies to the Congress. In _ his 
testimony before the Ways and 
Means Committee, Mr. Parker 
said, and I quote: 

“I estimate that the gross 

amount of business income not 

subject to income tax amounted 
to at least $11.571.000 for the 

calendar year 1915! .. . 

“The revenue loss in the next 

five years probably will be ap- 

proximately $2 billion.” 

Now this tax exempt economy 
has been established at our ex- 
pense. There is little use for us 
today to discuss the co-op claim 
that the co-operative doesn't make 
profits, or that some previous con- 
tract excuses the co-operative 
from the payment of profits to 
anyone except a member. That is 
just as inaccurate as it is to say 
that the co-ops do not pay some 
taxes. So let us all make it clear 
to our associates. and to the pub- 
lic wherever we may reach them. 
that the co-ops in most instances 
pay less tax than any individual 
or corporation for profit pays on 
the same earnings. Let us make it 
equally clear that co-ops do this 
regularly because tax laws and 
regulations of the Treasury grant 
these favors. . 

All of us in the hardware busi- 
ness. | am sure, know that co-ops 
avoid payment of Federal income 
taxes by the simple device of al- 
locating their earnings in some 
form of a patronage dividend. 

In this way, all co-ops handling 
hardware 
ticular concern, for they compete 
with us —~ all of these co-ops can 
avoid the payment of their just 
share of Federal income taxes. 


and that is our par- 


The pretense advanced by co-op 
promoters that the co-op is only 
an “agent” for its members. can 
he easily disposed of. These huge 
corporate groups are no more the 
“agents” for their memberships 
than a dime store is the agent for 
its thousands of customers. 
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The profit, which the co-ops re- 
fer to as savings, may be returned 
to the customer, but the patronage 
dividend return bears no relation- 
ship to a simple purchase of a 
roll of fencing wire and a keg 
of nails. Rather, it is actually, a 
distribution of over-all profits 
made on all hardware transac- 
tions. plus, in all probability, the 
business done also by the co-op in 
selling feed, seed, fertilizer, farm 
implements, vitamin pills, lip- 
stick, and so forth. with the fur- 
ther addition, perhaps, of profits 
made by renting space in the 


building. money, and 


playing the commodity market. 
You may have heard a state- 


ment. which has been circulated 


lending 


by some co-op leaders who cer- 
tainly know better, to the effect 
that businessmen are trying to de- 
stroy the co-operative movement 

that the issue of income tax 
equality. is no more than a cover- 
up of efforts to put the co-ops out 
of business. 

That statement is false. It is 
circulated for the purpose of 
causing ill-feeling and antagonism 
between the farmers of this na- 
tion and the small businessmen 
who have always been .their sup- 
pliers and their friends. 

You ask me: Who are these tax- 
exempt buisnesses ? 

Well, there are Government- 





owned corporations — running 
barge lines on the Mississippi 
River and paying none of the in- 
come tax that other barge-line 
owners have to pay; running a 
railroad at Panama and paying 
none of the taxes that other rail- 
roads have to pay; making rum 
in the Virgin Islands and paying 
no taxes on the profits of the 
business; operating banks in com- 
petition with local chartered banks 
but paying no tax on earnings; 
operating the great Tennessee Val- 
ley Authoritv and selling electric 
power and fertilizer without pay- 
ing either taxes on profits or in- 
terest on the Government money 
invested. 

In cities and towns all over 
America, co-ops are doing busi- 
ness not only in marketing and 
processing farm products, but 
also in manufacturing of many 
kinds, in wholesaling, banking, in- 
surance, oilwell drilling, petro- 
leum refining, mining and many 
other enterprises. They operate 
electric co-ops, funeral parlors, 
hospitals and recreation centers. 

The co-ops talk about “savings” 
and “net margins” and “over de- 
posits” instead of profits but 
they make money in exactly the 
same way that the rest of us busi- 
nessmen make money, and taxa- 
tion applies when the money is 


(Continued on page 170) 


Fishing Tackle Display Boards 
Attract the Anglers 





A center aisle table which has a display of fishing tackle is given more 
appeal at the Cheboygan Hardware, Cheboygan, Mich., by placing four 
backboards in an upright position and hanging fishing tackle on them. says 
Leo Louisignau, of this firm. This store, located in a fishing area in Michigan, 
has a heavy sportsmen's trade. Fishing tackle moves especially well in the 
spring and summer. Fishermen who come into the store spot the tackle table 
quickly as they sight the display uprights with bait attached. 
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Sell the plus value of hose made with 


DU PONT "CORDURA 
HIGH TENACITY 


“7S sTRON Gek 


Cordura*- reinforced hose 
has higher bursting 
strength than pre-war hose 
.. Stands up against flex- 
ing, Strain and internal 
friction! 


“Cordura” reduces the 
weight of hose — up to 
50%. That's because few- 
er plies—or lighter plies 
— are sufficient with this 
super-strong, light-weight 
yarn. 












And ‘‘Cordura’’-reinforced hose lasts longer! 





Just as it strengthens heavy duty truck tires, 
this reinforcement now makes hose more dur- 
able, longer lasting. It’s Du Pont, “Cordura” 
High Tenacity Rayon. 


WOLE Give your customers the benefit of this 
ww superior hose quality. Specify hose that’s re- 
inforced to last with Du Pont “Cordura.” 


Besides weighing less, You get the most out of dealings with your 
*‘Cordura’’-reinforced hose customers when you give them extra value. 
has much greater flexibil- And there’s extra value in garden, air, steam 
ity—coils smoothly. and water hose made with “Cordura.” Rayon 


Division, E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 


*Reg.U S. Pat. of 
Tune in Du Pont ‘Cavalcade of America’ every Monday evening, NBC 


ON... T 
N...for NYL poN 
r RAYO l pU ®t6 us par OFF 


for FIBERS fo come --: ad seveee Cumees FOR BETTER LIVING 


- THROUGH CHEMISTRY 
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City Store Sells Appliances 





Space is at a premium in this store which is only 20 ft. wide. David Wolfson, owner, is shown. 


 -_ its store is 


only 20 ft. wide, the Empire Hard- 
ware & Electric Co., at 13 E. 31st 
St.. in New York City, is a bust- 


ling organization which provides 





employment for its owner, four 
electricians, one locksmith, one 
inside salesman, one outside sales- 
man, two bookkeepers and three 
errand boys. 


The three errand boys give a 


This is the window which stops stenographers and factory workers 
during lunch hour. They buy many traffic appliances for gifts. 
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clue to the nature of the bulk 
of the business of this firm, which 
was started 18 years ago by its 
present owner, David Wolfson. 

The business is in a neighbor- 
hood which abounds with hun- 
dreds of small factories which 
produce lingerie, gloves, leather 
eoods, etc. and there are also 
scores of large office buildings. 
all of which furnish business to 
the Empire store. From one build- 
ing alone Mr. Wolfson estimates 
that he gets $10,000 business in 
the course of a year. 


Factories Customers 


The hardware store has devel 
oped accounts, through constant 
attention over the years, with 
large majority of these factorie- 
and offices and the three errand 
hoys are employed in order to 
give almost immediate attention to 
their needs. 

Much of the store’s business i 
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to Commuting Workers 


done by telephone. The buyers for 
these businesses have come to rely 
on the judgment of Mr. Wolfson, 
or any of his employees who take 
‘phone orders, to provide the best 
items to fit their needs. In most 
cases the merchandise is on_ its 
way to the buyer within 10 min- 
utes of the ‘phone call. 


Everyone Hustles 


“The biggest reason for our 
success.” states Mr. Wolfson. “is 
probably the fact that everyone is 
hustling all. the time. Because we 
have to handle sales so fast we 
try to stick to brands of merchan- 
dise which are well known to our 
customers so that we don't have 
to lose a lot of time convincing 
them that they are getting good 
values.” 

Mr. Wolfson himself is a_li- 


censed electrician and locksmith 


Empire Hardware & Electric Co., which built 
its business largely on sales of supplies to 
offices and factories is ‘going to town" with 
household lines. Sales are up one-third 


and the fact that he has four 
other electricians and one_lock- 
smith working for him indicates 
the nature of much of his busi- 
ness. He estimates that electrical 
contracting accounts for one-third 
of the firm’s income. 

The Empire electricians are 
able to make all kinds of power 
installations, and naturally there 
is much work of this nature with 
the small factories. Much work of 
this kind is directed to the com- 
pany by architects. 

While much of the store’s busi- 
ness is handled entirely by tele- 
phone or through its full-time 
outside salesman. the store traffic 


had increased to the point where 


Mr. Wolfson had to move into 
his present store from a smaller 
one next door. The selling floor 
of the present store which was 
opened on January 1, 1917 is 
20 ft. wide and 60 ft. lone. and 
has another 40 ft. of space in the 
rear for the repair department 


and ofhee. 


Move Increased Business 


[his move has increased the 
firm’s business nearly one-third. 
according to Mr. Wolfson who 
reports that his 1947 business 
totalled about $150,000. 

4 large part of the increase in 
store trafic is due to the fact that 





A full length view of the store which was opened on January 1, 1947. 
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A surprising amount of merchandise is shown in this narrow wall space. 


the firm is now promoting both 
major and traffic appliances and 
other household merchandise. 
The new store has a rather nar- 
row. but deep, window which is 
kept filled, without crowding, with 
trafic appliances, lamps, clocks, 
radios and similar merchandise. 
Just inside the front door of the 
brightly lighted store, more mer- 
chandise of this type is displayed, 
together with some major appli- 
ances, water coolers, lamps, etc. 
Major appliances have become 
an important line with this store 
since they were first stocked at 
the time the new store was opened. 
Mr. Wolfson states that during 
an eight-months period. last year, 
the store moved 30 washing ma- 
chines, 20 refrigerators. 12 elec- 





tric dishwashers and seven home 
food freezers. 

This is quite remarkable since 
the store is situated in a strictly 
commercial area. Most of the 
major appliances are sold to com- 
muters who work in the neigh- 
borhood. Many of the store’s cus- 
tomers visit it for the first time 
during their lunch period. 

On one day recently the store 
sold three 10 cu. ft. food freezers, 
two of which were delivered to 
a town 40 miles from the store 
and the other to a Long Island 
home. Salesmen suggest to major 
appliance prospects that they fi- 
nance their purchases on an 18- 
month basis. through a bank with 
which the store does business. 

Many toasters. radios. clocks, 


The hand tool display fixture has a plywood background. 
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food mixers. lamps, irons and 
similar items are purchased by 
stenographers and factory workers 
to be given as group gifts to fel- 
low employees for weddings and 
other occasions. 

Because of the store’s regular 
dealings with buyers for factories 
and offices it sells not only large 
quantities of floor wax, electric 
light bulbs, mops, floor-cleaning 
compounds and other maintenance 
materials, but a lot of higher- 
priced office equipment as well. 

During the first three months 
that the store handled water 
coolers it sold three, for office 
use, for about $250 each. It also 
sold during the first three months 
that it handled  electrically- 
operated window ventilators, eight 
units at a price of approximately 
$130 each. 

The outside salesman spends 
all his time calling on industrial 
accounts, building superintend- 
ents, purchasing agents and the 
like, and his sales have been aver- 
aging about $3,000 per month, 
according to Mr. Wolfson. He 
works on a salary and commis- 
sion basis. The outside salesman 
is a man who gained his experi- 
ence working in the store. 


FTC Steel Order Will 
Require a Plant Price 
At Every Mill 


(Continued from page 109) 
Paulson expects to wind up his 
formal presentation within the 
next few weeks. The trial exam- 
iner will then grant attorneys for 
the industry adequate time, prob- 
ably about six weeks, in which 
to make any motions they desire 
to present for consideration. Then, 
about ten days will be given up 
to acting on these motions. De- 
fense counsel will then be given 
time to present their defense, 
which will probably begin about 
October 1. 

Therefore, it can be readily 
seen that there is little likelihood 
of the order being issued until 
sometime after the first of next 
year. After the order has been 
served the court battle will begin 
end it is anybody’s guess as to 
the length of time required before 
the case reaches the Supreme 
Court. 
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| Dog Chains are 


@ sure source of profit 
. when the Cleveland 
g display is located in 
@ prominent spot. 






















































e Proof Coil Chain 


and BBB Coil Chain in 
4 popular sizes (3%, 
ig 5h6”’, %’’) ore 
available in attractive 
plywood ‘“‘Kegettes”. 





BUCKEYE 
CON CHAIN 
oem 








(250’) is packed in a handy 
dispenser carton. Simply pull 
out and cut to any desired 
length. 











CHAIN SALES INCREASE 40% 


Buckeye Pattern Chain 


* The Cleveland Reel 


Salesman displays all types 
of welded and weldiess chain. 






.... Men coleman 08 tt on digelay 


Every person who enters your store is 4 

potential buyer of chain. 

Chain is used in every home . . . in every 
plant, large or small. It's a household and 
industrial necessity. 

Consequently, chain is a “bread and 

butter”’ line. It’s an “‘old faithful’ on which 

——— you can count for steady sales volume and 
Certified “= PROFITS month after month . . . year 


» 
CHAIN INSTITUTE : 
a, Member wf after year. 
—" And you, Mr. Dealer, can increase your 


BQ 


Security in every link 


chain volume and profit by one simple 
sales action: Put chair on display so it can 
se ll itself! 

A recent survey of 60 representative 
stores indicates that chain on display out- 
sells chain in bins or on shelves by 40% 

Customer attraction of Cleveland chain 
is enhanced by attractive, convenient pack- 
aging, modern displays and sales aids. 
Place Cleveland on display today. Watch 
your profits increase! P & P-5021 


Since yy 1869 


° ¢ 
Mins oo" 


[he Cleveland (hain & Mfy. (0. Cleveland 5, Ohio 





| ZALLZ Ys £14 [HAIN ASSOCIATE COMPANIES: David Round & Son, Cleveland 5, 


Ohio « The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn 
e Seattle Chain & Mfg. Co., Seattle 8, Wash. « Round California 


Chain Co., So. San Francisco and Los Angeles 54, Calif. « 


Woodhouse Chain Works, Trenton 7, N. J 
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Odland's Remodeled Windows 
_ Attract More — Sell More 


For a long time. Norris 
Odland, owner of Odland’s Hard- 
ware, Northfield, Minn., pondered 
over a way to get rid of window 
hackgrounds in an effective and 
inexpensive manner and, at the 
same time, to give sidewalk trafic 
a good view of the interior of 
the store. 

He finally accomplished _ his 
purpose by removing not only 
the background of the window 
area, but also most of the win- 
dow area floor. All that remains 
of the former window display 
space in his two front windows is 
a ledge a foot wide. 


Flush to the Glass 


In addition, he has brought his 
store displays right out to win- 
dow glass boundaries, by painting 
walls a light color and providing 
for display of merchandise on 
the walls. As the customer now 
walks down the street and passes 
the store it seems as if he is look- 
ing right into the store at the 
edge of the window. That is 
exactly what he is doing. The im. 





Here is the same window seen from the outside. 
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Elimination of backgrounds and reduction of 
window floor space to a narrow ledge makes 
it easy for customers and aids visibility 





Removal of window display backs and reduction of window flooring 
makes it possible to feature displays within a foot of the glass. 
Customers can go right inside the window and examine merchandise. 


pulse is to come in and buy some 
of the merchandise displayed. 

It is possible for customers to 
walk into the former window dis- 
play area from the store interior 
and they can inspect merchandise 








there at close hand. This inspec- 
lion frequently results in addi- 
tional sales. 

“The narrow ledge all along 
the window area gives us consid- 
erable display space — almost as 





The other display window is of the same design. 
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treated all-weather 


PURE MANILA ROPE 





AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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much as we had before,” says Mr. 
Odland, “and at the same time 
we have more wall space avail- 
able for flat items. Then, too, the 
added feature is the ability of the 
customer to walk right into the 
area, instead of looking through 
the glass at the articles displayed. 

“Many of our customers first 
spot our window items from the 
sidewalk. They come closer, look 
them over, and if they want a 


still closer inspection, they enter 
the store and approach the objects 
from the store interior. This dou- 
ble inspection privilege really 
helps to sell the customer.” 

Mr. Odland also likes the addi- 
tional light which the removal of 
the window background lets into 
the store interior. It encourages 
more people to look at the store 
as they pass along the street. 
Store traffic has increased con- 











siderably in the two-year period 
since Mr. Odland made _ this 
change in his store front, and he 
noticed that  ledge- 
displayed items sell very rapidly 
from their positions. 

This new arrangement also 
makes it much easier to trim the 
ledge displays than would have 
been the case with the orthodox 
type of window with high back- 
grounds, 


has_ also 


The Store With the Long View of Things 


store, the Cowley firm did _ its 
heaviest business on Mondays but 
now Saturday business is two to 
three times as heavy as it is on 
week days. 

Another marked change in the 
buying habits of its trade has 
been noted by the Cowley firm. 
Previously when it was primarily 
a lumberyard operation, the cus- 
tomers almost invariably said 
“charge it” on making any pur- 
chase, no matter how trivial. 
These same customers are now 
offering to pay cash on every- 
thing except their bigger pur- 
chases. 

Mr. Cowley says he was sur- 
prised at the number of people 
who came into the store to order 
just a ton of coal, a quantity of 
lumber or roofing material, and 
then bought hardware store items 
on impulse. 

The door to the store was pur- 
posely placed at one end of the 
building so that customers would 
have to walk almost the full 
lengcth of the store in order to 
reach the store’s office. which is 
also used for lumberyard trans- 
actions. 

An inter-communicating system 
was installed so that conversations 
can be carried on between any 
two of nine stations within the 
building or in the lumberyard. 
This results in a great savings of 
time and steps. 

One of the biggest phases of 
this company’s business is its 
automobile glass department. It 
maintains a file of patterns for 
windows and_ windshields for 
every make of car and truck made 
since 1935. Much business of this 
nature is referred to the Cowley 
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(Continued from page 116) 
firm by insurance companies, fill- 
ing stations and garages. 

The Cowley Lumber & Hard- 
ware Co. has other branches at 
Platisburg, Mo., Hopkins, Mo., 
and Braymer, Mo. The latter two 
are strictly lumberyards. 

A similar hardware store was 
established at the  Plattsburg 
lumberyard after a survey of the 
town indicated that there was 
enough business potential to war- 
rant the establishment of another 
hardware store in addition to an 
existing one. 

The Plattsburg hardware _ busi- 
ness was opened in August, 1946, 


in a 25 by 60 ft. store. The hard- 
ware store was built at the same 
time that the lumberyard build- 
ings and sheds were torn down 
and rebuilt. 

Each of the Cowley units are 
operated as separate corporations 
with the manager of each one 
owning 20 to 25 per cent of the 
capital stock. 

The Olathe business boasts of 
the fact that it has had an adver- 
tisement in every issue of the 
Olathe Mirror for the past nine 
years. The store is managed by 
Paul W. Booth who has been 
with the company for 14 years. 


Intensive Promotion Helps Sell Washers 


HE time has come to promote 

washer sales. 

So say officials of Soo Hard- 
ware, Sault St., Marie, Mich., who 
recently put on a sale and gave 
it extensive newspaper advertising 
and fine up-front store display. 

The store offered to supply each 


washer customer with a generous 
supply of .soapsuds, An interest- 
ing part of the sale was that, in 
addition to some washers being 
sold, the sales promotion brought 
in many prospects, some of whom 
saw and bought other appliances 
which were shown nearby. 





Washer-minded customers saw much to interest them here. 
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the automatic water pumping 
system for shallow wells that 


OUT-PERFORMS ALL OTHERS 


In the laboratory...in the 

field, month in and month 

out, year in and year out, 
erformance proves 
ERIO superiority. 


The simplified LERIO 
principle makes installa- 
tionand maintenance easy 
as ABC. Here is the pump 
that fits directly onto the 
well pipe or casing...re- 
quires no additional 
plumbing, no separate 
storage tank...delivers 
fresh water right from 
the well. 


) 


THE LERIO 


Simplicity of Design 
Sturdiness of Con- 
struction, brings to your customers... 


1. Low Initial Cost 
2. Low Operating Cost 
3. Low Maintenance Cost 


ONE INSTALLATION WILL 
SELL A WHOLE The main fea- 


tures of the 
NEIGHBORHOOD! LERIO Pump 
are covered 
by U.S. Patent 
Numbers 
2091499, 
2394191 











for the garden 


retails 
at just 


Here is a new form of garden lighting that brings glowing 
nighttime beauty to the garden and new profits to you! 
Sensationally new FLORALITE lights rose bushes, hedges, 
evergreens, pathways. Dozens of uses areund every home! 
Simple to install, just plug into any electrical outlet. A single 
FLORALITE sale is bound to bring additional sales because 
unit after unit can be added. FLORALITE’S amber color 
does not attract insects! Height 24”, plus 8” push-in-ground 
base. Complete with approved weather-proof cord. 


NATIONAL ADVERTISING ||. Sensational campaign 
to millions of families is creating a big demand for 
FLORALITE. Look for these sales-getting ads in— Saturday 
Evening Post, Better Homes & Gardens, The Home Garden, 
Flower Grower, Popular Mechanics Magazine, etc. 


FREE! FLORALITE STORE DISPLAYS, 
COLORFUL FOLDERS, NEWSPAPER MATS! 


Free, electric-lighted store display 
designed to exhibit an actual 
FLORALITE unit in operation will * 
be furnished with first orders! Beau- 
tiful illustrated 3-color folders are 
supplied for counter pick-up use or 
for mailing to your customers! Free 
newspaper mats in one, two and 
three columns sizes are supplied for 
your local newspaper advertising! 


TEBER MFG. CO. 
Dept. 87, Maywood, Illinois 





DD Point-of-Scle Display 


Nome. 





MAIL COUPON TODAY! 


rSTEBER MFG. co.  — 


poeta 


1 


Please ship through my jobber as follows: 
FLORALITE Garden Lighting Units 
__. FLORALITE Free Folders 


a Newspaper Mats 


[J Please send more information! 





Address. 





City Zone. 
dobbers Nome 








Stote 





Sold by electrical wholesalers, hardware jobbers, 
florists’ supply houses. 
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BEST-SELLING 


























Paints Behind Furniture 
Radiators! Painting Easy! 
New nozzle sprays Uses any type paint. 
paint straight ahead, Holds 24 oz, 
up, down, sideways. Guaranteed. 8 lbs., 
complete. 
Pm 
net 
WITH MOTOR 




















Professional Results 
Smooth, even 
coat gives every- details. *Slightly 
thing a ‘‘factory higher in western 
finish.” territories. 


No Extras to Buy 
Send for complete 


WRITE DEPT. 51, 589 E. _ ILLINOIS, CHICAGO 11,1 
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THE LOWELL 
ELECTRIC PAINTER 


Here’s your chance to add 

new highly profitable sales and 
increase your sale of paint. 
Because painting is,so much 
easier with the Lowell ‘‘Thoro- 
Spray,’’* more painting will 
be done, more paint used. 

Stock up now and corner the 
sales that are on the way. 


NATIONALLY ADVERTISED IN_ 
THE SATURDAY EVENING POST 
Better Homes and Gardens 
POPULAR MECHANICS 


®T.M. REG. U.S. PAT. OFF.(C) 1947 L.M. CO 


ae, 





ILLINOIS 











Enterprise Built This 
Hardware Store 


(Continued from page 103) 


plumbing - heating displays, and 
steel goods. 

For the opening day, the firm 
published a full page advertise- 
ment in two Rockford newspapers. 
Free gifts were offered to the 
women of the community and a 
general open house to all visiting 
dealers and salesmen helped to 
make a gala occasion of the open- 
ing days. 


Advertising Plans 


Advertising plans for the new 
store include consistent newspaper 
advertising, plus daily spot an- 
nouncements on a local radio 
station which has a wide listening 
audience, states Ted Ingrassia. 
While the firm did an excellent 
business in its former store, the 


new one makes bigger volume 


possible which in turn makes 


creased advertising necessary, the 


Ingrassias feel, 





Ad Sells Idea of 
Lighter Wash Days 








\z = + 
= (with mech less work thon before) 
vy SMART —_ yx THRIFTY 


LAUNDRY SUPPLIES 


TO LIGHTEN YOUR WORK—AND 


BRIGHTEN wasionvs 


Check our time-saving laundry aids and 
visit our store if you need them 


HANDSOME - NEWEST MODEL 


Washing Machines 


VOSS ano GENERAL ELECTRIC 


CLOTHES BASKETS CLOTHES PINS 
WASH TUBS CLOTHES LINE 
CLOTHES HAMPERS CLOTHES DRYING RACK 


e ELECTRIC IRONS e 


IRONING BOARDS - PADS - COVERS 





SCRUB PAILS — TWIN PAILS — MOPS 


(@L{t mse WE IGS | 











1A CROSSES LARGEST 7 le > 





The idea of lighter and brighter 
wash days was sold by Tausche’s, 
La Crosse, Wis., hardware store, 
with this two column by 7 in. ad. 
The illustration at the top did much 
to suggest comfort and ease. A bid 
for other laundry needs was made 
in the listings in the ad. The sig- 
nature cut at the bottom is the one 
used in all of Tausche's ads. 
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Special Stand Displays 
' Small Radios 


MALL radios, bathroom scales 

and similar items are often 
dificult objects to give effective 
up-front display. The Gilbert 
Hardware Co., Oregon, IIl.. has 
solved this problem by means of 
a special upright display stand 
which has five display slot levels 
for table model radios or other 
merchandise of the same size. 


Gets Top Attention 


This stand is placed next to a 
front area counter and the radio 
merchandise gets top attention 
from all the trafic coming into the 
store. The radios fit neatly into the 
514 ft. high stand, have a lot of 
display value and cannot easily 
be bumped or knocked off by 
the stream of traffic. 


Easy To See 


Painted white, the display stand 
makes dark colored table radio 
models stand out clearly. People 
who see the radio display are 
often interested enough to ask 
questions. From this point on it 
is comparatively easy for the sales 


staff to sell either a small radio, 


or interest the prospect in larger 
sets which are displaved in 


another section of the store. 





In addition to its display value, this 
stand gives ample protection to the 
merchandise it h . 
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There's 
0 celine It 


our Style 
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Illustrating just one of the many points of WITT Can superiority, let's ex- 
amine their wear-absorbing sides. Designed to laugh at the brutal beat- 
ing given garbage and ash cans, WITT Can sides are not crimped, not 
merely shallow waves that look like corrugations. Instead, they're full 
length, deep, even, rolling corrugations which add maximum strength 
to special steel. 


With that strength as a base, WITT Cans have heavy reinforcing bands 
top and bottom, a strong “dished” bottom, sturdy handles and a closely 
and permanently fitting one-piece lid. Hot dip galvanized with EXTRA 
heavy coating of zinc to defy rust and the effects of food acids, WITT 
Cans have an overall durability—proved by independent laboratory 
testing to ouflast 3 to 5 ordinary Cans. 


This superior design, materials and manufacture spell QUALITY in big 
letters, easily recognized by buyers ... readily salable to the most 
cost-conscious customer. You'll find there’s no crimp in your style, selling 
the original corrugated WITT Can. 


THE WITT CORNICE COMPANY 


Cincinnati 14, Ohio 
“Originators of the Corrugated Can" 


Witt Cans 
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Here's part of the expanded sporting goods section. Note the wide variety of 
fishing rods and firearms. Claude Geisler, department manager, is shown here. 


Turns $10,000 in Sporting 
Goods Six Times a Year 


The O'Dea Hardware & Paint Co. turned over a run- 
down department to a returned war veteran and in 
less than a year-and-a-half Claude Geisler made it 
produce 10 per cent of the store's total volume 


Wien you're in 


Iowa you're a long, long way 
from either ocean and the Gulf, 
but nevertheless you can walk into 
a Des Moines hardware store and 
buy yourself a heavy salt water 
fishing rod and reel. 

If you're a left-handed baseball 
player and are in need of a glove 
you would probably go to the 
same store to buy it. 
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Or. if you wanted a saber or 
foil for fencing, or metal-tipped 
hunting arrows you would prob- 
ably go to that store — The 
O’Dea Hardware & Paint Co. 

Had you gone into this store 
just a few years ago you could 
have purchased a fresh-water rod 
and reel, a single-barrel shotgun, 
a paid of skates and a baseball 
glove and ball. but little else in 
the line of sports equipment, and 


your choice would have been very 
limited at that. 

It’s a different picture today 
and it’s different because a young 
man with vision and energy was 
given the support of the store's 
management after he had proven 
that sporting goods are a major 
and money-making line for a 
hardware store if adequately 
stocked and properly promoted. 

Claude Geisler worked in the 
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UTICA TOOLS sell themselves 


in this handsome 
new display case 


The name UTICA has stood 
for high quality in Tools for 
over fifty years. 


UTI CA cutting pliers are outstanding 
for ease of operation and durability. 
They have long been the choice of 
good mechanics everywhere. 


The U Tl C A line is exceptionally com- 
plete. This handsome display case con- 
tains only the more rapidly moving 
numbers. 


UTI CA makes it possible for you to 
obtain this attractive Case for the price 
of the tools alone! ‘ 


Ask Your Jobber 


MAKERS OF FINE TOOLS FOR OVER 50 YEARS 





UTICA DROP FORGE & TOOL CORPORATION 
UTICA 4, N.Y., U.S.A. 
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stockroom of the O’Dea_ store 
before he was called into service 
World War Il. After 


numerous Air 


during 
attending Force 
gunnery and armament schools, 
Mr. Geisler, as an enlisted man, 
was in charge of setting all the 
guns for the four squadrons of 
his group. 

This valuable experience. to- 
gether with a penchant for sport- 
ing goods, qualified him for a 
better position with the hardware 
store after he got his discharge. 
He was given the job of sporting 
coods salesman. 

At the end ‘of the war the store’s 
stock of sporting goods was al- 
most entirely depleted and desir- 
able goods were extremely hard 
to get. Mr. Geisler’s first job was 
to build up a representative line 
of goods for the 1946 selling 
season. 


Steady Development 


The department developed 
steadily both in inventory and 
sales, and at the end of 1947 
sporting goods sales were twice as 
great as they had ever been in 
nearly 50 years that the firm has 
been in business. They totalled 
nearly 10 per cent of the store’s 
total sales. 

As a result of this fine showing, 
which indicated to William A. 
sroquist, manager of the business, 
the potential of sporting goods, 





the firm decided to expand this 
department and give it a better 
and larger space. Accordingly 
60 lineal feet of the left side of 
the store was refitted for the 
department and the paint line 
was moved to the rear of the 
store. The sporting goods section 
now had 400 sq. ft. of floor space. 
The paint section also gained 
about 150 sq. ft. of space by the 
move. 

The relocation of the depart- 
ments was completed in February, 
19417 and sporting goods sales 
crew progressively larger each 
month as Mr. Geisler’s efforts 
with a greatly increased stock 
began to show their effect. 

With an inventory of approx- 
imately $10.000 Mr. Geisler had 
a six-time stock turnover last 
year. 

G. A. McMurray. supervisor of 
the store, when asked the reasons 
for Mr. Geisler’s success with his 
department. said there are three: 
“First. he gets the ‘right’? merchan- 
dise; second. he displays it well, 
and third. “he’s about the best gun 
man in the state of Iowa.’” 


Firearms Come First 


Among the first of a number 
of new lines which Mr. Geisler 
added to his section were pistols, 
high-powered rifles and metallic 
ammunition. Previously the store 
had sold some pistols but gen- 





erally these were only to police- 
men who would come in and 
order from catalogs. Today the 
store sells a “tremendous” num- 
ber of them, some of them to law 
enforcement officers but the ma- 
jority of them to sportsmen for 
target shooting. 


35 Types of Ammunition 


The store now stocks 35 differ- 
ent sizes and shapes of ammuni- 
tion for guns, pistols and rifles. 

An Internal Revenue agent whe 
checks the required lists of pistol 
buyers is said to have stated that 
the O'Dea store now sells more 
pistols than any other in the state. 

While there is no big-game hunt- 
ing and not much fishing of any 
consequence in Iowa, Mr. Geisler 
observed that many Des Moines 
men travel hundreds of miles in 
order to hunt or fish in Utah. O:e- 
gon, Michigan. Montana and Can- 
ada. Since the store started to 
handle rifles it has sold a surpris- 
ing number of them. Professional 
men are especially good customers 
for them and for much fishing 
tackle and camping equipment. It 
was noted that many of these men 
ordered much of such equipment 
from out-of-town firms. or bought 
it piece-meal when they got to 
the places where they were going 
to hunt or fish. The O'Dea store 
is getting a lot of this business. 


The store is now selling an 





A general view of the store — plenty of merchandise here. 
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those fine, bevel-edged GREENLEE blades so 
long the choice of true craftsmen: Write for , 
complete details and prices today on this new Wedther- Resistant { 
GREENLEE Chisel Line with Hard-Wear Handles 
. in Socket Butt, Socket Firmer, and Short 
Socket Firmer types. 


Greenlee Tool Co., Division of Greenlee Bros. & Co. 











NEW GREENLEE SOCKET CHISELS 
WITH DURABLE, EYE-CATCHING 


@ Meet the latest thing in chisels . ; ; fitted with 


ne ll / 
Hammer 


an 
u like. “GREEN EL aan d 
Wes r Ha indles can really take tt 


handsome new handles*of tough, transparent 
green Tenite. Beauties to look at. Beauties 
to hold with their correctly shaped handles of 
special hand-fitting design. And beauties to work 


with, for they are in perfect balance and have 





Wet or dry... hot or cold. 
weather has no effect on these 
new GREENLEE handles 


SQ 





ma 


GREENLEE / 
Safe! 


No chance of flash fire with 


GRE NLEL Hard-Wear Handles 
Ty yoda sfety! 


1806 Herbert Avenue, Rockford, Illinois <\- 
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average of more than 20 guns angler c 
and rifles per month. Mr. Geisler tains the 
states that his store sold approx- bamboo 

imately 100 telescopic sights last rules, ar 
year, at prices ranging from $1() make an 
to $50. It also 

tying ma 
the store 
fishing ac 
played in 


While the writer was visiting 
the store a Des Moines physician 
dropped into the O'Dea store just 
to look at fishing tackle and to : 
talk fishing with Mr. Geisler. | Which ¢ 
Although he already had much removed, 
more tackle than any one man 
could ever use Mr. Geisler showed 


for only 
theless th 
mark-up 
Geisler fi 


zlmost iz 


him a reel with some improve- 
ments. After pointing out all its 
advantages Mr. Geisler induced 
the doctor to take the reel with 
him “just to try it out.” Mr. The fir 
Geisler didn’t bother to make a sands of 
notation of the loan of the reel ing coats 
while the doctor was in the store. in rubber 
Mr. Geisler pointed out that it 
was a sure sale and said he would A 
expect to receive a check for it 
in due course of time. Mr. Ge 
The salt water rods and reels to think 
which the store now stocks are can add 
for the use of fishermen who go a real ne 
after the heavy channel catfish served t 
and carp which can be caught in baseball 
Iowa rivers. Because there is because 


larger on 


chlorine and other elements in gloves fc 
the Des Moines River which rots He thinks 
ordinary line in a hurry, the more left- 


store now stocks lots of a heavy ized base 


special type line. of boys 
would ha 
Sinkers Profitable when they 
to play th 
the O’De 
for “lef tie 
in the cit 


Because of a shortage of a cer- 
tain type of sinkers which are 
popular with Iowa fishermen Mr. 
Geisler arranged to buy scrap Basketb 
lead for a local man who poured been dev 
it into sinker molds. The maker line by O 
bought the lead for 25 cents per it may se 
lb., sold the sinkers to the store basketball 
for 50 cents a pound and th priced gr 
store in turn sells them for $1 summer t 
a pound. The store invested $500) winter ba 
in these homemade sinkers, al! hecause 

| of which Mr. Geisler expects to at the fir 

allie | | sell this year. While the store boy want 

HT | will only realize a $500 gross into a bs 

N Mes profit on these sinkers it will fill basket sh 
McKINNEY ro the needs for hundreds of sports- hoop. nail 
ay 2 = men, the majority of whom will For this 1 

undoubtedly make some _ other ular bask 
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purchase of fishing tackle at the which sel 
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——) 


MANUFACTURING COMPANY 4 | EIN s 
PITTSBURGH 12, PENNSYLVANIA l Ag te 
same time they purchase about a ler grade 

dozen sinkers. sold to ¢ 


‘ s ; f, 
For the accomodation of _ its fall and 
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angler customers O'Dea’s main- 
tains the widest possible stock of 
bamboo poles, guides, tips, fer- 
rules, and silks for those who 
make and repair their own rods. 
It also had a full line of fly- 
tying materials. On one tabletop 
the store has an $800 stock of 
fishing accessories which are dis- 
played in metal hook boxes from 
which the covers have been 
removed. Most of these items sell 
for only 10 or 15 cents. Never- 
theless the store has a 50 per cent 
mark-up on this line and Mr. 
Geisler finds that these small szles 
zlmost invariably lead to much 
larger ones. 

The firm also has several thou- 
sands of dollars invested in hunt- 
ing coats, vests and trousers and 
in rubber boots and waders. 


After New Items 


Mr. Geisler is constantly trying 
to think of new items which he 
can add to the line that will fili 
a real need. For instance, he ob- 
served that many left-handed 
baseball players are handicapped 
because most stores stock only 
gloves for righthanded players. 
He thinks there would be many 
more left-handed players in organ- 


ized baseball today if thousands 


of boys throughout the country 
would have had left-handed gloves 
when they first developed a desire 
to play the game. Mr. Geisler says 
the O'Dea store has more gloves 
for “lefties” than any other store 
in the city. 

Basketballs and baskets have 
been developed into an excellent 
line by O’Dea’s, and surprising es 
it may seem, this store sells more 
basketballs, of a competitively 
priced grade, in the spring and 
summer than it sells during the 
winter basketball season. This is 
because Mr. Geisler noted that 
at the first sign of spring every 
boy wants to toss a_ basketball 
into a basket, even though the 
basket should only be a_ barrel 
hoop. nailed to a barn or garage. 
For this use the store’s most pop- 
ular basketball is a rubber one 
which sells for $11.95. The bet- 
ter grade basketballs are mostly 
‘old to organized teams, in the 
fall and winter. Mr. Geisler also 
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Tough 





atastener Be? 





Any threaded fastener doing the 
job of holding parts together, 
should always be engineered for 
surplus performance. 

Whether cap screw, machine bolt 
or carriage bolt, it should stand 
up under the strains of unex- 
pected emergencies. That is the 
TRIPLEX Creed. And, that’s why 
we say, “A turn to TRIPLEX is a 
turn for the better’’. Write for 


your copy of complete catalog. 





THE TRIPLEX SCREW COMPANY 
5317 GRANT AVENUE 
CLEVELAND 5, OHIO 










threads. 


THREADE 
FASTENER 






| >. 


‘ a 
CAP AND SET SCREWS -; BOLTS, 


All TRIPLEX semi-finished 
nuts are milled from the bar. 
You'll like their free-running 





D 
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notes that the basketball sport 
provides more business than foot- 
ball. which has a much shorter 
playing season. 

Despite the fact that ice skating 
was very poor around Des Moines 
during the past winter the O'Dea 
store moved about 300 pairs of 
skates without any advertising 
effort. 

Archery is growing in popular- 
ity as a sport and this Des Moines 
store is promoting it by stock- 
ing everything for which there 
might be any call. There are now 
six archery clubs in that city. 
Many high school children are 
now hunting rabbits with light 
hows and adults are buying heavy 
hunting bows with 70 and O-Ib. 
pulls. The O'Dea store stocks 
me‘al-tipped hunting arrows and 
arrow heads. 

Another line which this store 
promotes to the tune of about 
$1,000 in sales per year is table 
tennis. and Mr. Geisler says there 
is a good margin of profit in it 
for the dealer. While it is pri- 
marily a winter game. the O'Dea 
store sells many sets and many 
paddles and balls in the summer- 
time because many Des Moines 
cellars are cooler than the out- 
doors in that season. With this 
line it is important that top qual- 
ity goods, especially balls. be 
stocked, according to Mr. Geisler. 


Doesn't Offer Discounts 


This firm doesn't. as a general 
rule offer discounts to clubs and 
teams for the reason that people 
are apt to become confused and 
vet the wrong impression of the 
store when they learn from their 
friends that there are several 
prices on the very same_ item, 
depending on whether it is the 
regular price of one of several 
discount prices. 

Most valuable items. such as 
fishing reels, and telescopic sights, 
are kept under glass and_ the 
stock is kept clean. At the end of 
last vear the = sporting goods 
department had to mark down 
less than $100 worth of goods, 
of a $10.000 inventory. 

The personality and popularity 
of Mr. Geisler are very important 
factors in the success of the 
department. He played football 
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in high school and at lowa State. 
He sings with the Shrine Chanters, 
attends church and belongs to the 
Izaak Walton League, the Air 
Guard and the Veterans of For- 
eign Wars. 


It's A Man's Store 


The O'Dea store is in East Des 
Moines, across the river from the 
business center of Des Moines, 
and the neighborhood is _princi- 
pally commercial and industrial. 
which accounts for the fact that 
it is primarily a men’s store. It’s 
ereatest volume of business is in 
paints, general hardware lines, 
mill supplies and now sporting 
eoods. 

Although it is about three- 
quarters of a mile from the heart 
of Des Moines it draws about 75 
per cent of its trade from the 


western part of the city, prin- 





where you 
should buy 
HIS GIFT! 


If you want to be friends with Father there's no better place 
to select his gift than O'Dea's. In every department of 
our store we have a wide variety of ideas that fit in with 
father's favorite hobby—be he sportsmen, craftsman or 





amateur chef, we know how to pick the kind of gifts he'll 
like best of all. 
Father's Day June 15th 


Coleman Lantern 
Gasoline lantern that throws a brilliant 
light. Good for hanging or table use. 
Ideal for his camping trip. 


$9.95 





Bench Vise 
3/4" jaw, solid steel slide. Removable 


jaw inserts, squere cut screw, one-piece 


handle. $18.65 
Smoothing Plane 


Of high quality steel, adjustable 
1%," blade. Just the thing for 
those odd jobs sround the 
house 


$5.40 





Handy Grill 


Good for broiling everything, 
steaks, hamburgers or franks. A 


buy et 
85c 





Delta Powerlite 
Dus! purpose. Wide spread floodlight 
from top reflector. 800 f. spotlight beam 
from front reflector. Uses 
regular lantern battery. e 


Battery ertre 65¢ 





reer 














This Father's Day advertisement 

was used last year It is typical of 

the two-column, 10-in ads which are 
generally featured. 


cipally because there is much 
more parking space near the store. 
The store's own parking lot is 
most convenient for mechanics 
and builders. Builders’ hardware 
and industrial supplies account 
for a major part of the store's 
trade. 

Before the war it stocked many 
kinds of power tools. It devoted 
100 sq. ft. of floor space to this 
line, and as the tools again be- 
come available in quantity the 
same amount of space will be 
given to them. 

Since the store is patronized 
by hundreds of craftsmen, it stocks 
a wide variety of tools. from 
small precision and hobbycraft 
sets up to large radial saws with 
16-in. blades. 

The firm has one outside man 
who concentrates his efforts on 
builders’ hardware lines for 
schools and hospitals. It has fur- 
nished such lines for institutions 
throughout Iowa. 

Another outside man calls on 
painters and industrial accounts 
while a third takes orders for fac- 
tory supplies and mill tools. 


Co-operative Advertising 


In an effort to draw trade to 
East Des Moines the O'Dea firm 
joins with 25 other east side retail 
stores and real estate agencies. 
hanks and insurance offices in a 
co-operative advertising program. 

These ads appear in the Des 
Moines Tribune every Friday 
night and they always stress the 
point that shoppers can save time 
and money by driving to the East 
Des Moines 


where there are “blocks and 


Shopping Center 


blocks of shopping space.” This 
series has been running for 10 
years. 

The co-operating businesses ro- 
tate in getting the full space of 
the ads, with the exception of 
the full list of the sponsors which 
appears in each ad. 

The store’s own newspaper ads, 
which generally are about 2 col., 
10 in., are run about three times 
a month. 

The O’Dea firm formerly ran 
its ads on Friday nights but it fol- 
lowed the lead of all the food 
markets which now run their big- 
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Place these quick cutting bench stones 
near woodworking tools adjacent to 
fishing and camping equipment. 












Display this colorful  self-selling 
grinding wheel assortment among 
tools. Only takes 1'4 sq. ft. of 
counter space for quick profits 








These are only a few of many related 
display arrangements you can use te 


greater selling advantage with Simonds 


Give this home and 
gorden stone a good 
: : spot near edged imple 
items. Our hardware catalog will suggest eee Be We eet 


and gardener 


Abrasive Company's fast moving hardware 
7 Keep this household knife 
7 sharpener near kitchen 
lf carving sets, kitchen tools. 


many more to you. Send for it now. See 


how showing can step up your selling. 


—— 
Show this compact utility 
kit near tools for the 
home craftsman. They 
suggest themselves as 


essential additions to the 
hobbyists tool chest. 










ABRASIVE CO. 





SIMONDS ABRASIVE COMPANY TACONY & FRALEY STREETS PHILADELPHIA 37, PA. 
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Stops rust on rusted metal. 
Prevents rust on clean metal. 


There’s a big consumer market 
for this new product on farms, 
in homes, and wherever rust 
conditions prevail. 


Widely used and proved in in- 
dustrial maintenance. Now 
available as a profitable, fast- 
turning item for hardware or 
paint retailers 


Paints over rust 
and won't peel off! 


Tremclad sea/s rust and paints 
in a single operation. Trem- 
clad penetrates rusty surfaces 

. seals all pores... . stops 
rust by making it inactive. 
Seals entire surface against 
moisture. Available in Alumi- 
num and Black. 


x* * 


SOLD BY LEADING HARDWARE 
AND PAINT JOBBERS 


Galvanized Metal Fence 
| oofs Radiators 

Pipes Fire 

Farm Escapes 

Machinery Concrete 

Cor Blocks 

Fenders Boilers 


OVER 100 USES 


ANOTHER 
TREMmCO 
PRODUCT 






AM ACA 


NT 



































Utensils 
Trucks 


SOLD BY THE MAKERS OF 


sTRIP-Seac « MASTICGLAZE 


* * 


* 


TREMICO Manufacturing Co. 


CLEVELAND 4, OHIO 
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gest ads on Thursday nights in 
order to spread the heavy week- 
end buying over two days instead 
of one. 

Window trims are changed 
alternately every two weeks. 

The O’Dea firm plans to replace 
most of its store fixtures, this 
year, with step-up units. The 
store has a 90-ft. front and is 
105 ft. deep. There are 17 em- 






ployees on the company payroll. 

This firm is now working on 
the premise that men who work 
with their hands are generally 
hunters and fishermen and _ vice 
versa. The man who buys a fish- 
ing lure may also buy a can of 
paint before he leaves the store, 
or another who needs a screw- 
driver may also be in the market 
for a new fishing rod. 


Balcony Department Gives Privacy 
To Wallpaper Customers 


PERATING on the idea that 

the wall paper prospect pre- 
fers privacy when inspecting pat- 
terns, The Ishpeming Furniture & 
Hardware Co., Ishpeming, Mich., 
has placed this department on a 
balcony location. 

William Jackson, manager, says 
that on this balcony location, the 
firm is able to display more than 
80 patterns. Fluorescent lighting 
in the area makes it possible for 
wallpaper prospects to observe 
how various patterns will look on 
the walls of their homes and aids 
them in making proper choices. 


Sample Books 


In addition, there is a nearby 
table which contains sample books 
of all patterns which the firm can 
cet for the customer, many of 
which are in stock. Should the 
80 patterns on dislay not give the 


prospect the paper she wants, she 
very likely can find what she de- 
sires in the sample books. 


Builds Good Will 


Mr. Jackson and staff find that 
by giving each prospect friendly 
advice on wallpaper decoration 
considerable customer good will 
can be bulit and many repeat 
orders secured. When the cus- 
tomer is able to do a good wall- 
papering job herself, or buy a 
good paper which can be put on 
by a professional decorator, she 
is encouraged to have other rooms 
in her home papered. 

In every instance, paint and 
supplies are suggested to wall- 
paper 
homeowner who does wall paper- 


customers, because _ the 
ing is going to need some paint 
for almost all jobs. Such sugges- 
tions frequently pay off in addi- 
tional sales. 





Customers can make unhurried selections in this secluded department. 
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Who Sells Home 
Workshop Power Tools? 
(Continued from page 106) 


mand. Many of those wholesalers 
however, said that home workshop 
power tools offered them an in- 
sufficient profit margin and that 
many of the better brand lines 
were sold directly to dealers. 
Other reasons given for not han- 
dling power tool lines were limited 
warehouse space; limited display 
space; required inventory invest- 
ment; not sufficiently competitive; 
requires specialty selling; does 
not fit in with present lines. 


What Dealers Report 


There were 412 dealers, or 
22.89 per cent of the 1,800 major 
or top hardware dealers who re- 
plied to the questionnaire. Of 
those 412 dealers, 287 (69.66 per 
cent) said they handled home 
workshop power tools as opposed 
to 125, or 30.34 per cent who 
didn’t. 


Estimated Volume 


A smaller number. (172. or 
59.93 per cent) of the dealers 
handling the line reported their 
estimated annual volume in these 
tools which totaled $2.077.650. 
Expressed as an average. the an- 
nual volume for the 172 dealers 
is $12,079.39. 

One dealer reported a volume 
of $550.000: two dealers said 
their volume was $100.000; two 
reported a $90,000 volume; one 
dealer put it at $75.000, There 
were seven dealers or 4.07 per 
cent. in a volume bracket of more 
than $25.000 and up to $50.000 
inclusive; 11 dealers. or 6.59 per 
$15.000 and up to $25.000  in- 
clusive; 30 dealers, or 17.11 per 
cent, in a bracket of more than 
$5,000 and up to $15.000 inclu- 
sive: and 118 dealers. or 68.60 
per cent. who reported a volume 
of $5.000 or less. 


The complete breakdown is as 
follows: 


Volume Reported By Dealers 


17 dealers § 5.000 each 
17 dealers 2.000 each 
1+ dealers 1,000 each 
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THE CHROMTRIM 8 ‘60 DEAL GIVE! 


PLUS: 

1. The Chromtrim ‘Silent Salesman" 8 
tube stock dispensing unit. 

2. Eight metal snap-on holders with re- 
tail price tags. 

3. Metal dispensing tray and supply of 
nails. 

4. Supply of 100 consumer instruction 
folders. 

S. Free copy of Chromtrim’s ‘Trim Ideas’ 
and remodeling projects. 

6. Three-color counter display card 
aa" os 38". 

7. Full-color life size window display of 


Chromtrim national advertising in 11 lead- 
in 
15,500,000 homemakers on the Chromtrim 
*'Trim-it-Yourself'’ idea. 





Ave 
wa ze , 


money, time, 
materials 














It’s been proven! The biggest “money-making” 
products in any dealer's store are those that 
require the least handling. In other words, the 
products that come to you ready for sale! R. D. 
Werner realizes this. That’s why Chromtrim 
Metal Mouldings are delivered to you pre-cut, 
pre-wrapped, and pre-sold, ready for cash 
and carry purchasers. 


What's more, you get one of the most compact, 
most attractive nationally-advertised floor mer- 
chandisers ever designed. Covering only 23” 
x 16”, it’s yours on Chromtrim’s sensational 
8/60 Deal! 


rAL er @e 
FOR 


You 
VU eee 


Ten 6 ft. lengths of each of 8 popular Chromtrim 
metal mouldings—ready-wrapped for fast sales 


the “‘Chromtrim girl.” 


magazines pre-sells more thon 





























R. D. WERNER CO., INC., 295 Fifth Avenue, New York City 16, N. Y. 


(C) Ship complete 8/60 deal(s) at $55.80 to 


Name 


Firm 
Address 
City 
My distributor is 
Ple 





“Trim Ideos” and further information on the Chromtrim 
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No. DII9 lilvsrrated 
(No. D109 is ali Brass) 


| @iaymaxer 


Padlocks Sell 
from this Free 
Display Board 


This bright red display 
board is free with any 
one of Slaymaker’s “D”’ 
Series popular priced 
padlocks. Like an extra 
salesman in your store, 
it will make extra profits 
for you. Your jobber can 
tell you all about these 
newest Slaymaker Dis- 
plays. Ask him today. 








— QLAYMAKER 
LOCK CO., LANCASTER. 
bi 
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dealers 500 each 1 dealer 800 
12 dealers 10,000 each 1 dealer ; 400 
10. dealers 1,500 each 1 dealer 270 
8 dealers 15.000 each 1 dealer 180 
8 dealers 200 each 1 dealer 150 
6 dealers 2.500 each 1 dealer 100 
5 dealers 20.000 each = 
5 dealers 5.000 each 


Reported a 
Potal Volume of $2,077,650 


2 172 dealers 
dealers 1.760 each : niga 


5 

1 dealers 25.000 each 

3 dealers 750 each 

2 dealers 100.000 each Brands Sold 

2 dealers 90,000 eacl 

ew na Asked what brands of home 


15.000 each 
12.000 each 
8,000 each 69 dealers (41.01 per cent) in- 
6.500 each dicated they sold only one brand 


2) dealers 
© Sidlow workshop power tools they sold, 
dealers 


) 
2 dealers 


dealers 6,000 each while 128 dealers, or 58.99 per 
2 dealers 3.500 each P . 
2 dealers 600 each cent, indicated they sold two or 
© didion 200 each more brands. The total number of 
1 dealer 550.000 dealers who answered this ques- 
1 dealer 75,000 tion was 217, or 75.51 per cent. 
1 dealer 50,000 The brands and number of deale: 
1 dealer 43,800 ; a ; 
i alate, 10.000 mentions of each were as fol- 
1 dealer 36.000 lows: 
1 dealer 30,000 113 sell Delta 
| dealer 18.000 er ) re 
: ae 16,000 55 sell Power King 
1 dealer 12,500 13 sell Skilsaw 
1 dealer 6.300 34 sell Atlas 
1 dealer 4.500 28 sell Shopmaster 
; — bp 28 sel] Black & Decker 

aeaiet aoe 
: 1 200 19 sell Mall 
i ete, 1.600 13 sell Walker-Turner 
1 dealer 1.200 12 sell Tomlee 
1 dealer 900 (Continued on page 142) 


Daily Report Charts Business Progress 
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N efficient, mimeographed daily report sheet shown above is used by 

McCabe's, Petoskey, Michigan, and this report lists the sales and 
expenses of ihe various sections of the store such as hardware, sports, paint, 
plumbing and electric departments. 

The report is set up so as to reflect accurately the cash and credit sales 
of this hardware store as well as the character of all the “paid outs” for 
the day. 

oe Card, manager, says this report is decidedly helpful in giving 
daily operations in considerable detail. It also provides for listing of daily 
net sales, month-to-date sales and the year-to-date sales. 
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300,000 FARM WIVES 
WANT TO BUY NOW... 


SELL 1 OUT OF 10 ELECTRIFIED FARMS 
A GEM DANDY ELECTRIC CHURN IN 1948 


























Deluxe Model Retail Price $19.95 
Recommended Dealer's Cost $12.49 
Standard Model Retail Price $16.95 
Recommended Dealer's Cost $11.02 


All prices slightly higher west of the Rockies 


Gem Dandy Electric Churn may be used with 
owner's crock or with Gem Dandy Duraglas 
Churn Jars, which retail for about: 


3-gal, $2.75, 5-gal. $3.50. 


JUNE 17, 1948 





MORE 
PROFITS 


JUST FLIP THE 
SWITCH TO CHURN 


We offer you a_ pre-sold 
market for 300400 Gem 
Dandy Electric Churns in 
1948. 

Surveys by leading farm 
journals on farm buying of 
electrical appliances show 
that 1 out of 10 electrified 
farms intend to buy an electric churn this year. 








Wide-awake dealers will be quick to take advantage of 
this tremendous profit opportunity. 
Gem Dandy is the only nationally advertised electric churn 

its the one farm women have in mind, 
Especially designed, slow-speed, long-life motor. Detach- 
able, aluminum shaft. Sanitary. adjustable, aluminum = @ 
dasher. Six ft. Neoprene cord with plug. Churns in about 
15 minutes. Produces more butter and better butter. 
Order Gem Dandy Electric Churns and Gem Dandy Dura- 
glas Churn Jars from your distributor today. 


ALABAMA MANUFACTURING COMPANY 


BIRMINGHAM 3, ALABAMA 


SALES cE 
nsy Im pEnFoRMn 
F 


Alabama Manufacturing Co., 

Dept. A-63, Birmingham 3, Ala 

Gentiemen: Please ship today your free package of Gem Dandy display materia 
We will use i 


Name 

Address 

My distributor is: 
Name 

Address 


141 











Hang your Hat on 
The Profit Possibilities 
These CHAMPION Coat and 
Hat Hooks Offer You 


The CHAMPION line of Cos- 
tumer, Garment, Ceiling and 
Coat and Hat Hooks will enable 
you to fulfill all of your cus- 
tomers’ needs, 


SPACE-SAVING GARMENT HOOKS 


Ideal for small closet 
space. 
Holds five clothes 
hangers. 









Cast Aluminum Alloy 
Machine Polished 


No. 7456 
Projection 6'/2"" 










Can also be used in 
cloak rooms of finer 
residences and 
clubs. 


Cast Aluminum Alloy 


s » P i< > 
Machine Polished No. 7396 
Projection 

hes 


COAT and HAT HOOKS 


No. 7406 

Projection 3"° 
Practically 
horizontal 
prong of 
this hook per- 
mits use under 
and close to a shelf 
without detracting 
from its usefulness. 


Czst Aluminum Alloy 
Machine Polished 


CEILING HOOKS 


For use under 
shelving and in 










Metal Lockers as No. 7506 
it may be attached a 


with machine 

screws. 

Cast Aluminum Alloy 
Wachine Polished 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


The 
CHAMPION HARDWARE (0. 


GENEVA. OHIO ~~ == 


, , = 
. If ils a CHAMPION ils a winner 











12 sell Darra-James 
12 sell Sprunger 


10 sell Porter Cable 
9 sell Stanley 

8 sell Thor 

7 sell Millers Falls 
6 sell Boice-Crane 
6 sell Duro 

5 sell Speedway 

3 sell Dremel 

3 sell Logan 

3 sell Foster 

2 sell Van Dorn 

2 sell South Bend 
2 sell Milwaukee Electric Tool 
2 sell Multiplex 

2 sell Clarke 

2 sell Parks 


The following brands were each 
mentioned by one dealer: Ster- 
ling , Red Fox, Indiana Pneumatic 
Tool, U. S. Electric, Chicago 
Tool, Bradford Mo- 
radian, Syntron Hammer, Dewalt. 
Disston, Dumore, and 


Pneumatic 


Eagle, 
Eggleston. 


Quantities Sold 


Asked to indicate what home 
workshop power tools and what 
quantities of them were sold, it 
developed that bench saws, jig 
saws, band saws, jointers and 
portable electric drills were the 
big sellers. Table IV gives the 
breakdown of the items and the 


quantities sold. . 


Two hundred and forty-seven 
dealers, or 86.06 per cent an- 
swered the question. “Are You 
Supplied by a Wholesaler or 
Manufacturer?” One hundred and 
thirty-two (53.44 per cent) said 
they buy from manufacturers; 
76 (30.77 per cent) said they 
buy from wholesalers, and 39 
(15.79 per cent) said they buy 
from both, 


The Dealers’ Customers 


Table II shows what percent- 
age of dealers’ home workshop. 
power tool volume is from hob- 
byists. farmers and from industry. 
The number of replies to this 
question was 245 or 85.02 per 
cent. Not all the dealers indicated 
what the actual percentage to each 
class of trade was, however. the 
determined the follow- 


ing: 215 dealers — 87.75 per cent 


answers 





sell to hobbyists; 181 dealers 
73.84 per cent sell to farmers, 
and 178 dealers — 72.65 per cent 
sell to industry. 


A more complete breakdown of 
the replies to this question is as 
follows: 116 dealers 17.35 per 
cent sell all three, Hobbyists, 
Farmers, and Industry; 42 dealers 
— 17.14 per cent sell to Hobby- 
ists and Industry only; 41 dealers 
— 16.74 per cent sell to Hobby- 
ists and Farmers only; 14 dealers 
— 5.71 per cent sell to Farmers 
and Industry only; 16 dealers 
6.53 percent sell to Hobbyists 
only: 10 dealers 1.08 per cent 
sell to only, and 6 
dealers 2.45 per cent sell to 
Industry only. 


Farmers 


The majority of dealers sell 
power tools on time payments. Of 
231 dealers (87.46 per cent) who 
answered a question as to what 
terms they provide purchasers, 
120, or 47.81 per cent said they 
sold on time payment plans; 43, 
or 17.13 per cent said they sold 
on open contract and 88, or 35.06 
per cent said they sold for cash, 


Year-Round Activity 


The high point of dealers’ pur- 
chases of home workshop power 
tools comes in October and No- 
vember undoubtedly in anticipa- 
tion of Christmas spending by con- 
sumers. Those 
106 and 109 
tively. The low point of dealer 
buying is July, 46 mentions. June, 
49 mentions, May, 53 mentions 
and August, 55 mentions. Other 
mentions were: January, 72: Feb- 
ruary, 71; March, 71; April. 60; 
September. 99: December, 78. 


months received 


mentions respec: 


Stock Investment 


Asked to estimate what stock 
investment hardware dealers 


deemed adequate for a _ home 
workshop power tool department. 
of 108 (37.63 per cent) who re- 
plied to this question, the follow- 


ing estimates were given: 


19 dealers estimated . $ 500 
18 dealers estimated 1,000 
7 dealers estimated 000 
7 dealers estimated . 400 
6 dealers estimated 5,000 
5 dealers estimated 1,500 
4 dealers estimated 3,000 
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t dealers estimated ....... 1,200 
| dealers estimated 700 
t dealers estimated 200 
} dealers estimated . 10,000 
3 dealers estimated . 2.500 
} dealers estimated . 750 
-3 dealers estimated . 350 
3 dealers estimated . 250 
” dealers estimated . 25,000 
1 dealer estimated . 50,000 
| dealer estimated 20,000 
1 dealer estimated . 8,000 
1 dealer estimated 7.000 
1 dealer estimated 6.000 
1 dealer estimated 4,500 
1 dealer estimated . 4.000 
1 dealer estimated . 900 
1 dealer estimated . 800 
1 dealer estimated 650 
1 dealer estimated . 600 
1 dealer estimated ............ 300 
1 dealer estimated . 150 


Of the 125 dealers who in- 
dicated that they did not carry 
home workshop power tools, 56, 
or 44.80 per cent, answered a 
question asking whether or not 
they planned to add a line of 
tools. Thirty-two dealers, or 57.14 
per cent said that they did not 
plan to add a line of power tools 
and 24, or 44.80 per cent of the 
dealers said they did plan to add 
a line of home workshop power 
tools. 

Dealers were also asked to tell 
why they do not handle home 
workshop power tools. Limited 
display space was the reason given 
by 59 of the dealers. Lack of cus- 
tomer demand was a reason ad- 
vanced by 26 dealers. Next was 
limited warehouse space, men- 
tioned by 18 dealers and least in 
importance was inventory invest- 
ment mentioned by 13 dealers. Of 
the 125 dealers not carrying a 
line. 116 or 92.80 percent replied 
to the question. 


Additional Reasons 


Additional reasons presented 
were: profit margin too small: no 
satisfactory line available; slow 
turn-over; inability to compete 
with chains; and does not fit in 
with dealer’s business. 








HURRY! HURRY! 


CASH IN ON EXTRA PROFITS 
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MAIL THIS COUPON TODAY 


York Wall Paper Co., Dept. A, York, Pennsylvania 
Please send me details right away about the extra profit advantages of the York White 
Rose Wallpaper line. 


I 5 ccsicsish snes sbetebn si eae hbeninaisabebdeninsenaip anima 
Street ne Zone City ' 
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FRED G. HAMMER 
was born into a hardware 
family and has listened 
to trade talk for all of his 
66 years. Mr. Hammer 
who is now assistant to 
Charles Harrison. of Har- 
rison & Gould. Ine... re- 
tail firm in Milford. 
Conn., was in the employ 
of Sargent & Co. for 46 
years. He had joined the 
manufacturing concern, in 
1898 as a lad of 16. when 
its offices were located in 
Chambers St.. New York 
City. His first job was 
that of office boy to G. H. Sargent, T. J. Atkins, 
W. J. Ladd and George Munson. He later moved to 
New Haven, Conn., where he joined the sales depart- 





FRED G. HAMMER 


ment of the Contract division. Mr. Hammer was the 
first chairman of the Educational committee of the 
American Society of Architectural Hardware Con- 
sultants, and was a charter member of A.S.A.H.C. 
in Chicago. When he retired from Sargent & Co. he 
knew the manufacturing and wholesaling phases of 
the trade very well and decided he would like to try 
the retail side of the business. and so became asso- 
ciated with the Milford, Conn. store. Both his grand- 
father and his father were hardware merchants and 
he was born above a hardware store. His son, Fred 
R. Hammer has been with Sargent & Co. since 1934 
and now has the New England territory. His brother. 
A. J. Hammer, has also been in the trade most of 
his business life and is connected with Charles 
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he ever filled was that of mayor of Wood Crest. 


West Haven, Conn. He belongs to his local hardware 


association, the Royal Arcanum. Rotary and _ the 
Union League of New Haven. His chief pleasures 
are salmon fishing in New Brunswick, Canada, and 
entertaining his 5-year-old granddaughter. 


MILLARD H. CURTIS 
in 1875, 73 years ago 
started to learn the tin- 
ners trade and today. as 
he nears his 89th _birth- 
day, he is still managing 
his own hardware store. 
He does his own buying. 
bookkeeping and waits on 
customers six days of 
every week. The Waverly, 
la., hardware business of 
S. H. Curtis & Son was 


founded in 1855 and has 





heen operated by father 
and son for 93 years. Mr. MILLARD H. CURTIS 
Curtis has a son associ- 

ated in the business with him. The business has been 
in the same building since 1865. Mr. Curtis worked 
at the plumbing and heating trade until 1906 when 
he started to manage his father’s store. Hunting and 
fishing have been hobbies all his life. Mr. Curtis 
says he does not use tobacco nor drink whiskey. 
He is a Rotarian and a member of the local Cham- 
ber of Commerce. 


PAUL NORWOOD 
HARLEY, president of 
the P. N. Harley Hard- 


ware Co., Waycross. Ga., 





observed his 8lst_ birth- 
day on May 28. Mr. 
Harley has worked in the 
same building for 54 
years. Before coming to 
Waycross in 1894 he had 
worked for the Watt 
Hardware Co., Thomas- 
ville, Ga., for 10 years, 
having entered the trade 
when he was only 17 
vears of age. While Mr. 


Harley has never held 





P. N. HARLEY 


public office or actively participated in civic affairs 
he is considered one of the outstanding citizens of 
his community. His wife started, in the early days 
of the city, the first hospital, library and welfare 
organization. His son, James B. Harley, who man 
ages the store, entered the firm in 1925. The elde: 
Mr. Harley has trained a number of hardware men. 
and he established several in their own businesses 
when they became financially able. 
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Kurzon, Inc., New York City. The only public office 


VER’ 
Ea G 
. Ada 
events 
from al 
cinity t] 
with |e 
tomers 
by this 
who ha 
the esta 

On 
group © 
in the 
in retur 
ceives a 
made 1 
away fr 
firm sol 
of the ¢ 
Day” id 
that res 

Unde: 
are ma 
three w 
“Store 
group. 
church 1 
ture to 
One is ¢ 
plaining 
parishio 
on that | 
is a mi 
of some 
store ite 
use as a 
there is 
cleaning 
desired 
tion care 
at the st 
inspectio 
given Cc) 


fe ero 


To: 
70 
Pec 


Ger 


like 
a pi 
pur 


This « 
prior 


vol 








] 





> office 
Crest. 
-dware 
id the 
asures 
a, and 





RTIS 


s been 
vorked 
) when 
vw and 
Curtis 
hiskev. 
Cham- 


es 


affairs 
ns of 
days 
elfare 
man- 
elder 
men. 


nesses 


AGE 


"Store Day" Helps Build Sales 
And Helps Local Churches 


VERY Thursday is “Store Day” 
& G. L. Folkers & Son, 709 
S. Adams St., Peria, II]. These 
events are planned to pull traflic 
from all parts of the city and vi- 
cinity through a co-operative plan 
with local churches. Old cus- 
tomers are attracted to Folkers’ 
by this plan, as well as people 
who had previously never entered 
the establishment. 

On “Store Day” at Folkers’ a 
croup of people from one church 
in the city serve as sales clerks, 
in return for which the church re- 
ceives a commission on all sales 
made that day. Being located 
away from the center of Peoria the 
firm sought trafic from all parts 
of the city and adapted the “Store 
Day” idea as a means of attaining 
that result. 

Under this plan, arrangements 
are made with churches two or 
three weeks in advance of the 
“Store Day” for that religious 
group. The store furnishes the 
church with four pieces of litera- 
ture to be mailed to members. 
One is a mimeographed letter ex- 
plaining the plan and_ inviting 
parishioners to visit Folkers’ store 
on that particular day. Then there 
is a mimeographed “check list” 
of some commonly used hardware 
store items for the prospect to 
use as a shopping list. In addition 
there is a mimeographed list of 
cleaning and repairing services 
desired plus a printed identifica- 
tion card for members to present 
at the store for pre- “Store” Day” 
inspection. The church is then 
given credit for any purchases 


made by the local card holders. 

Two or three days before “Store 
Day” the church mails a “flyer” 
consisting of a four page news- 
paper size circular in three colors 
listing and illustrating many hard- 
ware items. Postage on both mail- 
ings is paid by the store but the 
church group does the mailing. 

Each church selects two groups 
of five or six each to work at 
Folkers for that congreeation’s 
“Store Day.” One group serves 
from 9 a.m. to 3 p.m.. the other 
from 3 p.m. to 9 p.m. Usually the 
group from ene of the co-operat- 
ing churches, visits the store the 
day prior to its “Store Day” and 
designates the persons who are to 
operate the cash register. seeing 
that proper instructions are given 
to the one day “cashiers.” 

When the church members 
come in, the temporary sales 
clerks first take them to the base- 
ment, where they fill out a regis- 
tration blank. After registration. 
they are served refreshments and 
shown the appliance and heating 
stock in the basement. As a usual 
thing, a demonstration of an auto- 
matic washing machine is also 
conducted there. Some of the em- 
plovees bring down soiled cloth- 
ing and run it through the 
machine. Visitors are then taken 
to the first floor and shown the 
stock and are invited to browse 
around, 

“Of course our regular sales 
clerks are on hand to give any 
assistance or information needed.” 
says Mr. Folker. “However. the 
temporary sales clerks have not 





To: G. L. Folkers & Son 
709 South Adams St. 
Peoria Q, Illinois 
Gentlemen: 

This will introduce 


who would 





NOTE 
This card must not be used on Thursdays 
prior to Thursday 


VOID AFTER 








like to look over your store stock prior to our store day. If they wish to make 
a purchase at this time. please issue invoice in duplicate and apply amount of 
purchase to the volume for our store day 

Signed__ Susssiatdsiteaiten tlds 
a 


ee Te 


Open Monday evening till 9 p. m. 








Here is the identification card. 
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Hop aboard the Star Bandwagon. Others are. 
They’re going for those extra profits that 
naturally follow when pushing an extra big line 
...the complete Star line. The Star line has a 
blade for every iob a hack saw or band saw 
can do. You'll tie up customers’ future blade 
business, too. They'll find Star blades packed 
with extras ... extra smoothness, extra speed, 
and extra long, economical cutting life... 

on whatever they cut, metals, plastics or other 
non-metallics ... the cuttingest blades they ever 
saw! * You'll agree with other Stor suppliers: 
“For extra profits — it’s Star's complete line.” 


© STAR Sis, km 
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EXTRA RENTAL PROFITS 
BEGIN AT HOME— 


with Customer 
Satisfaction 


when you use 


RESINIZED SPEED-GRITS* 


A SATISHED customer is a repeat customer . . . and 

a real salesman for you. Once he has sanded one 
floor successfully, he not only plans to sand other rooms, 
but proudly shows off his handicraft to neighbors and 
friends. And then he tells them how easy it was . . . and 
you can bet you will get more and more rental volume -. . 
and extra profits! 


You can best assure your customer's success and satis- 
faction by choosing sharp, free-cutting Resinized Speed- 
Grits Floor Papers which reduce such trouble hazards as 
loading, glazing and burning. Every abrasive grain is 
doubly anchored to give "wide-open" trouble-free cutting 
performance, thus assuring your customers of beautiful, 
professional-looking jobs. 


Ask your jobber for Resinized Speed-Grits and write 
us for a complete kit of attractive business-getting sales 
helps, including imprinted mailing cards, folders, newspaper 


mats and window streamers. 
* Reg. U.S. Pat. Of. 


BEHR-MANNING - TROY,N.Y. 


(DIVISION OF NORTON COMPANY) 
QUALITY ABRASIVES SINCE 








1872 








required much assistance and we 
have got along very well. 

“Our idea has been very suc- 
cessful in achieving our object. 
It has brought many new custom. 
ers to our store who would not 
have become known to us other- 
wise. It has made many potential 
permanent customers acquainted 
with our store, our merchandise 
and our services. What is more. 
it has furnished us with a select 
mailing list from which we hope 
to benefit for a long time to 
come.” 

The Folkers’ firm moved into 
its present quarters on July 10. 
1947, at which time its stock of 
hardware, gifts and appliance 
was added to what had originally 
been entirely a heating and tin 
smith business. The 
building owned by the company 
has appliances, furnaces, stokers. 
etc., in the basement with the 
hardware and gift lines on the 
main floor. A. sheet metal shop 
is operated in a concrete block 
building at the rear of the hard- 
ware store, 


two-story 





Eye-Level Display Boosts 
Fishing Rod Sales 





A special fishing rod display stand, 
fastened on top a counter showing 
other fishing supplies, is so placed 
at the Soo Hardware, Sault Ste. 
Marie, Mich., that the handles of the 
fishing rods are just at eye level. 
This encourages prospects to reach 
out and grab the rod handle. If the 
prospect wishes to take the rod 
down and handle it, he can do so 
very easily, without consulting © 
salesman. By the time the salesman 
approaches, the waiting prospect 
has in many cases actually "sold" 
himself on the merchandise he is 
inspecting. 
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ae i oi One in a series of 
messages to Black- 
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TRAINING PROGRAM 


been called “the most 
training tool yet 
devised.” Its pages not only com 
Blackstone franchise pluses. Every letely describe and illustrate every 
roven training method is em: roduct in the line, but they explain 
in simple language the how and 


Saal in this program, designed 
why of every part function anc 
demon- 


COMPREH ENSIVE SALES 


es Training Pro- Manual has 


* Blackstone’ 4 Sal 
ram for dealers’ salesmen is another comprehensiv e 


important link in 4 long chain of 


to transform the most inexperience 
man into a top -flight specialty and operation. A step- -by-step 
on-the-floot salesman. Distributor stration presentation is provided 
lasses at the fac- for every Blackstone appliance. The 
ocket-size binder is loose -leaf so 


Field Men attend C 

and are trained to con nduct 
tional meetings 4 eld. _—‘ that materia 

d with all the nec- up-to- -date. 

aids and thoroughly 

to use them. BLA 

Retail Salesman s tmevien's 


tory 

dealer instruc 1 can always be kept 
They are arme 
essary training 
instructed in how 


The Blackstone 


CKSTONE CORPORATION, JAMESTOWN, n.Y- 
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* AUTHORIZED DEALER *« 


BLACKSTONE 


H 
OME LAUNDRY EQUIPMENT 





Only BLACKSTONE builds the Combination 
Loundry. 


No other manufacturer offers as complete o line. 
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The central part 
of the store is 
notable for its 
wide aisles. The 
aisle tables are 
large and there 
are step-up fix- 
tures on many of 
them, permitting 
the display of a 
wide variety of 
merchandise. 
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New Store's Sales Total 
Donald Mahler started in business 15 years 
ago and opened new establishment in January 
1937. Radio a feature of advertising program 
-_ people dream of 
the future. Others plan for it. 

In Faribault, Minn., Donald fai 

Mahler started his hardware busi- T h 

ness 15 years ago, and began to - 

plan his operations instead of Ma 

merely planning for them. Last Ph 

year those plans — which still 22 

are not fully completed—resulted - 

in a new store that did a_busi- bu: 

ness of $178,000. And it bids bu 

sto 

tho 

bui 

Here is part of the up front ap- tin 

pliance display. Gift items are for 

shown on glass shelving above the 
various major appliance items. . 
wil 
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First Year 


fair to do even better this year. 
The new store is a larger one and 
is directly opopsite the original 
Mahler quarters. 

Mr. Mahler’s original store was 
22 by 80 ft. in size and with 
some of the profits from that 
business he purchased a_ large 
building which housed two retail 
stores across the street. Rent from 
those stores helped pay for the 
building. Mr. Mahler, in the mean- 
time, was drawing his own plans 
for his store to be. 

Following the end of the war, 
with materials available for re- 
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Labor and stock 
saver items are 
shown on a table 
in the farm sec- 
tion at the rear. 


modeling, he requested one tenant 
to move to other quarters and 
with the help of the Minnesota 
Retail Hardware Association, com- 
pleted plans for the new loca- 
tion. The new quarters (the other 
half of the building continues in 
the possession of a tenant, a chain 
grocery firm) measures 33 by 





The gift section 
is of particular 
interest to fem- 
inine customers 
and features both 
utility and fancy 
articles. It's a fine 
place for a brows- 
ing patron. 





100 ft.. with an additional storage 
space 36 by 66 ft. The cost of 
remodeling and new fixtures was 
approximately $10,000 and the 
new store was officially opened 
January 17, 1947. The 1947 vol- 
ume of $178,000 represented a 
40 per cent increase over 1946 
sales, in the old quarters. The 
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Wide aisles are a feature of the store as may be 
seen in this illustration looking toward the rear. 


better display facilities and im- 
proved lighting of the new store 
are 


Mr. Mahler. 
} 


heing largely responsible for the 


credited, by as 
increase, 


Face-Lifting Program 


The Faribault Chamber of Com- 


merce advocated a Main Street 
face-lifting and interior — store 
modernization program. Donald 


Mahler was one of the first dealers 
in town to complete such a pro- 
He. 


demonstrated 


merchants. 
that a 
containing well laid out and 


gram. and_ other 


have small 
city 
stocked stores having good sales 
attract customers 


Mr. Mahler is 


proud of the fact that when he 


policies, can 


from a wide area. 


started 
he had an original stock of $5,500 


business 15 years ago, 


and has pyramided this into the 
present prosperous hardware store. 


With half of his present building 


rented, the rental is helping to 
fencrr ; 
N 
. SMOPPImy 
) 
/ ore 
= = 
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Mr. Mahler. “We 
maintained a fine 
service department, 
even during the war years. It is 
my opinion that the hardware 
dealer without an efficient service 
department cannot hope to take 
many profits in appliance selling. 


ances, says 
have always 


repair and 


You must be able to service the 
appliances you sell.” 


The Staff 


Mr. Mahler has em- 
ployees in his new establishment. 


seven 


He and two of his employees 
concentrate 
They 
pects, 
do 


on appliance sales. 
list of 


also take time out 


have a 
but 
some 


good pros- 


to 
cold 


canvassing, espe- 


cially when 


they 


happen to be 
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Here's a view of the cooking utensil section. There's plenty of stock. 


costs. 
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out on service calls. He reports 
that about 70 per cent of appli- 
ance sales are for cash at his 
re — 
L oie 
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of the layout of the store tells a story of spaciousness. 
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 IJUSINESS 


See the dramatic sound-color Perfection Stove Company has laid a million dollars on the line to bring its experi 
motion picture "Search". An ‘ 
eye-witness account of how 
Perfection research engineers 
prove before the product leaves This company really means business in its attitude toward future expansion. This 
the plant that your Perfection 4 : 
customers will enjoy lasting 
satisfaction. Perfection salesmen 
will show it for you. of business dealings. 


' -D PI ' 
rover , ours POFF@CtION Stove Company cevie.as on 


Manufacturers of Ranges, Cookstoves, Home Heaters, Water Heaters 
and Winter Air-Conditioning Furnaces. 


mental and testing laboratories into one great Research Center . . . we are laying 
many more millions on the line for modern additions to the Cleveland factories. 


means business for every Perfection dealer. too. Customer acceptance of the name 
PERFECTION is based upon satisfaction of millions of customers over sixty years 


ATLANTA e CLEVELAND © CHICAGO o JERSEY CITY © KANSAS CITY ¢ OAKLAND e ST. PAUL 





Pre-testing for Perfection Quality. This technician is learning Acres of modern machinery are being installed in this new 
how certain fuels perform at 65° below zero (F). addition to Perfection's production facilities, the most 
up-to-date in the industry. 








Pre-testing Perfection Quality. Here Perfection water heaters Pre-testing Perfection Quality. Perfection ovens prove their 
must prove that they can do everything they should be expected superiority for home use, scientifically . . . and in actual kitchen 
to do in your customer's home. tests on every kind of cooking. 
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HANDS THAT KNOW TOOLS 





Titus 


“lhey can 
FEEL 


To the crafstman who knows tools— 
whose hands recognize the “feel” of 
true-balance — whose ears are attuned 
to the ring of carefully tempered steel 
—the name VAUGHAN & BUSHNELL 
stands for “the finest in tool making!” 


To such a person one can’t sell a V & 
B too—his good judgment BUYS it! 


No. 700 ASSORTMENT 


An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan square Punches and Chis- 
els, forged from extra refined, 
i beveled square alloy steel 
— carefully tem- 

pered and indi- 
vidually tested. 
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store, and about 30 per cent on 
credit. Farmers constitute the ma- 
jority of his customers for appli- 
ances, he says. 

Appliances get a fine showing 
up front at the new Mahler store 
but, at the present time, Mr. 
Mahler is fashioning an appliance 
showroom in the basement which 
he feels will help him make many 
more sales. 

Mr. Mahler says that many 
farm women tell his staff they 
like to visit the new store because 
the aisles are so wide and they 
can browse around looking over 
housewares and other stock while 
the men folk are buying farm 
items. 
factor in the 
Mahler merchandising program is 
radio Mahler 


An_ important 


advertising. Mr. 


pays his share of the cost on an 
“Our Own Hardware” radio (Hall 
Hardware Co.) program, taking 
in seven hardware dealers in this 
area. It is a daily news and 
music program which is on the 
air from 12:00 to 12:10 p.m., six 
days per week. 


Radio Advertising 


In addition, Mr. Mahler has his 
own radio program over a local 
station each Sunday from 12:30 
until 1:00 p.m. It features old 
time music, with listeners sending 
in requests for selections to be 
broadcast. Mr. Mahler 
that this program pulls requests 
from as far away as 200 miles. 
Considerable newspaper advertis- 
ing is also used seasonally. 


reports 





Five-Level Fixture Helps Move Housewares 


encom The Cheboygan Hard- 
ware, Cheboygan, Mich., put 
in a new housewares display fix- 
ture on one of its main aisles, 
merchandise displayed upon it be- 
gan to move at a rapidly increased 
tempo, according to Joe, Jr. and 
Leo Louisignau, who with their 
father Joseph, operate this large 
store. 

The display fixture is 15 ft. 
long and has five step-up display 
levels, the first of which begins 
4 in. above floor level. It is 38 in. 
high. 

One advantage of this display, 


Plenty of merchandise can be shown on this 15-ft., five-level fixture. 


says Leo Louisignau, is that it 
permits an extensive showing of 
many kitchenware and_ similar 
type items. Customers who see one 
item and buy it, are stimulated to 
inspect the rest of the items at 
the same time. Such an inspection 
frequently results in sales. 

The large display also enab's 
the firm to show related items 
which makes such selling easier 
from the standpoint of the sales. 
men who are called by the cus 
tomers to answer questions about 
merchandise in which they are 
interested, 











HARDWARE AGE 


\ 


@ Lik« 
diagon 
finer. I 
ity, Go 
ness an 
confide 
branch 


ie cost on an 


r wenggg ; Pe _ i cr CCGA ff 4 
gram, taking} y scgqlt TRG A} ( 
cel eS | 1\ 
Mm 


ealers in this 
ch is on the ee aa - 
2:10 p.m., six - aye 


y news and 
tt 
-tising 
lahler has his 
over a local 
from 12:30 
features old 
eners sending 
cctions to be 
thler reports 
pulls requests 
is 200 miles. 
per advertis- 


sonally. America’s Leading Paint Brushes 


Are Back For A Repeat Performance 

wares 

@ Like the sterling mark on silver, Gold Stripe’s 
diagonal stripe of gold tells you there’s nothing 
finer. Recognized as the standard of brush qual- 

ity, Gold Stripe assures ready sale, volume busi- 
stimulated to} "€SS and high profits. Stock Gold Stripe with 

the items at} Confidence. Order from your nearest Pittsburgh 

an inspection branch today. 


u, is that it 
e showing of 
and _ similar 
‘s who see one 


n sales. 


- also enab'.s 


related items |» ie VALUABLE BOOKLET FREE! 


selling easier 


of the sales- NY oe You'll want this valuable book, ‘‘How To Sell More 
get Brushes’’. Page after page of inside information on 

l by the cus: how to sell more paint brushes. Shows the way to repeat 
1estions about ens. profits and tie-in sales. Reveals the ‘‘know-how"’ on 


= | = talking shop with your customers. Write for FREE 
ich they are copy today. Address ‘Gold Stripe Brushes, Dept. D-2, 
Baltimore 29, Maryland’’, 


New Gold Stripe 
Life-saver Jacket! 


Improved fiber jacket keeps brush live- 
ly, straight and clean. Complete use 
and care instructions on each jacket. 
And all dressed up in eye-appeal! 


Gold Oihripe BRUSHES 


BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 
ye-level fixture. 
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Care of Cottages in Off Season 
Leads to Year ‘Round Profits 


W. W. Fairbairn & Sons has charge 
of 167 summer homes during the 
cold weather, take charge of the 
water and electricity — and it pays 


—— R. and 


Morley M. Fairbairn of W. W. 


Fairbairn & Sons Hardware, Alan- 


son, Mich., have keys to 167 
small, medium and _ pretentious 
lake cottages in their possession 
from Sept. 15 until June 1 each 
year. 

The possession of these keys 
by the Fairbairns reflects not only 
the trust which cottage owners 
have in these hardware men, but 
also reveals a source of profits 
which continue year after year. 

These 167 cottage owners all 
have water systems installed by 
the Fairbairns since 1915, Each 
fall, the Fairbairns shut off the 
water in these homes, drain the 
water systems, disconnect the elec- 
tricity, ete. 

In the spring, the Fairbairns 
turn on the water and electricity 
and get the cottages in shape for 
occupancy. Charges for turning 
water off in the fall, ete. run 
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The Fairbain 
brothers 
Clifford R. 
and 
Morley M. 


about $5.50 for a single story 
house, and from $5.50 to $7.50 


dividends 


for a two-story house, depending 
on size and number of bathrooms. 

Owners of such cottages, lo- 
cated on Burt Lake and Mullett 
Lake, said to be two of the most 
beautiful lakes in the middle west, 
if not in America, according to 
Clifford Fairbairn, include some 
mighty famous people. 

“We get repeat business from 
these people each year,” says 
Clifford Fairbairn. “They wire or 
write us, advising when they want 
their water systems turned on, 
etc. and we take care of the jobs 
promptly. As we have our own 
electricians, we can handle prac- 
tically all the work of this nature 
that cottage owners want. 

“During the remainder of the 
year we also get quite a lot of 
work from farmers. We estimate 





Neat and eays-to-reach displays are the rule in this store. 
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Solid brass shanks’ 
re Mt’s really different from other tubular 


sets. Not only do the exquisite design 
“Feather’’ touch 


leshine action. and polished brass finish make it Jook more expensive, but every 


Thumb and fore- ri part lives up to its looks—abselutely top Norwatk quality! 
finger grasp Ys 
the sliding yf Yet the cost is so little that you can sell it for any inside 


lieSMatetitiae] | he "2 Bey 

Y door used. For bedrooms and bathrooms to be locked from inside. 
Sturdy cast iron For closets and other rooms which require no locking. 
case and hub. 


Requires only a 


single 15/16” Display it so that builders can see at a glance, the high quality, low cost 
bore. Easily and easy installation now available under that trusted Norwack name. 


installed. 


»! 3) | 
ye 2 Horak ean 


Stile aiiien with Hardware of Quality since 1856 
MU JOCOWCE 
on on. Uf 4 Diudsion of SEGAL LOCK & HARDWARE CO., Inc. 


395 BROADWAY, NEW YORK 13, N. Y. 


A complete line of Builder's and Shelf Hardware, Jimmyproof Locks, Latches, Door Closers and Key Machines 
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the cream of the business. 


1. Worthington QD Jr. V-Pulleys 
are Easy to Fit—Can’t Work 
Loose — Noiseless — Trouble-free 
—No Wobble. The interchange- 
able rim and hub feature reduces 
your inventory. 


2. Worthington Adjustable-Pitch 
V-Pulleys are rugged, sturdy, uni- 
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Por Higher Profits 


Get that fractional horsepower drive business by handling the 
“Profit Maker’ Assortment of V-Pulleys and V-Belts furnished 
by “‘the good right hand of industry” — Worthington. 

It’s an expanding market—in homes, small industries, on 
farms. And the many Worthington sales points mean you’ll get 


* WORTHINGTON. 





‘V-PULLEYS 





Cant wonk toose a 





form high quality. Available in 
single and double grooves to serve 
your customers’ varied speed re- 
quirements. 


3. Worthington-Goodyear EC 
Cord V-Belts have their continu- 
ous cords located in one neutral 
plane, unaffected by flexure. 


ee ee ee Oe oe Oe Ue Ue ee ee ee ee 


ee eeeeeeee ss? 


and for quick turnover 


You get the attention- 
compelling Profit- Maker 
Display Stand, posters 
and window banners. . . 
fact-full sales literature 
... Simplified tablesshow- 
ing correct V-Pulley and 
belt sizes—to serve 90% 
of your customers’ re- 
quirements. 

Contact your local 
Worthington Distribu- 
tor or send the coupon 
for complete informa- 
tion on how the Worth- 
ington FHP Profit- 
Maker Assortments 
mean Higher Profits for 
You! 
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Worthington Pump and Machinery 
Corporation 


MVD Sales Division, Dep?. N851 
Buffalo, New York 
Please tell me how | can make Higher 


1 

1 

I 

4 

J 

, Profits with Worthington FHP Profit- 
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that we have 500 water pressure 
systems in operation in this area.” 

Folks who leave their cottage 
keys at Fairbairn’s rely on tho 
firm for almost everything in the 
large and small appliance line. 
The store handles a large appli- 
ance line and displays it well. 

Everything from electric refrig- 
erators to farm freezers, frozen 
food cabinets and wood and coal 
stoves is in stock. Many of these 
items are also sold to farmers 
as weil as to summer cotlage 
owners. 


The Modern Store 


The modern Fairbairn store, 
erected several years ago, is 42 
by 60 ft. with a modern, attrac- 
tive front. This store is an out- 
growth of a small 20 by 20 ft. 
store opened by Walter Fairbairn, 
owner, in 1895, with the business 
now being carried on successfully, 
on a much larger scale, by his 
two enterprising sons. 

Visitors and patrons at the 
store are amazed to find such a 
large, modern, thriving store in 
a small town of only 200 inhab- 
itants, but the Fairbairns are not 
surprised for they manage to find 
plenty of business for their organ- 
ization, numbering 12 employees 
at the busiest seasons, and keep- 
ing five trucks busy all the time 
serving the trading area, 


Repair Service 


One of the greatest assets the 
Fairbairns have in handling a 
sizable appliance volume is an 
excellent repair service. Not only 
are washing machines and small 
appliances repaired, but in How- 
ard Reichert, service man, the 
store has an expert who can also 
repair radios and electric ranges. 
This service department attracts 
business from a wide area. 

When asked whether his firm 
is at present doing any outside 
selling on appliances, Mr. Fair- 
bairn replied that it wasn’t nec- 
essary because every employee of 
the firm is an outside salesman. 

He explained further that em- 
ployees are given 2 per cent com- 
mission on the sale of large, 
fast moving appliances and 5 per 
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cent upon the other appliances. 

“This system has proved very 
satisfactory to us,” he says. “It 
makes a salesman out of every 
employee. The employees are 
naturally alert and anxious to con- 
tact possible appliance prospects. 
The amount of money we pay out 
in such commissions is less than 
we would have to pay an out- 
side salesman. And I honestly 
believe that our employees sell 
more appliances regularly than a 
successful outside salesman would 
sell. Why not keep the sales com- 
missions right in the employee- 
family? Because they are con- 
stantly alert to sell appliances, 
this mental attitude helps their 
other sales work.” 


Well-Planned Dislpays 


The Fairbairn store compares 
favorably with hardware stores in 
larger communities. Displays are 
well planned and are excellently 
lighted. Departmental signs iden- 
tify the various sections of the 
store adequately and aid cus- 
tomers in their shopping. Felt 
lettering is used on a broad back- 
ground. Indirect lighting behind 
the background makes the dis- 


played merchandise stand out, 


clearly. The felt letters are large 
enough so that they can be seen 
from any section of the store. 

A number of electric refrig- 
erators are shown on a raised 
platform along the wall which 
makes the cleaning problems 
much easier and raises some 
refrigerators to a higher level 
than other models placed on the 
floor. This affords a _ contrast 
which helps attract more attention. 


Store Arrangement 


Stove models are so arranged 
that gas and electric range types 
are facing one aisle while coal 
and wood, bottled gas, and wood 
stoves face another aisle. This 
gives the average farmer and cot- 
tage owner a wide choice of 
models to suit his or her partic- 
ular needs. 

The steel goods display at a 
tear side wall is also quite effec- 
tive. A special axe display rack 
is in the foreground and does 
not take any interest from other 
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- Lowell is the name known to your 
customers, you can be sure of three important sales 
advantages: easy sales . . . profitable sales . . . 

repeat sales. Follow the example of dealers all over the 
country who make Lowell sprayers and dusters 

their “‘lead line.”’ Start now to pyramid your profits 
with Lowell and get all these extra benefits. 





@ FAST TURNOVER | STAUFFER 
@ COMPLETE QUALITY LINE DUSTER 
@ SELECTED DISTRIBUTION 
@ ALL SEASON SALES 

@ FORCEFUL SALES HELPS 





CYCLONE 





COMMANDER 





ROTO-BLAST DUSTER 


PREMIER 






“Consider Lowell the best line 


I can stock because if brings WELL 
in customers the year cround.” eset 
A Lowell Dealer Manufacturing Ce 


(name on request) 








DEPT. 5}, S88 EAST ILLINOIS STREET 
CHICAGO Tl, ILLINOIS 


WORLD'S LARGEST MANUFACTURER > © 
OF SPRAYERS AND DUSTERS EXCLUSIVELY | 
= = irre a > os b> Vis ms Sy i 















Choose the plier that meets 
your needs from our com- 
plete line. 


Only these pliers incorporate 
the exclusive Channellock 
tongue and groove joint. 
This patented joint is far 
superior to the conventional 
type of adjustable pliers for 
these reasons: 


Greater Strength. 

Longer Wearing. 

Closely Spaced Adjustments, 
Self Cleaning. 

Visible Adjustments. 

6. No wear on Joint bolt. 


Fe T's 


Send for free catalog 
illustrating our 
complete line 
of Champion 
DeArment 
Channellock 
tools. 












PAT. 1 CAM. Ions 














Channellock Pliers are specifically 
designed for: 


Battery Work Ignition Work 
Pump Repair Electrical Repair 
Plumbing Work 
General Automotive, Electrical, 
Plumbing and Aviation Service 
work 


CHAMPION DEARMENT TOOL CO. 
MEADVILLE * PA. 


Only 


Champion DeArment makes 








This section of the store's major appliance lineup appeals 
to both the farmers and the owners of the summer coftages. 


steel goods and yet gets consid- 
erable attention on its own score. 
Mr. Fairbairn says that the cus- 
tomer who buys steel goods is 
also a good market for axes. 


Customers Attracted 


Sporting goods, tools, glass- 


housewares in 
general sell well to people in this 


ware, gifts and 


area. Almost everyone knows that 
Fairbairns have a wide stock of 
such items, and customers are 


attracted from near and far. 


| i 


ag aaea 


GOODS 




















Deer heads, secured from an- 
imals which the Fairbairn brothers 
themselves bagged adorn the walls 
of part of the store and help to 
give the establishment the  out- 
door touch. 


Business Growing 


“Our business is growing each 
Clifford 
“And the way 


year, says Fairbairn. 
things shape up 
well have another increase this 
year. Not bad for a town of 200 


people.” 


F A 








The steel goods section attracts permanent and summer residents. 
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NV —-AMERICAN BRAND 
INSECT WIRE SCREENING 


is even better than before 





Always preferred by customers who look for long depend- 
able service in insect wire screening, famous “American” 
Brand is now even higher in quality. For metallurgical 
research, plus improved equipment and weaving tech- 
nique, has resulted in a stronger product. 


OTHER WICKWIRE SPENCER 
HARDWARE PRODUCTS 


Being made of wire, American Brand Insect Screening Clinton Brand Hardware Cloth 
won't burn, melt or sag, and its stiffness makes it easy to 
handle. Even the amateur can make or repair his own 
screens, for wire screening lies flat across the frame- 
requires no stretching or pulling—assures a smooth, clean- 


Clinton Brand Poultry Netting 
Wickwire Music Wire 


looking job with less tacking. ices ctinaadtnaal atinal 
Customers can select the grade that best suits their Coburn Siding Beer Hardware 
purse and purpose, for American Brand is made in bright 
or antique bronze, galvanoid, aluminum and other non- 
ferrous metals. For fast, profitable sales and _ satistied 
buyers, feature American Brand Insect Wire Screening— 
the brand whose high quality has been recognized for 


Wickwire Wire Rope 
Wissco Clothes Line 


Nails and Brads 











generations. 


AMERICAN WIRE FABRICS INSECT SCREENING MADE BY St > 


WICKWIRE SPENCER —7// | 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
Boston + Buffalo + Chicago + Dallas + Denver + Philadelphia + Pacific Coast Subsidiary — The California Wire Cloth Corp., Oakland 6, Cal. 








500 FIFTH AVENUE NEW YORK (18) N. Y. 
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NEW DIECO ITEMS 


superior in every way 


WHAT MAKES A PROFIT-MAKER IN THE 
HARDWARE FIELD? Three things are vital: 
Quality — Utility — Popularity! And the 
DIECO line has them all! Each DIECO prod- 
uct is manufactured under the most modern 
and efficient die casting procedure — cast 
from a special durable metal alloy, yielding 
items that are superior to cast iron in uni- 
formity, finish, and tensile strength. These are 
the facts which point to every DIECO item as 
a profit maker! 


The Popularly Priced DIECO Line 


“No-Slam” Door Checks 
Sash Fasteners 

Chain Door Fasteners 
Casement Fasteners 
Door Stops (4 Types) 
Bar Sash Liits 

Coat & Hat Hooks 
Costumer Hooks 
Cupboard Catches 
Cupboard Turns 
House Numerals 


COMPRESSION CAST FOR 
SUPERIORITY FROM A 
CORROSION RESISTANT ZINC ALLOY 





the Complete DIECO Displays 
Size: 12"' wide x 20"' high 
8"' wide x 15" high 


SEE YOUR JOBBER OR WRITE 
DIRECT FOR LITERATURE & PRICES! 


Manufactured by 


MACHINE TOOL CO., INC. 
90-12 ROCKAWAY BLVD. 
WOODHAVEN 17, NEW YORK 
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Customers can't miss this display while waiting for packages. 


HERE is a lure about an or- 

derly display of paint brushes 
which is mighty difficult for the 
average homeownxer to resist. 

For this reason, Gustave Lar- 
son, owner of Larson Hardware & 
Sport Shon. Manistique, Mich., 
has a display of brushes on a 
tilted surface adjacent to his main 
wrapping counter. On numerous 
occasions, as customers stand wait- 
ing for Mr. Larson or a salesman 
to wrap a purchase, they'll see the 
brush display, pick up a brush 
and finger it. 


Often there follows a discussion 
on paint and frequently the cus- 
tomer will walk out of the store 
with brush and paint ready for a 
paint job. 

The Larson brush display has 
metal clips into which the brushes 
can be placed, and there are also 
neat price tags which inform 
prospects how much the various 
brushes cost. Behind the display 
is a wall section of paint, making 
the purchase of this item a con- 
venient matter for the brush 
prospect. 


Rearmament and European Aid 
Believed to Be Inflationary 


EARMAMENT and economic 


aid to Europe and other coun- 


tries will become an inflationary 
menace of growing magnitude, 
Martin R. Gainsbrugh. chief Econ- 
omist, National Industrial Con- 
ference Boand, New York City, 
told the Institute of Cooking and 
Heating Appliance Manufacturers 
at the trade association’s recent 
mid-year convention in Cincin- 
nati. Ohio. “Rearmament and re- 
lated measures.” said Mr. Gains- 
brugh, “have been advocated by 
some administrative spokesmen as 
an antidote to the depression 
which they believed began in the 
opening months of 1948. Actually, 
the price break early in 1948 and 
softness in some lines of retail- 
ing and manufacturing were salu- 
tary market adjustments within an 
economy which continued to op- 
erate at high levels. At no time 
during the opening months of 
1948 did civilian unemployment 
rise above three million, the nor- 


mal labor ‘float.’ Far from any re- 
cession, this period continued to 
be characterized by not only full 
but by hyper-full employment.” 
“As a result,” continued Mr. 
Gainsbrugh, “we are piling a 
growing production burden of 
war materiel upon a production 
machine which is already operat- 
ing at capacity to meet peak con- 
sumption loads. Since there is 
little slack in the labor force or 
in industrial capacity of many of 
the industries which must supply 
‘bits and pieces’ to the armament 
industries, competitive bidding for 
labor may start a spiral of cost- 
induced inflation. Workers in the 
armament industries will receive 
an expanding wage payment for 
their part in producing goods 
which are not available for civil- 
ian use. This in turn may begin 
a spiral of demand-induced infla- 
tion, as rising payrolls press 
against a supply of civilian con 
sumption goods which cannot be 
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very, substantially expanded.” 
“There may be more compel- 
ling reasons why this nation must 
embark upon rearmament and 
foreign relief, but certainly no 
necessity exists for a ‘make-work 
program in 1948.” Mr. Gains- 
brugh said. “Yet millions of peo- 
ple abroad are convinced,” he 
continued, “that unless the United 
States finds foreign outlets for 
its goods or engages in large- 
scale armament, it would shortly 
be engulfed in a glut of produc- 
tion which would mean recession, 
if not a full-scale depression. Ac- 
tually the United States is gamb- 
ling with highly inflationary for- 
undertaking its 
armament and _ relief 
Until this program emerged, the 


ces in present 


program. 


competitive forces at work in the 
opening months of 1948 were re- 
storing better balance in our price 
structure. There were growing in- 
dications that we might reach a 
balance between costs, wages and 
prices without undergoing the 
cataclysmic ideflation which has 
characterized the post-war period 
of every great war in this coun- 
try’s history. Instead, as a grow- 
ing proportion of our national 
production is diverted to foreign 
relief or weapons of war, the 
upward movement of costs. wages 
and prices is again resumed. We 
move on from the inflation of 
World War II to the hyper-infla- 
tion of Rearmament II and its 
subsequent stages. 


Not Immediate 


“These new pressures.” Mr. 
Gainsbrugh concluded, “will not 
appear in their full force for 
some months to come. The rate 
of expenditure will rise slowly 
while the necessary period of pre- 
paration for large-scale armament 
production is being completed. 
But against a background of full 
utilization of resources, except for 
length of the work-week, even 
modest outlays for rearmament 
can exert substantial price pres- 
sures. 

“Easing of the food supply 
situation here and abroad may 
mean that the coming price in- 
creases will tend to raise prices 
of manufactured goods toward the 
higher levels of food and farm 
prices. 
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3 Sport Fade-Away Crimp 











More customers want 


Milcor [OLK JOIN 


Stove Pipe 


in Beautiful Milcor Blue 


It’s stronger! 


It’s tighter! 


It’s easier to lock! 


Customers are quick to recog- 
nize the value of LockJoint's 
three exclusive features: 

1. Locking Device locks easily 
by hand. Notched edge in- 
serts into opposite groove, 
forming tight seam. Pipe 
can't pull apart. 

2. Non-slip End Lock prevents 
side slip. Prongs on locking 
tongue fit concealed slot. 

3. Short Fade-Away Crimp — 
with edge turned in slightly 


— permits quick, easy as- now. 





Baltimore 24, Md 


sembly 


which 
strength to the assembly and 
eliminates the danger and 
unpleasant odor of leakage. 


LockJoint is available in al 
standard sizes id 
vanced stove pipe to work build- 
ing your ] 
Check your s 


STEEL CoOmPanY 


Crimp fades away 
rapidly, giving wide, smooth 
shoulder surface before the 
bead. This assures a snug fit 
adds considerable 


Put this ad- 


its this seas 
ock and order 
for price book. 





Kansas City 8, Mo. 


Buffalo 11, N. Y.. MILWAUKEE 1, WISCONSIN - Angeles 23, Colif. 
e 


Chicago 9, Ill. 


w York 22, N. Y. 


Cincinnati 25, Ohio Cleveland 14, Ohio Detroit 2, Mich. Rochester 9, N. Y. 


Milcor Airtite Heater has 
features you can point to: 


¢ Made of rich, beavtiful sheet steel. 

¢ Double-seom construction adds strength. 

df Perfected stove pipe coller helds stove pipe 
securely. . 


d Corrugated sides itiply heat redicti 
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Turek’s Tempers Statements 
With Personal Comments 






Typewritten pleasantries on monthly bills 
makes them more painless for the recipient 
and builds dividends in personal friendship 


A: Turek’s. in Ber- 


wyn, IIl.. they are proud of their 
courteous approach to the collec- 
tion problem and are even more 
proud of their record of a loss of 
less than $200 in bad debts in 
14. years. 

Joseph Turek, Jr.. in speaking 
of these monthly statements. says, 
“There is nothing business-like 
about them.” This. despite the fact 
that the company runs a charge 
account business of about 240 
statements. monthly, approximat- 
ing $2.700 each month. 


A Typical "'P.S." 


Illustrated herewith are parts 


of two statements made out to 
fictitious names showing how 


the statements from Turek’s are 
personalized. One reads: “P.S. 
We passed your house on our 
way home, you win, the walnut 
trim looks better than the tile red 
we suggested. It sets the house off 
more attractively. May I make 
a suggestion? Paint the two inner 
panels on the storm door, walnut, 
if it don’t please you, it can easily 
be painted cream again. Try it 
and see, Joe.” 


And Still Another 


Another, signed “Mae” read: 
“PS. I saw you rushing down 
the street. back from your trip. 
all O.K.? How'd you find the 
house? Did the men wash the 
dishes? Joe kept kidding them, 
as they came in, just before you 
were expected back, they got some 
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Pepe June Ist ,1948 


Berwyn, II 194____ 





Urs. Blank 





Blank Avenues, Blankville, Illinois 


IN ACCOUNT WITH 


HARDWARE, HOUSEWARES | (_J #2 E K ’Sriumaine SUPPLIES 


6828 WINDSOR AVE. PHONE GUNDERSON 207 

















BEST PAINT SOLD 


PAINTS = ENAMELS = VARNISHES 








To s 
One gallon Walnut floor H 
and deck enamel 5 | 50 | 
Two gallons of Cream | i 
House paint 11 | 00 | 
Cne half gallon turpentine 80 | 
Cne sask and trim brush 2] 19 | 

19] 49 |! 
tax 38 | 
19 | 87 |. 


Ye passed your house on our way Home »), you wir, 

tke walnut trim locks better thay the tile zed 

,we suggested. It sets the fiouse Off more attract- 
ively. May I make a suggestion? Baint| the two 
inner panels on the storm Kioor walnut| if if 
don't please you , it car pasily |be painted 
cream 2gaine Try it and see. 

| 


, | | 
Joon. | 
a LzALi ple 


The "P.S." at the bottom of this statement tells its own story. 


sel | | 























polish and window cleaner, to “We feel that these charge ac- 
give the house the works, so I counts are personal courtesies to 
guess they were on the job.” us. because in the 14 years we 


have been at this location. we 

Personal Courtesies have not lost over $200 in bad 
debts. and customers come and 

Commenting further on his go freely with the goods they pick 
unique idea Mr. Turek observes, up and charge, seldom asking for 
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ov 
yin’ for ¥ ey 
got ME cR Is there genuine sales appeal to these 






de luxe Federal Onion Choppers? Ask any 
woman who has cut onions by hand while 
the tears streamed down her cheeks, and see what 
she says! You'll get an affirmative answer, and v you'll se ol sales 
volume, too... if you just display these popular cry-proof, odor-proof little work- 
savers where customers can see and buy them! They're equally efficient for 
dicing eggs, liver, parsley, celery, and small vegetables, so you have plenty 
of selling features. This big-value number... one of the favorites 
in the nationally-known line of Federal Practical Housewares 
. is complete with reinforced rod cover, wood 
chopping block, rust-proof steel chopping blades, red 
wood knob, and sturdy aluminum cover which 
fits securely over 12-0z. clear glass graduated meas- 
uring cup. Delivery? Prompt shipment out of 


stock! Suggested retail price... 50c. 





No-Drip Servers, 

Onion Choppers, 

Salt 'n Pepper Shakers, 

Condiment Sets, 

Nut Meat Choppers, 

Household Sprayers, 

‘Cah Removers, etc. 

..- and a variety of gift 
set combinations. 








FEDERAL ‘TOOL CORP., 
400 N, LEAVITT ST., 
CHICAGO 12, U.S, A. 


FEDERAL 
Vractical 
¥ Representatives in: NEW YORK, ST. LOUIS, MEMPHIS, SEATTLE, DENVER, HOUSEWARES 


DETROM, ATLANTA, MINNEAPOLIS, LOUISVILLE, PITTSBURGH, DALLAS, PHOENIX, KANSAS CITY 
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catalog pages avatlabie 


‘ ‘ 7 Abst 2 Wii ‘es — 
rt 
>. “ 
Avaslable 
Sor 
prompt shipment. “= 
te 


on request. 





JUNE 17, 1948 163 












Mrs. Blank 


STATEMENT 


Berwyn, lll.,___June Ist 1948 194 





Plank Avenue, 


Blankville, Illinois 





IN ACCOUNT WITH 








6828 WINDSOR AVE.) 











HARDWARE, Housewares | (J be E K’ Srium BING SUPPLIES 


PHONE GUNDERSON 207 

















Fine feet of linoleum bind! 54 t 
One quart of linoleum varnigh 1) 98 | 
One economy can scct destroyer 98 |! 
One quart of pure gum turpentine 59 


Pode I saw you rushing dom tke! 
trip, all OeKe? How'd you 

men w:sh the dishes? Joe kt 
came in,just before vou we 
got some poliskt and window 
house 'the works, # I gues: 


__f | | 


BEST P4INT SOLD 
PAINTS = ENAMELS * VARNISHES 
| | | 
Tols 
One six dozen egg crate 21239 







Tax 
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Here s another statement with a 
comment that is easy to take. 


a copy of their charge. A wave 
of the hand and with some jest 
of one kind or another, they leave 
confident that the end of the 
month will bring them an itemized 
statement of their purchases. 

“Therefore, when at the end 
of the month we send out state- 
ments, we add a little note here 
and there, a personal message to 
our customers. Easter found us 
adding ‘Happy Easter Greetings.’ 
‘What are you going to wear new 
for Easter’, light greetings that 
just make for ‘hominess’ in that 
monthly appearance of the de- 
tested bill. 

“In other months we comment 
on local news or recal] some con- 
with 
as: ‘Don’t forget you are growing 


versation a customer such 


Dill in your garden for me.’’ 
“All of this,” says Mr. Turek, 
“is just another way of presenting 
a bill painlessly. While the pen 
and ink addition, may mean more 
work, it adds up in dividends of 
personal friendship that make 
our store ‘individual in service.’ ” 


Complete Hand Tool Display Sparks 


f beag Ralph Schmitt Hardware 
in Paola, Kan., has enjoyed a 
great increase in sales of hand- 
tools as a result of this display, 
which presents in compact space a 
complete sample showing of all 
sizes and types of handtools car- 
ried by the store. Stock for the 
display is directly underneath the 
display unit. Special lighting sets 
off the department so that all 
people entering the store are im- 
mediately made conscious of the 
display 

Mr. Schmitt says, “Getting hand 
tools where every customer can 
see and different 
styles and sizes has resulted in a 
marked increase in sales. So far, 
the increase has been most notice- 


compare the 


able in saws and braces, increased 
sales of these alone having made 
the idea worth while. Othe types 
of tools also have become better 
sellers and the idea has helped in- 
crease store traffic in general.” 
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Extra Sales for Ralph Schmitt 


The display was made as a 
surprise for Mr. Schmitt, by two 
of his employees, Roby Lutz and 


escent 


Bert Parsons, when their employer 
was on his holidays. And the sur- 
prise was a pleasant one. 





This sample display setup enables the customer to make immediate 


comperison of the various types and grades of tools in the store. 
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Earl Warren 
na S : Basin 
endo ic c 
our trem at strated the Pac reress in 
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n ia's - 
sitio ziforn tnvit * One of oa series of ad- 
assur 40 come « join ss ties vertisements based on 
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q~ne t e the Pp any industrial opportunities 
yt am napr yesti&8 pod st jn che @ in the states served by 
yo 0 wnich © Union Pacific Railroad, 
for es eore*?" 
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Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho; 
Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming. 


*Address Industrial Department, Union Pacific Railroad 
Omaha 2, Nebraska 


UNION PACIFIC RAILROAD 
Koad off the Daily Steeambiners 
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Follow a Plan for Effective Advertising 


Advertising should not be of the hit-and-miss type but 
should be on a definite planned basis. Planned programs 
eliminate waste and give a return for money expended 


Successrur advertis- 
ing follows a careful blueprint 
which charts out both intended ac- 
complishments and methods neces- 
sary to attain this goal. 

For the hardware dealer. all 
promotion, no matter how small, 
must do certain specific jobs which 
include: 

1. Convincing the publie that 
this store is a good place to buy. 

2. Creating future or immediate 
sales, 

3. Increasing traffic in the store 
to sell items which are not adver- 
tised. 

In other words, net only must 
advertising build sales. but also 
maintain a reputation and increase 
prestige. This. of course. will ere- 
ate future sales. The ultimate 
coal, howevem of all advertising 
is a steady and profitable volume 
of business. 

Many inexperienced hardware 
dealers gage the results of adver- 
tising by immediate sales only. 
They feel that if the previous 
day’s promotion has not “pulled”. 
advertising will not pay for them. 
They forget the long range. cumu- 
lative effect. Keeping the name be- 
fore the public will undoubtedly 
bring in eventual business. 


The Advertising Budget 


In order to put advertising on 
a planned basis, it is first neces- 
sary to establish an annual budget. 
This should be based upon two 
considerations, 

1. The volume of business that 
is expected, 

2. The amount of money avail- 
able for advertising. 
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By IRVING SETTEL 


Advertising Manager, 
Concord's Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


The problem arises, of course, 
as to how to determine expected 
business. This can be done by : can- 
ning past sales. It may he neces- 
sary to examine last years books, 
to interpret general — business 
trends and to determine sales po- 
tentialities. Advertising appro- 
priations should be geared to sales 
objectives. This is sometimes difh- 
cult, especially when uncertain 
times make the future predictions 
dificult to forecast. 

However, a certain sales poten- 
tiality must be determined. This 
will be a guide. It will show you 
the way to ascertain a budget for 
promotion, This amount may vary 
anywhere from 1 to 5 per cent of 
proposed net sales. Naturally, it 
will depend upon a number, of 
factors including the potential of 
the town, the store. the optimism 
and faith of the retailer. 

There is a tendency with some 
small hardware dealers to avoid 
planning of any type. Many pre- 
fer to operate the business on a 
day-to-day basis. Successful mer- 
recognize the 


chants, however. 


necessity for planning = many 
months and sometimes years in 
advance. While it is true that it 
requires a great deal of time to 
work out a campaign. the results 
usually warrant this task. 

\ planned advertising program 
is an important factor in the 
VvV 


Part 23 






elimination of waste. When there 
are no plans. large sums of money 
are often spent without regard for 
actual needs. Small ads in charity 
publications, outright donations, 
etc., are often charged to adver- 
ltising. The result is that the expen- 
diture is high, results are low and 
“promotion” is blamed. A plan 
will avoid this type of waste wher- 
ever possible. It will allow money 
only where it shows specific 
results. 

Advertising should be consid- 
ered an investment rather than an 
expense. It can bring rich returns 
if handled correctly. Once the an- 
nual budget is determined. the 
appropriation should be broken 
down into smaller classifications. 
Breakdowns. for example. can be 
made according to various media 
as well as monthly expenditures 
in each. These should be flexible. 
allowing for business changes and 


unforeseen reverses. 


Institutional and 
Promotional Advertising 


As stated previously, many. re- 
tail dealers think of advertising 
in terms of immediate sales of spe- 
cific items of merchandise. While 
this is important, another object 
should he considered when pro- 
motion money is being spent. Il 
must be realized that the store is 
not in business for one week. one 
month or one year. The hardware 
dealer must think in terms of the 
long range future. He must not 
only convince the public that ce: 
tain hardware items are necessar 
to buy. but also show them tha 
his store is the place to buy i 
town. He must apportion some 0 
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They’ll Buy SECURITY With These Good Looks 





Again in production and being shipped in ever-mereasing 
quantities, is this famous Eagle Dead Lock. Retaining all of 

its original high security and durability. this popular household 
guardian has been re-styled in finish to add eve appeal to its 


dependable structural features. Alone with a sparkling new 


ees | 


j gold bronze finish. this Eagle lock provides the recognized safety 
EAGLE NO. 3533 BZL : 
PIN TUMBLER RIM of the dead lock: sunken ey linder ring for greater security: 
DEAD LOCK Size 414 i 
by 2%". 5 pin tum- ease of installation: and flexibility of use. Because of the 
bler. Gold bronze fin- . 
ish, rustless alloy pressing demand for security of this type. Eagle is doing every thing 


case. Brass plated rustless alloy cyl- 
inder plug and ring. Steel bolt with 
case hardened steel cores. 


possible to speed deliveries to yvour jobber. Place youl ordet 


today—it will pay vou to feature this timely headliner. 


Remember to specify EAGLE for screws and 
bolts. Precision manufacture gives you concen- 
tricity of head with shank . . . clean finish on heads 
and threads, no burrs . . . uniformity in centering 
and depth of slots. Write: Screw Division, The 
Eagle Lock Company. 


THE EAGLE LOCK COMPANY 


Subsidiary of Bowser, Inc. 
America’s FIRST Lockmakers ¢ Since 1833 
217 Eagle Street ¢ Terryville, Connecticut 
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his money for institutional adver. 
ONE TOOL SELLS ANO Va tising. In this way, he will build 

. a reputation which eventually will 
be reflected in immediate sales, 
Consequently, both promotional 


CARRY the COMPLETE (iRiiaiman mine 
Sarra-Yames LINE 


year. 


8” Bench 
TILT ARBOR 


" 


Themes and Appeals 





Certain factors about the mer- 
chandise or the store should be 
determined in advance of produc. 
ing the advertising. A central 










‘o-tnch Ball Bearing 
BELT and DISC SANDER 





theme should be chosen and main- 
tained throughout the campaign. 
| This theme should reflect _ the 





silly siaiincmad |  store’s policy, characteristics, etc. 





It is something upon which to 
build your plan, something for 
long range identification by the 
public. Some excellent examples 
of good appeals include the fol- 
lowing: 





I1—Price. Here is a_ popular 
appeal which can be used with 
good results. A low price is ever- 





lastingly popular if “reason-why” % ‘ 
copy is used. Always explain to e 
Belt, 6” x 441/,” ... Disc, 8” diameter .. . Drum- the public how you can afford to] Em 


type pulleys for contour sanding . . . Drive pulley sell at “such a low price”. 
rubber faced . . . Universal table, with miter 


gage ... Belt removed in 30 seconds. 












8” Bench 
THT TABLE 


2—Quality. Combined with low 
price, quality is even more appeal- 
ing than when it stands alone. 
Nationally known products men- 
tioned in the advertisements add to 
the feeling of quality. The public 
is becoming increasingly conscious 








DARRA-JAMES Re ae Re 

8” Floor of brand names and their associa 
TILT ARBOR i STEP-TOP tion with quality. 

| POWER TOOL 3—Selection. A large selection 
STAND of merchandise will save a cus 
oe oop for tomer both time and effort. Al 
— ways use advertising to dramatize 

7” Bench — MODERN an abundance of a line of items. 
ne WORKSHOPS 4— Customer Conveniences. 


Making it convenient to shop will 





increase the store’s popularity. 
DEALERS— Play up your open counters. your 

SANDER Write for credit and layaway plans. your 
, Franchise courteous clerks. etc. It will build 


12” Floor Plan! is — .. ror reliability in 
TILT ARBOR your reputation for reliabilit 









your community, 


ww 


Many Types of Appeals 






Sands flat or curved sur- 
faces... Only 10” long. 





Roller Bearing 
LATHE 4%” JOINTER Hundreds of different ap »peals 


re 4 ry i . r h one 
SAW BLADES e MANDRELS e JACKSHAFTS ¢ MOTORS “ ti ji : —_ . 
s discovered, play it up cor 
sistently. It will help to build 
CORPORATION your sales in the present and your E € 
WATERBURY 91, CONNECTICUT store in the future. 
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You'll have plenty of satisfied, we'll-be-in-again customers 
when you stock the Bethlehem line of bolts and nuts. 


Customers go for Bethlehem Bolts for a variety of rea- 
sons. Ruggedness. Neat appearance. Smooth-fitting threads. 
Straight shanks. Easily-gripped heads. And you'll go for 
Bethlehem Bolts because they’re made and stocked in 800 
different diameters, lengths and types—sufficient to meet vir- 
tually every requirement. 

Depending on size, Bethlehem Bolts are packed in card- 
board cartons or paper packages, each identified by the 
attractive red-and-white Bethlehem label. They're good bolts 
to sell—try them and see. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM BOLTS 
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“JUST A HAMMER TO APPLY IT" 


It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Bele Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Aliigator 
Steel Belt Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 


A display of Economy Packages on 
your counter will help you sell belt 
protection. 


ECONOMY DISPLAY UNIT 
No. 410 Economy Display Unit. List...... $5.60 


Four sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 


Lacing List per carton Belt 

No. of Ten (10) Thickness 
15E $4.75 1/8” to 5/32” 
20E 5.00 5/32” to 3/16” 
25E 6.25 3/16” to 7/32” 
27E 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


4616 Lexington Street, Chicago 44, Illinois 


For more than 30 years the most universally 
used belt lacing in the world. 


ALLIGATOR 


JS PAT OFFicE 






MARR REG 


STEEL BELT LACING 


ALLIGATOR 





Equalization of Taxes 


(Continued from page 178) 


made, not when it is distributed. 


They say: “We are agents of 


our members, and an agent is 
not liable for tax on his princi- 
pal’s account.” 

The truth is that practically all 
co-ops act as principals; even the 
law eliminated the agency re- 
quirement 20 years ago. Operating 
as principals, the co-ops should 


pay taxes as principals. 


Meanings Differ 


When a co-op says “we pay in- 
come tax.” it doesn’t mean what 
the rest of us mean. Actually, a 
co-op pays only the very smallest 
amounts. and excludes the large 
amounts of profits that are paid 
out as patronage dividends. gen- 
erally in stock or scrip. 

Co-ops say: “We are like part- 
nerships. Our members, as_ the 
partners, pay income tax on pat- 
ronage dividends.” 

Sut 90 per cent of co-operatives 
have become corporations, to re- 
lieve their members of personal 
liability. They should he taxed 
as corporations, and their stock- 
holder-members should then pay 
the tax that the law requires of 
other stockholders. 

Conservative co-op leaders are 
worried about the extension of co- 
ops into the cities. Why did H. E. 
Babcock, the founder of the big 
GLF co-op in New York and the 
top-ranking philosopher of the 


farm co-op movement write in 


his column in the Co-operative 
Digest: 
“The Co-operative Congress is 
controlled by ultra-liberal and 
leftist factions largely predomi- 
nating in the consumer co- 
group and radical 
They 


co-operative commonwea | t h. 


operative 
labor circles. preach a 
‘down with the profit: system’ 
and lean strongly toward more 
government control. This doc- 
trine ‘is just as offensive to the 
members and leaders of the 
bona fide farm co-operatives as 
it is to industry and business in 
ceneral.” 
If we have ‘heretofore devoted 
most of our attention in this fight 
for tax justice to the large re- 


gional corporations, we are now 
obliged to give equal attention to 
consumer corporations. These con- 
sumer corporations are adopting 
chain store principles. 

Large regionals, such as Eastern 
Co-operatives, Inc.. are building 
large stores, are installing self- 
service units and are swiftly ad- 
vancing into the sales of hard. 
ware, household goods, electrical 
appliances and like articles. 

We are obliged also to turn 
our attention to the financing of 
co-op department stores. The pre- 
sent plan of the Filene endowed 
Consumer Distributor Corp., is to 
establish 100 department stores 
throughout the United States. and 
this is a genuine effort. Each store 
will represent a capital investment 
of $800,000. and each giant co- 
op is expected to gross a business 
of $2 million. Hardware is to be 
offered in each of these stores, 


A Challenge 


When we consider the tremend- 
ous velocity of the growth of the 
co-ops we must recognize it as one 
of the greatest challenges to con- 
front our trade. Recently the Re- 
search Institute of America after 
a factual study declared. and | 
quote: 

“Even if all its privileges were 

abolished. the larger and more 

powerful co-op would carry 
right on.” 

This is only an opinion. of course 
and the observation may or may 
not be accurate. but all of us en- 
svaced in this campaign for tax 
equality will take our chances in 
a free American economy-——t/ our 
competitors u ill do the same. Co- 
op spokesmen invariably confuse 
this question. and so we now have 
in America a peculiar form of 
economy. which in defense of its 
tax exempt privileges will go to 
any extreme. 

All of us must unite in a de- 
termined effort to correct this in- 
equity which is so full of menace 
for all of us in business. This is 
a rugged fight. The co-ops have 
enlisted many political allies 

Recently the National Socialist 
Party adopted a platform in its 
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** Modern Ways for Modern Days“’ contains a 
wealth of solid material on what the “‘appear- 
ance factor” in retail selling really means. It’s 
chock-full of actual “before” and “after” 
photographs of all kinds of businesses that 


SELLEna 7 > 


“PITTSBURGH 


STORE FRONTS 
AND INTERIORS 


PITTSBURGH PLATE 
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New Store Modernization Book show 


ee ee ae 


how you can attract more customers, 


m_increase retail sales and profits... 


have gone after greater success by modernizing 
with Pittsburgh Glass and Pittco Store Front 
Metal. Here’s a “must” for everyone concerned 
in any way with retailing. 


In addition to many pages of store front 

photographs, this new book includes scores of 
views of remodeled interiors of a large variety 
of businesses. A number of pages are devoted 
to the designs of some of the world’s foremost 
architects. These are magnificent conceptions 
and cover a wide range of stores and othe 
establishments. The important subject of 
“Group Modernization” also is fully covered 
Outstanding examples of such projects are 
iliustrated. And, throughout the book, there 
are interesting notes, photographs of actual 
installations, and proposed designs of “open 
vision” store fronts—the latest trend in sales 
winning structures. 

There are many more valuable features in 
this 





intensely interesting and informative 
book. It’s easy to get your cop 
Just fill in and return the con 
venient coupon below. Do it 
right now. It’s FREE! 


end the coupery 
yey copy NOW! 


Pittsburgh Plate Glass Company 
2150-8 Grant Building, Pittsburgh !9, Pa 


| 
| I'm interested in vour new book on store 
| modernization Modern Wavs for Modern 
| Davs.”” Please send me a FREE copy 

: Name 


\ddress 


GLASS COMPANY 















Perfection 
DUBL-CHEM-FACED 


(TRADE MARK) 


MILK FILTER DISCS 








ARE BEST SELLERS AND 
MOST PROFITABLE 
TO YOU!, 















FAST 
TURNOVER 
because 

HIGHEST QUALITY 
AT LOW COST! 


oe 


SALES REPEAT BECAUSE YOU GIVE 
CUSTOMERS MORE FOR THEIR MONEY! 


No other double-faced filter disc is more 
efficient, regardless of price! Build a steady, 
profitable trade by helping farmers save 
money at every milking! Millions in use! 


NATIONALLY ADVERTISED IN 


Successful Farming, Hoard’s Dairyman, Dairy- 
land News, Wisconsin Agriculturist, The Farmer, 
Modern Dairyman, Rural New Yorker, New 
England Dairyman, New England Homestead, 
Dairymen's League News, Better Farming Meth- 
ods, California Dairyman, Western Dairy Journal, 
and other publications. 


Onder eee 








SCHWARTZ MFG. CO., Two Rivers, Wis. 


Exclusive Manufacturer of 


Perfection 
DUBL-CHEM-FACED 


(Trade Mark) 


MILK FILTER DISCS | 








FE 
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sessions at Reading, Pa., which 

said, and I quote: 
“The Socialist Party calls upon 
the co-operative movement to 
abandon its position of aloof- 
ness and to join forces with or- 
ganized labor and the Socialist 
Party in fighting the reactionary 
forces which are attacking all 
three movements.” 


Two Roads 


Two roads lie before us. One 
leads to co-operative monopoly 
and eventually to the Co-operative 
Commonwealth. As Willis J. Bal- 
linger, formerly economic adviser 
to the Federal Trade Commission, 
says in his book. “By Vote of the 
People.” 

“The form of business organ- 
ization advocated by co-opera- 
tors is monopoly. They will 
have no dealing with competi- 
tion, which they condemn as 
wasteful and exploitative. 
Should the co-operative move- 
ment triumph, all business 
would be collectively owned by 
the people, but each business 
would be organized into a mon- 
opoly. Obiviously such a scheme 
would result in a terrific cen- 
tralization of economic power 
in the hands of the few men 
who would direct the business 
of America 
“If private business starts se- 
ceding from the Federal taxes 
on net income via the co-opera- 
tive route, the government 
would be forced to eliminate 
the tax exemption privileges it 
so thoughtlessly bestowed upon 
co-operatives. But even if priv- 
ate business does not turn co- 
operative, there is no reason 
why co-operatives should con- 
tinue to enjoy such privileges. 
when the result of cooperation 
if it succeeds, will be to destroy 
capitalism and with it democ- 
racy in America.” 

The other road leads to tax 
equality, which can and must be 
brought about by appropriate 
legislation at both the National 
and State levels. These two steps 
are necessary: 

1. Section 101 (12) and (13) of 
the Internal Revenue Code 
must be repealed, thereby ter- 
minating the legal tax exemp- 


tion of farmer co-operatives 








Sémer PADDLE PUMP 


OVER A MILLION 


GALLONS... 
stn ONS 


no 





IT’S hard to say which will wear out 
first—the neoprene rubber 
paddle, the bronze end plates, 
or the stainless steel shaft. So 
far, none of these parts show 
signs of wear—even though the 

ump has delivered over a mil- 
a gallons! This is more than a 
lifetime of normal wear. 

HUNDREDS OF USES 
Farmers and townsfolk use the 
Simer Paddle Pump for draining 
basements and swamps... fill- 
ing cisterns and stock tanks... 
watering lawns . . . transferring 
liquids. This pump is furnished 
on more than half of all power 
weed sprayers now in use. 

HANDLES MOST LIQUIDS 
Recommended for all liquids and 
semi-liquids except those few 
that would react chemically on 
neoprene rubber or bronze. 
Operates continuously at 1750 
R.P.M. Outlasts ordinary 
pumps when operating on dirty 
or abrasive liquids. Low in cost 
—high in quality. 

Ask Your Jobber or Write for Circular 


JEROME SIMER COMPANY 
422 Stinson Bivd. . Minneapolis 13, Minn 
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Model B20 B21 
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The only “Home Engineered” line of 


rubber housewares where each house- 
hold need is painstakingly studied and 
then a product designed to fill that need. 

To make this product the finest possible, 
Rubbermaid engineers use a compound 
of 12 perfectly balanced ingredients. 


RESULT: Rubbermaid Housewares... 
the Quality Brand that cushions shock 
and assures long life resistance to soap, 


cleansers, grease, scalding water and heat. 
* 


The complete, Nationally Advertised Line 


Rubbermaid is backing you with 
104,000,000 Reader Impacts in leading 
National Women’s magazines ... Write 
for integrated Dealer Helps. 


THE WOOSTER RUBBER COMPANY 
Dept. HA 1, WOOSTER, OHIO 
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and their right to accumulate 
tax-free reserves for “any nec- 
essary purpose,” as permitted 
under the present law. 

2. Corporate income subject to 
the Federal Income tax must 
be specifically defined in the 
Internal Revenue Code to in- 
clude 
in any form, thereby terminat- 
ing Treasury rulings which per- 


“patronage dividends” 


mit their exclusion or deduc- 
from taxable 


tion income. 
That formula would, we _ be- 
lieve, produce competitive tax 


equality. It is the only method 
that will. It will not hurt co-opera- 
tives any more than it hurts our 
trade which has paid the heavy 
wartime rates and still has man- 
aged to survive. For the co-ops 
today are in a position to buy 
good management; they are firmly 
established; they ample 
ability to pay; and there is 
nothing unconstitutional in the 
imposition of such a tax. 

As I have told you, Congress is 
considering the problem, in an 
effort to find proper measures to 
correct present abuses. Will it try 
to protect private enterprise from 
an unfair competitive situation? 
Will it try to close loopholes in 
the law, and bolster the National 
revenues ? 


have 


Tell Congress 


Right now it is essential that 
all taxpaying businessmen express 
themselves to their members of 
Congress. Remember that the co- 
ops are not going to accept taxa- 
tien willingly. They are going to 
fight to keep the special privilege 
that they now have. They have a 
powerful lobby. 

But if you men—and I mean 
each and every one of you—will 
tell your Congressmen that you 
want the co-ops to be taxed just 
as you are taxed, I am confident 
that Congress will listen. So I ask 
you to act— in your own interest 
—and to urge other businessmen 
in your home towns to act too. 

I ask you to support National 
Tax Equality Association to the 
utmost of your ability for we are 
fighting this fight to the utmost. 

Then the fight will be won; the 
danger will be eliminated—and 
the principle of tax equality will 
be re-established in our laws. 
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A CAMILLUS Knife designed 
for fishermen, hunters and 
campers —and priced for vol- 
ume soles. 

It’s a beauty, with loads of eye 
appeal and everything they want 
in a knife —long, slim blade, 
chrome plated to resist rust — 
scaler, hook disgorger, cap lifter 
and lock to keep blade open 
when in use. 

Like every CAMILLUS Knife it's 
quality-built, through and 
through. 





NATIONALLY ADVERTISED in 
Saturday Evening Post, Life, 
Field and Stream, Outdoor 
Life, and five other national 
magazines. Get your supply 
now to take care of your trade. 


S—s39u08910 


Packed with disploy 
cord, dexribing ite 
meny sales fee. 
tures. M612 Asst. 


__—eg——— 
CAMILLUS 
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Sponge Rubber 
Strip 





DURKEE-ATWOOD 


DOR-TITE’S 


PATENTED NO-STRETCH 
FABRIC BAC K 


PREVENTS CREEPING 
OR LOOSENING 





WORTTITE 


PSM 6019-295 
y 


re-—_ 
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Dor-Tite sticks tight... stays right. 
No matter where you use Dor-Tite 
... around doors, cowls, hoods, 
trunks .. . #t's there permanently. 
Prevents rattles, squeaks and 
rumbles, stops dust and drafts. Self- 
sealing adhesive back speeds ap- 
plication. 

Ask about assortment No. 1224. 





Minneapolis 13, Minnesota 
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Landers, Frary & Clark Offers Appliance 
Course in Film Form 


ANDERS, FRARY & CLARK. 
New Britain, Conn., has an- 
nounced a comprehensive series 
of dealer educational films for 
the training of major appliance 
distributors. dealers, and their em- 
ployees in the merchandising of 
Universal electric 


cording to W. J. 


rector of 


appliances ac- 
Cashman, di- 
promotion. Developed 


around electric ranges, water 


heaters, vacuum cleaners, washers, 
ironers, traffic appliances and the 
company's new Bantam range. the 
visual training aids are a series 


of slide 


guides and product manuals em- 


sound films, training 


ploying techniques similar to 
those used in training during the 
war. There are 8 films in the 
series. 

In the first sound slide film 
Appeal” the 
bridges the gap between the pro- 
Frary & Clark, 


the dealer and the consumer of 


“Universal program 


ducers, Landers, 
Universal electrical appliances. 
affords 


opportunity to meet 


“Exclusively Yours” 
dealers the 


Lee Moss, 


cleaning equipment division and 


sales manager, home 


to study Universal’s two tank 
type cleaners. The film presents 
six exclusive Universal features 
and visualizes the proper method 
of demonstrating the product and 


its large assortment of attach- 
ments in the home. The film 
“Competitively Yours” deals prin- 
cipally with Universal’s upright 
motor driven brush type cleaner. 
Tested techniques for presenting 
the cleaner’s attachments, a sim- 


plified demonstration technique 
and graphic illustration of pur- 


poses the attachments serve are 
shown. Following the brush type 
cleaner section are sales facts 
about the hand 
vacuum cleaner and floor polisher. 

As the story of “The Nation's 
Fastest Range” 
trays exclusive features and shows 


carpet sweeper, 


unfolds. it por- 


how to present each. 

In “The Buy Line.” are answers 
to the 
housewives ask when approached 
for the purchase of a 

“Let's Make 


shows the Universal 


multitude of questions 
washer. 
Ironing Easier” 
Ironer and 
also presents the Universal De- 
luxe 2-speed ironer with six fea- 
tures, each clearly illustrated and 
described in detail. The film pre- 
sents the Universal single speed 
ironer and illustrates features of 
the Universal tank type model. 
Big range performance in a 
small range is key note of the 
film “The Mighty Universal Ban- 
tam,” which gives 
the Mighty Bantam will meet the 


reasons why 





One of the slides from Universal's sales-training course showing 
displays of appliances and housewares in a hardware store. 
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Dobbins NEW continuous 


2-QUART SPRAYER 


tea 









@ Here is a high quality hand sprayer designed for count- 
less uses . . . sturdily built for long life and rugged serv- 
ice. It is priced at a practical level . . . embodies a large 
number of valuable features unmatched in many larger, 
much more expensive units. Slight pressure on the strong 
and comfortable metal handle effects a continuous spray, 
atomized—by a patented whirl-spray nozzle. A new 
VERSATILE... STRONG... 
ATTRACTIVELY PRICED... 


MANY ‘‘PLUS’’ FEATURES 


style synthetic positive air valve contributes to oper- 
ating ease. Tank and pump are of 26-gauge galvanized 
steel. A removable syphon tube makes this sprayer 
easy to clean and maintain at maximum performance. 


Handles economically and effectively DDT solu- Dealers do better with Dobbins complete line of hand 


tions, oil sprays, chemicals, disinfectants, deodor- and small power sprayers and dusters, offered in a 


ants, germicides and insecticides. Ideal for both wide variety of styles and sizes to meet every prac- 


indoor and outdoor use . . . for spraying plants, tical need. Make more money with Dobbins. Contact 


shrubs, gardens . . . for fighting flies, lice and mites. your jobber today! 


DOBBINS MANUFACTURING COMPANY 


PAUL, 


ELKHART, INDIANA AND NORTH sT. MINNESOTA 


ADDRESS ALL INQUIRIES TO DEPT. 601 ELKHART, INDIANA 





5 fase; 





CASH IN ON THE DEMAND FOR DOBBINS DEPENDABILITY 


4 
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housewife’s average cooking re- 
quirements at small range cost. 

“Treasure Islands” shows that 
sales which dealers extract from 
traffic appliances depend on the 
amount of attention devoted to 
merchandise. 

“Dollars From Hot Water 
Sense” portrays the many uses 
of hot water in the home . . . the 
advantage of electric water heat- 
ing and the features of the Univer- 
sal water heaters. 

The films can be shown indi- 
vidually or collectively. Special 
training guides were developed 
to assist distributors and dealers 
in presenting the program. 

The sales training program is 
devised so that distributors in 
turn can conduct dealer meetings 
in their areas, and dealers will 
present the program to their em- 


ployees. 


Distributor Gets Story 


The company’s executive staff, 
comprised of the sales managers 
of the various divisions in the 
major appliance department are 
taking the story directly to the 
distributor in a series of two day 
training meetings from coast to 
coast. A general meeting guide 
for the use of the distributor ex- 
plicitly details the manner in 
which the program should be 
handled and assists the distribu- 
tor in setting up his own meeting 
and gives the necessary data 
needed to orientate his retail 
group in the visual study. There 
are individual sales training 
guides for each film in addition 
to a series of scripts featuring 
pictures shown in the films. 

Each distributor and dealer will 
be able to secure from Universal, 
all entire equipment necessary for 
the sales training course which in- 
cludes: 1) general meeting guide; 
2) individual product training 
guides which duplicate the slide 
film; 3) a projector; 4) a screen; 
5) films; and 6) records. Indi- 
vidual sales training guides con- 
tain pertinent market date, demon- 
stration techniques and the adver- 
tising story behind the individual 
products for specific dealer use 
in training employees. Running 
time of the individual films varies 
from 8 to 27 minutes each. 
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make a “‘mint” of money— 


feature the 


NEW SWING-A-WAY ICEMASTER 


* WORKS EASIER=new geared construc- 
tion crushes more evenly with less effort. 


* DRIP-PROOF = can’t drip when cup is 


removed. 
ADJUSTABLE for fine, medium or coarse 
ice—larger capacity. 


® ALL METAL-=rust- proof throughout 
nothing to crack or warp —hard-baked, 
scratch-resistant finish. 


HANDSOME true postwar functional 
design—the “new look” in ice crushers— 
six beautiful color combinations. 


ORDER FROM YOUR JOBBER TODAY 





geared for greater ‘sales 


STEEL PRODUCTS MFG. CO. 4100 Beck Saint Louis 16, Missouri 
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. yo) Mliighiander 
New best-selling number with 
highland plaid center. 

Choice of five colors on white 


Cefresher' || 
Popular design ‘*.;.\; <) 
of our kitchenware .: })! 
set. Five smart colors.:,”* / 


on white. ASE 
‘Stove and table mats with the Aristo-mat label 
~_ s/i''are the only ones your customers see in 
*n° Saucer their favorite magazines. And they’re the 


Fast-selling Colonial . 
design Red, black, 
blue or green on white. 


best quality that money can buy! No 
» wonder Aristo-mats sell faster, more 
a \WSR easily, give greater satisfaction! Your trade 

ADVERTISED IN 5 *-) knows and appreciates these exclusive Aristo-mat 
* Good Housekeeping : xy ie features: 1. New, heat-tested “Quad-coat” process 
* Ladies’ Home Journal , a ye baked enamel finish. 2. Extra heavy asbestos padding. 
3. Patented, rounded “Kant-Kut Korners.”’ 4. Underglazed design 


* Woman's Home Companion 
; guaranteed not to chip. Check your Aristo-mat stock today! 


* Better Homes & Gardens 
* McCalls 






Aristo-ware Kitchen Set 
“Refresher” pattern stove mat, hot 
pod, canister set, cookie can, 
oval waste-basket. Durable 
avolity, smart colors. 


Phoenix Table Mat Company 


1315 WEST CONGRESS STREET 
CHICAGO 7, ILLINOIS 


JUNE 17, 1948 










ae 


Y ae 
? 
te 


& 


’ 


A Guided Tour of The Merchandise Mart starting from the Main Lobby. 
This group included well-to-do home-owners from nine states. 


og eee 


Vie, 


4 
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Guided Tours of The Merchandise Mart 
A Hit With Trade and Public 


Beginning Sunday, March 14, The Mer- 
chandise Mart launched a newspaper, 
magazine and radio campaign inviting 
the public to visit, by Guided Tour, re- 
presentative exhibits of home furnishings 
in this greatest of Market Centers. 

The response was instantaneous. Our 


switchboard was del- 


being trained to handle the growing vol- 
ume of visitors. And—most important— 
the great majority of these visitors, when 
they finish their tours, are live prospects 
for the merchandise you have to sell! 
Retailers approve this broadgauged 
plan. They realize, as do our exhibitors, 
that these Tours de- 





uged with advance 
reservations. Our staff 
of guides immediately 
found themselves 
operating at capacity. 
Additional guides are 





IMPORTANT NOTICE 
No Guided Tours for the public for 
the period preceding and during 
The Merchandise Mart’s 
INTERNATIONAL 
HOME FURNISHINGS MARKET 
July Sth to 17th, Inclusive 


finitely stimulate pub- 
lic interest in home 
furnishings and house- 
hold equipment and 
thus benefit the entire 








OFF Ree eees 






industry. 


ANDISE MART 


Centered for Efficient Year-Round Buying and Distribution 


CHICAGO 
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2-Way Colander and 10-Quart 
Sauce Pot 


The 2-Way Colander and 10-Quart Aluminum 
Sauce Pot are especially designed for speed 
steaming and blanching of vegetables for freezing. 
The 10-quart pot gives ample room for water. The 
colander has many smooth perforations, allowing 
steam to reach all foods quickly. The snug-fitting 
cover with patented vent allows only excess steam 
to escape and prevents burns. Smaller sized 
steamerette also available. 








































Case Case Wt. 


No. Capacity Gauge Lots Approx. Ly ‘ 
5310-28 100+. Colander 18 3 12 Ibs. All Purpose Strainer 
S. Pot 17 si 
9666 6 OF. 18 3 9 Ibs. The All-Purpose Strainer is a handy help 


in freezing foods. Tapered sides fit in 
various sized pans. Extra special for 
draining berries. 


4a a 
- , SS" Case Wt. Case 
% i No. Diam. Ga. Approx. Lots 
9912 Top 113%,” 20 12 9 Ibs. 


: Bottom 10” 
Buckeye Aluminum 


Colander-Strainer 





Colander-Strainers are a must item for 
preparing frozen food. The long handle 
and hook permits use with many other 
pans. Ideal for quick blanching, cooking, and draining. 


Case . Case Wt. 


No. Capacity Gauge Lots Approx. 

5451 | qt. 18 12 7 Ibs. a 
5452 2 qt. 18 12 9 Ibs. . ” 

9664 4 qt. 16 12 13 Ibs. 











Use your colander 
to wash vegetables 
and fruit. 














Food should be garden 
fresh. Start processing 
at once. 





Colander-strainer excellent for 
berries. Flat bottom permits inspec- 
tion and removal of stems and dirt 





Use colander to drain 














The colander-strainer and the 2-way colander excess water. Cool at 
are perfect for steaming and blanching. once, freeze promptly. 
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Disston Saw, Tool 
File Manual 


Henry Disston & Sons. Inc., Tacony, 
Philadelphia 35, Pa., has revised the 
Disston, Saw Tool & File Manual which 
describes briefly some of the more im- 
portant tools used by the craftsworker, 
tells how to use the tools to best ad- 
vantage and how to care for and keep 
them in serviceable condition, Selection 
of tools illustrated and described has 
been made with the needs of the 
average worker in mind, Contains 64 
pages. 





Kitchen Tool 


Merchandising 

Ekco Products Co., 1949 N. Cicero 
Ave., Chicago 39, IIl., offers the “new 
look” in Ekco packages used for the 





company’s Flint cutlery, — pressure 
cookers, Ekcoware, Flint and Ekcoline 
kitchen tools. Shown is the package 
used for the Flint line of stainless steel 
kitchen tools, in die cut gift boxes with 
the color scheme of red magenta, grey- 
blue and white, accentuating the pol- 
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ished steel. Offered in two sizes, four 
piece starter set and a seven piece 
deluxe set, Guarantee statement, trade 
name and arrowhead trademark are 
imprinted with a repetitive effect. Ekco- 
line packages printed in pink and deep 
grey on white in a diamond shaped 
pattern, have strong gift appeal, Offered 
in an eight and six tool assortment, 
each with a wall rack. Special gift 
package for the 414 qt. pressure 
cooker and the 6030 combination deal 
which includes a 44% qt. cooker with 
pressure cover plus a 214 qt. pot with 
table service cover. Printed in light 
grey on white with a floral motif. 
Ekco trademark and the words “Safety 
Pressure Cooker” appearing on the four 
sides of the carton. When folded it is 
designed to hold a gift card which says. 


“To A Lovely Lady.” 





Camillus Fishing Knife 


“Fisherman’s Luck” contains a long 
slim, chrome-plated cutting blade made 
of high-carbon steel with a scaler on 
back and caplifter on tang. Lock keeps 
blade opened when in use. Lock re- 
leases easily by pressing sideways. Fea- 
tures nickel-silver bolsters, brass linings 
and lock. Unbreakable handle is a 
maize colored plastic, Each blade is 
hand honed under oil and hand strop- 
ped. Knife is 5 in. long closed, Six are 
packed to a box with an attractive red 
and black saies card showing a full- 





sized knife and its features, Suggested 
to retail for $2. Camillus Cutlery Co., 
New York City 17. 





‘Weld-Kloth’ 


Forbes Steel Corp., Canonsburg, Pa., 
is offering the galvanized wire fabric 
in several different mesh and gage sizes. 
and those mesh sizes 4% by 1 in., and 
Vy by 2in., are known as “Weld-Kloth”. 





For larger mesh sizes the trade name 
“Forbes Fabrics” is used. Maker claims 
that the galvanized welded steel fabric 
is stiffer, stronger and more consistent 
in flatness after rolled out due to exact 
adherence to manufacturing specifica- 
tions. A reel arrangement using a 
smaller arbor permits rolls to be wrap- 
ped to about 30 percent less space 
volume. Every roll comes uniform in 
both weld and appearance. Reel ar- 
rangement also allows perfectly smooth 
rolled ends, says maker. It is said that 
the spacing between bars and stays is 
100 percent uniform regardless of mesh 
sizes. Among the many uses for this 
galvanized wire fabric are, portable 
pens, poultry batteries, screening, ship- 
ping crates, corn cribs, dog runs, drain 
racks, garage partitions, baskets, trash 
burners, trellis, window guards, etc. 
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DEXTERS, all fit the same size hole. Latches, locks, 
entrance sets— install in just one standard, uniform boring. 
That’s what makes the Dexter Bit Guide so worthwhile. 
It can be used to save time during installation of every 
Dexter lock. 

This is another Dexter feature appreciated by every builder 
— another reason why Dexter Tubulars install faster at 
less expense — another one of the 9 special reasons why 
Dexter Tubulars are first choice with builders. 


NATIONAL BRASS COMPANY 


Grand Rapids, Michigan 


Sales Representatives in NEW YORK BOSTON MILWAUKEE 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 


AND SHELF HARDWARE 
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DEXTER TUBULARS 


Have all these g features of superiority 


1 
2 
3 
4 
5] 
6 
7 
8 
9 


COLUMBUS, Ohio 
CHICAGO 
KNOXVILLE 








Stay-tite Set Screw 

Two Big Coil Springs 

All Steel Interior 

Solid Brass Trim 

Uniform Boring for Locks and Latches 
Self-Adjusting Alignment 

25 Years Specialized Experience 
Shallow Face Plate Mortise 

Lifetime Guarantee 
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“NOT ON MY PAYROLL... 
BUT WORKING FOR ME!” 


Railway Express is part of everyone’s 


business, always ready to go to work 
for you just where and when you 
need it, whether you use its nation- 
wide shipping facilities daily or only 
occasionally. 

Now available to Railway Express 
—and to your business—are 500 new, 
high-speed, passenger train- 
equipped cars. New motor vehicles, 
too, are part of the constructive 
Railway Express effort to offer you 
better service. 

These and other improvements 
take time—and money. Add to them 
today’s higher maintenance and 
operating costs and you will see the 
necessity for adequate rates which 
are helping to make Railway Express 
America’s high standard shipping 


service. 


RAILWAY EXPRESS 


. +. Maintains 23,000 of- 
fices (there’s one near 
your factory, office or 
home)...Uses 10,000 
passenger trains daily... 
Has 18,000 motor vehi- 
cles in its pick-up and 
delivery services...Offers 
extra-fast Air Express 
with direct service to 
1,078 cities and towns. 








NATION-WIDE RAIL-AIR SERVICE 

















WHAT'S NEW 








Kees Garden Tool Kit 

F. D, Kees Mfg. Co., Beatrice, Neb., 
in introducing in an attractive container 
the Kees garden tool kit. Four piece 





eomad 
498 1001 NIGUVD 


set is of pressed steel construction. 
Green baked enamel finish is said to 
defeat rust and protects the 18 gage 
pressed steel. Included is a garden 
trowel, transplanting trowel, and two 
hand weeders or cultivators, 





Barrel Top Ash Sifter 


The Diamond Mfg. Co. 1100 Alta- 
mont Ave., Schenectady 7, N. Y., is 
making a barrel top ash sifter with a 
hardwood handle, 42 in. long. Metal top 
band is lecked over wire cloth and 
welded, Handle loops welded to both 
metal top band and wire cloth. Made 
from 18 gage wire cloth and _ finished 
in black enamel, Top diameter 134% in. 
hottom diameter, 1144 in. and depth, 





314 in. Packed 36 to the crate. Staples 
for attaching handles to the loops in- 
cluded. Shipping weight about 75 Ibs. 


Columbia Bike Line 

The Westfield Mig. Co., Westfield, 
Mass., offers improved construction in 
its 194% Columbia-Built bicycle line 
featuring 21 models, including four 
juveniles, one heavy-duty, six light- 
weights and two models, balloon and 
lightweight of the Compax folding bike. 
Frame members of bikes are joined by 
silver alloy brazing with the result of 
precision aligned frames, New  con- 
struction permits better enamel finish 
due to clean abutment of joints and 
lack of file marks, Heavier gage tubing 
is used in head, hanger bracket and 
upright tube; top tube, back-bone of 
bike, has increased in 1%. in. in 


diameter. Newly designed seat post 
binder is welded to upright tube. De 
sign has been altered to raise the 
crank hanger, providing greater road 
clearance, Rivnut fender fastenings ar 
employed. Kick-stand is built into the 
frame tubing. Stand leg is made of 
solid high grade steel, cadmium plated. 
Operating mechanism is fully enclosed 
in the retaining tube and is packed 
with heavy-non-running grease. Chrom: 
plated dust cap protects mechanism 
from dirt. Smooth flowing lines are 
made possible by the silver-alloy brazed 
Therm-O-Matic construction. Finish in 
Dupont Dulux enamel in red, blue, 
black and Berkshire blue. In conjun 
tion with the Corbin Lock Co., West- 
field has developed a fork crown lock. 
Locking is effected by a direct locking 





bolt operating into the frame head. 
Safety in the unlocked position 

secured by a_ positive release makin; 
accidental locking while riding impos 
sible. Fire and theft coverage is avai 
able to any purchaser of a lock equip 
ped bike giving coverage for a year. 


5 Makinen Lures 


Makinen Tackle Co.. Kaleva, Mich.., 
offers five new spinning lures. They are 
the Bucktail spinners, Feathered spin- 


JTP2 
2 


ners, spoons and the Baby Flyrod 
Wonderlure, shown, designed for spit 
ning rods, Lures weigh from “44 02, to 
3 oz. all properly weighted for most 
efficient use with the new spinning rod 
Individually packed in boxes with clea 
acetate tops. Packed a doz to a box 


which box can also be used as a 
counter display. 
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Remington Model 514A 


Remington Arms Co.. Inc., Bridge- 
port 2, Conn.. is offering model 514 


suggested to retail for $13.50, This 22 
rifle is slightly shorter and lighter than 
model 510 and is especially suitable for 
the small boy just learning to shoot. 
Triple features rotary 
thumb indicator “red” 
when safety is off and ready to fire; 
positive fire control, cartridge carvor be 


safety include 


safety. shows 


LOADED CARTRIDGE REMOVAL 





POSITIVE FIRE CONTROL 


fired unless the bolt handle is fully 
closed and safety is “off; loaded car- 
tridge removal. loaded cartridge can be 
removed from chamber without firing 
and with safety off or on, Bolt and 
receiver of selected steel. Self-cocking 
bolt, tapered, semi-beaver tail fore-end. 
Action and barrel can be removed as a 
unit from stock for packing. Muzzle 
crowned to protect rifling, Finished in 


black. Take down. round, tapered 
24%, in. barrel. Corrugated — trigger. 
full size, one-piece pistol grip stock of 


Chambered for 22 


American walnut. 
short, 22 long and 22 long rifle car- 
ridges, Step adjustable rear sight and 
flat, integral bead front sight, Over-all 
length 42 in. Weight about 51% Ibs. 


Flameless Flare 
The Grote Mig. Co.. Bellevue, Ky., 


has introduced a signal flare for use 
by commercial vehicles at emergency 


stops on highways. It is flameless, all 





metal ename led and weatherproof, The 


3', by 7 in, panels unfold and expose 
two bright reflector lenses made of 
permanently brilliant red Plexiglass. 
Collapsible base affords a support on 


the road even against a 40 mile wind, 
says the maker, but can be folded to 
ht into 
attached to the vehicle. Flag holder is 
built into the flares and flags are pro- 
vided as an extra at an additional cost 
retail 


a compact carrier that can he 


above the suggested price ol 


$9.50 for the three flares and the 
carrier. 
JUNE 17, 1948 
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@ This Mell-Hoffmann No. 720 Dispenser for waxed paper* and paper 
towels* is a real home necessity with sell-on-sight appeal. Has strong 
all-steel construction with fully enclosed compartment... two-tone color 
combination consists of brilliant red cover and white body. Enamel finish 
is infra red baked after assembly; no raw edges to rust. Compartment 
cover forms cutting blade for waxed paper; spring arms hold paper towel- 
ing firmly and with constant tension to prevent free-rolling. Size of 
dispenser: 1214” x 3” x 63;”. Key-hole slots in rear panel make wall 
mounting easy. Get details, too, on other Mell-Hoffmann paper dispensers 
... including de luxe combination model and models complete with 
smart 6-jar and 7-jar spice sets! Your jobber will also tell you about 


Mell-Hoffmann kitchen sets, towel shelves, etc. 
* Not included. 


SEE YOUR JOBBER 
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“The Popular 
Priced Paint’’ 


MEET ALL COMPETITION 


Your price house painted 
@ $1.45 gal.* 
@ 2.65 gal.* 


Enamels. . . 2.25 gal.* 


Salesman: Some choice terri- 
tories open. Write for color 
cards and price lists. 

*prices quoted zone 1 within 300 miles of 


Cleveland, and slightly higher distance 
points 


DONLEY PAINT CO. 


oe mime) 


CLEVELAND 5, 











Barre Stake Wagon 

Barre Metal Products Corp., Wilkes- 
Barre, Pa., features encased roller bear- 
ing wheels, finished in  red_ baked 





enamel, Made of selected hard woods 


and finished in light oak with two-tone 
name panel. Has heavy metal under- 
carriage and 10 in, semi-pneumatic tires. 
Stake wagon is made with a wooden 
handle and metal tongue. Without 
stakes the wagon body is 36 by 16 by 4 
in. Weighs 47 lbs. Packed one to a 
carton. 


Rim Knob Lock Set 


Taylor Lock Co., Philadelphia 32, 
Pa., has improved the design of the 
Rim knob lock set. Model 3000 has a 
black wrinkle baked finish case and 
keeper. Knobs, keys and trim are dull 
finish brass plated. Lock is said to be 
rust-proof and is made of improved 
Zamak die-cast alloy. Inside locking 
lever. Knobs fitted with easily adjusted 
threaded spindle and hardened steel set 
screw. Packed 244 doz sets, individually 
boxed, to a carton, shipping weight 
50 Ibs. 


Proctor Informative Cartons 


New cartons for Proctor Elecrtic’s 
irons and toasters inform the buyer and 
user of the manufacturer and model 
number of the product and warn and 
caution him against improper use of 
appliance. Also added is pertinent in- 
formation that the customer must know 
before using the appliance. On topside 
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of cover flaps is information in large 
type as to the proper electrical current 
required by appliance. With the toaster, 
attention is drawn to the presence of 
a few crumbs within the appliance 
which shows that the toaster has not 
been used but simply that the product 
has been tested to insure satisfactory 
operation, Proctor Electric Co., Phila 
delphia, Pa. 


Portable Bench Grinder 


VUodern Mfg. Co., 160 N. Fair Oaks 
Ave., Pasadena 1, Calif., offers a port 
able bench grinder or buffer made of 
steel which weighs approximately 231 
lbs., without wheels and motor or 49 
lbs. complete. Suitable for use any 
where a grinder of 6 in. capacity is 
required, Mandrel bearings are life-time 
sealed, require no greasing or oiling. 
Stone guards may be removed and unit 
used as a polishing or buffing head; or 
the right-hand guard may be loosened 
and rotated forward to rest on tool 
holder so operator is protected while 
working on the opposite side. Tool rests 





may be raised or lowered for use on 
the face or the side of the stone. 
Capacity of grinding stone is 6 by 1 
by 4 in. Maker says stone can be used 
until worn down to 2 in. Speed of 
Mandrel shaft is about 2500 RPM. Tog- 
gle switch moves up and down to pro- 
tect operator from injury when turning 
switch on or off. There are 13 in, be 
tween the grinding wheels permitting 
more freedom to the operator when 
grinding. When sold complete with 
motor, we recommend a 14 hp motor, 
although the grinder can be powered 
by any motor which is available, says 
the maker. 


Olympic Wire, 
Cordage Meter 


A, D. Hewitt Co., 2718 Elliott Ave., 
Seattle 1, Wash., is offering the 
Olympic wire and cordage meter de- 
signed expressly for the measurement 
of wire, cordage, air hose, cable, Bx 
and other flexible materials up to 1 in. 
in diameter.. All dials on the machine 
rotate clock-wise. Adds or subtracts and 
records by 3 in. to 999 ft. Suggested to 
retail for $24.50 less stand, 
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HIS beautiful new Nesco Fuel Oil 

Heater was designed and perfected 
by the same top-flight Nesco engineers 
who created the famous Nesco Roasters, 
Kerosene Ranges and Heaters, and other 
fine-quality products for the home. 

The Nesco gives an amazing dual flow 
heat output from the top grille and re- 
flect-doors at the sides—plus floor level 
heat from the exclusive, heat-directing 
synchronized louvres. A unique combi- 
nation of patented burner, baffle and heat 


ow! NE SCO Quality ina 
Fuel Oil Heater! 





a great new NE SCO line! 


accelerator tube makes every bit of heat 
effective heat. 

The Nesco has convenience features, 
too, with real sales appeal—‘‘No Stoop” 
Dial Control — Accurate Fuel Gauge — 
Readily Accessible Service Door—Large 
Humidifying Pan — Leg Levelers — and 
many others. A full line of accessories is 
available, including semi-automatic and 
fully-automatic controls. 

Get set for profits . . . contact your 
Nesco distributor right away! 


NATIONAL ENAMELING AND STAMPING COMPANY 
EXECUTIVE OFFICES: 270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 


Soles Offices: Merchandise Mort, Chicoge + Candler Building, Atlonta + 200 Fifth Avenue Building, New York - Ambassador 
Building, St. Lovis . Western Merchandise Mart, San Francisco. 
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AND A JOY 


TO DEALERS 





Dealers enjoy the increased, 
widespread interest in croquet 
—not only because it’s a fast 
moving item itself, but also be- 
cause its popularity increases 
sales of outdoor equipment. 

Promote lawn furniture, um- 
brellas, yard decorations via 
this popular interest in Ameri- 
ca’s Family Game. 


SALES REPRESENTATIVES 


Eastern — Julius Levenson, 7 E. 17th St., N. Y. 
Southern — Louis Williams, Nashville, Tenn. 
Midwest— South Bend Toy Mfg., So. Bend, Ind. 


So. Calif. & $. W.—Glenn B. White & Assoc., 
122 S. Broadway, Los Angeles 15, Calif. 


No. Calif. — Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


Croquet Sets + Baby Carriages + Children’s Furniture 
Doll Carriages + for over 70 continuous years 
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HAT’S NEW 








FlexRotor-Roller Pump 

Hypro Engineering, Inc., 404-10 
Washington Ave., N. Minneapolis 1, 
Minn., is introducing its FlexRotor- 
Roller pump and interchangeable im- 
pellers. FlexRotor, (rubber), impeller is 
used primarily where low pressure is 
desired. Said to be suitable for 2,4-D 
spraying and on the farm for moving 
clean or dirty water. Flex-Roller stain- 
less steel impeller, is designed for use 
on corn borer control with DDT where 
higher pressures are necessary. Latter 





impeller uses the hardened stainless 
steel rollers and water lubricated mould- 
ed composition hub. FlexRotor features: 
Belt drive assembly—steel base plated 
having holes for pump mounting and 
for securing baseplate to bench: direc- 
tor motor coupling assembly—designed 
to operate at 1750 RPM without short- 
ening impeller life. 4; in. pump re- 
quires a 14 H.P. motor, 4% H.P. for 1 
in, pump; gas engine unit—belt drive 
with pulleys is desirable to slow down 
gas engine speed to about 1750 RPM 
pump speed, FlexRotor is said to be 
self-priming and will handle sand in 
suspension or silt without clogging. 
Impeller rotates in either direction. 
FlexRotor tractor mount unit is perma- 
nently lubricated by oil impregnated 
bronze bearings and is available in 
three models, PT2455, with 34 in. 
pump, PT 1055, single drive, with 1 in. 
pump for pressure up to 40 lbs. shut off 
and model PT 1055 DP, double drive 
with 1 in. pump for pressure up to 50 
Ibs. shut off, FlexRotor has two wide 
replaceable bearings. Ground stainless 
steel impeller shaft. 


Presto Paper Punch 
Metal Specialties. Mfg. Co., 3200 


Carroll Ave., Chicago 24, IIL, is intro- 
ducing the “Presto” number 53-T all- 


purpose paper punch which can be 
adapted to punch from 2 to 7 holes 
with any desired spacing. Made with 
three adjustable heads for punching 
three holes. Additional heads for punch- 
ing up to seven holes are available at 
20 cents each. Scale on front of the 
punch enables the user to make a 
quick, accurate adjustment for any 
punching desired. Suggested to retail 
for $1.50 east of the Rockies, 


NuHide House Paint 


United Gilsonite Laboratories, Seran- 
ton, Pa., offers NuHide white house 
paint which may be used on_ brick, 
masonry and asbestos shingles without 
an undercoat or sealer, says maker. 
One coat is all that is required. Claimed 
to be self-cleaning, non-sagging, self- 
leveling. easy mixing and better hiding. 
High gloss finish. 


Sexton Portable 
Cold Box 


Sexton Can Co., Everett 49, Mass., is 
introducing a portable cold box made 
of all-metal with a removable water- 
tight ice container separating ice from 
direct contact with the contents. Fea- 
tures galvanized steel lining, hinged top 
and is sealed with a rubber gasket. 
Maker claims that the contents of the 
box are unaffected by outside tempera 
tures for at least 2 days. When ice 
container is removed, box may be filled 
with chopped ice for preserving fish 
and game. Keeps food warm for ski 
parties, etc., in winter. Ice container is 
105g by 8 by 107% in. Finished in green 
lacquer or aluminum, Steel carrying 
handles spot welded and hinged to 





ends. Unit is 13% in. high by 12 in. 
wide by 22 in. long. Double wall with 
% in. insulation, Packed in individual 
cartons, shipping weight about 30 Ibs. 
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Sales as Big as All Ouitdnou | 


Holiday and 
Saturday 
Evening Post 
Carry Aladdin’s 




















OUTING KIT 


*Trade Mark Reg 













For Every Picnicker, Hunter, 
Fisherman, Camper and Tourist 


At the beach, roadside or picnic grove, more mil- 
lions of people are having fun outdoors than ever 
before in history. And like every other army, this 
one “travels on its stomach.” It must have food, 
and what better way to carry it than in the smart, 
new, lightweight Aladdin Outing Kit. It's made to 
order for the market—a profit jack-pot for you. 













Three shining Aluminum models—for 2, 4 or 6 people 
<a —will satisfy the demand of your customers to a “T.” And 

there will be plenty of demand! Millions of readers of Satur- 
day Evening Post and Holiday Magazine—hand picked pro- 
spects, the cream of the crop— 
the best spenders in your com- 





4-Color National munity will see Aladdin’s eye- <a ™ 
<* stopping 4-Color ads. ties 
Advertising oie - \ ™ 
Here’s fast turnover, quick profits reir 
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and sales that zoom all year round. 

Your jobber is ready to make im- 
mediate delivery. Rush your order 
today. Aladdin Industries, Inc. 
Chicago 6, Illinois. 








Aladdin 6-Party Outing Kit—Sturdy deluxe aluminum case 
completely furnished with service for six——plates, cups, knives, 
forks and spoons with gay colored plastic handles, salt ond 


pepper shakers, can opener-cork screw, two one $2995 


quart Aladdin Hy-Lo Vacuum Bottles. No. 156 


Aladdin 4-Party Outing Kit—The aluminum case is equipped 
with service for four, including plates, knives, forks and spoons 
with gay plastic handles, cork screw-can opener, salt and 


pepper shokers, two one-quart Aladdin Hy-lo $2495 


Vacuum Bottles. No. 154 


Aladdin 2-Party Outing Kit —Handy aluminum case with service 
for two—plates, knives, forks, spoons with colored plastic handles, 


: two one-pint Aladdin Hy-lo Vacuum Bottles 
No. 150 $1495 
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LARGER 
SIZES 


BIG VARIETY OF 
VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
. . « They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 
Indoors — on Metal or Wood. 









White Jor Dealer Set-up 
CARPENTER-MORTON CO. 
DEPT. i EVERETT, MASS. 
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'6-12' Insect Repellent 
Suntan Lotion 


Carbide & Carbon Chemicals Corp., 
30 E. 42nd St., New York City 17, 


offers “6-12” brand insect repellent and 





f ‘ 
cperencent 






suntan lotion. A sunscreening ingre- 
dient is added to the regular insect 
repellent. Suggested to retail for 
69 cents, 


Spartan Mop 

The Spartan Co., 2900 Emerson St., 
Minneapolis, Minn., is introducing its 
model 10 self-wringing mop, Unit has 
a cream colored foam rubber head 
which can be used on walls and ceilings 
as well as on floors. Claimed not to 





shrink, swell or lose shape. Has bright 
metal, red plastic fitments, white head 
and red handle. Quick easy pull on 
knob said to wring reversible head. 
Replacement heads available. Model 10 
packed 36 or 12 to a box, shipping 
weight, 60 and 18 Ibs. Model 20, larger 
mop, is packed 12 to a carton, weight, 


21 Ibs. 


Jarvis Portable 
Gas Heater 


Feathertouch Products, Inc... 757-767 
W. Venice Blvd., Los Angeles 15, Calif., 


is making a circular unit that is de- 


WHAT'S NEW 


signed to direct the heat to the floor. 
Theory is if the warm air is directed 
floorward it will automatically rise after 


































heating the floor area first and circu 
late upward. Gas is burned through a 
stainless steel mantle which, the maker 
says, will not break or wear out and 
will not give off any odor, fumes, dirt 
or grease. Unit will heat 300 sq. ft. with 
the normal ceiling height and_ will 
operate on natural gas at about 14 cent 
per hr. Finished in a baked Silicon 
enamel, the construction is all metal. 
Unit is 15 in. high, 12 in. wide and 
weighs less than 10 Ibs. May be con- 
nected to either a rubber hose, copper 





tubing or rigid pipe connection. Heater 
is equipped as ordered for natural, 
manufactured, or liquetied petroleum 
gases. Suggested to retail for $17.95. 


Toy Garden Set 


Hamilton Metal Products Co., Akron 
8, Ohio, is offering a Handy-cart and 
shovel set or wheelbarrow and _ shovel 
combination both of which are finished 
in red enamel and have aluminum 
handles. Toys are made of 22 gage 
steel with tubular aluminum handles. 
Wheels are 434 in. with molded rubber 
tires. Body is 11 by 13% in. Matching 
shovel is 544 by 74 by 27 in. Handy- 
Cart is individually packed in corru- 
gated carton, weight 614 lbs. Wheel- 
barrow set is also individually packed 
in a corrugated carton, weight 514 Ibs. 
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NEW HIGH QUALITY! 
PEAK PREFERENCE! 
SOARING SALABILITY! 


Lowe Brothers Style-Tested* Paints... 
yours for more sales with /ess sales effort 


New high quality has sent consumer preference spiral- 
ling upward for salable Lowe Brothers Style-Tested 
Paints. This peak preference is your assurance of more 
and faster sales — with /ess sales effort! 


PLAX..The universal finish for all enameling 
Versatile! Wanted! It’s a real profit-booster! 


Famous Lowe Brothers Plax is more popular today than 
ever before—simply because consumers everywhere are 
learning how this tougher-than-ever finish renews furni- 
ture and woodwork with just ove coat; how it with- 
stands many strong stains and acids; how its advanced 
formulation makes versatile Plax ideal for both interior 
and exterior enameling. So, little wonder Plax preference, 
sales and profits are up — everywhere! 

It’s the same throughout the entire Lowe Brothers 
line. Advanced formulations are building great, new 
sales appeal. Rely on Lowe Brothers for the extra profits 
resulting from easier, faster and repeat sales. Write, 
phone or wire today for complete agency details. 





THE LOWE BROTHERS COMPANY + DAYTON, GHICO 








Aggressive Advertising 
Backs Lowe Brothers Products 


Consumers across the nation are learning 
about the ease of choosing and using Lowe 
Brothers quality-made paints and varnishes. 
This aggressive Lowe Brothers promotion 
means continuous salability and consistent 
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Nationally Advertised Products 





Advanced Design 
aims for 
popularity unlimited! 


GREAT NECK features a 
revolutionary maximum- 
grip screw driver that will 
go over BIG. Let your ex- 
perience check these quali- 
ties: Guaranteed eye- 
appeal in the richly col- 
ored unbreakable plastic 
handle (non-explosive, 
non-absorbent to grease or 
oils). Entire blade is of 
hardened and oil tempered 
quality alloy tool steel, 
highly mirror-polished. Bit 
is precision-ground to exact 
size. Blade is deeply em- 
bedded and _ twistproof. 
Here’s a beautiful engi- 
neered tool to show off on 
your counters! 


PACKED 1 DOZ. PER BOX 
“Zuality in every tool” 





wr. 
Blade|Blade| Per 
No. Length) Dic. Dor. 


Gara” |" [2 tha 
G57 8” | 4” | 2% Ibs. 
G67 6” | f,” | 3% Ibs 
G87 8” | %” | SV Ibs. 
G107 10” | %” | 6%: Ibs. 
G48 4” | 4” | 2a Ibs! 
ces 6” | +,” | 4 Ibs. 


Gee 8” | %” | 6 Ibs! 























*G-48, G-68, G-88 
are square blades 


SEE YOUR JOBBER 




































GOES/IA | 


GREAT NECK SAW 


MFRS., INC., 


) 
\ ; 
; Mineola, N. Y. 
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WHAT'S NEW 








'Gripso’ Vise Pliers 


H. R. Basford Co.. 425 Second St.. 
San Francisco 7, Calif., offers a vise 
plier called “Gripso” with a new type 
of finger tip release, improved jaw con- 
struction and double action adjusting 





screw. Features are said to make it 
quick and easy to adjust tool for 
ratchet or plier action, to lock and 
release all with one hand, making it 
easily adaptable for use as a_ plier, 
hand vise, nut wrench, pipe wrench or 
clamp. Jaw employs a flat upper jaw 
and curved lower jaw, said to double 
the resistance to side twist. By using 
an adjusting screw that employs both 
a right and left-hand thread, the maker 
claims to cut adjusting time in half. 
Tool is said to have gripping range 
from light pressure to over a_ ton. 
Weight 13 oz., length 8 in. satin black 
finish, Packed 6 pair to an attractive 
display box, enclosed in shipping con- 
tainers, weight 6 lbs. 


‘Featherweight’ 
Aluminum Ladder 


Aluminum ladder features extruded 
aluminum step with safety ridges to 
prevent slipping. Legs of the steps are 
girder-shaped and firmly riveted so the 








ladder becomes more rigid as greater 
weight is applied, says maker, Feet of 
ladder are equipped with rubber guards. 
Sturdy work shelf and top shelf are 
covered with heavy rubber matting. 
Maker says ladders will not corrode, 
splinter or warp. Has been tested for 
over 1,000 Ibs. working load. Is avail- 





able in 2, 3, 4, 5, and 6 ft. heights. 
Bardwell & McAlister. Inc., 2950 On 
tario St., Burbank, Calif, 


Marsh Family 


The Little Women china dolls, a set 
of five, includes, left to right, Me 
Seth, Amy, Mrs. Marsh and Jo. Mrs. 
Marsh is 12 in, high and the four girl- 





are 7 in. high. Dolls are suggested to 
retail for $2.95. Ruth Gibbs, Inc., 26 
Bloomfield Ave., Flemington, N. J. 


'Skru-Kits' 

Stronghold Screw Products, Inc 
212-222 W. Hubbard St., Chicago 10, 
lll., offers “Skru-Kit” assortments. 
Twenty have been created—each con 
taining a generous quantity of one type 
of fastener in a_ carefully selected 
variety of sizes and styles. Suggested 
to retail for 49 cents, Customers will 
serve themselves quickly from two-color 
attractive, durable, metal-edge self-sell 
ing counter displays, says maker. As- 
sortments consists of: brass machine 
screws; small steel nuts; small steel 
wood screws, brass wood — screws, 
medium brass wood screws, large brass 
wood screws, small steel washer, brass 
washer, small lockwashers, wing nuts 
steel machine screws, medium steel 
wood screws, large steel wood screws 
cotter pins, large steel washers, large 


lockwashers, large steel nuts. carriage 
bolts, machine bolts, and_ Phillips 
machine screws. 
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Phillips 








No. 24A—24” forged aluminum level with six 
adjustable vials, double plumb, double mitre. 
double level. Guaranteed accurate to !/2 degree. 


No. 1—Octagon line and surface level, with 
patented “Nickel Silver” twin hooks for use 
on a line . . . Weight 1/2 ounce. 


| 
No. 35—5” aluminum bench level with 
grooved bottom . . . Weight two ounces; 
packed six to a display carton. 








Levels for E very Job 
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"ON THE LEVEL, IT PAYS TO SPECIFY HALL” 


HALL LEVEL & MFG. WORKS 


TRADE MARK REGISTERED 












ECISION LEVELS 
FOR EVERY USE 

































Think of Levels, Think of HALL! 


For over 35 years, men in the con- 
struction field have looked to HALL 
for precision levels of guaranteed 
accuracy and long-range dependa- 
bility. Hall levels are forged — for 
maximum strength and resistance 
to deterioration . . for a finer, eye- 
appealing finish . . for longer useful 
life. Unchallenged leadership keeps 
them in demand wherever there's a 
job to be done. 


AUSTIN, TEXAS 


WHY do it 


the hard way 


You can use your own 

hand tools on the 

OSTER No. 422 Power 
Vise Stand 


"Moforize your stocks and dies!" 
Let the Oster No. 422 Power 
Vise Stand take over the time- 
muscle-wasting job of cutting 
off, reaming, and threading 
oo Get the work out faster, 
etter, and without effort! 


No. 422 weighs only 140 pounds 
(it's the lightest weight, motor 
driven, power pipe machine 
obtainable!) ... easy to handle 
«+» sets up in two minutes... 
always ready for action in the 
shop or on the job. 


Standard range is !/g” to 2” 
pipe. Range with special, uni- 
versal drive shaft is 2!/,” to 6”. 


Suggestion: Write your name and address 
in the margin; cut out this advertisement; 
and mail fo us for a free copy of illustrated 
catalog “LIST No. 22”, 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO, U.S. A. 











WHAT'S NEW 


Winco Paper Holder 
Handy dispenser for wax paper 
made of steel finished in white or red 





enamel. Simple two-screw installation 
explained on instruction sheet. Tight 
streamline construction said to keep 
paper sanitary and free from dust. 
Suggested to retail at 59 cents. Western 
Vetalware, Inc., 200 W. Mound St., 
Columbus 15, Ohio. 


Permite Aluminum Paint 


Aluminum Industries, Inc., Permite 
Paint Division, Cincinnati 25, Ohio, has 
added Permite fungicide aluminum 
paint to its ready-mixed aluminum paint 
line. Paint contains active ingredients 
to inhibit the growth of fungus and 
mold and to resist the attacks of ter- 
mites and other boring insects. Claimed 
to give protection to metal, wood and 
other organic surfaces, indoors and out. 
Used as a first coat on lumber, it accom- 
plishes in one application the placing 








of a wood preservative and priming 
coat. Maker says the anti-fungus, anti- 
termite ingredients in the paint do not 
interfere with leafing qualities and dur- 
ability of the aluminum paint. May be 
applied by brush or spray. Supplied in 
sizes from 4 pt. cans to 55 gal. drums. 
Available to dealers is an illuminated 
sign, illustrated on Permite. Lettering 
and design are in red, aluminum and 
black on frosted glass, Case is finished 
in aluminum, illumination provided by 
60 watt bulb. Size 11 by 10 in. 


| 
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THE BEST KNOWN 
NAME IN 


worK 
‘GLOVES 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 








WIREGRIP precision made Belt 
Hooks come with extra (patented) 
blue aligning cards—are held more 
rigid, assuring perfect alignment of 
hooks—less hook loss from handling 
—a better job when applied with 
any make lacing machine. 6 sizes. 


STEELGRIP Flexible Lacing, ap- 
plied with a hammer, clinches over 
and protects end of belt. Makes 
strong, flexible joints. Boxed with 
2-piece hinged rocker pins or can 
be obtained in long lengths for con- 
veyor belt use. 





ARMSTRONG-BRAY & CO. 
The Belt Lacing People mee! 
‘5348 | Northwest Hwy., Chicago, Ill. oul 
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THE LAST WORD IN 
WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED _ 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 


BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
SEE YOURS FOR PARTICULARS 


BUY 





withs#H CONFIDENCE 


QNCHOR 
WIRE CORPORATION 
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JAMAICA 3 LONG ISLAND NEW 


| St., White Plains, 
| Monitor 206A rule designed as a sister 








Self-Selling 
DISPLAY 
Holds 60 Cord Sets 


This smartly finished wood dis- 
play holds, displays, SELLS 60 
Davis Cord Sets a complete line, 
(11 different types) each tagged 
with informative, self-service 
sales label. Fully stocked, offers 
a DAVIS cord for every need, in 
every price range. Uses small 
counter space — only 20” x 
20” x 8” — increases impulse 
buying, increases profits, re- 
duces sales time. 


e S. YOUR JOBBER OR WRITE DIRECT 
@ CC FOR FULL DETAILS AND PRICES.@ 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 


JUNE 17, 1948 





‘Sell-Ophane'-Wrapped 
Thumb Tacks 


American Tack Co., Inc.. 
Ave., New York City 11, 
duced a line of multi-color ‘sell-ophane’ 
wrapped packages, suggested to retail 
for 10 cents. Also the Saf-T-Hed tacks | 
with the extra-metal cap are offered in | 
this version. that the pin | 
cannot pass through the head is printed | 


llth 


intro- 


154 


has 


Guarantee 


on each package of Saf-T-Hed thumb 
tacks. Packages are featured in an eye- 
catching four-color display for use in 
windows or on counters. 


Monitor Rule | 
Master Rule Mfg. Co., Inc., 201 Main 
N. Y., is offering 


rule to the Monitor 206. Features a 
thinner 34 in. blade. For measurement | 
of circumferences of bent surfaces in| 
general, the added flexibility of the | 
3% in. blade results in greater accuracy, | 
maker says, 


Coolerator King Size 


Elec. Refrigerator 

The Coolerator Co., Duluth 1, Minn., 
is introducing DR-88, “King Size” elec- 
tric refrigerator. Features frozen food 
storage compartment with a 
capacity. Regular food storage is 7.3 
cu. ft. Has 16.5 sq. ft. of shelf area and 
the ice cube capacity, 70 cubes, is 10 
Ibs. Capacity of crispers is 24.2 qts. | 
Pneupro fiber insulation, 3 in., and| 
finished in high bake synthetic enamel. | 


Outside dimensions, including hardware | 
and 2% in. flue are: 314% in. 
271% in. deep and 614% in, high, Chip- | 
ping weight, 356 lbs, | 


w ide, | 





| 








Write for description of K-D Tools. 


Spans 
obstructions 
with short 
blades 





K-D 99 Hack Saw 
Frame saws around 
corners with 3” or 412” 
blades; in narrow 
openings with any size 
blade. Takes 3”, 412”, 6 
12” blades. 

Solid steel frame — 
quick blade change 
Push lever down, 
install new blade, 

reset lever. 

















K-D 10K Pliers Kit—For auto 
mechanics, electricians, etc. Hard- 
ened steel cadmium plated pliers, 
4%,” long. 





K-D 20 Ratchet 

Wrench Set— 

3/8”, 7/16”, 

1/2”, 9/16” 

openings. 

Double-end screw driver bit. 
Hardened steel, boxsocket con- 
struction. Reversible ratchets. 
Fabric roll. 


K-D MANUFACTURING CO., LANCASTER, PA, 
193 











































The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 








¢ METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











RYERSON 
STEEL in stock 
for HARDWARE 


STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars « Structurals © Plates * Sheets 
Tubing © Allegheny Stainless * Alloy 
Steel © Safety Floor Plate * Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
Los Angeles, San Francisco 






















WHAT'S NEW 








‘Taped’ Screws 

Continental Screw Co., New Bedford, 
Mass., has introduced a method of pack- 
ing wood screws, machine screws and 
sheet metal screw. Holtite screws se- 
curely attached between plain or colored 
tapes are furnished with any number of 





screws up to 12. All colors or combina- 
tions of colors of cellulose tape or paper 
can be furnished to simplify inventory 
and insure correct packing of different 
types or quantities of screws, Small size 
screws can be supplied with points cov- 
ered to prevent scratching finished sur- 
faces of other parts included in package. 
Labor and material costs of loose screw 
handling, counting and packing are 
eliminated, 


Hi-Duty Flaring Tool 

The Imperial Brass Mfg. Co., 1200 
W. Harrison St., Chicago, Ill., has intro- 
duced a flaring tool which flares soft 
copper, brass and aluminum tubing for 
S.A.E, flare joints in 4, i, 3g, Y% and 
¥¢ in, O.D. sizes. Tool has a die holder 
with sliding dies for clamping the tub- 
ing. Has one thumb screw at end to 
tighten. Friction is reduced through use 
of a ball thrust bearing. Yoke slides 
directly over end of die holder without 
twisting or turning into position over 
tubing to be flared. Elimination of scor- 
ing is made possible by the extra depth. 
Die assembly is made from heat-treated 
steel and yoke is made of forged steel. 


Carbide Tipped 
Masonry Drills 


Carboloy Co., Inc., Detroit 32, Mich., 
offers a line of all-purpose carbide 

















tipped masonry drills, including both 
round-shank drills for shallow holes ; 

fluted-shank drills for deep holes. Both 
types of drills are said to be ideal 

the rotary drilling of all kinds of 1 

sonry, concrete, brick, slate, plaster, 
marble, asphalt, limestone, etc. Drills 
are packed in three kits. No. 1 contains 
six round-shank drills for shallow hole 
drilling ranging in diameter from ;{) to 
% in. Kit No. 2, universal kit for both 
shallow hole and deep hole drilling, 





contains three round-shank and_ three 
fluted shank drills in six sizes ranging 
from 76 to 5% in. diameter. Kit No. 3 
large size range kit for universal drill- 
ing contains two round-shank and fou 
fluted shank drills ranging in diameter 
from 4 to %4 in, Drills are also avail- 
abie packed individually or in quantities. 
of same size, Fluted shank drills in 
green and black boxes, round shank 
drills, red and black boxes, 





Tools for Juniors 
Tools For Fun, Inc., 1186 Broadway. i 


New York City 1, is introducing a tool 


set including a comprehensive assort- 





ment of practical tools suitable fo 


older youngsters or adults. An_ illus 
trated 24 page “How-To-Do-It” book 
which graphically teaches young or « 
how to use and care for his tools 
shows proven plans and hints on 

to buy lumber, how to paint, and ho 
to build little household luxuries 
with each set. Set features a mod 
two-tone all steel chest with a part 
tray. Shown is the display panel 
plied to dealers. Each tool is tre 
with a transparent plastic coating 
wire to the display panel, One 
packed to an individual 200 Ib, 
carton, standard pack, 6 sets per ma 
carton. Suggested to retail for $14.9 
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‘“ 
Ge set for Libbey’s 1948 Spring leaves and golden flowers... prac- of sales-making display ideas and 
Promotion. Here’s another profit- tical to ft the hostesses’ needs... — promotion helps—is your your 
making Libbey Hostess Set— Berry guaranteed by “A new piece if the order. 
Festival. ‘Safedge’ ever chips.” Write directly to us for samples 
[his new 16-piece set promises Sales have been set off by a full- prices and your stocks. Hurt 
to be a sell-out! Berry Festival is page advertisement in true color Hurry! Your profits se7// bloom in 
" cay with bright red berries, green in LIFE. A promotion packet—full — the Spring with*Berry Festival 
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Homecraft Shaper 

Delta Mfg. Division, Rockwell Mfg. 
Co., Milwaukee, Wis., has added a shap- 
er to its Homecraft line of power tools. 
Besides this shaper, the line includes a 





i | 


16 in. scroll saw, an 8 in, circular saw, 
a 10 in. band saw, a 4 in. jointer, 11 in. 
drill press, a 10 in. lathe and a buffing 
head and grinder. Shaper may be used 
to shape, mould or form almost any 
type of work that can be done on a 
large shaper. Measuring 25144 in, in 
length and 24 in, in depth, it is 744 in. 
high. Both sides of the fence adjust 
independently. Shaper’s 154% by 18 in. 
table is finish ground for accuracy and 
has a % by % in. groove for sliding 
jib and miter gage. Fully extended 
fence is 2544 in, long. Conveniently lo- 
cated controls raise and lower the 
interchangeable spindles, : and 4 in. 
in diameter, Cope cuts on sash and door 
and cabinet work can be made by using 
a stub spindle. Backlash is eliminated 
and accurate adjustment made easy by 
the spindle height adjustment with its 
spring urged sleeves and tapered helical 
groove. Spindle, pulley, motor pulley 
and belt are covered by guards. Spindle 
travel is % in. Shaper runs at 9,000 
rpm. Suggested to retail for $49.95, It 
can be reversed, 


‘Doll-E-Bath' 

Toy has an all steel frame, finished 
in ivory baked enamel. Has colorful 
rubberized cloth tub, dressing table, 
rubber hose, safety strap, pockets for 
equipment including a nursing bottle, 


and nipple, washcloth and soap. Incor- 
porates a patented device that permits 
the table top to slide up and down with 
ease, Equipped with rubber non-slip 











feet. Height 27 in., depth 1214 in. width 
2144 in. Individually packed, completely 
set up, folded flat six to carton. Ship 
ping weight 27 lbs. Suggested to retail 
for $3.98. American Metal Specialties 
Corp., Allegheny Ave., and C St., Phila- 
delphia 34, Pa. 


Cape Cod Portable Grill 
Cape Cod Crafters, Harwichport, 
Mass., offers a collapsible barbecue 
grill that broils vertically. It is a com- 
pact unit, fitting into a suitcase size 
carrying case, weighs 11 lbs. but will 
support 100 lbs. when set up. Two long- 
handled broilers and stove top will 
handle a generous meal for 10 people, 
says maker. Three fire baskets which 
hang vertically and present an even fire 
for cooking, swing into a_ horizontal 
position for fueling with charcoal bri- 
quets; aluminum panels hung at the 
sides shield off wind and reflect heat; 
drip pans and cups catch drippings and 





provide means for basting meat with 
its own juices. Suggested to retail for 
$29.95. 


Columbian Rope Catalog 
Columbian Rope Co., Auburn, N. Y.., 


offers a rope catalog which endeavors 
to furnish specifications on the various 
ropes manufactured by Columbian to aid 
the buyer in determining the most satis 
factory rope for his use. Book also is 
intended as a handbook for new men 
in the industry. On-the-spot photographs 
of rope in actual use replace stock 
photos. Ropes of various construction 
and lay are grouped in the catalog ac 
cording to major fields served, namely 
marine, fishing, farming, drilling, indus- 
trial, miscellaneous and plastic ropes. 
Information applying to each rope is 
grouped under: Quality size, use speci- 
fications, stock, etc. Varnished cove 
carries overall design of Columbian 
tape marked pure manila rope, and the 
red, white and biue are carried through 
out the catalog. 


HARDWARE AGE 








Master 
Bikeloc 


Master 
offers a pr 
to serve a 
diser for 
locks. Pan 
in royal b 
color disp 
“Master” | 
complete 
locks, eigh 
full view f 
crs. Prices 
This disp] 
bikelock d 
bikelocks, 
numbers. 1] 
a laminate 
and featu 
shackle. \ 
laminated 
permitting 
for full ler 
hackle, 


De-Moi: 
G A. CG 
West Oran 
which abs 
causes mol. 
up to 100 


, 








out drippir 
regenerated 
ing in a h 
designed fe 
laundry _ re 
Suggested 

12 oz. size 
will contin 


Four-Dr 


The Gara 
St., Chicage 
its Model 
cabinet wh 
size compre 
placed in 
are a total 
%o to 31ho 
exception o 
all are zinc 
to provid 
Cabinet an 
constructior 
and stencil 


JUNE 1 





/, in, width 
completely 
rton, Ship- 
sd to retail 
Specialties 
 St., Phila- 


Grill 


arwichport, 
barbecue 
is a com- 
itcase size 
s. but will 
Two long- 
top will 
10 people, 
<ets which 
n even fire 
horizontal 
arcoal bri- 
ng at the 
flect heat; 
ppings and 





meat with 
retail for 


alog 

sn, WN. Y., 
endeavors 
he various 
ian to aid 
most satis 
ok also is 
new men 
notographs 
ace stock 
ynstruction 
atalog ac- 
|, namely: 
ing, indus- 
‘tic ropes. 
h rope is 
use speci- 
hed cove! 
Columbian 
e, and the 
d through 


.E AGE 








Master Lock Permanent 


Bikelock Wall Panel 

Master Lock Co., Milwaukee, Wis., 
offers a permanent wall panel designed 
to serve as both display and merchan- 
diser for Master’s assortment of bike- 
locks. Panel is built of wood, finished 
in royal blue with a lithographed full- 
color display. Features a solid brass 
“Master” nameplate and incorporates a 
complete assortment of Master bike- 
locks, eight in number, which swing in 
full view from patented new-type hang- 
ers. Prices range from 39 to 99 cents. 
This display is free with the No. 24 
bikelock deal — 2 doz. assortment of 
bikelocks, three each of eight master 
numbers. Two locks are new—519 offers 
a laminated, hard wrought brass case 
and features a wide removable steel 
shackle. Model 520 is an _ extra-wide 
laminated steel lock with a 1% in. case 
permitting greater horizontal clearance 
for full length of the powerful ratchet 
shackle, 


De-Moist Dehumidifier 

G. N. Coughlan Co., 29 Spring St., 
West Orange, N. J., offers “De-Moist,” 
which absorbs excess dampness that 
causes mold, mildew, musty odors, rust 
up to 100 per cent of its weight, with- 


SOAKS UP 
AIR MOISTURE 
LIKE A SPONGE 


) 






RETARDS 
MOLD AND MILDEW 
CHECKS. DAMAGE 
FROM DAMPNESS 
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out dripping, says maker. It may be 
regenerated as often as desired by bak- 
ing in a hot oven. Large 50 oz. size is 
designed for use in basements, attics, 
laundry rooms, poultry houses, ete. 
Suggested to retail for $4.95. Regular 
12 oz. size for closets and small rooms 
will continue to retail at $1.29, 


Four-Drawer Spring Cabinet 


The Gardner Wire Co., 5039 W. Lake 
St., Chicago 44, IIl., is again producing 
its Model 1932, four drawer spring 
cabinet which contains 127 different 
size compression and extension springs 
placed in coded compartments. There 
are a total of 402 springs ranging from 
30 to 3140 in. diameter and with the 
exception of the cot spring assortment, 
all are zinc plated and highly burnished 
to provide a_ rust-resistant finish. 
Cabinet and drawers are of all steel 
construction and attractively painted 
and stencilled. 
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more sales— 
more profit 


with Stevens 
ALUMINUM LEVELS 
at new low prices 


@) © 


# Stevens Aluminum Levels are available in 18", 24" 
and 28" lengths for immediate delivery. 








Here is the level customers “want on sight." 

Made of durable, lightweight alurninum, it is casting- 
machined on all four sides to provide parallel plumb and 
leveling surfaces. 

Six "catseye" vials, set permanently, eliminate adjust- 
ing and provide four plumb and two level vials for quick, 
easy reading. 

Build up your sales volume now! Get in on the profit- 
parade with Stevens Aluminum Levels. Write for new low 
prices! P&P -500 


wwe A STEVENS LEVEL conpan 


NEWTON FALLS, OHIO 























ORDER 


E SHACKLES 


. be sure you get Wilcox- 
Crittenden Drop Forged 
Steel Shackles, available in 
a variety of styles as shown 

Hot Dip Galvanized or 
Self-Colored—in sizes from 
3/16” to 2”. OF course, 
theyre weldless, and 
strengths are in accordance 
with Navy Specifications. 
Then, there’s also the W-C 
Line of Heavy and Shelf 
Hardware which includes 
Drop Forged Bronze Shack- 
les, Drop Forged Turn- 
buckles, Chain Connecting 
Links, Eye or Ring Bolts, 
Wire Rope Sockets, Thim- 
bles, Hooks, Blocks and 
Pulleys. Our new Catalog 
“F” will be mailed prompt- 
ly on request. 


WILCOX, CRITTENDEN & CO., INC. 


“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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MAKE YOUR STORE 
HANDEE 


HEADQUARTERS 





Stock this profitable, fast selling, 
most complete and first quality 
line of tools and equipment. 





@ HANDEE TOOL OF 1001 USES 


First tool of this kind and today’s 
finest. Weighs 12 oz. Operates at 25,000 
r.p.m. AC or DC. Retails for $20.50 
with 7 accessories. 


@ HANDEE KIT 


Handee and 40 popular accessories in 
compact carrying case. Retails for 


$27.50. 
@ 300 ACCESSORIES 


To grind, drill, polish, engrave, cut, 
carve, sand, saw, etc. A right one for 
every job on metal, alloy, plastic, 
wood, horn, bone, glass, stone, etc. 


@ PLASTIC-CRAFT KIT 


For the newest and most interesting 
hobby— internal carving of plastics—to 
make gem-like jewelry, wall plaques, 
paper weights, buttons, door knobs, etc. 


Mechanics, craftsmen, hobbyists and re- 
pairmen prefer Handee, the result of 50 
years’ experience making better tools and 
small grinding wheels for every purpose. 
National advertising in leading publica- 
tions has created owner satisfaction and 
acceptance for Handee over all other simi- 
lar tools. 


Write for details today of our plan and the 
support we give you to make your store 
Handee Headquarters in your area for 
craft tools and the most complete line of 
accessories, all made in our own factory. 


CHICAGO WHEEL & MFG. CO. 


Quality Products Since 1895 
1101 W. Monroe St. Dept. HA Chicago 7, Ill. 


Please send your Profit Plan for Dealers HA 


I iacisensdencevsivenschiahanneewebienhibponnnaeniienliteniientiviiameustlitiiie 


Address 








Karr Power Hacksaw 

Karr Machine Corp., Milwaukee, 
Wis., is offering a power hacksaw that 
can be carried with one hand. Hacksaw 
is designed so that the blade cuts on 
the forward stroke thereby relieving 
pressure on the blade on the return 
stroke, Special design of the frame and 
saw is said to eliminate errors and as- 
sure accurate cutting. Tool is made of 





alloy aluminum and is equipped with a 
4 in, vise with floating rear jaw to hold 
uneven stock. Operates at 86 strokes per 
minute and uses 10 in. hacksaw blades. 
May be powered with \% to 144 hp. 
motors. Three-point mounting principle 
is said to keep saw at level on any 
surface. Available in three models, 401, 
bench type, 402, same as 401, except it 
is mounted on a wood base with carry- 
ing handle for portability, and 403 
complete with steel stand, rollers and 
motor bracket. 


Strataflo Non-Freezing 
Wall Hydrant 


White Machine Works, 4939 §S, 
LaFayette St., Fort Wayne 1, Ind., offers 
the Strataflo non-freezing wall hydrant, 
brass throughout which uses a standard 
valve washer. May be replaced by re- 
moving one screw. Corrosion resistant. 
Valve stem is brass rod, spacer is cop- 
per tubing. Valve is lifted vertically, no 
turning action on seat. Large square 
thread area on handle provides smooth 
operation of valve, Large valve chamber 
and quick opening is said to reduce 
flow resistance through valve to a mini- 
mum. Entire valve assembly is removed 
in one piece. Available in four types, 
812, 818, 820 and 824 length, (wall 
thickness), 12, 18, 20 and 24 in. re- 
spectively. Suggested to retail from 
$5.25 to $8 for plain brass and from 
$6 to $8.75 for chrome plated. 


‘Pathfinder’ Power Mower 


Fairbanks, Morse & Co., 800 S. 
Michigan Ave., Chicago 4, IIl., is offer- 
ing the 1948 model “Pathfinder” self- 
propeller power mower, Said to be 
efficient with cutting fine and coarse 
grasses, and is also capable of slashing 
easily through matted growth, stiff 
weeds and light brush. Features a 
whirling disc cutter; six sharp sickel 





WHAT'S NEW 


blades riveted in balanced positions on 
a sturdy steel disc which revolves at 
3600 rpm powered by a 14 h.p. motor. 
Blades strike repeatedly at high speed 
producing a fine “oat meal” mulch, 
Short, direct-geared belt driven shaft 
provides suflicient power to propel the 
mower, Cone clutch is easily adusted by 
pressure tension spring. Cutting height 
may be adjusted from 14% to 5 in. 
above ground, Has cast aluminum 
frame, Cutting rotor can be reversed to 
provide a new cutting edge or removed 





entirely to resharpen blades. Left side 
is designed to permit close cutting near 
buildings, hedges, etc. Front bumper 
fends off pets and children from blades. 
Pathfinder features body frame exten- 
sions below cutting rotor at rear and 
on sides; protective bonnet over clutch 
assembly, 


Aut-O-Tot Baby 
Bottle Warmer 


Westfall-Welsh Mfg. Co., Omaha, 
Neb., offers the Aut-O-Tot automobile 
baby bottle warmer which plugs into 
the cigarette lighter. No water is re- 
quired and no rewiring, Has insulated 
aluminum casing and _ heating coils 
throughout. No visible heating element 
Maker claims unit is easy on the bat- 
tery. Ideal for picnics, travel, vacation, 
pleasure riding. Suggested to retail for 
$2.95. Special adapters available for 
cars not equipped with lighters, retail 
for 43 cents. Unit is individually gift 
boxed and shipped 12 units to master 





carton. Each carton contains 2 window 


banners and an eye appealing counter 
display card. Schatten Co., Inc., 186 
Fifth Ave., New York City 10, is na- 
tional distributor. 
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ARE AGE 


Now TWO nationally advertised names 


assure profits on these fine tools! 








BERNARD Diagonal Cutting 
Nippers (#177—5'2") have 
lively spring action and 
compound leverage to keep 
hand fatigue at a minimum 
in repetitive operations. 


BERNARD Metal Snips (#888 
— 104%”) have spring action 
and compound leverage. 
Blades are so bevelled as to 
permit easy cutting of curves 
in either direction. 





























THE BERNARD line of hand tools is a 
profit-maker for hardware men, has been 
for over 78 years. The SARGENT repu- 
tation has been respected for almost a 
century. To the traditional BERNARD 
quality is now added SARGENT’S un- 
excelled know-how in the making and 
marketing of fine hardware. 

Don’t be satisfied with a lesser line. 
Hundreds of dealers have found that 
handling BERNARD gives them a quick- 
moving, profitable line plus the satisfac- 
tion that their customers are getting 
the best. Check with your jobber today 
and see how these two great names, 
BERNARD and SARGENT, can help 
the credit side of your ledger. 


SARGENT & CO. (SCHOLLHORN DIV.) 


81006 Water Street, New Haven 9, Conn. 
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Elect John H. Moore Pres. Marshall Wells | ‘svn: sino skvawvre co. musics | vate 
|} Sales *prese a 2S ) “] - q L. 
Succeeds Seth Marshall, Now Board Chairman | popuia: ~~ or ee aa PRESIDENT OF SALES MGR. S1 
announced by Edward Marder: : 
| has been associated with the firm Hoseacd and ‘Wilam K Button, | Robert L. Rich has been George 
for his entire business career,’ of Rochester, representatives for named vice-president in charge rink: angi 
and has been president since New York State, excluding the of sales of The Skybryte Co, and division cl 
1918, New York City metropolitan 


| Other officers elected are aS! market: Reid H. Cox & Co., 
follows: G. H, Spencer, Duluth,| Atlanta, Georgia, for Alabama, 
J. F. MeMullen, Winnipeg, and! Georgia, South Carolina and 
James Feir, Portland, vice-presi-| Florida; John FE. Naumann, 
| dent; C. E, Madison, Duluth, | Cleveland, for eastern Ohio. west- 
| secretary; Paul N. Thompson, | ern Pennsylvania, and the north- 
| Duluth, assistant controller, and| ern half of West Virginia; and 
| assistant secretary; and H. R.| Frank A. Riley, St. Louis, rep- 


| Symes, Portland, assistant treas-| resentative of Southern Illinois 
urer, land Missouri, excluding Kansas 
a City. 


|R. P. PAYSEE ADVANCED | ~~ - | 
ASST. GEN. SALES MGR. | A. C. DANEKIND —! 
EKCO PRODUCTS CO. SPECIAL ASST. TO 
Robert B. Paysee, formerly| MAYTAG CO. PRESIDENT | 
JOHN H. MOORE sales manager, popular price A. C. Danekind, formerly of | 

lines Division, has been promoted | the General Electric Co., has re- 

John H. Moore, former execu- | to assistant general sales manager cently taken up his new duties | 
tive vice-president of Marvhall- | Ekco Products Co., 1949 N. | as special assistant to the presi- | 
| 

| 








Wells Co.. hardware wholesalers,| Cicero Ave., Chicago, 39. dent of The Maytag Co. He is | ROBERT L. RICH — 
Duluth, Minn., has been ele ted | Mr, Paysee served with Ekco | working on special assignments | 
president of the company suc- | Products as premium division relating to Maytag’s expansion 
ceeding Seth Marshall, who has| sales manager before the war. | program and is devoting most of 
been named chairman of the| In 1942 he left the Ekco sales | his time at present to assisting 
board, staff when the company devoted | the line organization in the de- 
Mr. Moore has been associated! its production to the war effort. velopment of the Maytag auto- 
with the firm in various execu-| During the war years, Mr. Paysee | matic washer program. 
tive capacities since 1933, Prior| headed his own sales company. Mr. Danekind served General 
to his election as president, he| He returned to Ekco Products | Electric in various staff positions, 


marketing 
its subsidiary, Rusticide Pro- Read’ hac 


ducts Co., also, and will be in a 
charge of all export business. Mr. Hi 

Before joining the Skybryte 
Company, Mr. Rich, for several 
years, was sales manager of The 


Johnson a 
and is re 


eae Paint & Varnish C ing merch 
arrison aint arnish O., Wels Seales 


Canton, Ohio. Prior to this, he 


was executive vice- rs in 1947 to develop the newly For a number of years he was a we wen ft hardware 
treasurer and controller. He was | created popular price lines sales | assistant to vice-president, N, R. Garland Co., and a building con- He will s 
formerly associated with Pabst division, Birge, who was in charge of struction compens. sales pron 
Brewing Co., Milwaukee as treas- Edward Marder has been pro- General Electric’s affiliated com- “ and adver 
urer and controller. Mr. Marshall | moted to sales manager of the panies, —_——— Mr. Hw 


| popular price lines division. He 
became associated with Ekco 


torial staf 
| EXPAND BRYANT CORP. Times frot 
| ELECT E. L. MERRILL When 


Products Company in 1935. He th 
served in the Army from 1942 | PRESIDENT bought Wi 
to 1946 and was discharged as | An extensive program of re Hummel 
a first lieutenant. From 1946 organization and expansion has editor un 
until 1947, Mr. Marder was in | been announced by The C. L. ment, 
charge of the Ekco sales office | Bryant Corp., 4610 St. Clair At the 
in Detroit. He then returned to Avenue, Cleveland 3, Ohio. The : 


5 i f “Sphinx” Hummel r 
° anys - : “US- a - 
company’s line o phinx” cus Wide Wo 


| tom-made furnaces is now being 
placed on the national market. 

Newly elected president is E. 
Lee Merrill, veteran of heating 
| equipment sales promotion, and 
| former executive vice-president 
of the Monroe Stove Co., Chi- 
cago, Ralph Glenn, formerly 
with Firestone and more recently 
eastern regional manager for 
Monroe Stove, is treasurer of the 
company, 
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the factory to assist Mr. Paysee. 
L. Ben Houfek, formerly 


ieee ; ji : an assignn 
Ekco’s representative in  Min- : : 


War Infor 


as chief o 


neapolis for all housewares lines, 
has been appointed eastern sales ; 
i i technical 
supervisor for the popular price 
lines division. W. G. Edrington, 
formerly housewares buyer and 
merchandiser for the Rice-Styx 
Dry Goods Co. of St. Louis, has 


His respor 
tion inclu 
developme! 
simile ne 
foreign ra 

He resi 


been appointed western — sales 
| supervisor for the popular price | 
SETH MARSHALL } lines division, A. C. DANEKIND 





in Januar 
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YALE & TOWNE APPOINTS 
G. J. HUMMEL MARKET 
MGR. STAMFORD DIVISION 
George J. Hummel, veteran 
newspaperman and former OWI 
division chief, has been appointed 





GEORGE J. 


HUMMEL 


marketing manager of the Stam- | 


ford Division of The Yale & 
Towne Mfg, Co. 

Mr. Hummel succeeds’ Mr. 
Johnson as marketing manager 


and is responsible for develop- 
ing merchandising programs for 
Yale locks, door closers, builders’ 
hardware and tri-rotor pumps. 
He will supervise all cataloging, 
sales promotion, dealer displays 
and advertising. 

Mr. Hummel was on the edi- | 
torial staff of the New York | 
Times from 1926 to August 1941. 





When the’ Associated Press 
bought Wide World Photos, Mr. | 
Hummel became its feature 
editor under the AP manage- | 
ment, 

At the outbreak of war, Mr. 


Hummel resigned his post with 
Wide World Photos to accept | 
an assignment with the Office of 
War Information where he served 
as chief of the radio-photo and 
technical 
His responsibilities in this posi- 


equipment — divisions. 


tion included the design and 
development of a world-wide fac- 
simile network embracing 30 
foreign radio stations, 

He resigned from the OWI 
in January 1946 to engage in 
JUNE 17, 1948 


his own business as a technical 
consultant in 
motion 


audio-visual 
and 


pro- 
media tele-commu- 
nications. 

Mr. Hummel is the authdr of 
many magazine articles on news- 
photography and_ photo-telegra- 
phy. He has also lectured widely 
on audio-visual information 
facsimile and 


and 
photo newspaper 


distribution, 


| KENDAL MFG. PURCHASED 


BY H. BOKER & CO. 

H. Boker & Co., Ine., 101 
Duane St., New York City 7, 
has recently acquired the Kendal 
Mfg. Co., Winsted, Conn., itself 
successor to the American Knife 
Co., which was formed to manu- 
facture pocket knives in 1856. 
The plant at Winsted will be 
operated as a wholly-owned sub- 
sidiary of H. Boker & Co. 


L. O. KINGSLEY SUCCEEDS 
A. J. HOLMES WITH 
FARWELL, OZMUN, KIRK 
0. 


cently been appointed manager 


Leonard Kingsley has re- 
and buyer of the sporting goods 
department of Farwell, Ozum, 
Kirk & Co., hardware whole- 
St. Paul, 1, Minn., 
ceeding Arthur J. Holmes 
retired after 
company for 55 years. 

Mr Holmes first 


salers, suc- 
who 
the 


has serving 


business ex- 





LEO KINGSLEY 


perience comprised — six years | 


hehind the of 


monger in Lincoln, England. For 


counter an iron- 
the next two years he was con- 
nected with a wholesale firm in 


Cardiff, South Wales. He 


joined an importing and export- 


then 


ing house in London, Upon com- 
ing to the United States, he 


joined the MceIntosh-Huntington 


Co., Cleveland, He divided his 
time between the house and the 
road, He then became affiliated 





ARTHUR J. 


HOLMES 


with Farwell, Ozmun, Kirk. Mr. 
Holmes was president of the St. 
Rod Cyub 


two years and every fall found 


Paul and Gun for 


him in the field or in the blinds 


demonstrating his skill as a 
marksman. 
Mr. Kingsley, his successor, 


the 


since 1912 and with Mr, Holmes 
1915, 


has been with company 


since 


BRAINARD STEEL BUYS 
TEL-O-POST COMPANY 


Brainard Steel Co., Warren, 
Ohio, wholly-owned subsidiary 
of Sharon Steel Corp., Akron, 


Ohio, has purchased the Tel-O- 
Post Co., Akron, which wili op- 
erate as the Tel-O-Post Division 
of Brainard Steel Co., and will 
take certain Brainard products to 
market in further fabricated 
form, | 





HALL 


LEE 


LEE HALL BECOMES 
NATIONAL SALES MGR. 
FEDERAL SEAT CORP. 
Herman Glatt, 

Federal Seat Corporation, Long 
Island City, N. Y. has announced 
the appointment of Lee Hall, as 
national Mr. 
Hall’s background in the house 


president of 


sales manager. 


wares field includes eight years 
with the E-Z-Do Co. and three 


years with the Stor-Aid Co, 


W. J. HOLMAN, JR. NAMED 
VICE-PRES., GEN. MGR. 
" CHICOPEE SALES 


Wayne J. Holman, Jr., has 
been recently named vice-pres 
ident and general manager of 


Chicopee Sales Corp., 47 Worth 
St., New York *City. 

Mr. Holman joined Chicopee 
in 1940, Since 1942 he has served 
as general manager of the Lum- 
Division, 


ite which was organ- 
ized under his direction. 
He succeeds Harris M, Me- 


Laughlin, who has moved to the 
West Coast upon his retirement 
from 


active business life. 


E. S. PAGE APPOINTED 
ASS’T SALES MGR. 
E. INGRAHAM CO. 
The E. Ingraham Co., Bristol, 
{ lo« k 
facturers, has announced the ap 
pointment of FE. S, 


Conn., and watch manu 


Paige to be 
assistant sales manager in charge 


of work the 
sales department. 


administrative in 
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GARDNER'S 
Weathorstup 
“a complete quality line” 


prot? uel 
WEATHER STRIP 


The new Brown Bear is a zinc strip with 
gray felt completely protected with water- 
proof, rubberized fabric covering. A prac- 
tical strip with high weatherproofing quali- 
ties. Perforated for nailing. Seven foot 


furnished in door bottom sizes with oval 
perforations for screws. 


FIOLOSFAST 


An economical and effective strip made of 
treated felt on zinc backing. Perforated for 
nailing. Seven foot lengths. Also furnished 
in door bottom sizes with oval perforations 
for screws. Door bottoms made of treated 








felt = brass also available in several | 

weignts. | 
UNIVERSAL DOOR SETS .. WINDOW SETS 
Gardner’s No. 5 Universal —— 


ee 


eS on 


Door Sets and No. 6 Win- 
dow Sets (for double hung 
windows) are popular, 








metal strip items. — S35 : 

. ° : sr — - s 
Complete, including os Sa Packed in neat, 
nails and instructions. — individual cartons. 


GARDNER'S NO. 9000 BRONZE STRIP 
\oe > 


— 





A double hemmed, 
spring bronze, 
metal strip that is 
guaranteed to give ¢ 
lasting and effec- 
tive service. Per- 
forated for nail- 
ing and packaged 
in 100 foot rolls complete with nails. Also 
interlocking Brass Thresholds 
types and sizes. 


Fuun-Flex 


Oo amco 











CARONERS 9000 


WEATHER STNP 









Hammad, Super ined 
and Pertorated lor Nass 
. 














GARDNER WIRE CO. 


cHicaco 














OO Weer Vy, monies 





An outstanding value in gasket strip. 
Weatherproof rubberized fabric encases a 
reinforced, felt filler and tacking flange. 
A patented strip that meets the require- 
ments for durable, tight sealing weather- 
strip. Furnished in 100 ft. boxes and 500 
ft. reels. Also standard cotton filled gas- 
ket strips in same lengths. 


PACKAGED WOOL, HAIR AND COTTON FELT 


A complete line of packaged felts in various qualities and lengths 
to complete your weatherstrip line. 


GET COMPLETE INFORMATION — WRITE TODAY 


GARDNER WIRE Co. 


Serving the Hardware Trade Since 1900 


5039 W. Lake Street, Chicago 44, Illinois 











lengths in 7%”, 1”, and 114” sizes. Also | 











: ; | 1944, has 
in various | 





J. CLARENCE ROTH 


ELECT ROTH DIRECTOR 
OF PRATT & LAMBERT 
MGR. CENTRAL DIVISION 


The board of directors of 
Pratt & Lambert-Inc., paint and 
varnish manufacturers, has elec- 
ted J, Clarence Roth a director 
of the company, to fill the vac- 
ancy due to the death of John 
G. Schroeder. He also was ad- 
vanced from the position of 
sales manager, central division, 
with headquarters at Buffalo, to 
resident manager of that division. 


| Mr. Roth began his career with 
| Pratt & 


Lambert-Inc., 
office boy in 1910, 
Granville M. Breinig, who be- 
came manager of the company’s 
paint division, in 1931, was made 
merchandising manager, a newly- 


as an 


created position. He was for 
three years president of the 
Waggener Paint & Glass Co., 
Kansas City, Mo., Pratt & 


| Lambert subsidiary, which sub- 


sequently became the Waggener 
Paint Co. 

David Mehrohof, who since 

been assistant sales 
manager, industrial division, was 
advanced to sales manager of the 
division. He started as a chemist 
in the company’s enamel labora- 





GRANVILLE BREINIG 


tory in 1923. In 1937 he was 
made head of the lacquer and 
synthetic enamel laboratory. 


R. E. EBERSOLE NAMED 
GEN. MGR. LAMP SALES 
FOR WESTINGHOUSE 


Russell E. Eb rsole has been 
appointed general manager of 
lamp sales for the Westinghouse 
Electric Corporation, Bloomfield, 
A, J. 

Mr. Ebersole succeeds William 
J. Massey, who retired after 50 
years with the company’s lamp 
division, Oldest employe _ in 
point of service in the division, 
Mr, Massey started as an errand 
boy in Pittsburgh, where George 
Westinghouse, founder of the 
company, entered the lamp busi- 
ness, 

Mr. Ebersole takes over direc- 
tion of the company’s lamp sales 
activities, including commercial 
engineering and advertising and 
sales promotion. Since 1944 he 
has been in charge of the lamp 
division field sales organization, 
which operates from 42 district 
and branch offices throughout the 
United States. 

Joining Westinghouse in 1922 as 
a lamp salesman touring New 
York’s Hudson Valley commun. 
ities, Mr. Ebersole advanced to 
manager of metropolitan New 
York sales; assistant manager of 
the northeastern district; and 
manager of the northwestern 
district, with headquarters in 
Chicago, Two years later, he 
moved to Bloomfield to take 
charge of all district offices for 
the firm, 

Mr. Massey was named general 
lamp sales manager in 1943, He 


previously had been assistant 
lamp sales manager; manager 
of the northwestern district, 


New York; and production man- 


ager. In 1945, the company’s 
board of directors conferred 
upon him the Westinghouse 


Order of Merit, honorary award 
for outstanding performance. Re- 
cently, Mr. Massey was honored 
at a testimonial dinner attended 
by Westinghouse Colleagues, at 
which two of his three sons were 
present. 


C. J. GASPAR RESIGNS 
AS NICHOLS WIRE ASST. 
GENERAL SALES MANAGER 


C. J. Caspar who has been 
| assistant general sales manager 
| of the Nichols Wire & Aluminum 
Co., Davenport, Iowa, has re- 
cently announced his resignation. 
He will be associated with the 
American Machine & Metals Co.. 
Inc., East Moline, IIl., as sales 
manager of the DeBothezat Fans 
| Division, 


HARDWARE AGE 











Leadin 


Outstan 
facturers, 
signers Ww 
ference o: 
in conjun 
Annual Ir 
ernization 
tral Pala 
July 6-10 
gram and 
Layout Tr 
Snaith, pa 
Associates 
architect, 
Robertson 
Otis Ele 
Belche ch 
H. Macy 
president 
Store Lig 
6-9; Loui: 
James M 
Gysi, sal 
idated Ex 
O'Shea, 
Don P. ¢ 
tric Prod 
Carr, arc 
rector of 
Disp] 


7-9, Jose 


ics; 


NAME W 

Walthan 
Waltham 5 
a relocatio 
to 1433 E. 
Mich., wit 
as manage 


L. S. NO! 
CHICA 
REG. F¢ 


Leonard 
named mai 


northwest | 
division of 
Mr. 

at 


Corp. 
quarter 





JUNE 1’ 





1937 he was 
lacquer and 
oratory. 


E NAMED 
MiP SALES 
3HOUSE 


»le has been 
manager of 
Westinghouse 
1, Bloomfield, 


eeds William 
ired after 50 
apany’s lamp 
employe _ in 
the division, 
as an errand 
where George 
ider of the 


e lamp busi- 


‘s over direc- 
’s lamp sales 

commercial 
vertising and 
nce 1944 he 
of the lamp 
organization, 
n 42 district 
1roughout the 


use in 1922 as 
touring New 
ley commun. 
advanced to 
politan New 
t manager of 
district; and 
northwestern 
dquarters in 
rs later, he 
eld to take 
ct offices for 


amed general 
- in 1943, He 
en assistant 
er; manager 
ern district, 
duction man- 
6 company’s 
rs conferred 
Westinghouse 
norary award 
formance. Re- 
was honored 
nner attended 
‘olleagues, at 
ree sons were 


RESIGNS 
VIRE_ ASST. 
» MANAGER 


ho has been 
ales manager 
-& Aluminum 
owa, has re- 
is resignation. 
ited with the 
& Metals Co. 
Tll., as sales 
Bothezat Fans 


‘ARE AGE 








JUNE 17, 


Leading Retailers, Manufacturers, Architects 


. To Speak at Store Modernization Clinics 


Outstanding retailers, manu- 
facturers, architects and  de- 
signers will speak at the con- 
ference of 10 clinics to be held 
in conjunction with the Second 
Annual International Store Mod- 
ernization Show Grand Cen- 
tral Palace, New York City, 
July 6-10. The schedule, pro- 
gram and speakers follow: Store 
Layout Traffic, July 6-8, William 
Snaith, partner, Raymond Loewy 
Associates; Morris _ Lapidus, 


architect, J. J. Siddall, H. H. 
Robertson Co., David Merker, 
Otis Elevator Co., Richard 


Belche chief store architect, R. 
H. Macy Co., and William Pilat, 
president Russel W. Allen Co.; 
Store Lighting & Color, July 
6-9; Louis Munn, vice-president 
James McCreery & Co., M. 
Gysi, sales engineer, Consol- 
idated Edison Co., Carrol L. 
O'Shea, General Electric Co., 
Don P. Caverly, Sylvania Elec- 
tric Products, Inc., J. Gordon 
Carr, architect, Fred Rahr, di- 
rector of Fred Rahr Color Clin- 
Displays & Fixtures, July 
Jose Fernadez, architect, 


Ics; 


7-9, 


Howard Ketcham, color consult- 
ant, J. C. Montogomery, Co- 
lumbus Show Case Co., E. L. 
Reibold, Cluett, Peabody & Co., 
Fred Schmid, store planning di- 
rector, United-Rexall Drug Co., 
Nelson A. Miller, chief of 
marketing division, U. S. De- 
partment of Commerce; Store 
Fronts, July 7-10, Kurt Versen, 
lighting engineer, G. A. Gidley, 


general manager, Gimbels, Phil- | 


adelphia, Harold Dayton, director 


of store planning, Associated | 
Merchandising Corp., Elmer 
Lundberg, Pittsburgh Plate 


Glass Co., L. H. Atkinson, Kaw- 
neer Co., Cl Feichin, arch- 
itect; Planning & Budgeting 
For Modernization, July 8-10, 
Kenneth C. Welch, Grand Rapids 
Store Equipment Co., Clinton 
Smullyan, manager, Phil- 
lips-Jones Corp., Jay D. Runkle, 
executive vice-president Crowley 
Milner & Co., Charles Bourget, 
vice-president, Bestonian Shoe 
Sales Corp., Danic! Schwartzman, 
Victor Gruen and Morris Ket- 
chum, Jr., architects, 


iles 


sales 








RELOCATE WALTHAM 
DETROIT BRANCH 
NAME W. W. HAYDEN MGR. 
Waltham Grinding Wheel Co., 
Waltham 54, Mass., has announced 
a relocation of its Detroit branch | 
to 1433 E. Mile Rd., Hazel Park, | 
Mich., with Walter W, Hayden 


as manager, 


L. S. NORTH NAMED MGR. 
CHICAGO-NORTHWEST 
REG. FOR EUREKA DIV. 


Leonard S. North has 
named manager of the Chicago- 


been 


northwest region for the Eureka 
division of the Eureka Williams 
Corp. Mr. North will head- 
quarter at the Eureka branch 


7? 
i 


| 
| 








LEONARD S. NORTH 


1948 


office in Chicago, 1161 Merchan- 
dise Mart. 

Mr. North was associated with 
The Sampson Co., Chicago, for 
15 years, as assistant manager 
of the appliance division. 


E. H. VOGEL RETURNS TO 
G. E.; MEMBER OF 
ELECTRONICS STAFF 


FE. H. Vogel, manager of the 
radio sales division for General 
Electric from 1936 to 1939, has 
recently returned to the company 
as a member of the staff of Dr. 
W. R. G. Baker, vice-president 
and general manager of G. E.’s 
electronics department. 

Mr. Vogel’s headquarters will 
be at the company’s new Elec- 
tronics Park plant in Syracuse, 
N.. ¥. 

Mr. Vogel has specialized in 
the field of merchandising since 
1919 when he joined Kohier In- 
dustries as advertising manager, 
Four years later he became ad- 
vertising and merchandising 
manager for the American Piano 
Co. In 1930 he left to become 


advertising and later sales man- | 
ager for the RCA Victor Co. In | 
1936 


General Electric made 
him manager of radio sales which 
position he held until 1939 
when he became vice-president 
in charge of sales for the Farns- 
worth Television and Radio Cor- 
poration, Mr. Vogel resigned 


from that position in 1947, 








TRY THIS SURE WAY 
TO INCREASE SALES 
with 
BRISTOL FISHING TACKLE 


Bristot Fishing Tackle is popular fishing tackle... 
fishing tackle that sells fast. For many decades, 
fishermen have found BrRIsTou’s superb rods, reels 
and lines representing finest quality, finest values. 
This year, this Bristou leadership is especially pro- 
nounced. It’s a leadership that fishing fans are quick 
to appreciate . . . and act upon. . . wherever this 
ultra-modern tackle is on display. BRISTOL originated 
and is today’s largest producer of high grade steel 
rods. Every item of Bristot Tackle is BrRisToL- 
Made. That’s why you can recommend and feature 
this tackle with confidence . . . why it provides you 
such a sure way to increase sales among your fishing 
friends. 





Bristol Seamless Tubular Steel Casting Rod No. 53 


This handsome “sales winner” is sturdy and ideal for accurate 
casting both by novice and veteran. Note these specifica- 
tions: Two lengths, 5 and 5% feet. Aluminum die-cast 
*“Set-Tite’”’ handle, anodized green with “‘specie”’ cork grip 
and white tenite forward grasp. Chromium butt plate. White 
tenite adaptor. Seamless steel blade finished in artillery 
green enamel. Chromium plated ‘‘Belmar”’ guides. Light green 
silk windings. Comes in dark brown, best grade, cloth case. 






Saistor, CONMECTICUT 


FISHING RODS 
REELS « LINES 







\ 
¥ 
\ 
Now 
Regularly Also Makers of 
Advertised BRISTOL 
in LIFE Golf Clubs 
203 








H. A. LYNES ELECTED 
McMILLEN FARM SUPPLY 
DIV. MERCHANDISE MGR. 


H. A. (Red) Lynes, veteran of 
21 years in the hardware field, 
named merchandising 


has_ been 





LYNES 


H. A. 


manager of the recently-created 
farm supply division of the Me- 


Millen Feed Mills, Fort Wayne, 


Ind. 

McMillen Feed Mills, _ live- 
stock and poultry feed division 
of Central Soya Co., Inc., en- 


tered the farm supply business 
recently to bring to its indepen- 
dent dealers an integrated hard 
line merchandising program. The 
manager of the new divi- 
sion R. K. Lindburg who 
has spent 25 years working with 
feed dealers in selling and mer- 


sales 


Is 


chandising. 

Mr. Lynes, merchandise man- 
ager of the Farm Supply Divi- 
sion of Oakes & Co., of Chicago, 
prior to joining MeMillen, also 
spent two years in the merchan- 
dising post of the National Re- 
tail Hardware Association with 
headquarters in Indianapolis. 

Before that he had in 
charge of the retail di- 
vision of Marshall-Wells for sev- 


heen 


stores 


en years and spent 11 years as a 
store manager for Sears-Roebuck 


& Co. 


W. W. McMANUS, ELECTED 
VICE-PRES. GEN. MGR. 
KING HARDWARE CoO. 


The directors of the King 
Hardware Co., wholesalers, At- 
lanta, Ga., meeting recently elect- 
ed W. W. McManus vice-presi- 
dent and general manager. John 
L, Watson was named treasurer. 

Mr. McManus, associated with 
the King organization since 1919, 
has held official positions as sec- 
retary, treasurer, vice-president 
and vice-president and treasurer. 

Mr. Watson, who was el- 
evated from assistant treasurer, 
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has been with the company since 
1934, 

Three new directors were elec- 
ted: John N. Haddock, Jr., 
Major Claude C. Smith and E, 
H. Foster. 

Other officers and directors of 
the King Hardware are: 
Dean S. Paden, president; Eliz- 
abeth E. Chase, secretary; L. C. 
Smith, first 
ident: J. B. Hutchings, assistant 
vice-president: L. M. Johns, as- 
sistant secretary, all of whom are 
directors, and J, L. Watson, Mrs. 
George FE. King, James C. Griz- 
zard, Thomas R. Frazer, Mrs. 
C. C. Smith and Mrs, James 
T. Williams, directors. 


Co., 


assistant vice-pres- 


KENNEDY DIRECTS SALES 
IN CAROLINAS 
FOR CORY CORP. 
The appointment of E. Ken- 
nedy as the new territory man- 





ager of North and South Caro- | 


lina has just been announced 
by Cory Corp., Chicago manu- 
facturers of Cory Glass Coffee 
Brewers and Fresh’nd-Aire elec- 


tric air circulators and room 








humidifiers. He will manage the 
sale of the company’s domestic 
and coffee brewing 
products—and the new Cory 
electric knife sharpener in those 
states. 

The two 
Kennedy will 
merly divided between L, 
Rudich and O. O. 
Cory territory managers of the 


commercial 


which Mr. 
were for- 


M. 


states 
cover 


adjacent areas. 

Mr, Kennedy joined Cory Cor- 
poration in 1947, doing 
administration work in the home 
office. 


sales 


C. F. BARCHFIELD NAMED 
ARVEY EASTERN 
SALESMAN 


Corp., has announced 
the appointment of Carl F. Barch- 
field, 57 Fuller Ave., Chatham, 


N. Jy 


Arvey 


as eastern representative, 


replacing George W. Davis of 
New York City. 
Mr. Barchfield’s territory in- 


cludes New York state, Northern 
New Jersey, and all of the New 
England states, 





The executive committee of the National Sporting Goods 


Association recently met in the association's offices at 809 
Continental Bldg., St. Louis 8, Mo., with the manufacturers. 
It was reported that the association sent John F. Lawlor, 
president, John H. Hatton, executive secretary and G. Marvin 


Shutt, field secretary, as its representatives to the second 


organization meeting of the Western Sporting Goods Asso- 


ciation, in Los Angeles. Mr. Shutt announced the early returns | 


from a questionnaire sent to dealers indicates a sound basis 
for the development of the expanded N.S.G.A. program for 
1948. Many returns indicated dealers favoring action toward 
the repeal of the Federal Excise Tax on athletic goods and a 
course of action for N.S.G.A. was presented and approved. 


When results from the 


questionnaire 


tabulated into a 


brochure outlining the program and services to members, it 
will be distributed. The series of advertising mats will be 
developed next year to cover all major sport subjects. How- 
ever the first subjects are available to members for $1. each. 
The program for 1949 will be on an annual basis with the 


cost not yet determined. Plans are being made for educational | 
meetings in connection with the next national convention in| 


Chicago, Jan. 15-20. Front row, left to right: Fred J. Bowman, 
Philip Goldsmith, John F. Lawlor; L. B. Icely, L. E. Coleman, 


Claude Carr, Kroydon 


representative. 


representatives, 


Charles M. Evans, Orien W. Todd, Jr., and second Kroydon| Wels, secretary: 


Shelby D. Himes, 


Congdon, | 








J. F. O7DONNELL MADE 


SALES MANAGER 


FOR STOKOL STOKER 


The appointment of John F. 
O’Donnell as sales manager for 


Stokol Stoker Co., Inc., of 
JOHN F, O'DONNELL 
Indianapolis was recently an- 

nounced. 
Mr. O'Donnell has been with 


Stokol for 10 years, Prior to his 
appointment 
he was assistant general manager 


of the 


CASCO PRODUCTS ELECTS 
3 DIRECTORS, RE-ELECTS 
OFFICERS, 7 DIRECTORS 


Joseph H. Cone, president of 
Bridge- 
port, Conn., has announced that 
three new directors were elected 
stockholders’ 


Casco 


at 
meeting 


The new directors are: A. G. 


Wels 


tion, J. 
and 


the boa 
Bert G 


Emil 


and Gec 


Lawrence E. Fenn was elected 


executive vice president, Mr. 
Fenn, who has been with the 
company since 1941, formerly 
served as assistant to the pres- 
ident. Wallace R. Powell, as- 
sistant sales manager of the auto- 
motive division, was elected as- 


1945. 


ident; 


| president; Edward T. McCarthy, 
Ed R. Van Dervoort. Back row, left to right: John R. Elliott, | vice 


president and_ controller; 
Emil F. Klein, treasurer; A. G. 
Samuel Cone, 

assistant treasurer. 
HARDWARE AGE 


the 


secretary 


. Cochrane, 
McCarthy, 
F. 





as sales 


company. 


Products Corp., 


recent 


of the co 


J. Reidy, sales manager 
of the home appliance division, 
Robert 
ager, Detroit office. Re-elected to 


W. 


Sinclair, 


rd are Joseph H. 

Lawrence FE. 
Klein, Samuel 
orge R, Wynus, 


sistant secretary. Mr. Powell has 
been employed by Casco since 


The following officers were re- 
elected: Joseph H, Cone, pres- 


Bert G. Cochrane, 


manager 


Edward T. 





rpora- 


man- 
Cone 


Fenn, 
Cone, 


vil e 
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YOUR JOBBER HAS THESE 
@® AD-A-DISPLAY 


MERCHANDISERS 





























WHEN CORBIN LOCKED” 








Gi 


PERSONAL 


ees, PADLOCKS . COMBINATION 


Your padlock display requirements can now be satisfied 
with these CORBIN Ad-A-Display Merchandisers which 
permit adding different padlock display panels in con- 
venient arrangements to the central unit. 


These merchandisers are FREE. You pay only for the locks 
on the boards. 


These locks are all Corbin quick sellers. To show them is 
to move them. Ask your jobber. 
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Stock the Streamliner and put 
extra dollars of profit in your 
cash register. Here's a popular- 
priced grindstone providing 
smooth, effortless sharpening, a 
rigid, lasting frame finished in 
an attractive color to accentuate 
its modern design. Quality 
stone, 22"x 2", assures long, 
efficient service. 


Place the Streamliner on your 
sales floor and watch custom- 
ers gather ‘round. . it’s a real profit-building item! 


Advertising assistance is avail- 


able to help you sell the Stream- 
liner. Write! 











1740 East Twelfth Street., Cleveland 14, Ohio 


ie i a ae 
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Salesmen Honor Bird Founder 


At 153rd 


Sales representatives of the 
Building Materials Division of 
Bird & Son, Inc., gathered in 
Boston and East Walpole, Mass., 
the week of June 21-25 for their 
annual sales meet-up. The meet- 
ing marked the 153rd anniversary 
of the founding of the company. 
The present chairman of the 
board of directors is Charles S. 
Bird, Jr., great grandson of the 
founder, 

The purpose of the gathering 
was to discuss sales plans for 
the company in relation to the 
broad construction program an- 
ticipated for 1948 and 1949, Con- 
ducted tours were made through 
all of the Bird mills in the 
Boston area, including flooring 
and paper products, Discussion 
of sales problems with different 
groups of salesmen acting as 
panels on each problem was 
featured in one of the daily 


Anniversary Celebration 


sessions, A presentation of the 
full line of Bird building ma- 
terials was made by E. L. 
Chamberlain, vice president. 

Recreational activities enjoyed 
during the week included §at- 
{tendance at a concert given by 
the Boston Pops Orchestra, a 
Braves-Cardinals ball game, 
sightseeing trips throughout the 
Boston area, and boat rides on 
| Massachusetts Bay, 

Most of the salesmen were ac- 
companied by their wives and 
special entertainment features 
were planned for them. 

The climax of the convention 
was a banquet at which time the 
| assembled salesmen, their wives 
|and Bird executives were ad- 
| dressed by Norman P. Mason, 
| president of the National Retail 
| Lumber Dealers’ Association. His 
| subject was “The Salesman’s 
| Responsibility in our Industry.” 








ORGANIZE CONSTRUCTION 
SPECIFICATIONS INST. 
ELECT J. B. ‘MOORE PRES. 


An organization dedicated to 
the improvement of specification 
writing and practices in the con- 
struction and allied industries 
has been formed in Washington, 
D.C., with offices at 1825 K. St., 
N. W. Composed primarily of 
specification writers, architects, 
and engineers both in private and 
public practice, it is the Con- 
struction Specifications Institute, 
Inc, James B. Moore, Chief of 
Specification Review Unit, Di- 
vision of Hospital Facilities, U.S. 
Public Health Service, was 
elected president. 


3 SALES APPOINTMENTS 
FOR HAMILTON DRYERS 

R. G. Halvorsen, sales man- 
ager of the Contract-Distributor 
Division, Hamilton Mfg. 
Co., Two Rivers, Wisconsin, has 
announced three new appoint- 
ments in the company’s Home 
Appliance Division, W. A. Fried- 
rich, W. G. Baustert and L. C. 
Lohman have been assigned the 
West, Central, and Southern ter- 
ritories, respectively. 

W. A. Friedrich and his sales 
organization, the Pacific Western 
Equipment Co, of Menlo Park, 
California, were named 
representatives for the Hamilton 
Fluff-Dri Clothes Dryer on the 
West Coast. This territory covers 
11 Pacific coast and North- 
western states. Previous to form- 
ing his own sales organization, 
Mr, Friedrich, who was with 
Hamilton for nine years, was 
sales director of the Home Appli- 
ance Division. 


Sales 


sales 


Kansas, Missouri, Nebraska, 
Iowa and Southern Illinois will 
be covered by W. G. Baustert. 
1935, Mr. Baustert has 
represented Hamilton’s _ profes- 
sional lines in the Midwest area. 
He will now devote his full time 
to contacting dealers and distrib- 
utors of Hamilton dryers. 

L. C. Lohman, with Hamilton 
for 25 years as engineer and 
laboratory equipment representa- 
tive, has appointed 
representative for the Hamilton 
Dryer in the deep South, Mr. 
Lohman’s organization covers the 
states of Louisiana, Arkansas, 
Alabama, parts of 
Kentucky and Tennessee. 


Since 


been sales 


Mississippi, 


OPTIMISM KEYNOTE OF 
CENTRAL PAINT SALES 
CONFERENCE 
Realizing that the sellers mar- 
ket is over and that only a sales 
force “well-armed” will best be 
able to effectively “train its 
sights” and hit the mark in get- 
ting new business, Central Paint 
& Varnish Works, Inc., at a 
recent sales conference held at 
its Brooklyn office, reviewed past 
achievements and discussed and 
formulated plans for consolidat 
ing and expanding its 
fields of operation. The confer- 
ence, the first in 


present 


a_ series of 
regularly scheduled monthly ses- 
sions, served to lay the ground 
work for coordinating and ex- 
ploiting to the full the 
new post-war developments which 
have been achieved in the com 
pany’s laboratories and by the 
promotion and _ production de- 
partments. 


many 
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MAYTAG APPOINTS Southeastern District of the elec- 
REG. TERRITORY MGRS. | tric appliance division at 
James W. Sargent has been| Atlanta, Georgia, He was trans- 

appointed regional manager of | ferred to the Mansfield adver- 
25 counties in eastern Arkansas |tising department in 1943 where 
for the Kansas City branch of | he headed up small appliance 
the Maytag Co., Newton, Iowa, | and vacuum cleaner advertising 
At one time in the Arkansas | and sales promotion. 





State Foresty Service, he is a 
veteran of four years in the 
Army Engineers. Alvin G. Mack 
and William C. Wheat have been 
assigned territories in Louisana. 
Mr. Mack will cover 34 counties 
in the southern part of the state 


and Mr. Wheat 29 counties in 
the northern’ section, Before 


joining Maytag, Mr. Mack was 
associated with an appliance dis- 
tributor in New Orleans, He 
served in the Navy four years. 
Mr. Wheat was connected with 
the United Gas Pipe Line Co., 
Shreveport and was also district 
sales manager for the Wear-Ever 
specialty division of the Alu- 


minum Cooking Utensil Co. He | 


served with the AAF for five 
years. 


WESTINGHOUSE ELEC. 
SMALL APPLIANCE SALES 
DEPT. RE-ARRANGED 


A partitioning of the small 
appliance department of the 
Westinghouse Electric Appliance 
Division, Mansfield, O., into two 
merchandising sections—one for 
electric bed coverings and the 
other for table appliances—has 
been announced, 


J. E. Crum, who headed the 
merchandising for the entire 
department, will be in charge 
of electric bed coverings, and 
R. R. Lynch, former advertis- 
ing supervisor for small appli- 
ances, will handle all other appli- 
ances in the department. 


Mr. Crum is a veteran West- 
inghouse employe, having started 
with the appliance division in 
Mansfield in 1922, He was small 
appliance factory representative 
for the division’s Central District 
from 1937 to 1941; during the 
war he worked on the Westing- 
house Health for Victory pro- 
gram; in 1945 he was named | 
sales promotion manager of Cen- 
tral District and in 1946 was 
made merchandise manager 
of the small appliance depart- 
ment. 


MOORE DIVISION ADDS 
TWO SALESMEN 

The addition of repre- 
sentatives to the sales force of 
the Division, Conion- 
Moore Joliet, Ill, has 
been announced. 

A, J. Lee has been assigned 
to Pennsylvania and C. George 
Henderson to eastern Ohio and 
the lower peninsula of Michigan. 
Mr. Lee formerly was district 
sales manager of the Continental 
Stove Corp., Ironton, Ohio, and 
|the Glenwood Range Co., Taun- 
| ton, Mass. Mr. Henderson has 
been advertising and sales pro- 
motion manager of the Ohio 
Fuel Gas Co., Columbus, and 
sales representative of the Eaton 
Mfg. Co., Battle Creek, Mich. 


two 


Moore 


Corp., 





NAME CHANGE ON 
NEW BURPEE COOKER 


The new Burpee Cooker which 
cooks with pressure but not in 
pressure has been given a new 
|name. Previously, this Burpee 
development was announced as 
the Burpee Double Cooker, It 
will now be called the Burpee 





| Steam Jacket Cooker to describe 


its operation more clearly, There 
has been no change in the cooker 
itself. 


FEDERATED METALS’ 
BOSTON OFFICE HAS 
NEW HEADQUARTERS 


Federated Metals, division of 


American Smelting and Refining 


Co., has recently moved its New 
England office to new and im- 
proved quarters in the Statler 


Office Building, 20 Providence 


Street, Boston 16, Mass. The for- | 


mer location was 250 Stuart St., 
also in Boston. Telephone num- 
bers will not change. They are 
Liberty 2-0797, 0798, and 0799, 


GARY-PIONEER DOUBLES 





Mr. Lynch joined Westing- 
house in 1930 as a member of | 
the student course and from 1931 | 
to 1936 was assigned to the! 
electric appliance division’s 
advertising and sales promotion | 
department. In 1936 he was 
named district sales promotion | 
manager of the company’s elec- 
tric appliance division office at 
Birmingham, Alabama, and in 


1939 was made assistant sales} be in full scale operation during 
the | the third quarter of 1948. 


development manager of 
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| of additional items for its steel 


PLANT FACILITIES 
The Gary-Pioneer Steel Corp., 


Gary, Indiana has purchased a 
new building which will double 
its manufacturing capacity. 
With the new production facil- 
ities, the company will increase 
the range of its products by 
making a considerable number 


roofing materials line, 
The new plant is expected to 














‘SELL CALKING 


When You 


SELL PAINT! 


Stop paint peeling-rot- 
rust-decay...make every 
paint job better 


Here’s How It Works 
















PLUS THIS 


a) PEE 


GIVES YOU 
THIS »> 






PRICED To RETAIL AT 


$].98 
FoR 
CARTRIDGES .ge,'y 












Everyone who buys a can of paint, 
for inside or outside use is a prospect 
for HANDICALK. It is inexpensive, yet 


does a “professional” job with an ease 






found in no other type of gun. All 
steel construction—weighs less than |F 
14 ozs. Nothing to fuss with—nothing 7 
to clean. Just snap cartridge in gun and 
calk. See your jobber—or write, wire 
or phone for further information, 
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$90,000 SALES BLDG. 
IN PROCESS BY CHAMBERS 
GAS RANGE CORP. 


A $90,000 sales building is 
under construction at 2468 
North Meridan, Indianapolis, by 
the Chambers Gas Range Corp., 
Shelbyville, Indiana. Six other 
retail will be added in 
Indianapolis within the next few 
months. A approxi- 
mately 75 specially trained retail 
work out of these 


stores 
group of 


salesmen will 


stores, concentrating their ene 
tire effort on the sales of the 


Chambers Range. 

The Chambers firm purchased 
a house property with 120- 
foot Meridan St., to 
make it the $150,000 headquar- 


and 


frontage on 


ters for sales activities in In- 
diana and Northern Kentucky. 
The house will be retained for 
offices, The distribution and dis- 


play structure is being built ad- 


jacent to it on the south, Com- 
pletion of the building project 
is expected in August. 

The building is 75 by 100 feet, 
will have basement and = one 
floor, and all-vear air condition- 
ing. The front will feature 14- 
foot plate glass walls for show- 


ing of the Chambers Ranges and 
will be used as a model for com- 

sales through. 
the nation. The lot is 175 


pany promotion 


out 





To provide an up to the 


representatives, a model hardware store, complete from all glass ‘‘show window” front 


to the latest displays and 


Janney-Semple-Hill & Co., hardware wholesalers, Minneapolis. The store 20 by 50 ft. is 
the materialized dream of the directors of the store service department, C. O. Bruer, head 


ath- | 
parking mext to the building in| letics, engineering writing, and | 


| feet for Edwin Thomas, active in 


| assuring 


deep, space 
the rear. W. C. Williams is gen-| distribution over many years, is 
eral manager for the Indiana| in full charge of the activities | 
and Kentucky sales operations. | of Manufacturers’ Agents Na- | 
| The Chambers manufacturing | tional Association and at present 
and sales organization was pur-| is said to be in the midst of a 
chased in October, 1946 by the | strong drive for a and 
Flato family interests, headed by | wide-spread membership. Manu- 
three brothers, Franklin Flato,| facturers’ agents everywhere, are | 
Frederick Flato and Robert! being urged to write the execu- 
Flato. The Corpus Christi Hard-| tive secretary in Los Angeles at 


large 





ware Co., is one of their many | once for a new and interesting 
business interests, 20-page M.A.N. A. Information 


Booklet. 


ELECT E. A. WILCOX | - 
PRES. NAT’L MFR’S : 
AGENTS ASSOCIATION | 


J. TAYLOR JOINS WISS| 
WEST COAST FORCE 





: = Frank J Taylor, Seattle 
After 27 years on the west) y, i . ’ 
i *% Ce a | induse| Wash., has been added to the 
as as i TeCcIrics ane it S- , . . . 
: sal plan ‘4 maa | West Coast sales organization of 
i ‘ngineer,  ¢ nanuface ; ‘ 
Be eee pl Res , 1 J. Wiss & Sons Co., Newark, 
turers agent, Edgar A. Wilcox, N | cnt. Neal D 
. er: : . J., aS assistan 7 » 
of E. A. Wileox (o., San Fran- oe Princes 
Donovan. division manager. Mr. 


cisco, has been elected president 


, “ ' Taylor was formerly with Talon 
lof Manufacturers Avents Na-| °° : 5 
{ee | Fasteners, General Mills and 
tional Association. ‘ 
aN : ; Union Oil Co. 
Regional vice-presidents — are | 
Fred F. Patten of Stamford, 


Conn., Art Thompson of Chicago, 
| and Lee R. Wallace, Los Angeles. | 

W. S. Kirkpatrick, the execu-| CENTRAL PAINT CO. 
tive treasurer, operates from the Jack Chertoff, 
association’s interim headquarters Sherwin-Williams Co., has joined 


JACK CHERTOFF JOINS 


formerly with 


office. at 50 East 42nd St.. in| the sales staff of Central Paint 
| New York. |& Varnish Works, Inc., Brooklyn, | 


executive secretary, P. 


The ae 8 


ne | 








minute merchandising “laboratory” for the dealers and sales 


point of purchase merchandising, has been developed by 


| pany’s 





EDISON ELEC. INSTITUTE 
FORMS TELEVISION 


GROUP 
Television and the effects that 
| its use will have upon the na- 


tion’s electric utility companies 
will be studied by a new 


mittee that has just been organ 


com- 


ized in the Edison Electric In- 
stitute’s Commercial Division, the 
the Institute has recently 


| announced, 


Frank C. Pesveyc, sales promo- 
tion manager of the Public Ser- 
vice Electric & 
Newark, N. 


chairman of 


Gas Company, 
J., has been ele« ted 
the committee of 
utility sales executives, 

The load value of the average 
television set to the electric com- 
pany will be studied, 
being 


kilowatthour 


with con- 


sideration given to actual 


usage as compared 


with the net load resulting from 


each set, when factors such as 
its effect upon lighting and use 
of radios are taken into account. 


The committee will gather data 
on what utilities throughout the 
country are doing in the way of 
television programming, and will 
| investigate the promotional ma- 


terials and dealer helps that can 
be employed to further the sale 
of residential television sets. 

Each member, 


Pesveye said, will have 


committee Mr. 
record 
ing meters connes ted to televi 
sion sets now in his com 
the 
actual average load of each set. 
Members will also the 
bills of television users 
for the year preceding and th 


in use 
area, to determine 


examine 
service 


year following installation, in an 
endeavor to calculate the net 
average additional load resulting 
from each set that is installed. 

The of the Televi- 
sion Committee, in addition to 
Mr. include: L. L. 
Bond, Virginia Electric & Power 
Co.., Va.: 
Collins, Consolidated Edison Co. 
of N. Y., Inc., New York, N. Y.; 
J. R. David, Cleveland  Elec- 
tric Hluminating Co., Cleveland, 
Ohio: Joseph M. Garvey, 
solidated Electric Light & 
Power Co., Baltimore, Md.; Ed 
win O. The Detroit 
Edison Co., Detroit, Mich.; Lloyd 
R. Leslie, 


personnel 
Pesveye . 


Richmond, Thomas J. 


Con- 
Gas, 


George, 


Delaware Power & 


Light Co., Wilmington, Del.; 
H. C. Rice, Southern California 
Edison Co., Los Angeles, Cal.; 
and E. W. Seese, Philadelphia 


Electric Co., Philadelphia, Pa. 


GOLD BROS. COMPANY 
CHANGES LOCATION 





of the modernization program, declared that when it is completed, and it'll be several 
years before it is entirely finished, we will have some 10,000 sq. ft. of display space 


featuring builders hardware 
advertising and promotional 
to visit the model store. 
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displays, appliances, sporting goods, auto accessories, and 
exhibits. Hardware dealers everywhere are cordially invited 


Gold Bros. Co., formery lo- 
cated at 1251 W. 9th St., Cleve- 
land, is moving to 1729 Superior 
Ave. The grand opening of the 


{new offices will occur from 
; July 19-23. 
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LOOK HOW MUCH HAND DRILL YOU 
CAN DELIVER FOR 










No. 1214. .. Hexagonal steel 
frame with smooth running 
die-cast gear and pinion. 
Machined 3-jaw chuck, 4” 
capacity. Overall length, 
11”. Natural finish hard- 

wood handle. $1. 


—— — —_ No. 1221. . . Compact design 
F Ay ‘ ati . 


for close-quarter work, 
1034” long. Wide flange 
cast iron gear and steel 
pinions with machine cut 
teeth. Steel frame with 
bright parts nickel plated. 
Full 1%” capacity chuck, 3 
jaw type, with jaws hard- 
ened and tempered. $2.20 




















ra 






No. 1220... A sturdy drill 
for a wide range of jobs. 


Attractively finished: nickel 
plated bright parts, natural 
‘ finish hardwood handle with 
dark red lacquered cap. 8 


drill points, 444” to 1444”, in 


POPULAR-PRICED DEFIANCE LINE raat 
hy Hey 


knob. $2.80 
Show your customer that he can get a good hand drill, Counter Display Merchan- 
just what he needs, at a low price. Each of these Defiance ize), J2004_ - Suriting 


i j with black lettering holds 6 
Drills is made by Stanley... more tool for the money. he ak coe 


Years of sturdy usefulness in each of these drills. Full Nos. 1220, 1221 and 1214. In 
v4” . . . — ° . a minimum of counter space, A 
Y," capacity in a chuck with minimum outside diameter. _ it attracts the eye, invites 
Comfortable, natural finish hardwood handles and attrac- —fRe"nechetbook P'S 
tively finished metal parts. Materials and workmanship 


found usually in much higher priced drills. 

Feature these tools and you appeal to a big group of tool 
purchasers... hobbyists, handymen, occasional tool users. 
Stock this new line of Defiance Drills made by Stanley 
and you simplify your buying. Your jobber has a complete 
stock. Stanley Tools, New Britain, Connecticut. 


THE TOOL BOX OF THE WORLD 


STANLEY | 


*$1.60 to $2.90 
® west of Missouri River 
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Better Light Better Sight Bureau Offers 
Educational Program for Grade Schools 


A program through which 
electric utility companies can 
assist the elementary — school 


teachers in their areas to bring 
their students important informa- 
tion on the relationship between 
light and sight, with helpful 
instruction on the use of modern 
lighting fixtures and lamps for 
adequate sight protection, 
has just been released by the 
Better Light Better Sight Bureau. 

Intended for the instruction of 
children in the fifth and sixth 
grades, the program consists of 
a group of 12 large-size, colored 
charts, with leaflets, quiz sheets 
and a teacher’s guide, Material 
for a series of three lessons is 
provided, to cover first the func- 
tion of the eye in seeing, then 
the importance of adequate light 
for varied seeing tasks, and 
lastly, the proper use of light to 
help the eyes. Three leaflets are 
supplied for distribution to 
pupils, one being furnished for 
each day’s lesson. 

The background and a detailed 
description of the program, 
which developed by the 
Bureau’s Home Lighting Educa- 
tion Committee, in consultation 


more 


was 


Aeerenaerenrerssceneregserseniet 


with the Research Division of 
the National Education Associa- 
Washington, D. C., are 
presented in two plan books, one 
of which is intended for the 
guidance of utility representatives 
in planning their use of this 
project. The second plan book, 
designed for presentation to 
school administrators, outlines 
the reasons for this program and 
demonstrates its value to the 
pupils, Complete sets of these 
materials, for class of 40 pupils, 
are offered by the Bureau at 
$6.50 per set. Plan books and 
material are available from the 
Bureau, 420 Lexington Ave., 
New York City 17, 


tion, 


L. L. BURT MANAGES 
DALLMAN SUPPLY CO’S. * 
OAKLAND, CAL. OFFICE 


Vernon S. Dallman. president 
of the Dallman Supply Co., 685 


7th St., San Francisco, has an- | 
nounced the appointment of L. | 


L, Burt, as branch manager of 
the company’s new office which 
has been opened at 1224 23rd 
Avenue, Oakland, Calif. 


The company is completing 
plans for the construction of a 
large warehouse, sales office and 
display rooms on the corner of 
East 12th Street and 22nd 
Avenue. 

C. A, Long has been appointed 
assistant manager at Oakland. 

John Day, formerly in charge 
of the company’s heating and air 
conditioning activities, has been 
appointed general sales manager 
of the company’s San Francisco 
office. 

The Dallman Supply Co. 
maintains branches in San Fran- 
cisco, Sacramento and Oakland, 
Cal, 


BARTRAM SPORT. GOODS 
DISTRIBUTES ‘OZARK IKE’ 
LINE NATIONALLY 


A line of “Ozark Ike” sports 
equipment, distributed nationally 
by Bartram Sporting Goods Com- 
pany, Philadelphia, will be sold 
exclusively through Garrett Sales 


Company, manufacturers’ agents, | 


1186 Broadway, New York City, | 


and 4th and Chestnut Streets, 
Philadelphia. 

The Bartram organization is 
already marketing a _ regulation 
size “Ozark Ike” baseball bat, 
named for the popular comic 
strip character. 





KOEHLER-PASMORE CO. 
TO SELL ALPHA SOLDER 


Koehler-Pasmore Co., 11833 
Hamilton Avenue, Detroit 
Michigan, has been appointed 
sales representative of the Alpha 
Solder line, by Alpha Metals, 
Inc., Brooklyn, New York. 
The Koehler-Pasmore 
pany will represent Alpha Metals 
in the entire state of Michigan. 


Com- 


R. A. BURTON JOINS 
SANSON & ROWLAND 


Richard A, Burton, formerly 
associated with ACF Brill 
Motors Co., has recently joined 


Sanson & Rowland, Inc., Phila- 
delphia 6, and will represent the 
company in the Philadelphia 
area, 

James G. Pepper has been ap- 
pointed purchasing agent. 


FREDERICK PFEIFER 
BUYS OWN BUILDING 


Frederick Pfeifer, Corp., hard- 
ware manufacturers’ representa- 
tives, has recently acquired its 
own building at 53 Warren St., 
New York City, 7., which pro- 
vides enlarged and _ convenient 
facilities for stocking and dis- 
playing the lines it represents. 





MULTIPLE MERCHANDIZING 


MULTIPLIES PROFITS! 


@ EAGLE Nobbys, Spirals, Dragons and Vari- 
Crystals are attractively carded in the fast-selling 
No. 13 Assortment shown at the left. This top 
profit earner of three dozen bal- 
loons offers multiple instead of 
single sales. On retail counters 
Eagle's colorful Carded Novelty 


Assortment quickly attracts cus- 
tomers for balloons and other 


merchandise. 


This mass display of Eagle 
Sponge and Inflated balls 
will greatly increase your 
ball sales. They have the 
glamour that induces 


buying. 


~ EAGLE RUBBER COMPANY, Inc. 
ASHLAND, OHIO B= > 
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Olin Appoints Four Region Managers 
Adds Thirteen to Sales Staff | 


The appointment of four new{ electrical division of Winchester | 


regional managers and the addi- 
tion of 13 salesmen has _ been 
announced by J, C. Calhoun, as- 
sistant sales manager 
Electrical Division of Olin Indus- 
tries, Inc., at New Haven, Conn. 
Paul E. Chicago, is 
the new Midwestern Regional 
Manager; William S. Stewart, 
San Francisco, Western Regional 
Manager; Harold E. Terwell, 
New York, Eastern Regional 
Manager; and W. H. Reedy, 
Southern Regional Manager. 


Gilman, 


Mr. Gilman, before promotion 
to his new post, was for many 
years in charge of the St. Louis 
district for Bond Electric Corp., 
division of Olin Industries, Inc. 
Mr, Stewart was promoted to his 
post as Western Regional Man- 
ager at San Francisco after sev- 
eral years in the company’s home 
office in New Haven. Mr. Terwell 
was formerly midwestern division 
manager of insulation sales for 
the Baldwin-Hill Co., of Trenton, 
N. J., and before the war, district 


of the! Robert L. 


h the Southwest. 
The new salesmen and their 
territories are, Western Region: 
Kingsley, Salt Lake 


City; Ed. J. Spanier, Portland, 
Ore.; Fred J. Brown, Pasadena, 
Calif.; Karl W. Mortensen, San 


Francisco, and Philip R. Crocker, 
| San Midwestern Re- 
gion: Floyd G. Brimmel, Berke- 
ley, Mich.; James K. O'Leary, 


Francisco. 


Detroit, Mich.; John FE. Davis, 
Webster Grove, Mo.: V. C. Cast, 
| Kansas City, Mo.; and Robert 


| H. Metz, Chicago. Southern Re- 
gion: P. C. 
Texas; and 

New Orleans. 


Arden E. 


Anderson, 


C. J. GASPAR RESIGNS AS 
ASST. GEN. SALES 
MGR. NICHOLS WIRE 
C. J, Gaspar has recently re- 
signed as assistant general sales 
manager of the Nichols Wire & 
Aluminum Co., Davenport, Iowa, 





to become associated with 


manager for the Oscar Meyer | Inc., East Moline, IIl., as sales 


Company, Chicago, Ill. Mr. Reedy 
formerly was in charge of the 
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| manager of the DeBothezat Fans 


Division. 


McIntyre, Houston, 


the | 
| American Machine & Metals Co.., 








CAROLINAS’ 


Hardware Association of 


ASSN. ELECTS: 


the recent annual convention in Winston-Salem, N. C., 


the 
Vic Huggins, Chapel Hill, N. C., 
berg, Greenwood, S. C., president; H. C. 
N. C., vice-president; J. B. Gray, 
president and T. J. Owen, Jr., 


elected at 
of the 
Carolinas left to right: 
junior director; Jack Ellen 
Gabriel, Newton, 
y, Wilson, N. C., retiring 
Elloree, S. C., senior director. 


New 


ofticers 


are, 


Mrs. Sally Couch Masten is acting secretary with headquarters 
at 11814 E. 4th St., P. O. Box 2008, Charlotte 1, N. C. The 


convention went on record as favoring the reinstatement of 


credit controls; asked wholesalers to exercise 


a more rigid 


watch to see that they sold only to recognized dealers; en 
dorsed the fight of Senator Byrd, D., Va., for more economy 
in government; favored taxation of co-operatives. 


64 ATTEND HARDWARE 
MERCHANTS & MFR’S 
SPRING GOLF MEET 

The annual Spring Golf Tour- 
nament and Dinner meeting of 
the Hardware Merchants & Man- 
Phila- 


was re- 


Association of 
Arch St., 


ufacturers 
delphia, 505 


cently held at North Hills Country 





SERVING THE WARDI 


Club, North Hills, Pa., and was 
attended by 64 members and 
guests, Thirty played golf in the 
afternoon. E. C. Griswold, chair- 


man of the entertainment and 
golf committee announced that 


the Golf Cup had been won by 
D. N. Roney, Wickwire, Bros., 
Inc., Cortland, N. Y. 





| 
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CED Chairman Will Keep Research Program ‘a 


Abreast of National Economic Problems; aes 
. ra Golf Assoc 

Including International Aspects | voided by 
Inn, Shaw 
was won by 
New York 
York City, 
and runner: 
Ist flight, 
winner; E, 
Imperial k 
Inc., New 
Russell Ho 
mittee under the chairmanship of | of his time to CED activities. In « Ward B 
# 0 UJ S E N U MBERS Raymond Rubicam, New York. 1946 he served as chairman of delphia, wi 
Mr. Williams said it would be the Seattle’s community chest 
his objective, in cooperation with | and in the same year was named 


W. Walter Williams, newly; investment capital, management 
elected chairman of the Commit-| of the public debt and _labor- 
tee for Economic Development) management relations; also that 
recently outlined the program of) its program will be broadened 
research on national economic and deepened to meet changing 
problems which CED will con-| world conditions, 
tinue as a permanent organiza- Mr. Williams who has been 
tion. The trustees of CED voted) president of the Chamber of 
unanimously to extend the work Commerce and of the Rotary 
of the research and policy com-| Club in Seattle, will devote much 


SINCE 1849 





Mr. Rubicam and his committee, its most useful citizen. Nationally 
to keep the CED research pro-| he has been president of the 
gram abreast of national eco-| Mortgage Bankers Association 


HOUSE NUMBERS nomic problems including those | and is now national chairman of 


with international aspects. He the President’s conference on fire 





CAST dp BRASS 


BRASS WILL NOT RUST continued, for American to be! prevention. He is director of the 
able to provide helpful leadership International YMCA. During the 


in the universal quest for peace, second World War he served as 
we must be strong, militarily,, Washington State chairman for 
economically and spiritually, civilian defense. His CED  ex- 

He declared that the CED will perience dates back to 1943 when 
proceed with its research studies he was named state chairman of 
in such subjects as economic the CED’s field development 
stabilization, adequate supply of ! division. 











E. H. VOGEL MADE G. E.) bution, including distributor ap- 
MARKETING MANAGER pointments and cancellations; for 


: ; i determining and administratin 
Creation of a new position on é and a — 





CAST BRASS, BURNISHED — 23," HIGH the vice president's staff, with commission plans for district 
PACKED WITH PINS | the title of manager of market- rn and pepresomtanives; for 
| ing, and the establishment of the | ‘€ Preparation of orders received 


General Sales Division as one of and sales billed — for the 
districts and distributors; and 


seven operating divisions in the is sales Galen seeniien tae 
sales ams 


ATTRACTIVELY PACKED — !/, DOZEN EACH as SR OE Tl oe ceseiidinn, 


General Electric Co., was an-! 


NUMBER 1 TO 0, INC. IN DISPLAY BOX (AS nounced recently. Phos Baker explained that - 
E. H. Vogel has been appointed | Brandt will share with the prod- 
ILLUSTRATED) OR PACKED 1 DOZEN PER BOX || ,, ©, 11 Vorel has heen appointed | eo vsone of the department 
position. the responsibility for product 
A. A. Brandt, the department’s planning and pricing; merchan- 
12 TYPES HOUSE general sales manager since dising plans and programs; pro- 
1943, will continue in that posi- duction releases and scheduling. 
NUMBERS and LETTERS tion and will manage the general’ ————. 
sales division which now has full; WESTINGHOUSE APPOINTS 
operating division status, H. G. CHENEY ASSISTANT 
Mr. Vogel will represent the LAMP SALES MANAGER 
vice president on such responsi- 
bilities as general departmental 
and divisional sales policies; 




















The appointment of Harold G. L 


Cheney as assistant manager of 











WRITE NOW!! product planning and _ pricing; lamp sales for the Westinghouse 
merchandising plans and pro- Electric Corp., Bloomfield, N. J., 
For Catalog No. 19 grams; advertising, sales promo- has been announced. 
Ord tion and publicity; industrial de- Mr. Cheney got his first job Bu 
voor sign activities for all products; | 45 4m accountant in the engineer- help | 
Through Your market research production re- ing department of the W esting- Buch 
leases, scheduling and inventory house Lamp Division in 1920. 
Jobber control. Eight years later he moved to duty 
Mr. Brandt will be responsible the advertising and sales promo- alum: 


for the sale of the department's | tion department where he became 


(| commercial products and for op- assistant to the manager. 


| eration of the field sales organiza-| In 1930 he transferred to the 
tion in nine districts throughout | executive sales department, For 
a - fe. the country, The general sales | the past four years he has been fe Lj 


manager also will be responsible| assistant to the general lamp 
LAN CAB ER, sre ; 

for establishing adequate methods | sales manager and supervisor of 
methods and channels of distri-| lamp sales contracts, 
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W. F. BARNES, JR. WINS 
EASTERN HDWE. GOLF 


The recent Eastern Hardware 
Golf Association tournament at- 
tended by 168, held at Shawnee | 
Inn, Shawnee-on-Delaware, Pa., 
was won by Wilson F. Barnes, Jr., 


National Carbon Co., Inc., New 
| York City, runner-up; 3rd flight, 
| M. T. Hutchinson, Roberts Hard- 

ware Co., Utica, winner; D. W. 

Frank, Safe Padlock & Hard- | 
ware Co., Lancaster, Pa.; runner- 

up; 4th flight, Geo, J. Campbell, 
2 s ‘ ‘ : : International Chain & Mfg. Co., 

New York Wire Cloth Co., New) yo... pa winner: Pas Har- | 
York City, with a a. Winners greaves, Minnesota Mining &| 
and runners-up of all flights were: | Mfg. Co., Boston, runner-up; 
Ist flight, Wilson F. Barnes, Jr.,! sth flight, C. D. Merritt, Reed | 
winner; E, H. Talmon, runner-up, Miz. Co., New Jersey, winner: 
Imperial Knife Associated Cos., Joseph Reena 


Y 7 ss . manufact 
Inc., New York City; 2nd flight, Seateldien 304 acturers’ | 


runner-up; 7th 


Ruseell Hoehl, Ruseell, ——" flight, Hobart Phillips, Herbert 
& Ward Bolt & Nut Co., Phila- Hearn Hardware Co., Cambridge, 


delphia, winner; F. W. Berdan,| \fq. wiener: L. £E. Cillinrd 





| 








KENNEDY 


JOS. M. 


| and John Davy, Russell, Burdsall | 
| & Ward Bolt & Nut Co. Two year | e. 2. 


Philadelphia, manufacturers, term directors elected: J. J. Wal- 
agent,, runner-up; 8th flight, L.| lace, Clemson Bros., Inc., Middle- 
A, Van Buskirk, Behr-Manning| town, C. B. Leinbach, Supplee- 
| Corp., New York City, winner; | Biddle Co., Inc., Philadelphia, 
S. G. Russell, Columbian Rope} and E. T. Fraim, E. T. Fraim 
Co., Auburn, runner-up; 9th} Lock Co., Lancaster, Pa. Direc- 
flight, Edw. C, Laid, Edw, K.} tors elected for one year term 
Tryon Co., Philadelphia, winner; | are: W. J. Brodesser, R. F. Willis 
Keen Markey, Ames-Baldwin,| & Bro., Inc., Penns Grove, N. J., 
Wyoming Co., Brocton, Mass.,| M, T. Hutchinson, Roberts Hard- 
ruaner-up; 10th flight, A. P.| ware Co., Utica, and J. W. Pat- 
Henricks, A. P. Henricks Co.,| terson, American Steel & Wire 


New York C ity, winner; Robt.| Co., Cleveland, Stuart A. Russell, 


Fosgate, E. C, Atkins & Co., New! agent, runner-up; 6th flight, J. C. 
York City, runner-up; 11th flight,} Hansen, Hansen & Yorke, Inc., 
E. W. Dugan, Thos. W. Kiley| New York City, winner; Harry 
Co., Brooklyn, winner; G. C.| J. Kennan, Phillips Hardware Co., 
Stricker, Slaymaker Lock Co., 


Lancaster, Pa., 
The officers and directors elect: | 
1948 include: E. H. Tal- | 
mon, Imperial Knife Associated 
Co.’s., Inc., president; Joseph 
M. Kennedy, vice-president, Bige- 
low & Dowse Co., Boston; vice- 
Frank L. Campbell, 
Plurb, Inc., Phila- 
delphia; H. L. Gilliam, Wood | 
Shovel & Tool Co., New York 
City, secretary-treasurer. The | 
chairman is Leo C. May, May 
Harware Co., Washington, D. C. 
The three year term directors 
are: Wm. W. Stout, Americ an | 
Hardware Supply Co., Pittsburgh, | 
Pa., John D. Stodder, Cyclone 
Fence Division, Waukeegan, IIl., 


runner-up, 


ed for 


president, 
Fayette R. 
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Limited Quantities Available 
for Immediate Delivery ! 


Buch aluminum tray "barrows are available to 
help you fill the pent-up demand for wheelbarrows. 
Buch’s aluminum tray "barrow #455 is a heavy 
duty ’barrow formed of specially rolled alloy 
aluminum sheets. It has a capacity of 5 cubic feet. 
Experience has shown that the Buch aluminum 
tray "barrow is no novelty ... can stand up 


Buch’s #455 Hedvy Duty" 
Aluminum Tray ’Barrow , 


against any competition where hard usage is a 
factor. Particularly recommended for handling 
materials which corrode ordinary *barrows, such 
as chemicals, manure, etc. 17 pounds lighter 
than an equivalent steel tray "barrow. Limited 
quantities are available for immediate delivery. 
Phone or write your distributor. 


sf" # 


BUCH MANUFACTURING C 


(). ELIZABETHTOWN, PENNA. 


Carring the Load Stace 1868 », 
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GEN. SALES MANAGER 
CORY CORPORATION 
The 


appointment 


a T.. % 


(Chadwick as general sales man- 


ager of Cory Corp., 
announced recently, 





CHADWICK 


T. R. 


He has been associated with 
Cory Corp. for some time as 
sales director and member of a 
Cory management sales executive 
committee. 

In his new capacity as general 
sales manager, Mr. 
will be responsible for the proper 
administration and supervision of 
the entire national sales force of 
the Cory Division, Their activi- 
ties were delegated in- 
dividually to members of the sales 
executive committee, He 
Cory initially in 1938, After cov- 
ering the Pittsburgh territory for 
approximately six years, he was 
brought into the ex- 
ecutive oflices in Chicago to work 
on administrative and 
sited matters, 


formerly 


joined 


company's 


sales or- | 


J. M. OTTER ELECTED 
PHILCO GENERAL SALES 
MGR. VICE-PRESIDENT 


John M. Otter has been elected 
vice-president and general sales 
manager of Philco Corp. 

Mr. Otter joined Philco 
1926 and has played an important 
part in helping to create the 
nationwide Philco distribution or- 
ganization. For the past year he 
has been 


of Philco. 


in 


general 


His first position with the com- | 


pany was district sales represen- 


tative in Northeastern Pennsyl- 
vania. He continued in_ that 
capacity until 1935, when he was 
named sales manager of the 
Philadelphia branch of 
Distributors, Inc. 


In 1937 he was appointed man- 
ager of the Detroit office, and 


was then made general manager | Hubbard, Mr, Kenny in a state- | California. 


214 


Chicago was 


T. R. CHADWICK NAMED of the Chicago branch of Philco ment said, 


Distributors, Inc. Two years later 
he was named sales manager for 
the middle west and in 1944 was 
made sales manager of the Radio 
Division with headquarters in 
Philadelphia, when the company’s 
| selling organization was being 
enlarged strengthened in 
| preparation for the post-war 
| period. In 1947, he was promoted 
| to the position of general sales 
manager of Philco. 


and 


H. E. REED RESIGNS 
FROM RAY-O-VAC, 
FORMS M’F’R’S AGENCY 

Harold E. Reed, district sales 
tery Co., for the past two years | 
representative 
318, Grand 
Kansas City, 


a manufacturers’ 
with offices in Suite 


Ave. Bank Bldg., 


7 


| 





Chadwick | 


| sonville, 


sales manager 





HAROLD E, REED 


'our combined efforts.” 


'E. E. BAUER NAMED MGR. 


manager for the Ray-O-Vac Bat- | 4554 


has resigned recently to become 





Mo. He will continue to contact 
the midwestern wholesale hard- 
ware trade. 


T. J. KENNEY ELECTED 
PRES. FRANK T. BUDGE ' 
The election of T, J. Kenny, 
president of the S. B. Hubbard | 
Hardware Co., wholesalers, Jack- | 
Fla., as assistant of the 
Budge Co., wholesalers, 
Miami, has recently been an- | 
nounced, The Hubbard Co., was 
founded 80 years ago and Budge’s 
52 years ago. Mr. Kenny was also 
elected to the board of directors 
as was William L. Lang, treasurer | 
of the Hubbard company. | 
Mr. Kenny succeeds the late 
Charles B. Shaeffer. Before be- 


Frank T. 


coming president of Hubbard’s, 


Mr. Kenny was an executive of 
a wholesale machinery and equip- 


ment distributor and a_ paint 


Philco | manufacturer, Mr. Lang was east- 


ern credit manager and metro- 
politan sales manager of the same 


paint company before joining 








MAYTAG CO. APPOINTS 
TWO DIVISION MANAGERS 
A re-assignment of duties in 
the field organization of The 
Maytag Co., Newton, Iowa, makes 


“I will undertake to 
carry on the leadership of Budge’s 
two pioneer presidents, Frank T. 
Budge and R. D. Maxwell.” He 
continued, “I believe that Budge 
and Hubbard can be of great 
service to the people of Florida 1 
in the hardware field and we 
shall endeavor to give to the 
people of Florida the bentits of 


PEERLESS PUMP DIV. 
FOOD MACHINERY CORP. 
E. E. Bauer has been appointed 
| manager of Peerless Pump Divi- | 
'sion, Food Machinery Corp., 
Central sales district located at 
No. Broadway, Chicago. Mr. | 
Bauer was formerly centrifugal 
pump sectional sales manager for | 
the Peerless division. As district 
manager, he will now supervise | 
the sales of both the Peerless | 
horizontal and vertical lines and | 
other pumps of the company. 
Frank W. McCann has been 





JOE R. VANCE 


- Joe R. Vance manager of the 
named to the position formerly Maytag home freezer division 


held by Mr. Bauer. He will be 
located at the Peerless plant at} 
Quincy, Ill, 


and B. B. Turner manager of the 
Dutch Oven gas range division. 





S. E. McPARTLIN, JR. 
NAMED PLASTICRAFT 
GEN. SALES MANAGER 
Plasticraft Specialties, Chicago, | 
Ill., has announced the appoint- | 
ment of S. E. McPartlin, Jr., as | 
general sales manager. Prior to 
his entry into the AAF, he was 
a division supervisor of specialty 
sales for Standard Oil Co., and 
later served eastern district 
manager for General Bandages 
Co. Mr. McPartlin announced the 
appointment of the following re- 


as 





gional factory representatives: 

Allen Sales Co., New York City, | 

| William G. Brown, St. Louis, | 

Mo., B. M. Vaughan Co., Hou- 

ston, Tex., and Harvey Belch, B. B. TURNER 
Beverly Hills, Cal. 


TRACY MFG. CO. NAMES | 
VICE-PRES. OF SALES | 
T. E. Dela Court, president, 
and Charles Wiener, executive | 
vice-president of Tracy Mfg. Co., | 


Mr. Vance has been serving as 
contract supervisor between The 
Maytag Co. and the manufac- 
lturers of Maytag freezers and 
ranges. In his new position, he 


will continue as contract super- 


Pittsburgh, Pennsylvania, an- | visor on production of the freezer 
nounced that Marvin S. Bandoli| and, in addition, will be respon- 
has been appointed vice-president sible for promotion and merchan- 


in charge of sales, Mr. Bandoli | |dising of this appliance. Mr. 
will head the sales program fae| Turner will perform similar du- 
Tracy Customized Kitchens, a/ ties with relation to the Maytag 
complete line of steel kitche n| Dutch Oven Gas Range and will 
cabinets with Tracy sinks in life-| continue as range sales manager. 
time stainless steel. ee eee 


For a period of years, Mr.| A. SCHAAP & SONS BUYS 
Bandoli was with Nash-Kelvina- | WEIL BROS. HARDWARE 





tor having been national sales Weil Bros., Inc., 507-509 West 
manager of the Kelvinator Di-| 125th St.. has been sold to 
vision. Until recently, he has Schaap & Arronson, 330 Broad- 
been president of the Bandoli-| way, New York City. 

McIntyre Co., Los Angeles, ap-| For the time being the busi- 


ness will be conducted as usual 
| with the same staff of employees. 


pliance distributors in southern 
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George W. Davis, President G. W. Davis 
Corporation, Dies At 80 


George W. Davis, 80, president 
and founder of the G, W. Davis 
Corp., Richmond, Ind., died re- 
cently, Settling in Richmond in 
1902, he formed a_ partnership 
with the late Walter McConaha 
and the late Frank Taylor, estab- 
lishing the Davis & Taylor Car- 
riage Co. This company became 
the George W. Davis Carriage 
Co., in 1905. Due to the rapid 
progress in automobile manufac- 
turing, the carriage business was 
discontinued in 1909 and was re- 
organized as the George W. Davis 
Motor Car Co. Associated with 
Mr. Davis in the manufacture of 











WM. A. CRAWFORD 

W. A, co-founder, 
treasurer and chairman of the 
board of directors of the Griffin 
Mfg. Co., Erie, Pa., whose death 
was recorded in the May 20th 
issue of Harpware AGE, 


Crawford, 


WARD L. HARRIS 
Ward L. 
and 
ware 


salers, 


Harris, 67, 
director of the Lee 
Co., Salina, Kan., 
died at Asbury hospital 
after suffering a stroke. Mr, Har- 
ris was a member of the Epis- 
copal Church, the Masonic 
bodies and the Elks lodge. 


treasurer 
Hard- 


whole- 


HARRY E. McDONALD 
Harry E. McDonald, 61, died 
recently at a hospital in Atlanta, 


Georgia, following a long illness. 


Before his illness Mr, McDonald 


JUNE 17, 1948 


cars were William H. Cummins. 
Scott Lewis, Earl Winchester and 
Mr. Davis’ son, Walter C, Davis. 

In 1932 Mr. Davis started man- 
ufacturing lawn mowers, having 
discontinued manufacturing cars. 
Associated with the G. W. Davis 
Corp., which produces both hand 
and machine powered lawn mow- 
ers, are his son, Walter C. Davis, 
secretary-treasurer, and Walter 
C. Davis, Jr., grandson, as vice- 
president. His son seid “His 
business was his hobby.” He was 
a member of the First Presby- 
terian Church and the Webb 
Lodge of Masons, 


had been associated with Din- 
kins-Davison Hardware Company 
in Atlanta for 30 years, 
W. J. WEAVER 
William J. Weaver, 61, vice- 
president of the Ansonia Electric 
Division, Noma Electric Corp., 
died at his home in Woodbridge. 
Conn., after 


suffering a_ heart 


attack June 5. Mr. Weaver was | 


sales manager of the Bryant Elec- 
tric Co., Bridgeport for several 
years until 1935 when he joined 
the Whitney-Blake New 
Haven, in the same 
From 1942 to 1946 he was vice- 
president and general manager of 
Ansonia and elected later 
to the presidency of the concern. 
When the company was merged 
with Noma in 1946, he was ap- 


ca. 


was 


pointed to the position of vice- 
president. 


Z. T. MAXWELL 
| Zacharias Thomas Maxwell, 79, 
| a hardware merchant, died at his 
home in Barnesville, Georgia, re- 


| cently, following an_ illness of 
several weeks, 
FRED D. BODTKE 
Fred D. Bodtke, 57, president 


of C. E. Wheelock 
3, Ill., died at his home recently 
having had a heart ailment for 


Co., Peoria, 


| some time. He was active in 
| War Bond drives and in char- 
| itable work, He served as vice 
tabl k. H 1 


president of the company from 
1921 to 1939 and since that time 
headed the organization as pres- 
ident. He was a member of the 


| First Federate church and for 


capacity, | 











four years was finance chairman 
of the Peoria Council 


Lee-Kountze Hardware Co. where 


of | he was a buyer and in later years 


Churches. He was a member of | vice-president and general man- 


the Rotary club and the Moham- 
med temple Shrine. 


HENRY D. GREENBLATT 

Henry D, Greenblatt, 46, Hard- 
ware Agency Co., 89 Broad St., 
Boston 10, Mass., manufacturers’ 
representative, died May 30th. 
His major representation was the 
Norwalk Lock Co., and Segal 
Lock & Hardware Co. Other 
companies which the firm repre- 
sents are: The Brainerd Mfg Co., 
East Rochester, N. Y., American 
Steel Wool Mfg. Co., Inc., Long 
Island City, N. Y., Hall-Wessel 
Co., Philadelphia, Pa., M. S. 
Brooks & Sons, Inc., Chester, 
Conn., Dangil Mfg. Co., Bridge- 
port, Conn., Industrial Synthetics 
Corp., Garwood, N. J., 
well Mfg. Co., Rochester, N. Y. 

Mr. Greenblatt was a_ past 
president of the Moses Mendel- 
sohn Lodge No. 25, Free Sons of 
Israel and held membership in 
King Solomon Lodge IOOF, 
Shawmut Lodge AF & AM, a 
32nd degree Scottish Rites Ma- 
son, Knight Templar, Noble of 
Mystic Shrine and Temple Tefirn 


ARTHUR L. TIMMS 
Arthur L. Timms, Wright & 
Wilhelmy Co., hardware 
salers, Omaha, Neb., passed away 
June 6, 1948 after a brief illness. 
Mr. Timms was formerly with 


whole- 


NAT’L SPORTING GOODS 
SHOW TO BE HELD 
JANUARY 14-21 


The National Manu- 
facturers & Jobbers Sports Expo- 
sition will be held 
14th to 21st at the 
seum in Chicago. 


coming 


on January 
New Coli- 


This Exposition will open ex- 


clusively for the sporting goods 


dealers two days prior to and 
will run concurrently with the 
N.S.G.A, show to be held in 


Chicago at the same time. It will 
allow manufacturers, and whole- 
salers to display their merchan- 
dise advantageously for inspec- 
tion of retail dealers in a large 
exposition hall, 

In addition, a sales clinic will 
be slanted toward dealer selling. 
all 
branches of sporting goods will 
take part in 
and suggest to dealers the tech- 


Top men in manufacturing 


these sales clinics 
niques that can be employed to 


aid in selling their merchandise 


along with other information 
about the industry. The mer- 
chandising and promotion of 


sports equipment will be highly 
emphasized thru these demonstra- 
tion periods and will form an 
integral part of the exposition. 


and Cald- | 


| 





ager. He has for the past nine 


| years been with Wright & Wil- 
| helmy Co, as buyer and manager 


of 


its 
ment. 


sporting goods depart- 


JACK DAYTON 
Jack Dayton, 58, president of 
Jack Dayton & Sons, farm-equip- 
ment Louisville, Ky., 
died recently at his home. 


dealers, 


JOSEPH J. MATTIELLO 

Joseph J... Mattiello, Hilo 
Varnish Co., 42-60 Stewart St., 
Brooklyn, N. Y. died recently in 
his sleep. 


ALFRED L. HELLER 

Alfred L. Heller, 67, retired 
vice-president and general man- 
ager of the Ohio branch of 
Heller Brothers Co., Newark, file 
manufacturing concern, died sud- 
denly June 12 at his home in 
Spring Lake, N. J. 

Mr. Heller was connected with 
Heller Bros. from 1898 until his 
retirement about three years ago. 
His grandfather, Elias Heller, 
was one of the founders of the 
business which Mr. Heller joined 
immediately after his graduation 
from Wood's Business College in 
Newark. In 1923 he 
ferred the Ohio 
Newcomerstown. 


was trans 


to branch in 


Inquiries in regard to this ex 
can be to 
National Manufacturers, and Job 
Sports Exposition, New 
1513. South Wabash, 


Chicago 5, Illinois, 


position addressed 


ber s 


Coliseum, 


A.G.A. PROGRESS AWARD 
FOR GAS SUMMER AIR- 
CONDITIONING 

L. L. Ladewig, chairman of the 
All-Year Air 
Committee of the 


Gas Conditioning 
American Gas 
has recently an- 
first A.G.A, 
Progressive AWard for Gas Sum- 
mer Air Conditioning, which will 
made at the A.G.A, 
tion, October 4-8, at 
City, Kd. 

1 he donor of 
Servel, Ine., 


be the A.G.A, Gas 


Conditioning Progress 


Association, 


nounced the annual 


be conven- 


Atlantic 


will be 
and the awards will 
Summer Ai 
Trophy 


awards 


and $1,000 to the winning com- 
Miniatures of the trophy 
will be presented to the individu 


pany. 


als in the company whose efforts 
made the award possible. 

All gas utility companies hold 
ing membership in the Associa 
tion wil eligible for 
Entries for the 1947 award must 
in the hands of A.G.A. by 


August 1. 


be entry. 


be 
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LATED SELLING 








° 


TAGGING TOOLS MAKES RELATED 
SELLING WORK HERE! “Keep It Sharp” 


tags are attached to all edged tools at Wakeford 
Hardware. They are also enclosed with each 
purchase. That they pull in extra sales of both 
abrasives and related items is conclusively proved 
by the sharply increased volume recorded, 


— 


Abrasives by CAR 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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BOOSTS SALES 227 


... for Chicago’s largest 
Hardware Store 


Since using the related selling program by CARBORUNDUM, Wake- 
ford Hardware Co., Inc. of Chicago reports a 32% jump in abrasive 
sales. And still further increases are indicated. Related displays remind 
customers of their need for an abrasive at the time of a tool purchase. 
Now, with “Keep It Sharp” tags tied to edged-tools and cutlery, it’s even 
easier to sell an abrasive whenever you sell an item with which it is used. 


It’s easy to put this fast-turnover plan into operation. Ask your 
CARBORUNDUM salesman for details. He'll see that you get the dis- 
plays you need...and also “Keep It Sharp” tags. If you want to cash in 
on extra profits in a hurry, mail the coupon and a liberal supply of tags 
will be sent direct. The Carborundum Company, Niagara Falls, N. Y. 





TRADE MARK 


oe ee ee ee ee ee ee ee ee ae ae oe 








A liberal supply of “Keep It 
Sharp” tags will be sent imme- 
diately upon receipt of this 


coupon. Fill it in and mail to- 
day. Hundreds of dealets are 
using these tags to build abra- 
sive volume. Don’t miss out on 
these extra profits. 


THE CARBORUNDUM COMPANY 
Merchandising Division 
Niagara Falls, N. Y. 


Send our supply of “Keep It Sharp” 
tags free of charge to 





STORE 
ADDRESS 
CITY AND STATE 


PER (your name) 





ompany 
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ADVANCES 
Some paper products. Industrial power machines. Some electric appliances. 
One line corrugated joint fasteners. Some mop heads. Copper tubing. One 
line competitively priced sash cord. Self wringing mops. Dyestuffs. Some 
farm tractors. 


DECLINES 


Platinum. 








Electric appliances — General 
Electric Co., announced June 16  ad- 
vances on a number of household appli- 
ances and two industrial equipment 
items, advances ranging from five to 
12 per cent. Substantially higher labor 
costs, increased freight rates and higher 
materials and components costs were 
the reasons for the advances. Affected 
were refrigerators, electric ranges, one 
electric water heater, garbage disposal 
units, electric sinks, electric blankets, 
heating pads, electric mixers, kitchen 
clocks. Fractional horsepower motors 
advanced five per cent and a like ad- 
vanee was made on_ switchgear and 
distribution transformers, Prices of auto- 
matic washers, electric clothes dryers 
and flatplate irons remain unchanged. 
All wringer washers were increased 
$10.20 at retail. One table model tele- 
vision receiver was advanced from 
$299.50 to $325.00. 
* 8 8 
Corrugated joint fasteners— 
One company, as of June 8, advanced 
prices on bulk corrugated joint fas- 
teners—for the Pacific Coast area, only, 
about 20 per cent, the advance being 
because of increased freight rates. An 
advance of box strapping prices, of 
about 4 per cent was announced by 
the same maker, 
* * ¢ 
Sash cord—One competitively 
priced line of sash cord was advanced 
about two per cent early this month by 
one manufacturer, 
i 
Self wringing mops—An in- 
crease in one line of self-wringing mops 
of about 11 per cent was announced 
early in June. The advance on replace- 
ment mop heads was about 10 per cent. 
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Copper tubing—Copper water 
service tubing prices were advanced, 
early in June, from 31% to five per cent, 
according to size, by one leading 
maker. 

* * * 

Harvester. raises industrial 
machines—lInternational Harvester Co. 
has announced that prices of its indus- 
trial power machines are to be imme- 
diately increased, The adjustments ap- 
ply upon individual models by varying 
amounts. Like the farm tractor increases 
announced a week earlier, the increases 
are “based upon actual increased pro- 
duction costs already sustained, and 
not upon anticipated future increased 
costs,” says Harvester. The power ma- 
chine adjustments range from 4.8 per 
cent to a top of! 10 per cent, The 
average raise on all models of power 
units is 7.9 per cent, crawler tractors 
6.5 per cent, and industrial wheel trac- 
tors 10 per cent. 

oa * . 

Scott paper products ad- 
vanced—The Scott Paper Co. has raised 
prices of some of its brands by an 
average of nearly 5 per cent, bringing 
selling prices to about 46 per cent 
above the level at the close of 1941, 
The higher prices were made necessary 
by “recent increases in cost of freight, 
raw materials and supplies,” the com- 
pany said. All of Scott’s manufacturing 
plants are producing at a higher level 
than a year ago. Excluding output of its 
rebuilt towel machine at Chester, Pa., 
case production of Scott paper for the 
first five months of 1948 increased about 
5 per cent over a year ago. This increase 
resulted almost entirely from more eff- 
cient operation of existing equipment, 
the company added, 


Two tile items reduced — 
Armstrong Cork Co., announced June 
7, that it has reduced factory prices on 
rubber tile and composition, “because 
of operating economies.” The reduction 
on rubber tile range from 314 cents to 
534 cents per square foot for standard 
colors and from 54% cents to 8 cents 
for deluxe colors, The price of Linotile 
has been reduced 514 cents per square 
foot. 

* * * 

International advances trac- 
tors—An upward adjustment of prices 
on its wheel-type farm tractors, made 
necessary by the constantly rising costs 
of materials and other factors in pro- 
duction, was announced by the Inter- 
national Harvester Co., effective June 
3. The adjustments range from 2.5 per 
cent to a top of 14.8 per cent, and the 
average upward adjustment for the en- 
tire farm tractor line is less than 10 
per cent. “International Harvester had 
hoped that production costs might 
stabilize,” the company said. “We de- 
layed these adjustments, therefore, un. 
til our margin of profit on the entire 
farm tractor line had declined below 
minimum levels, and we were actually 
in the red on several models,” 

* « * 


Platinum reduced — At mid- 
June, the price of platinum was re- 
duced $13 an ounce by a leading refiner. 
The new price is $75 an ounce for bulk 
quantities and $78 an ounce for retail 
lots. The former price of $88 an ounce 
wholesale and $91 retail had been in 
effect only since June 4 on which day 
the quotation had been reduced $10 an 
ounce. Industry members attribute the 
current decline in platinum prices to 
continued rather free offerings from so- 
called speculative holdings and from 
metal purchased as a hedge against 
inflation some time ago and at lower 
prices, At the same time it was stated 
that demand from the jewelry trade is 
small and industrial buying has not 
been heavy, The earlier reduction in 
price had failed to act as a buying 
incentive. 

* * * 

Du Pont to raise dyesti 
prices— The du Pont Co. announc. 
increases of 5 per cent to 10 per cent on 
“selected items of dyestuffs, made nec- 
essary by increased production costs on 
these items.” The mark up, effective 
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Plenty of the Hess Hardware Co.'s farm cus- 
tomers in and around Monroeville, Ohio are 
users of electric motors. Vernon Wilhelm, 
the manager, has found that a high percent- 
age of them want to see the “G-E monogram” 
trade-mark on every motor they buy. This 
valuable customer preference has greatly 
simplified his selling job. This is the way he 
puts it. 

“For years,” he says, “our customers have 
known and trusted the G-E name on their 





“These initials make it easy 
for me to sell motors 


That’s what Vernon Wilhelm says about 


) _profllable 


FARM AND HOME MOTORS 


4i 
! 


refrigerators, washing machines, milkers, 
and other motor-driven equipment. So, 
when they come into our store looking for a 
motor to drive a tool or a machine they're 
pre-sold on our line of G-E Farm & Home 
Motors. Many times, it’s just a matter of 
helping them select the right motor size and 
type. And with the G-E motor line so com- 
plete, this is usually an easy job. Our margin 
is good — in fact, I'd say G-E Farm & Home 
Motors are one of our steadiest profit lines.” 








G-E MOTOR CONTROLS 
share of n 


National farm paper 
advertising — in 16 
widely-read national, re- 
gional and state papers. 





G-E TIME SWITCHES 





Store displays — large, 
colorful mass display, eye- 
catching counter display— 
sales boosters both! 


G-E HEATERS 











G-E FLOODLIGHTS 


G-E HEATING CABLE 


G-E SOLDERING IRONS 
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Use this hard-hitting promotion to get your 


1ofor sales 


Local newspaper ad- 
vertising — attractive 
mats with room for your 
name and address. 





Counter leaflets 
crammed with helpful facts” 
to help your farm pros- 
pects select motors 








General Electric Company 
Section B667-7B, Apparatus Dept. 
Schenectady 5, N.Y. 


1 want to boost my profits with G-E Farm & 
Home Motors. Please give me the names and 
addresses of the G-E distributors near me. 





a 7 


a State 
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Tack Down Your Share 
of Big Business With the 
Aotchhiss 
TROJAN TACKER 


Automatic, One Hand Operated 






TO OPERATE 
JUST PRESS 
DOWN ON 

HANDLE 


MODEL 96 
Uses Six Different Sizes of Staples 


It Has Sensational 
Sales Possibilities 


Everyone needs to fasten things. Sell 
them Hotchkiss tackers and you'll get 
constant repeat sales of Staples for 
them. You can rent tackers to buyers 
of insulation or screen wire and sell 
them Staples for the job. 


A Modern Tool 

The Hotchkiss Trojan, all-steel Tacker is 
light and tough. Fits the hand comfort- 
ably. Drives twinpoint staple tacks 
within 1/16 of an edge or in confined 
spaces where you can't swing a ham- 
mer. Magazine holds 140 .025 gauge 
Staples with '/,", 5/\4"" or 34" legs or 
84 .050 gauge Staples with same leg 
length. Finished in frosted nickel. 


HUNDREDS OF USES 












ia, 
Fas 
By\(' G 
st 

DEALER PROTECTION 


Every Hotchkiss Trojan Tacker is guaranteed 
by The E. H. Hotchkiss Company which has 
specialized in the manufacture of superior 
tacking and stapling devices since 1896. 
For details about this and other 
Hotchkiss products, write to: 














THE E.H. Aotchbecss COMPANY 


woOoRWAL 
“Ploneers ie 


onwecrec ur 
off * phots best in stapling” 















July 1, will have the effect of raising 
the average for the entire line of dyes 
about 4 per cent. Many of the items 
are not being increased. Du Pont states 
that the present average has been held 
to about 18 per cent above the 1939 
level, in spite of much larger increases 
in the cost of labor and materials. 
. * ” 

Revealing steel cost factors 
—Costs of raw materials required by 
iron and steel companies averaged all 
the way from 15 per cent to 461 per 
cent higher on March 1, 1948, than the 
average during 1936-1939, according to 
a recent analysis by American Iron & 
Steel Institute. Construction costs were 
73 per cent to 153 per cent 
Freight rates averaged 27 
62 per cent higher in nine 
Results of the study emphasize 
the fact that steel companies have had 
problems in trying to replenish stocks 
in trying to expand, and in 
seeking to replace worn equipment. Of 
28 largest 
per cent shown in palm oil, 
in making tin plate. 
Fuel oil, 
melting 
purchased coal, 


higher. 
per cent to 
classifica- 
tions, 


of goods, 
raw materials the increase 
was 46] 
imported for use 
Among other increases were: 
175 per cent; heavy 
163 per cent; 
cent: ferromanganese, 


scrap, 
129 per 
64 per cent, and 





zinc 117 per cent. In its June 17 issue 
The Iron Age, published by the Chilton 
Co., publishers of Harpware AGE, re- 
ported that the steel operating rate for 
the week stayed at 96.5 per cent of 
capacity, with the volume of new busi- 
Ness “greater than that rate.” 


* * * 


Who gets the 
automotive industry, the 
trial user of steel, received in 1947 the 
largest tonnage ever, the American Iron 
& Steel Institute stated. The auto indus- 
received 9.273.000 net 
tons, equal to 14.7 per cent of total 


largest indus- 


try last year 


shipments of finished steel, Construction 
received 8,501,000 tons of steel products 
last year, or 13.5 per cent. Containers 
continued in third 


5.076.000 tons of steel. or 8 per cent ol 


position, taking 


total shipments. Railroad transportation 
remained in fourth 
880.000 tons, an 


cent over 1946, 


position, receiving 


increase of 28 per 
Jobbers, dealers and 
distributors, doing business with a 
variety of industries, continued to take 
more steel than any one industry. Thi 
10,484,000 tons of steel shipped to the 
warehouse distributors in 1947 was 16. 
per cent of total steel shipments. Ship 


(Continued on page 222) 








Ceiling Display of Lighting Fixtures 
Attracts Attention and Sales 


HERE 


which to 


is the best place in 
display lighting 
fixtures ? 

The Cheboygan Hardware, Che- 
boygan, Mich., finds that the ceil- 
ing of one of its window display 
areas is an excellent spot for the 
showing of this type of merchan- 
dise. 

According to Leo Louisignau, 
the ceiling is where people are 
looking for light- 
under the store's 


accustomed to 
ing fixtures and, 


present display scheme, the fix- 
tures can be seen by those outside 
as well as inside the store. 
The fixtures are connected and 

lighted 
adds 


can be when necessary 


which considerably to the 
appearance of the 
plays. Furthermore, when cus- 
tomers ask about them, the 
men point to the extensive up- 
front display without asking pa- 
trons to walk them 
plays in the rear of the store. 


window dis- 


sales- 


with to dis- 





Customers naturally look upward for lighting fixtures 
and this ceiling display is sure to catch the eyes. 
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ous 
Can 
obtained, in 
addition 
WHITE, in 
the following 
colors: 
BUFF 
SPANISH 
BUFF 
BRICK RED 
GRAY 
CREAM 
GREEN 
BLUE 
ROSE 


your way. 


BAY-TITE 


PROFITS 


KAY-TITE 


now 


NOW IN 8 CO 


KAY-TITE 
controls water 
seepage in por- 
masonry. 





TSA AAA 


LORS 


UY 





CLINKING 
INTO YOUR 


REGISTER 


Is the sound Kay-Tite Dealers all over the country have been enjoying for 


more than 20 years. If you are not a dealer now let us clink some cash 


KAY-TITE * even 


This compound conditions non-porous surfaces 
so that regular KAY-TITE may then be applied. 
This primer adheres to any painted or unpainted 
surface. 


“HY DROXIN™* 


An integral liquid compound to be used in the 
making of concrete. Mixed with cement it speeds 
up hardening . . . Resists freezing until setting 
takes place ... The result is that concrete is more 


dense, water tight and will not scale or chip. 


Ideal for cement-plaster, mortar, dustless floor 
finish, control of water seepage, grout work and 
all concrete work. 


ASBESTO.LITE 


is a compound for restoring old, weather-beaten 
asbestos shingles. Applied either by brush or 
spray. It leaves a durable, rock like surface that 
is completely weatherproof. 


FOR FULL INFORMATION about any or all of these products, see your 


wholesaler or write 


KR y TT ITE company 


WEST ORANGE, NEW JERSEY 


More than 20 years of Satisfactory Performance 








JUNE 17, 


1948 
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NE OF THE HANDIEST ITEMS 


EVER SOLD IN A HARDWARE STORE 
= 
of 
Don't say it is just a hank of Sash Cord — when, as a 
matter of fact, it has more uses around the home and shop 
than a dozen 3-way screw drivers and all of the combi- 





nation what-nots on your shelves. 


It does everything — window cord, clothes line, calf 
tie, tent stay, trunk rope, cow halter, well rope, boat 
mooring, bell rope, holds down a load on a car roof or 
the canvas cover on a haystack, ties out the dog or ties 
in the baby. 


There is nothing handier than a hank of tough, durable 
braided cotton cord — because it ties and unties readily, 
is easy on the hands, and does not kink or ravel. It can be 
used over and over again for years and years. 






Carry more sizes in stock — sell more braided cord — sell SAMSON cord. 


SAMSON :::"; CORDS 


All sizes from Vg inch to | inch diameter. Special 
kinds for special uses. Send for catalog and samples. 





More than 70 Beautiful Hand Painted Plaques 

A RETAIL VALUE OF OVER $40.00 

This SPECIAL INTRODUCTORY ASSORTMENT has been carefully 
selected for maximum sales appeal. It includes the following: 


2 pr. NM-3 Kitten 2 pes. NM-25 Owl 


2 pr. NM-5 Pup 3 pes. NM-28 Bugle Boy Seautitel 3-eiove Planes Su 
2 pr. NM-7 Sitting Birds 3 pes. NM-27 School Girl 

2 pr. NM-10 Fish 3 pes. NM-31 Orange 

2 pr. NM-12 Fish 3 pcs. NM-30 Apple 

2 pr. NM-19 Rose & Butterfly 3 pes. NM-32 Banone m 

2 pr. NM-20 Mandy & Sambo 3 pcs. NM-33 Lemon , 

2 pr. NM-21 Pancho & Rosite 3 pes. NM-34 Cherry 

3 pr. NM-22 Scotties 3 pes. NM-35 Pear 

2 sets NM-24 Ducklings 3 pes. NM-50 Fruit Cluster 


Send for illustrated Folder No. E-7, showing the Complete Line 
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Beovtifu: 3-piece Plaque Set No. NM-23, free 
sortment ordered. 
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GEORGE KOCH SONS, Inc., EVANSVILLE 4, INDIANA 





ments of steel products in 1947 totaled 
63,057,000 net tons, an increase o 
14,282,000 tons over 1947, with every 
industrial classification participating i 
the increase, 

* * * 


Distributors’ steel allotments 
bettered—Steel warehouses, which se!l 
steel in small quantities to smal! 
manufacturing plants, oil companies, 
builders, contractors, and others, dur- 
ing last year received more steel than 
ever before “in war or peace,” the 
American Iron & Steel Institute an- 
nounced, Jobbers, dealers and distrib- 
utors of steel received 10,484,000 tons 
of steel products in 1947, a tonnage 
approximately 57 per cent larger than 
they received in 1940. It was 14 per 
cent greater than in 1941 and 13 per 
cent larger than in 1946, Last year 
jobbers, dealers and distributors _ re 
ceived 17 per cent of total steel ship 
ments, against 15 per cent in 1941 and 
a similar share in 1940. 

* oe 


Tin plate outlook — Orders 
for tin plate are coming through in 
heavy volume, for both domestic and 
export. The only real obstacle to con- 
tinued high production would be a coal 
strike, a possibility not being overlooked 
by steel authorities. The price of pig 
tin is now about 23 cents per pound 
higher than when the ruling prices of 
tin plate for 1948 were established. 
Nevertheless, the new price for pig tin 
at New York of $1.03 is not the high- 
est on record, In 1918 the price reached 
$1.10 per pound, with the price for that 
year averaging 86.80 cents. In the same 
year 1.50-pound tin plate prices aver- 
aged $8.13 per box delivered New York. 
If pig tin prices in the remaining 1948 
months hold at the new level of $1.03, 
the average for 1948 will be consider- 
ably higher than the previous peak yearly 
average set in 1918. The most recent 
changes in the New York pig tin price 
have been:— 


June 1, 1948 oe $1.03 

MOG, UT, WGAT ccccccsncn, 4 

April 2, 1947 a: 

Nov. 12, 1946 iciibitiia <a 

Aug. 18, 1941 52 
* * > 


A plated-sheet come-back— 
The reappearance of nickel-plated and 
chrome-plated aluminum sheet in_ its 
line of pre-finished metals, after a 
seven-year absence due to the war, was 
recently announced by American Nick- 
eloid Co. Nickel or chrome plated alu- 
minum is offered in sheets only in sizes 
up to 36 x 96 in., in a wide range of 
tempers and gages. The company offers 
a folder describing its nickel and 
chrome plated aluminum and some of 
the typical applications for which the 
products are being successfully used 

* + * 

Tin, zinc, lead and copper— 
At London, the final allocations of tin 
metal among the various countries for 
the first half of 1948 have been made 
by the Combined Tin Committee, The 
allocation for the United States, add- 
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ing 2,550 tons, brought our half-year 
total to 20,400 tons, almost 10 times 
the allotment to any other nation, The 
price of tin to domestic consumers was 
boosted 9 cents a pound this month, 
to a level of $1.03 a pound by the 
Tin Sales Co., selling agents for the 
Reconstruction Finance Corp. — Metals 
distributors hold out little hope for any 
early changes in the tight supply sit- 
uations in copper, lead and zine. The 
demand for zine, both from domestic 
and foreign consumers, continues in 
excess of supplies. The domestic price 
held strong at 12 cents a pound East 
St. Louis. 
* * * 

Says the Commerce Depart- 
ment—(1) In the first four months of 
1948, total 
U, S. was at an annual rate of $209 
billion, compared with $206 billion in 
the fourth quarter of last year and an 
annual rate of $197 billion for the full 
year of 1947, 

(2) Over 4.9 million 
asphalt roofing were shipped in April, 
a 4 per cent decline compared with 
March and a 19 per cent drop from 
the April, 1947, total of nearly 6.1 
million squares, 

(3) Shipments of electric lamps dur- 
ing 1947 amounted to 1,786 million 
units ,valued at $194 million, the high- 
est level in the industry history. This 
represented an increase over 1946 of 
almost 31 per cent in number and 35 
per cent in value. 

(4) Dollar Value of net sales for 
781 manufacturing corporations in the 
first quarter, 1948, were 21.2 per cent 
above the same quarter Jast year. First 
quarter sales for these manufacturers 
totaled over $20.4 billion, compared 


personal income in_ the 


squares of 


with about $16.9 billion in the initial ~ 


1947 quarter, 

Orders for copper recently have 
shown no let-up, and continue greater 
than the supply. Domestic consumers 
already have placed orders for more 
than 95,000 tons of the metal for June 
delivery, and are actively inquiring for 
July shipment. Several European coun- 
tries also are seeking substantial sup- 
plies here. The domestic copper price 
holds steady at 21144 cents @ pound, 
Connecticut Valley base. Users of lead 
still are seeking larger tonnages than 
are available, and industry members 
see no easing in the tight supply sit- 
uation for some time to come. The 
domestic lead price is firm at 17% 
cents a pound, New York. 

* * + 

Everybody goes fishing—At 
its recent annual get-together, in Chi- 
cago, the Associated Fishing Tackle 
Manufacturers, happy over the post- 
war boom in their business, seemed 
most worried as to how to provide 
enough — sufficiently-stocked “fishing 
holes” for everybody who wants to fish. 
The Association is sponsoring expen- 
sive educational programs on fish con- 
servation, and is campaigning for more 
acreage of good fishing spots. Last 
year, the industry estimated its sales 
at $35 million, compared with $12.5 
million in 1928 and $7.8 million in 
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NOW IS THE TIME FOR HOME REPAIRS 


Pick up extra profits on these easy-to-sell, always-in-need, plumbing specialties. Now is 


the time to cash in on these fast-moving items. Worn out parts get much needed 
attention after the cold weather is gone. Stock them on open counters and watch them 


go. If your jobber can't supply you, write direct. 
Fit-All tank ball—flush ball 
for toilet tank. High qual- 
ity rubber. A household 
necessity. Suggested retail 
—50c each, 










Packin 
so & PAI Aabesten p, 
m lewschold Repate gerkiee 
: X Pa 
ed ar Bibb seat dresser unit with 3 cut- 
s oad ters. Makes a smooth seat on any 
= eS faucet. No other tools: needed. 
oc mene Suggested retail — $2.95 each 
vuhy y + (O8 Packing 
hee - Pale Bap 
Tropa 
Speethead : 
ee Boiler Plas & Species 
CUVELAND, ones ] 


C. P. Brass ball joint shower 
head. Good spray. Self 
cleaning. Easy to install. 1” 


Graphite asbestos packing—quickly re- 
pairs leaky faucets, valves, traps & 
pipe connections. Suggested retail— 
10¢ each. 


Galvanized pipe 
sizes for ¥%" - 'y2" ly 
pipe. Packed 250 per 
Suggested retail—$2.50 each. box. 










Bibb stem _ repair 
unit An easy re- 
placement unit for 
faucets. Complete 


with hand (H or C). 
Suggested retail — 
85c each 





THE SPEARHEAD BOILER PLUG & SPECIALTY CO. 


766 Woodland Avenue 


Cleveland 15, Ohio 


straps, 
ae « 














SICKLE & TOOL 


GRINDERS 


Top Quality 


—-FOR FARM AND 
FARM-SERVICE SHOP 





® No motor body interference. 100% acces- 
sibility to wheels. Makes awkward grinding 
jobs easy. 














SPEED-TESTED 
VITRIFIED 
ABRASIVE 

WHEELS 


Extra sickle cones 
in 7, 5/2, 442, 3'2 


inch diameters. 





_—_ 


el 


WISSOTA Manufacturing Co 


@ U. L. Approved '/ HP motor easily de- 
tached for other jobs. Approved switch in 
motor; cord and plug. 


pulley size on motor. 


wheels—bigger arbor shafts and bearings. 


A Full Line of Tool Grinders 


backed by most years experience in design 
and manufacture of tool grinders. 

Ask Your Jobber's Salesman 

Write for Complete Catalog 


Nl 





@ Operating speed easily changed by varying 


@ More arinding capacity—wider grinding 


MINNEAPOLIS |, 
MINNESOTA 
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THIS AUtOmatic 


FUEL-HANDLING 


p} OILIFTER | 


BOOSTS SALES ON ALL YOUR 
VAPORIZING Oll. BURNING APPLIANCES 


Here's a welcome accessory... the A-P OILIFTER 
. that adds greater popularity to Oil Burning 
Appliances. It ends oil handling in the home, 
making fuel tank refilling a convenient, safe, 
clean, completely automatic operation. 
Easily connected to the oil control on ANY 
vaporizing burner appliance, the OILIFTER lifts 
oil from bulk storage tank to one or more ap- 
plionces as high as the third story, or 100 feet 
away horizontally. Feeds oil in required amount 
day and night—with no attention beyond start- 
ing in the fall and stopping in the spring. Si- 
lent, self-starting motor operates without radio 
interference. Only a single 4" copper tubing 
is needed. Listed by UNDERWRITERS’ LABOR- 
ATORIES, INC. 


Dealers! Take advantage of this opportunity for 
extra accessory sales volume! Recommend the 
OILIFTER as optional equipment on new appli- 
once sales — and tell all your past customers 
about its benefits, too. 

You'll build greater en- 

thusiasm for oil heating, 

increased satisfaction, 

good will — and great- 

er profits. 





A-P OIJLIFTER with 
integral filter unit. 
Can be installed on ANY 
vaporizing burner appli- 
ance requiring oil flow 


Raven vie up to 1% gallons per 


COUPON 








hour. 


for Complete Selling 
Materials. 


oa 


AUTOMATIC PRODUCS COMPANY | 


2442 North Thirty-Second Street, 

Milwaukee 10, Wisconsir 

Please send us sales materials and prices on 
A-P OILIFTER and other A-P Automatic Control 
Accessories for Vaporizing Burner Appliances. 





DEPENDABLE 02 @Goutrols 


DESIGNED TO ELIMINATE SERVICING 


(ip 





1933. Though higher prices account for 
some of this jump in dollar sales, 
mostly it is due to a tremendous in- 
crease in the number of fishermen. 
Twenty years ago only 4.5 million fish- 
ing licenses were issued. A. R. Ben- 
son, president of the Association, esti- 
mated there will be at least 20 million 
amateur anglers casting lines _ this 
season. 

Shakespeare Co., one of the largest 
manufacturers, has expanded capacity 
about 30 per cent since the war and 
operates at that capacity. “No one 
knows how long this boom will last,” 
says its president, “but right now we 
can’t keep up with demand.” 

Enterprise Mfg. Co, say their dollar 
volume is 200 per cent to 300 per cent 
above pre-war. “This is partly due to 
higher prices,’ said its sales manager. 
“For instance, a $15 reel is now $20 
and a $25 reel is now $35, But also, 
there are just a lot more people going 
fishing.” 

Paul J. Johnson, president, Ocean 
City Mfg. Co. and the Montague Rod 
Co., said “we can’t supply our demand. 
We are even getting a good supply of 
bamboo from China—but our capacity 
just isn’t enough to meet the demand, 
and the needed skilled workers are 
hard to find.” 


* * 


Flat glass makers busy—The 
flat glass industry is promised a long 
period of high production, as a result 
of the strong demand for glass needed 
for homes, automobiles and new store 
fronts, says J. D. Biggers, president, 
Libbey-Owens-Ford Glass Co. Window 
glass output has been running at record 
levels this year, he added, while plate 
glass manufacture thus far in 1948 is 
per cent above the previous peak 
in 1947, “We are seeing the ‘picture 
window era (more and more noted in 
home building) coming also into auto- 
mobile design, with most of the new 
cars using larger safety glass areas,” 
said Mr. Biggers. 


five 


a * * 


Radio output down — Radio 
makers will turn ovt 15 million receiv- 
ing sets in 1948, a 25 per cent decline 
last year, according to M. F. 
Radio Manufacturers Associa- 

industry 20 million ra- 

1947, compared with 16 
1946. Mr. Baleom said the 
demand receivers 


from 
Balcom, 
tion, The 
dio sets in 


made 


million in 
shrinking 
nevertheless accompanies rising sales of 
television sets. These are expected to 
total 600,000 to 750,000 units in 1948, 
and “may well double this quantity in 
1949.” 


for radio 


* * * 


News of television — Philco 
Corp. expects to double its current rate 
of television set production by the end 
of this president 


Philco 


year, according to 
William Balderson. At 
is turning out television receivers at 
the rate of almost 4,000 a week, but 
schedules by the year-end call for 8,000 
sets weekly. At that rate, production 
will exceed that of radio receivers in 


present, 
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Shelby Fastens 
Casement Windows 
Tight 


es 








a 


Shelby Casement Window Fasten.- 
ers, Series 32-00-0, are built for long 
life and security of operation. Be. 
cause of the variety of strikes avail- 
able, they are adaptable for every 
type of installation—finishes for any 
requirement, 


They're musts for new building 


Order from your Jobber 


1H ‘Shelb 


Safety 


REG. U.S. PAT. CL. 


BELT LACING 


The all purpose belt lacing 
with the patented steel 
binder bars, that: (1) hold 
hooks permanently in align- 

| ment, (2) lap over and 
protect belt ends, prevent 

| fraying and add to belt 
life. 








Since 1898 


SPRING HINGE CO 
SHELBY. OHIO 








Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer 
or put on with a hammer if 
you have an_ inexpensive 
Safety TU-WAY Hammer 


or Vise Lacer. 


SAFETY BENCH LACER 


Applies all standard make belt hooks. Belt 
thickness adjustment assures "perfect" fit. 


SAFETY BELT-LACER CO. 





5390 N. Menard Ave. Chicago 30, U.S.A. 
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E is the time to 
<PANs tog. IMODERNIZE for the 


U.S. Hardware Busy Days Ahead! 











Goes 60,000 Feet 


e * e e iv? 
in the Right Direction! JARL 
M4 bg She’s going up .. . a new 60,000 sq. ft. 
ation. Be. warehouse! Added to its present space, 
_ avail. this gives the United States Hardware 
tr on and Paper Co. practically 5 acres 


of modern, efficient warehouse and 
office facilities . . . Quite a jump 
from the 5000 square feet the 
company first used in 1927! 


building 
bber 








ce 1898 
HINGE CO With our catalogue already 
LBY. OHIO reading like the roster of 
America's best-selling mer- 
chandise, you'll now have 
many new lines as close 
to you as your phone! 


You'll get “‘carload 4 


prices’' on many new items. . 

giving you full profit margin 

on competitive retail prices! 
* 


As a retailer in Southern 
California or Arizona, you 
have a profit-share in the 
U.S. expansion program! 
































Don't remodel until 


IN | | SS. | ou investigate first! 
> Write for illustrated literature 
| pertaining to these outstanding uprights! See what 
—_ Hirsh Standard Steel Uprights will do for you. Your 


hooks. Belt Hardware Jobber can get them for you, or write to 


on S. A. HIRSH MFG. CO, 3119 W. LAKE ST., CHICAGO 


S. A. Hirsh Mfg. Co., 3119 W. Lake St., Chicago 12, i. 
Please send illustrated and descriptive literature of Standard 
Steel Uprights. 
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ae; eer eee ae os 


UNITED STATES HARDWARE & PAPER CO. 


Established 1927, Los Angeles, Calif. 


So. California's Leading Housewares Distributor 
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THIN 


BUT WHAT A SALES PULL 
THEY GIVE Ye O°U!? 


The thin wall Sockets and slender Drive 
Parts in the NONE BETTER Line work 
smoothly in close corners other tools can't 
reach. Such high utility in shop, farm and 
home repairs make sales for you! .. . 
because your customers know the NONE 
BETTER name. They look for it! 


Let this reputation for unrivaled perform- 
ance bring profits to your store. Low NONE 
BETTER carrying costs boost your return 
per sale . . . and sales come thick and fast 
on this triple plated, handsome Chrome fin- 
ished Line. Mark your store as a Tool center 
with attractive NONE BETTER displays. 

Order these fully GUAR- 
ANTEED TOOLS TODAY! 


Ask about this 
fast moving 
Set No. 6023 
































The new Catalog ct 
the improved, NONE 
BETTER Line 1s 
yours for the asking. 












THE NEW BRITAIN MACHINE CO. 
NEW BRITAIN, CONN. 





dollar volume during the final quarter 
of 1948, 

The Magnavox Co. recently has been 
holding its showing of new television 
Magnavox is entering the tele- 
vision field with 12 models in a variety 
of furniture styles priced from $299.50 
to $1,750. Magnavox is making two 
radio-phonograph-television combination 


sets, 


units and seven television models, cre- 
ated to serve as companion pieces to 
Magnavox radio-phonographs or to com- 
plement any traditional or modern 
home settings. 

* * * 


Lots of water heaters—Hot- 


| point, Inc., says its electric water heater 


sales for the first seven months of 1948 


| will equal total company sales for 1947. 





| seriously 
| Some 


\ heavy up-surge began in April, with 
current water heater sales maintaining 
a consistent increase. 
heater sales normally fall off during 
July, sales are expected to hold up 
well throughout the year. The large- 
scale home-building program is cited as 
a leading factor in stepping up water 
heater sales. In addition, many utilities 
are returning to promotion of the elec- 
tric heater as an off-peak load builder. 
Hotpoint has noted a definite trend 
toward complete electrification of the 
modern home, The pre-war sales ratio 
of electric water heaters to gas types 
was one to three, while today’s ratio is 
one to one and a half, it says. 
* * * 

Belting and hose save labor 
—Conveyor belt and rubber hose makers 
show great enthusiasm for higher pay— 
in other peoples’ factories. Increased 
labor costs in mines, mills and factories 
are driving more business to these pro- 
ducers of labor-saving hose and belting. 
Conveyor belting’s recent growth has 
been most spectacular in hauling vast 
tonnages of coal, iron ore and earth 
outdoors, as well as doing countless in- 
door chores. Next to tire and tubes, hose 
and belting represent the biggest slice 
of the rubber industry’s business, This 


| year, hose and belting together — not 


including V-belts—are expected to ring 
up an industry sales total of some $190 
million, one company That 
will be $5 million more than in 1947 
and $83 million over 1941—a contrast 
with tire sales, which are declining. 

* * * 


estimates. 


Floods hurt lumber opera- 
tions—Lumber prices may be forced 
higher by the bad floods in the north- 
west. The West Coast Lumbermen’s 
Association at Portland estimates total 
weekly output of Douglas fir lumber 
has been cut 10 per cent—a loss of 
15 million board feet a week. Lumber- 
men estimate that even if the floor 
subsides rapidly, it will be at least 
mid-July before top production can be 
attained again. At least 25 of the sev- 
sawmills along the Willa- 
Columbia rivers have been 
damaged by flood waters, 
twisted off their founda- 
tions. The boilers of many are under 
water. Some, though not damaged by 
water, are closed because they are de- 


eral score 
mette and 


were 
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Sees 


Drill cement, brick, tile, 
\ slate, marble, plastics 


FASTER, EASIER 


WITH THE 


CYCLONE 


ROTARY BIT 


Thousands in use today by 
contractors, electricians, 
plumbers, sign hangers, 
maintenance men. Drills 4 
to 8 times faster, easier. 
Stays sharp longer. Lasts 
50 times longer than ordi- 
nary drills. No Noise. No 
Hammering. 

Fits standard portable electric 
drill, hand brace or drill 
press. Comes in handy kit 
of six popular sizes or in 
individual package. At your 
hardware store or jobber’s. 






















“IT’S CARBIDE TIPPEDI” 









Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK! 
STICKS AND STAYS pyr 
—————es, 





















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard. 
Water Putty keep 
doublir.g, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. © Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial usérs, 


The PLASTIC Repair Material 
in POWDER Form 
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pendent on log rafts from the rivers. 

Among these are the world’s two larg- 

est mills, Weyerhaeuser and Long-Bell, 

both located at Longview, Washington. 
x * * 


Use of fertilizer mounts — 
American farmers used more than 15 
million tons of commercial fertilizer 
during 1947, the ninth yearly record 
high in succession, according to esti- 
mates of the National Fertilizer Asso- 
ciation. This indicates a _ continuing 
peacetime demand for fertilizer even 
above the “swollen war-induced de- 
mand.” Annual consumption during 
the 1935-1939 period averaged only 
7,338,000 tons. The South Atlantic 
states are the greatest users of ferti- 
lizer, accounting for 37.6 per cent of 
the 15,039,000 tons consumed during 
1947. South central states used 20.2 per 
cent; east north central, 17.9 per cent: 
middle Atlantic, 8.9 per cent; western 
6.5 per cent; west north central, 5.4 
per cent, and New England, 3.5 per 
cent. 

* * ce 

May building gains — New 
construction during May totaled about 
$1,449 million, an increase of 11 per 
cent over April, but slightly less than 
the normal seasonal gain, the Com- 
merce Department estimated. The fig- 
ure was 40 per cent above May, 1947. 
It includes all work actually done dur- 
ing the month in all construction 
fields, both public and private. Indus- 
trial building was the only type of 
privately financed construction to show 
a (slight) decline. Farm construction 
showed the greatest increase, 35 per 
cent, from April, Private construction 
in May—valued at $1,111 million, or 
a 10 per cent gain over April and a 
41 per cent gain over May, last year, 
had the greatest total, but types of 
public construction showed the most 
marked increases. Residential building 
put in place totaled $575 million, up 
10 per cent over April and 62 per 
cent more than was put in place in 
May, last year, The Commerce Depart- 
ment reports that 257,000 new perma- 
nent-type housing units were started 
in the first four months of this year, 
52,000 more than during the same per- 
iod of 1947, 

ce * 7» 

Record May fertilizer sales 
—Fertilizer sales during May totaled 
657,000 short tons, the highest of any 
May on record, and were 8 per cent 
above May a year ago. Returns from 
state control officials in the 15 reporting 
states to the National Fertilizer Asso- 
ciation also revealed that sales in the 
first five months totaled 5,864,734 tons, 
against 5,199,991 tons in the like 1947 
period. 

* * * 

Cotton consumption off—The 
Census Bureau reports that mills in 
the United States during May con- 
sumed 785,440 bales of cotton, compared 
with 829,730 bales in April, and 807,135 
bales in May, 1947. At the same time, 
the Bureau revealed that consumption 
of cotton by United States mills during 
the ten months ended May 31 amounted 
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Runs in Wil 





PENETRATES 
LUBRICATES 
RUSTPROOFS 












GOOD PROFITS TOO! Displayed on your counter, 


these companion products sell themselves. Nationally known... 
nationally promoted ... useful in every home, office, and shop— 
all year round. 

DOOR-EASE Stainless Stick Lubricant—10c seller—packaged 
12 in attractive display box—each stick in lithographed metallic 
container. Also large size 40c seller. 

AMERICAN Dripless Oil—This top quality lubricating, rust- 
proofing oil “Runs In—Won’t Run Out”—comes in unique “Drop 
or Stream” 4-oz. Oiler—sells for 30c. Eye-catching 3-color dis- 
play with each 2-doz. dealer carton. Order from your Jobber 
today!—AMERICAN GREASE STICK CO., Muskegon, Mich. 


DOOR-EASE STAINLESS STICK LUBRICANT 
AMERICAN DRIPLESS OIL 

















and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association @ Direct Purchase 


No Branch Offices 


Massachusetts Company, Incorporated 1894 
Insure Your Earnings... Protect All ! 


Why Not? Have your PERSONAL ACCIDENT 














ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 
$5,000.00—$10,000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-CONFINING 
DEATH DISABILITY SICKNESS SICKNESS 
Estimated Annual Cost $15 Estimated Annual Cost $24 











MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 

BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 
SEND THE prrsaenpone en se ee ee ee 
couron = | ites meee 

TODAY ! 80 Federal St., Boston 


oe 


Without obligation, plezze send complete information and 


application for membership to 








Address ....-.cess.eeeees encccssccccscoccccccce eovceee eeevces 
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, Sell ~ 
oe KENNADRILLS 
ee and 


a 
BOOST SALES 


to: PLUMBERS « MASONS « HOME 
BUILDERS « ELECTRICIANS e ETC, 


They can reduce hole drilling time 
from minutes to seconds. Sapphire 
hard Kennametal drills up to 10 
times faster. It lasts up to 100 
times longer. Drills anything in 
masonry. Slate, stone, marble, 
cement, tile, asbestos, sheet rock, 
etc. can be penetrated quickly, 
easily. Turbine action ejects the 
cuttings. Binding, sticking, stall- 
ing is prevented. Holes are smooth 
and clean—true to size. Bit sizes 
are 1{''to 114"in diameter, shanks 
are 6", 8", and 10" long, depending 
on size. Start handling Kenna- 
drills. Boost Sales. 


Write for Bulletin KH—today. 


To help you sell we advertise in trade papers, 
Popular Mechanics; and supply dealer helps. 





Dealers Wanted! 


KENNAMETAL Src. iatrose. pa 











No. 89 

Light Duty 
V4” ELECTRIC 
DRILL with 

Snap Action Chuck 


. 


No. 89-J 
Same drill as ‘'89’’ 
but with Jacobs 
Key-operated Chuck 

$34.95 


Light Duty Y,” drills 
are designed for inter- 
mittent duty. Lighter 
and handier than heavy 
production type drills, 
these SpeedWay Drills 
are ideal for mainte- 
nance and repair departments, 
garages or installers and serv- 
ice men. Specially wound, 
long life, fan cooled SpeedWay 
Tool motor. Sturdy die 
cast aluminum case. Cut 
steel gears. Self-lubricat- 





No. 209 


DRILL ing bearings. With No. 
STAND 209 Drill Stand makes 
(less drill) ¢apable drill press. 

$12.95 These are the logical 


drills to sell—priced to 
sell in volume, nation- 
ally advertised and car- 
rying a full margin. 


Write for Catalog Sheets dealer proposition 


SPEEDWAY MFG. CO. 


1836 S. 52nd Ave., Cicero, Ill. 






























to 7,917,696 


bales in 


bales against 8,617,619 
similar period a year ago. 
Stocks of cotton in consumer’s hands at 
the end of May totaled 2,006,617 bales, 
against 1,926,659 on May 31, 1947, Cot- 
ton in public storage and at compresses 
totaled 2,232,274 bales compared with 
1,842,566 bales a year earlier, 
* * * 

Another big wheat crop — 
The second largest wheat crop in history 
is in prospect for 1948, The Agriculture 
Department estimated the year’s pro- 
duction at 1,192 million bushels as of 
June 1. This is 75 million bushels more 
than forecast a month ago. Last year’s 
crop of 1,364 million bushels set an 
all-time record, The department re- 
ported that the good start made by the 
corn crop is the “most encouraging 
in several Most of the corn 
belt acreage was planted by June 1, 
and in the south rapid growth was 


seasons.” 


overcoming the handicap of late plant- 
ing.. Oats being harvested in the south 
are yielding well in spite of the ad- 
verse season and are promising in the 
north where new disease-resisting vari- 
eties make up much of the acreage. 
Harvest has started in the south 
on a barley crop which will be the 
largest for the nation since 1943, Rye 
production was reduced by dry weather 
in May. Dry weather also lowered hay 
production, but the probable 98 mil- 
lion tons, together with large carry- 
over stocks will be ample for the cur- 
rent supply of live stock. 


also 


* * * 


High summer employment 
expected—The number of people with 
civilian jobs climbed in May for the 
third straight month and reached 58.- 
600,000, the says. It 


(Continued on page 229) 


Census Bureau 








Unusual Display Boxes Improve Old Case 


HE Dwyer & Trombley Hard- 

ware, Marquette, Mich., has 
found a way to display its sport- 
ing goods and other equipment of 
small size in an old type counter 
and do it in efficient 
fashion. 

The been accom- 
plished by constructing four rows 
of slant-back, individual display 
boxes. The slant-back fronts en- 
able customers to view the mer- 
chandise in the boxes through the 
glass, merchandise 


a more 


result has 


which could 
not be seen so distinctly, or in its 
entirety, if placed on average level 
displays with the glass case. 
There are 24 of these display 
boxes, according to J. P. Trom- 
bley and E. M. Dwyer. The boxes 


in the first three rows, from top 


This type of display aids sales of small, hard-to-see items. 


down, are 714 in. wide, 834 in. 
long and 61% in. deep. They are 
built of quarter-inch plywood, a 
material very suitable for this 
type of construction. 

The bottom 
boxes is the same length and 
width as the other boxes but is 
12 in. deep. 

“Sportsmen like these display 
boxes and so do Mr. 


Trombley. “For example, it per- 


row of 


display 


we,” says 
mits us to pull out a display box 
of a certain fishing tackle item 
and place it on the counter for 
the The 
aren't heavy, slide out very easily 


customer to see. boxes 


and can be replaced without much 
trouble. Furthermore, their light 


color and easy visibility brightens 
the entire display case.” 
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is expected to go to a new high this 
summer, With some 1,240,000 in the 
armed forces, this brought the total 
number of employed Americans to 
59.9 million—just short of the 60 mil- 
lion figure reached last summer for the 
first time in history. Employment on 
farms in May went up to 413,000 to 
a total of 7,861,000. The increase was 
below seasonal expectations due to 
“cold, wet weather in many parts of 
the country.” Industrial employment 
slipped down 83,000, but the total, 
50.8 million, remained close to the rec- 
ord high. 
* * * 

Department stores gain—Dol- 
lar sales of U. S. department stores 
during the week ended May 20 were 
18 per cent over the corresponding 
week last year. The Federal Reserve 
Board said the large sales increase 
reflects in part the fact that most 
stores were closed on the Friday of 
the 1947 week in observance of Memo- 
rial Day. This year stores were open 
all week. For 1948 to date, the aver- 
age gain in department store sales, 
over last year, has been 7 per cent. 

x * * 

Wholesalers in April — The 
Commerce Department reports _ that 
April sales by independent wholesalers 
rose 2 per cent over March for a total 
of $5,551 million. Wholesalers sold 
$2,082 million worth of durable goods 
in April, and in this group, lumber 
and building materials sales increased 
60 per cent, while both hardware and 
housefurnishing decreased 4 per cent 
from March. Inventories for these inde- 
pendent wholesalers at the end of 
April stood at $5,763 million, com- 
pared with $5,823 million in March 
and $4,844 million in April, 1947. ~ 

ok * * 

Crop contrasts in the south- 
west—Though bigger-than-1947 harvests 
in other regions are expected to bring 
the nation’s total 1948 winter wheat 
crop up to around 845 million bushels, 
well above the 1937-46 average and not 
far below last year’s billion-bushel rec- 
ord, the southwest’s outlook is sad. 

Last year the southwesterners had 
their hands full, putting away the great- 
est crop of winter wheat they had ever 
known, In Texas alone, 124 million 
bushels, a $280 million cash crop, over- 
flowed the country elevators, surpassing 
the railroads’ capacity to haul it away. 
In Oklahoma, the job was almost as 
big, 104 million bushels, and fertile 
Kansas reached a record 286 million 
bushels, worth almost $700 million to 
its growers at last year’s prices. 

But 1948 is a sharp contrast. A month 
ago, the Department of Agriculture esti- 
mated that this spring’s crop in Texas 
would be 49 million bushels, in Okla- 
homa 74 million, and in Kansas 147,- 
696,000. Thus the month-ago crop esti- 
mate indicated total Oklahoma-Kansas- 
Texas production nearly 50 per cent 
below 1947. 

Since then, searing winds and “just 
about enough rain to put in a thimble” 
have withered prospective crop totals 
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THAT COMBINATION 
OF HIGH QUALITIES 
WHICH DISTINGUISHES 
THE UNUSUAL PRODUCT 


FROM THE ORDINARY 


STYLED BEAUTIFULLY 


AND MADE RIGHT 
BY EXPERTS 


Through constant re-designing, 
Peerless Freezers continue to hold 
first place in modern artistic ap- 
pearance; in quality; and in ease 


of operation. 


Household sizes: 
Hotel sizes: 


2 to 10 ats. 
12 to 20 qts. 








THE SIX BIG FEATURES FOUND ONLY IN PEERLESS 


ASK YOUR JOBBER 
THE PEERLESS FREEZER Co. 






Winchendon, Mass. 








STEER 


New York 





Johnson 


Xlo 


Music Wire 


"The wire 


of a thousand uses" 


Attractively packaged for display and handling . . . 
units of !/, Ib., '/2 Ib., and 1 Ib. in full range of sizes. 
Customers looking for small amounts of spring wire 
for any of the countless uses can be readily supplied 


by means of this handy package. 


Order through your wholesaler or nearest Johnson branch. 


JOHNSON 


Cleveland 
Tulsa 


Philadelphia 


Atlanta Houston. 


Detroit 
Los Angeles 


AND WIRE COMPANY, 
WORCESTER 1, 


MASS. 


Akron 
Toronto 


aes, 


Chicago 
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¢ A Quality Fair Trade Item 
that builds satisfied customers. 
¢ A copper top tank ball that 
insures firm seating and pure 
molded rubber bottom that 
prevents leaks—it's right for 
every tank. 

e Attractive display box con- 
tains one dozen individually 
boxed balls. 


A BIG PROFIT ITEM 


Order from your johber or 
write us direct 
Write for information about MASTER-FIT 
Tank Balls that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 


151 EAST SOth ST, NEW YORK 22.N. Y. 


TRAUBEE PRODUCTS, INC. 
1150 BROADWAY NEW YORK 1, N. Y. 








still further. But the very latest reports 
says it has rained over the southwest, 
giving many farmers in Oklahoma and 
Kansas who seeded their wheat late last 
fall, a ray of hope. 

* * * 


Sears’ mid-summer flyer - 
Sears, Roebuck & Co, recently mailed 
its midsummer sale book, showing, it 
says, many seasonal items at reduced 
prices. 

For exampie, reduced prices appear 
on auto tires, men’s furnishings, garden 
hose, housewares, vacation needs and 
sporting goods, power tools, hardware 
and_ plumbing, 


paint and farm equipment. The catz- 


electrical appliances, 
logue carries the note “we cannot guar- 
antee to fill orders from this book after 
Aug. 31, 1948.” 

Listed in the catalogue for the first 
time since the war is a_ bicycle tire 
priced $1.50. Auto 
reduced include 4 per cent cuts in All- 
state safety tread, traction grip and 
Sears Crusader tires; a 7 per cent re- 
duction in the price of the 12-month 
battery and 10 per cent cuts on items 
like seat covers and spotlights. 

High-lighted in the catalogue are the 
“biggest pressure cooker sale in seven 
reduction in tool prices of 10 
per cent to 20 per cent, a Craftsman 


under accessories 


years,” 


welder (cut $20) at $129, house paints 
reduced 12 per cent: and wrist watches 
and clocks reduced as much as 21 per 
cent. Prices on all mattresses and Hol- 
lywood beds are reduced up to 24 per 
cent, while five-piece living room suites 
have been reduced about $40, 


* ea + 


B. L. S. does some predicting 
—Ewan Clague, head of the Bureau 
of Labor Statistics, said the country 
appears to be well started on the big- 
gest home building boom in its history, 
adding that 90,000 new homes were 
started in April. This was only 4,000 
below the 1947 monthly peak, which 
was not reached until September, 

Mr. Clague declared civilian employ- 
ment is headed for a new peacetime 
record of 62 million jobs by Septem- 
ber. The Bureau’s consumer price index 
probably will continue to rise slightly 
predicted. He 
plans to “do some 


November, he 
Bureau 


through 
said the 
index because 
of the action of General Motors Corp. 


things” to improve its 
in linking its wage rates to changes in 
living costs, as measured by the B.L.S. 
compilation. 

For the week May 22, the 
B.L.S. wholesale commodity price index 


ended 


stood at the same figure as the preced- 
ing week, 163.5 per cent of the 1926 
average. At that figure it was 0.2 per 
cent below the level recorded for the 
break last 


1.2 per cent below. the 


week prior to the market 
February and 
high point reached in mid-January. It 
was 11.3 per cent higher than in the 
comparable week of May, 1947, 

For the latest week, hides and leather 
goods were “off” a shade, while slight 
advances were reported on textile prod- 











FASTEST SELLERS 
ON THE MARKET 
“TEDDY’’ WAX APPLICATORS 
Brand New Item 
A-8 — 6 x 2 Block 
The Lowest Priced Applicator 
7 with removable pad— 
\ Retails for 69¢ 
Packed 2 doz. to a 
carton—18 Ibs. 


Other Applicators 
from 59¢ to $1.50 


N 


\ 


LZ a? Order 
from Your 


p— Jobber or Write 


FRED V. FOWLER CO. 


137 Federal St. Boston 10, Mass. 











Ys styles. Upholstered & pista. 

Tebiet pe Ba Foldiag Tebles 
PROMPT sccm 

SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK |, N.Y. 
T4 














REPAIR PARTS 


PREPARE TO REPAIR ALL MAKES, 
ORDER COLLOT ASSORTMENTS AS 
THEY HAVE WHAT IT TAKES... 


AND YCU SAVE MORE 


PINIONS, PAWLS, SCREWS, ETC. 
Order Catalog No. 3 


A. M. COLLOT SUPPLIES 


221 N. W. 8th AVE. @ MIAMI 36, FLA. 
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WRACK and RUIN? 


or ROYAL'S RACK and PROFIT? 


no more juggling 
with loose spools! 








pes 


MAKE MORE PROFITS, TOO — \ | 


USE THIS NEW DISPLAY, 


if ( MP CoM bee o* 
ROYAL DESIGNED FOR YOU! 
To m 


a ‘ 2.\\ 
ASK YOUR WHOLESALER 


. i 
about the ROYAL deal- quality 
ROYAL (“t) wire, plus the rack 





PLUG and 
CARTRIDGE FUSES + FUSTATS 
WIRE * CORD SETS + TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET-R-1- 





JUNE 17, 1948 








FOR SAFETY'S SAKE—SAY 





No. 3000 
Upright 


RIM KNOB LOCK SETS 


With the BEAUTY Appeal 





You've Always Wanted 


@ Made of Zamak alloy RUST-PROOF 
throughout, and extra strong for long service. Jet 
black wrinkle enamel and 
plated STEEL knobs and. trim, 
drawn rosette and key plate. Knobs fitted with eas 


die cast 


case keeper. Brass- 


Full size deep 


ily adjusted threaded spindle and hardened steel 
set screw. Inside locking lever assures POSITIVI 
lead-locking knobs. Standard size for quick orig 


inal installation and satisfactory replacement work 

















Canadian Representatives 





Your Hardware Wholesaler Has A Complete Line 
of Taylor-Made Quality Products — Padlocks, 
Night Latches, Inside Lock Sets and Key Blanks. 


TAYLOR LOCK CO. 


PHILADELPHIA 32, PENNSYLVANIA 
DORKEN BROS, & CO., 


Montreal 
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The Lighthouse 
of the Highway 


EMBURY 
The Warning Lantern 


ages AFETY BEAM 





Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 


K 






The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office 
and the factory you will find 
National hardware on the job—and 
serving well too. 
Years of manufacturing experience is 
back of the many fine products em- 
braced in the complete National line. 
The trend of styles and requirements of 
buildings of today and tomorrow have 
served as a guide to our skilled de- 
signers in developing the most modern 
ideas in mechanical actions. Simplicity, 
anti-friction and trouble-free depend- 
ability are but a few of the built-in fea- 
tures of National hardware. 
Your trade will appreciate the attrac- 
tive protective finishes on the hardware 
and the care used in their packaging. 
NATIONAL 
\ wal MANUFACTURING CO. 
STERLING * ILLINOIS 








f ucts; fuel and lighting materials; metals 


and metal products; building materials, | 
and on housefurnishing goods, 
* * &* 


How was yours ?—The “middle 
income” of the 42 million families in 
the United States was $2,920 last year, 
up $320 over 1946. The Federal Reserve 
Board says this means that one-half of | 
all incomes were higher than the | 

| 
| 
| 


“middle” figure, the other half lower. 
Some 69 per cent, or 28,980,000 families, 
had joint income of $2,000 or more last | 
year, In the mid-1930s, fewer than 
6,600,000 families had income at “oa 
level. For 21 out of each 100 families, | 
income was above $5,000 last year, with 
eight of the 21 getting over $7,500 a 
year. Not everybody was “up there,” 
however. Of each 100 families, 13 had 
incomes under $1,000, and another 18 





| he said. Since 1929, national retail sales 
|. : 
in peacetime years have averaged 58.3 | 


variation, excepting the war years with 


got between $1,000 and $2,000. Although 
roughly half of all families increased 
their income, “a considerable number 
with higher money incomes felt that 
because of the higher cost of living they 
were worse off financially,” the Board 
said. The middle income reported by 
farmers on a cash basis was only $1,500, 
but the Federal Reserve survey pointed 
out that farmers differ from others in 
that they have “substantial” non-money 
income, like the food they produce. 





* * * 


Department stores—Sales ef 
national department showed a | 
small (1 per cent) gain in the week 
ending June 12 over the corresponding | 
week of 1947, the Federal Reserve 
Board reported. The board’s estimates 
are based on dollar value of sales, and 
it is certain, with prices averaging much 
higher, that the actual physical volume 
this year was considerably under the 
1947 comparison. Two Federal Reserve 
districts, Cleveland and Chicago, re- 
ported sales declines for the latest week. 
For 1948 to date, the Board says the 
nation’s total was 6 per cent (dollar 
value) ahead of the same period last 
year, 


stores 


x~ * 


Forecasting 1948 totals—The 
nation’s retail sales in 1948 may reach 
$125 billion, the highest in the history 
of the country and about 6 per cent 
over last year’s total of $117.7 billion, 
according to L. S. Lyon, head of the 
Chicago Association of Commerce and 
Industry. Whether these figures will be 
attained depends on whether 1948 na- 
tional income for the balance of this 
year continues at its current rate of 
$215 billion dollars and whether the 
nation’s retail sales in dollars maintain 
about the same average relationship to 
national income that they have main- 
tained in the peacetime years since 1929, 


per cent of total national income. “The 





their scarcities and rationing, was gen- 
erally less than 2 per cent,” he said. 
United States retail sales in dollars in 





| 1947 set a new record. | 





Glide-A-Ball Casters 


New! Practical! 
Profitable? 


WHOLESALE AND RETAIL 
HARDWARE DEALERS . . 
You, too, will find the new 
Glide-A-Ball Casters the hottest 
selling number in years . . . sells 
on sight. Easy to install . 
hammers directly on the ball. 
Caster is all steel, 34% top— 
three pronged—to hold firmly in 
wood — 14” rotating ball — rolls 
easily when furniture is moved 
Useful in factory, home and of- 
fice. Suggested retail price—50c 
for set of 4. Get on the Glide-A- 
Ball Band Wagon for Sales and 
Profits . . . ORDER NOW! 
Distributorships available 
throughout the United States 


GLIDE-A-BALL CASTER CORPORATION 


323 Broome Street New York 2. N.Y 








CHROME PLATED 


WOOD SCREWS IN THE 
RE-FILL BOX 


% 8 sizes round head 

¥% 8 sizes oval head 

% Individually marked 
compartments 


Write for complete information on 
Sharon's 56 assortments. 


Newest of 
56 Sharon 
Assortments 


SHARON BOLT & SCREW CO. 


202 PURCHASE ST, BOSTON, MASS. 


HARDWARE AGE 
































Nation 
Efficie: 
through 





W ¢ 








JUNE 1 








as 





e 


SAVE. 


ATTACHMENT PLUG CAPS 
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AVAILABLE 
through 
Your Favorite Jobber 


Nationally Known for 
Efficiency and Quality 
through Years of Service 


R-311 
Round Rubber — Cord Hole 375 


A New STA-TITE plastic appliance 
Plug Cap in beautiful colors — 


I? Red, Ivory, Brown—other special 
ofitable? colors for manufacturers. 
peyan 


WILL STAND A CRUSH 
TEST OF 500 POUNDS 


d the new 
the hottest 


Ss... sells 

nstall . . 

1 the ball Underwriters Approved 
4,” top— 

Id firmly in EASY TO ATTACH CORD—Simply 

ball ll remove insert from top of plug cap 
aul —= £0LS —blades can then be drawn together 


and removed. Cord wire passes 


> is moved 
through blades, ape v5 . definite 
MA 


me and of- 








Price—50c ATTRACTIVE. with the. increased Pa 

e i A . E with the_ increase 41) Pl 
he Glide-A- cipal cy efficiency derived from STA-TITE — 
r Sales and R-211 Rubber blade construction. R-21L Rubber 
NOW! 
wailable STA-TITE spring blades assure perfect conductivity. They prevent 


ited States plugs being disconnected by slight pull of cord, damage to contact 


springs, and arcing from loose plug connection. 


STA-TITE MFG. COMPANY 


1016 Central Kansas City 6, Missouri 
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THE 


PREMIER 
P-20 


ELECTRIC WATER 
HEATER 


SALES GUARANTEE 
Order a sample .. . 
if not pny 
satisfied with qual- , 
ity and sales value, Y 
send it back! ) 
Money refunded. 


®@ High Profit 
®@ Popular Selling Price 
@ Hot Water by the Pailful 
@ Underwriters’ Laboratories 
Approved 


A revolutionary, new immersion-type water 
heater! Not a gadget . . . finest quality unit. 
Top housing cadmium plated and painted 
red. Heating unit solid copper with her- 
metically sealed brass tube. Automatic con- 
tact switch operates only when pail is hung 
on switch arm. Retails at $17.95, Full dealer 
discount allowed. Order from your disiri- 
butor or direct from this ad. Dept. HA 52. 


THE NATIONAL IDEAL COMPAN'; 


TOLEDO 4, OHIO 





DELIVERY 


from stock! 


STEEL 


and BRASS 
Slotted 
WOOD FLAT ROUND AND 
SCREWS © ovat neso 


e BULK at FACTORY PRICES! 


e Clean saw-cut slots 
e Deep, sharp threads 


e Needle points 


Check your requirements with us. We can either ship 
immediately from stock or promptly make up your order. 
Complete stocks on hand at the plant and at our warehouse 
in New York. 


e@ Also packaged in popular sizes. 
Write for stock list! 


TOLEDO exis 


270 E. HOUSTON STREET, NEW YORK 2, N. Y. 
Phone: GRamercy 5-7798 
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AND IT’S OPEN! 


\Ann \ LAT 
tah OPENER 


One of the most popu- 
lar of Zim's efficient 
household helps. 
Opens anything 
that wears a cap 
—glass, bottle, can, 
Mason jar. Strong, 
. all-steel construc- 
» tion. White enamel 
/ or chrome finish. 


aw OM. 


As Advertised in 
SATURDAY EVENING POST 









CAN OPENER 


There isn't a housewife in 
the U. S. who wouldn't 
go for one of these. Neatly 
opens any shaped can. 
Constructed for long ser- 
vice. Folds out of the way 
when not in use. 


eee eee 


FLATIRON REST 


An important addition 
to any ironing board. 
Leaves entire board 
free for ironing. Folds 
back when not used. 


ZIM MANUFACTURING CO. 


ene Headquarters for 
ane Pasta Labor Saving Home Appliances 


Chicago 12, Ill. 


3047 Carroll Ave., 





CAPACITY 
60 Ibs. by 
1/10 Ibs. 


For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves money 
by weeding out non- 
producing cows. Ex- 
tra adjustable indi- 
cator can be set to 
deduct weight of 
milk pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” 
x 2” x 17”. Heavy 
construction assures 
years of reliable 
service. 


See your jobber 
* 


HANSON 
SCALE COMPANY 
525 N. Ada S#. 
Chicago 22, Ill. 


' 
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Consumers’ Price Index 
Up 1.1 Per Cent in April 


HE consumers’ price index 

(formerly called “Cost of Liv- 
ing Index”) for mid-Apirl, 1948, 
rose 1.] per cent above that for 


mid-March, 1948, according to 


figures recently released by the 
National Industrial Conference 


Board. 247 Park Ave., New York. 
The Board’s index for mid-April, 
1948, stood at 133.4 compared 
with 132.9 in March, 1948, and 
124.8 in March, 1947. Base date 
of the series is 1923 as 100. The 
all-time high in the series was re- 
corded in January, 1948, when the 
index reached 134.5 (Revised). 

From March, 1947, to April, 
1948, the weighted average of all 
items in the index climbed 7.7 
per cent. 

Expressed in 1923 dollars, the 
purchasing power of the dollar 
stood at 74.4 cents in April, 1948 
This represents a drop of 1.1 per 
cent from March, 1948, and a 
drop of 7.1 per cent from March, 
1947. 

In all the 62 cities included in 
the survey, the index rose from 
March to April, 1948. Chicago, 
Ill., showed the greatest increase 
(up 2.0 per cent). Joliet, IIL, 
showed a rise of 1.7 per cent. 
Third largest increases over the 
month were noted in Bridgeport, 
Newark, N. J., and Provi- 
dence, R. I., (up 1.6 per cent). 

From mid-March, 1948, to mid- 
April, 1948, food, up 2.8 per cent, 
showed the greatest increase. Dur- 
ing the same period, fuel and 
light were up 0.2 per cent and 
sundries, up 0.1 per cent. Hous- 
ing was unchanged. Clothing was 
down 0.3 per cent. 


Conn.. 


Food rose 10.5 per cent from 
March, 1947, to April, 1948. In 
the same period (March, 1947, 
April, 1948) the following changes 
fuel and light, up 
8.1 per cent; sundries, up 6.5 per 
cent, housing up 5.1 per cent and 
3.4 per cent. 


were noted: 


clothing, up 


The Conference Board’s “Con- 
sumers’ Price Index” or “Index 
of Quoted Retail Prices for Con- 
sumers’ Goods and Services Pur- 
chased by Moderate-Income Fam- 
ilies” is now compiled monthly. 
Previously, compilations were 
made quarterly. 





He MODERN MOWER SHARPENER 


. 
PRICED 


$24150 


(less motor) 





Sharpens All Reel Type Mowers * Hand, Power 
or Gang © 10 to 20 Minutes * No Dismantling 
No Extra Attachments Needed 


All reel type mowers, from 5-inch edgers to 
36-inch power mowers, are quickly sharpened to 
extreme ends of both left and right twist reel 
blades. Handle, wheels, roller and motor remain 
in place when sharpening is in process. Bed 
knife is sharpened in same brackets that hold 
mower in grinding position. No extra attach- 
ments required. One lever puts mower or bed 
knife in grinding position. 100% steel construction. 
Grinding head rides on five ball bearing races. 
Small, compact, easy to operate. Sharpens wood 
chisels, joiner knives and planer blades without 
extra attachments. Skate Sharpener Attachments 
Available. '/; HP 60 cycle motor $21.50 extra. 


Send for Free Bulletin No. 27B 
ORDER NOW . IMMEDIATE DELIVERY 


MODERN MFG. CO. 


160 N. FAIR OAKS AVE. * PASADENA 1, CAL. 


ASCO 


| GLYCERINE 
| 








SADDLE 


This BAR soap 
—a product of 
outstanding quality 
|| — CLEANS and CONDITIONS 
all leather articles quickly and 
thoroughly. 











ASCO CHEMICAL CO. 





641 Lexington Ave., Brooklyn, WN, Y, 


ADJUSTABLE 
ROAST RACK 





COOKIE PRESS and 
CAKE DECORATOR 


See your jobber or bm 
write direct for catalog C/ » 


ZACHMAN & CO.- 5004 WILSON AVE. CHICAGO 30 
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GRIFTIN 
HINGES 


* 





(SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 
NEW YORE: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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AKRON PRODUCTS CO. 





More sales, more profits 
with fast-selling 


I= 
j——_F 


SSO YON 
SHR ‘\\ 


Wi 


the all-steel, 
adjustable 
floor jack that 
withstands a 


14-TON TEST 


. 
Double \ 
Pinned 
For 
Extra 


--. 


for new home 
construction 


Cash in on this 
' fast seller NOW! 
J Write for details! 














22 Center St., Seville, Ohio 














FOR PROFITABLE 
FALL SELLING! 


HODGMAN’S Famous 
DUCK HUNTING PARKA 


No. 148 — The gar- 
ment of expert hunt- 
ers. % length. Has 
two layers of cloth— 
one inside and one 
outside with a 
layer of rubber 
between. Other 
features include 
2 deep roomy 
pockets, closely 
stitched and 
cemented seams 
for positive 
waterproof pro- 
tection, flannel 
lined parka 
hood, zipper 
opening at neck 
and raglan 
shoulders. 

























Write for 
Complete 
Sporting 
Specialties 
Catalog 


HODGMAN RUBBER CO. 


FRAMINGHAM, MASS. 

251 Fifth Avenue 121 Second Street 
New York, N. Y. San Francisco, Cal. 
15 North Jefferson Street 
Chicago, Ill. 














NEW LOW PRICES: 


PAINE 
SUDDEN DEPTH 
CARBOLOY TIPPED 
DRILL BITS 





Round Shank sizes from 
3/\4"" through 3," 


NEW FLUTED DRILLS 


Now added to our line of 
"Sudden Depth" Drill Bits, 
sizes from 34" through 1!/2" 


Write for New Price and Catalog 
Sheet 


‘PAINE 


and HANGING DEVICES 





2963 Carrol Ave. ° 
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Chicago 12, Ill. 
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SKOTCH 
WOOD JOINERS 


Order from your Jobber or write for details 















Coming Conventions 
And Events 


Hardware 
turers’ Assn., 95th semi-annual con- 
vention to be held jointly with the 54th 


American Manufac- 


annual convention of the National 
Wholesale Hardware Assn., Oct. 18-21, 
1948 at the Marlborough - Blenheim 
Hotel, Atlantic City, N. J. Charles F. 
Rockwell is secretary of the manufac- 
turers’ association with headquarters at 
342 Madison Ave., New York City 17. 
Thomas A. Fernley, Jr. is executive 
secretary of the wholesalers’ group with 
headquarters at 505 Arch St., Phila- 
delphia, Pa. 

Hardware Golf Association, 22nd 
annual tournament, Sept. 9-11, 1948, at 
the French Lick Springs Hotel, French 
Lick, Ind. Dietz Lusk, Henry Disston & 
Sons, Inc., Kansas City, Mo., secretary- 
treasurer. 

Housewares and Appliance Show, 
Jan. 13-20, 1948 at the Navy Pier, 
Chicago, Ill. Sponsored by the National 
Housewares Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54. A. W. Buddenberg is execu- 
tive secretary. 

National Hardware Show, Oct. 
12-16, 1948 at Grand Central Palace, 
New York City. Frank M, Yeager, 
managing director. 

National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948. Chalfonte-Haddon Hall 
Hotel, Atlantic City, N. J. Sessions at 
Haddon Hall, Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

National Wholésale Hardware 
Assn., 54th annual convention to be 
held jointly with the 95th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., Oct. 18-21, 1948 
at the Marlborough-Blenheim Hotel, 


SUPERIOR FASTENER CORP., 
2949 ELSTON AVE., CHICAGO 18. ILL. 














TROY 
BEST 


FILE HANDLE. <Assures better werkmenship snd 
safety to user. It can't split, 








FILE CARD—<leans files, taps and dies quickly and 
thoroughly. 
HOG SCRAPERS —I ingle or double 4. 


TROY ven s. WORKS 
Troy, Est. N.Y. 














The Modern Method 
of Chalk-Lining 
If. you use a Chalk Line 
Reel, of course you need 
our specially - processed 
BLUE 


POWDERED 
CHALK 


NATIONAL CHALK COMPANY 
Packed 144 cans to the carton 
2025 W. Fulton Street, Chicago 12, Ill. 














Gripper lige 


Registered U. 8. Pat. Offes 


Small and large 

sises for 4 

lements, 

tehen utensils, 

ete. Nickel plated. 

Packed on cards 
a 


2 dos. to a bor. 
Unite (3 dos. 
large and 1 doz. 

all) Retails 





culars on request. OS J 
* GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mass., U.S.A. 











Atlantic City, N. J. Thomas A. Fenley, 
Jr., is executive secretary of the whole- 
salers’ association with headquarters at 
505 Arch St., Philadelphia, Pa. Charles 
F, Rockwell is secretary of the manu- 
facturers’ group with headquarters at 
342 Madison Ave., New York City 17. 

New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 15-17, 1949, at Buffalo, N. Y. 
N. H. Kiley, 508 Hills Building, Syra- 
cuse, N, Y., secretary. 

Texas Hardware and Implement 
Assn., annual convention and exhibit, 
Feb. 7-9, 1949 at Dallas, Texas, Facili- 
ties of the Baker and Adolphus Hotel 
will be used. Ray M. Souder, 814-15 
Texas Bank Bldg., Dallas, secretary- 
manager. 








78 types to cover ail 
avaliable. Complete line 
tacandescent lamps—our own proctuct ot best 
factory discounts. 

JOBBERS—send tor catalog and prices. 


price ranges—all parts 
of “AMERICAN” 


THE SAVE LAMP CO.. Baltimore 11. MD. 

















NOW 
Stock and Display 
NEW Gem Jr. 


Fingernail Clipper 
New tapered jaws. 
Streamlines. ‘“‘Gem”’ 
quality thruout. 

Retail price mow 29c 
THE H. C. COOK Co. 
ANSONIA, CONN. 


HARDWARE AGE 








Stren 
in K/ 
ings. 
mean 
grea’ 
merc 


This 

ment 
Tabli 
Feati 





MODEL 


KA 
AT1 
FOR 
DRI 


This pe 
KARR | 
has no 
it to pr 
serves 

your ¢ 
extra nm 
tachme! 
in less 


See yo 
for illu: 





JUNE 


1 | 
iA 


‘or details 
RP., 
18, ILL. 


TROY | 
BEST 


anship and 


quickly and 


RKS 
N.Y. 





Method 
ining 


alk Line 
ou need 
rocessed 


43) 





PANY 
fon 
12, Ul. 











MAKE MORE MONEY 


WITH NEW FAST-SELLING LINE 
of KARR power TOOLS 


Strength, durability, light weight—your customers get all three 
in KARR Power Tools, made from special aluminum alloy cast- 
ings. High quality and low price make a combination that 





means fast sales, and a generous discount structure gives you 
greater profit on each sale. You can't miss with the KARR 
merchandising set-up. 


KARR WOOD SHAPER 


This top-quality, extremely large table shaper meets require- 
ments of industrial users and home workshop enthusiasts. 
Table top measures 18 x 24, provides ample working space. 
Features include a fully adjustable fence, ball bearings, safety 
collar, positive table lock, aluminum alloy 
castings, adjustable spindle and hold-downs. 








MODEL 1800 









KARR SHAPER 
ATTACHMENT 
FOR 
DRILL PRESS 


This popular attachment is like the 
KARR Wood Shaper, except that it 
has no base. Slotted sub-basegadapts 
it to practically any drill press. which 
serves as a driving unit and saves 
your customers the expense of an 
extra motor. The KARR Shaper At- 
tachment can be mounted or removed 
in less than a minute. 


See your jobber . . . or write direct 
for illustrated catalog and discounts. 
Jobber inquiries invited. 







QUALITY 
s POWER TOOLS 


MACHINE CORPORATION 


121 E. ANDERSON AVENUE, MILWAUKEE 4, WISCONSIN 









JUNE 17, 1948 






































Right now millions of red hot fishing tackle pros- 
pects are reading about the great line of H-I reels 
—"“for every fisherman and every kind of fishing” 
—in all the leading outdoor books, plus such 
outstanding publications as Collier's, Holiday 
and True. 


PLUS 

REEL 
POINT- 
OF-SALE 
MATERIAL 
LIKE THIS 


To give your store a direct tie-in with this hard- 
hitting Reel consumer advertising, be sure to get 
this attention-getting, sales-producing Reel Dis play 
Card (you'll want H-I Rod and Line Display 
Cards, too). Besides being striking in appearance, 
these cards are sturdily constructed and designed 
to permanently display H-I rods, lines and reels 
to the best possible advantage. 


M EAN This new “package deal” 


M 0 RE service is your opportun- 
ity, Mr. Dealer, to cash 
Rg E EL in with the complete line 
of H-I fishing tackle. Dis- 
a R a) Fl TS play a@lf three cards in 
your store — then watch 


tackle sales and profits 
jump! Send for your 


FOR 
Y 0 U cards today, 


HORROCKS IBBOTSON 
UTICA, N. Y. 
Manufacturers of the largest line of fishing tackle in the world 

















PRO-TEX-MOR 


PATENTED 


SCREEN DOOR COVER 


turns ANY door into a 


STORM DOOR 


Specially treated, water- 
proofed, kraft paper, 
36x84 inches to fit any 
screen door. Transpar- 
ent, plastic window 
19x9 inches. Tacks and || 
moulding included. Dis- 
penser-display carton 
holds 25 packages. 























| 


TTT 


















} 
Over 50% of your customers 
ore prospects for PRO-TEX- 


MOR screen door covers. 








WRRERERERROGOROOO 








They’re priced to sell and 








FOLLETT 


Hundreds of thou- 
sands of these have 
been sold at $1.00 


CENTRAL STATES PAPER & BAG CO. 


5221 Natural Bridge St. Lovis 15, Mo. 


they're backed by national | 
advertising. Order now | 
from your jobber or write us. 














wost (SILK) 
stinG LINE 


ch 
AIRLINE (wyLow) { 
CASTING LINE 
NEWTON STREAMLINE 


(2 Stan ; SILK FLY LINE 


AIRLINE 
a i LINES NYLON FLY yineé 


ALL STAR PRINCESS PAN 
SALES os 
PERFORMANCE...PLUS 


SOLD THROUGH JOBBERS ONLY 













That tedious task of check- 
ing inventories is simplified 
by marking your articles with a code imprinted on string 
tags and labels by the automatic, easy-to-operate, Kimball 
Midget marking machine. 


DEALER'S NAME: 
Furnished in one solid piece of 
type. 


DEF: Manufacturer or supplier: 
DEALERS NAME se 714: Quantity 

DEF-714 10/47: Date purchased. 
10/47-REP — REP: Cost Code. 
ALM-20TS  [€——— ALM-2 afts.: 


$6 95 ies Description and capacity. 


$6.95: Retail price, 








The above ticket shows but one sample of a typical im- 
printed set-up. The flexibility of the Kimball system permits 
every article to be marked with its complete history. 
Folder on request. 





AMBALT SS 
A, KIA 


= COMPANY) 


NEW YORK 13, N. Y. , 


and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 


All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


i3 E. 23 rd. St. 
CHICAGO 16 ILL. 


















he Columbian 804 Work Shop 
Vise is a rugged all-purpose vise 
of steel construction — fabricated 

















Bessemer Avenue Cleveland 4, Ohio 
THE WORLD'S LARGEST MAKERS F_ VISE 













IN SANDER RENTALS 


with an 


merican 





by arc welding. Front and back Jaw Width.....4"’ 
jaws are welded from heavy steel. Jaw Opening. . .5°’ 
S irene Id lied Weight 20 Ibs. 
crew an anadie are co rotie Vises Per Case .3 
steel. Each Columbian 804 is Shipping Weight . b ' 
finished in red enamel and packed Per Case. .70 Ibs. Every time you rent floor sanders to your customers—make extra 
in individual cartons. AVAILABLE NOW! profits by also furnishing an American Spinner Edger! Eliminates 
tedious hand scraping of edges and stairs. Saves labor for your 
THE COLUMBIAN VISE & MFG. CO. oye 


customers... builds goodwill and profits for you! Write for 
details. American Floor Surfacing Machine Co., 522 So. St. 
Clair St., Toledo 3, Ohio. 
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WIRE AND CORDAGE 


MEASURE THE 
MODERN WAY 


Wire Cordage « Air Hose * Cable, 
BX and other FLEXIBLE MATERIAL 


up to 1” in diameter. 


Quickly pays for itself many times over. Cuts 


losses of ...time, labor, money, accuracy, 


ALL DIALS 
ROTATE CLOCKWISE. 
ADDS OR SUBTRACTS. 
RECORDS by 3 IN. to 

999 FT. 


efficiency, carelessness & excess allowances. 


Write for prices and pamphlet on other 
; Olympic Meters and Accessories. 


A. D. HEWITT COMPANY 


2718 ELLIOTT AVENUE e SEATTLE 1,WASHINGTON 








Hand and Power 
Mowers — built 
for service 
and 


durability TRULY A 


QUALITY 
PRODUCT 


Homko Products for Home Comfort 


WESTERN TOOL & STAMPING co. 


2725 Second Ave. 


Des Moines, lowa 


JUNE 17, 1948 















YOU 


Can Be Sure of Selling 
Utmost Protection When 
|you sell Chicago Locks 


Chicago Locks Lock BOTH SIDES of Shackle 





Sell the BEST protection 
to your trade. Sell Double 
Locking security with the 
better-built, stronger built 
Chicago Locks. See illus- 
tration. Note how Chicago 
Locks lock—both sides of 
shackle. Double Security! 
Remember, there’s a 
Chicago lock for nearly 
every protection need. 
Ace Locks, many types of 
cylinder locks, padlocks, 
ete. 


CHICAGO LOCK CO. 


2024 N. Racine Avenue + Chicago 14, Hil. 























GOLDBLATT 
_ TOOLS for 


All Masonary 








Craftsmen! 


A Complete 

Line of First 

Quality Tools for 

All Masonry Trades 
IMMEDIATE 
DELIVERY 
IIlustrated Catalog 
Mailed on Request 
Attractive Dealer Discounts 


st Choice 


of Plasterers and 
Cement Finishers 


Nationally Advertised Since 1885 


GOLDBLATT TOOL CO. 
1622 WALNUT STREET © KANSAS CITY 8, MO. 
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rong's Glazing Compound No. 33 
is just the kind of glazing compound both 
you and your customers will say is best 
for every job. It will not crack, chip nor 
lose its bond; will not ‘‘sag"’; can't disin- 
tegrate nor fall out; never goes rock hard 
(remains usable in container indefinitely); 
can be painted immediately . . . and it & 
works smoothly, easily! 
Order Armstrong's Glazing Compound f 
No. 33 from your jobber now or write for 
complete details. THE ARMSTRONG 
COMPANY, DETROIT 17; CHICAGO 9; 
DALLAS 1. 


Ask about ARMSTRONG'S CAULK- 
ING COMPOUND, too. 











THARCO ASBESTOS FURNACE CE- 
MENT is best for furnace repair jobs. 







_ARMSTRONG'S 


Cleator Casing Comp 





























4 
CHAMPION BUSH HOOK 


for 
Attachment to Scythe Snath 
Forged from Scythe Steel H K 
CUTTING EDGE—7 in. width, 17 in. 


PACKED—'/2 dozen in bundle. 
WEIGHT—8 Ibs. per 2 dozen. 


Available for IMMEDIATE DELIVERY 


Your customers will find the Champion and Cyclone 
Bush Hooks to be sturdily built for long, satisfactory serv- 
ice at a price to fit their purses. These Bush Hooks will 
fit all local needs. They can be used for scrub growth 
removal and control; for roadside clearance and right 
of way maintenance; plus many other uses. i) 











CYCLONE 


BLADE—Crucible Steel, 5 in. long, 13, in. wide. 
SHANK—Double Strap Steel 18 in. or 24 in. long 
forming D handle with oval hardwood grip. 
WEIGHT—18 in., 12 Ibs. 24 in., 15 ibs. per half 
dozen in bundles. 
Sample orders for 4/2 dozen pieces or less accepted 
direct from dealers provided order includes name of 
preferred wholesaler. 


Makers of the LITTLE GIANT Line 


NORTH WAYNE TOOL CO. 


OAKLAND, MAINE 








SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- Supply the in- 
curely into ta- 


creasing de- 
pered recess — mand for these 
will not slip 


modern, time- 
saving screws. 

out, or work to 

one side. sizes. 


All standard 
THE SOUTHINGTON 
HDWE. MFG. CO. 
iz SOUTHINGTON, CONN. 4; 





































MYERS dealers share the popu- 
larity that stems from 77 years 
of progress in the manufacture 
of highest quality pumps and 
water systems. 

















© 


ae) 

= pe 

eg Ww 
4 









HARDWARE AGE 






















Twer 
Wal 


com 


wrec 
con 
ena 


Ord 


de- 


me- 
Ws. 


ard 





GE 





Modern equipped stores = 
greater selling power: Sen 
sketch of your store with ee 
urements for free plan an 
No. 648 catalog. 


— 


W. C. HELLER & CO. 
e Montpelier, Ohio 





6178 Bryant Street - 


HELLER 


USINESS BUILDING STORE EQUIPMENT 
BuUSsID 


TS Lh, x 


ee ee 
5 : 














No. 2368 @ Brass, Bronze and 
Chrome Finishes 






@ Special Low Price! 






@ Immediate Shipment 











Are You on our 
Mailing List? 








S. PARKER HARDWARE MFG. CORP. 


SINCE 1900 
Builders’ * Showcase * Cabinet Hardware 
27 LUDLOW STREET * NEW YORK 2, N.Y. * Phone WAlker 5-6301 








WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 


MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


Special Features 


Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 
MODEL with 
4 TRAYS 


2 sizes 


Divided and 
Undivided 
Trays 


FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAINI 


Order from your Jobber. Write direct to us for new Catalog Sheet 
iustrating and listing all styles and prices. 


WALTON PRODUCTS, INC. 








218 Madison Street Dept. 65 Woodstock, Ill. 











JUNE 17, 1948 









Te RIGHT ORIWE 
tA essential / 





Flexible 
Couplings 


Variable 
Speed Pulleys 
Write for the latest catalog of Congress 
Standardized Drives, scientifically en- 
gineered. Prompt shipment from stock. 

Delivery and Handsome 3-Color 


Counter Dis play from Your Jobber 


CONGRESS °° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 
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FEATURES 








L ODO | ODO. OS | 


® Colors make work easier, faster, 
@ Light, amazingly strong. 
@ Accurate to within 1/10 of 1° 

















Be Means Plumb 


ER GREEN Meons Level 


THE MODERN PRECISION LEVEL 
WITH STOP-LIGHT CONTROL 


REG U.S PAL_HOFE 


BR wren means ome 2 Pre-adjusted Vials for quick perfect repair. 


Angle Write for details 
SCHULTES LEVEL, ine. 
17403 GABLE ° DETROIT 12 MICHIGAN 












SELLS OW Sig, 


root 
WASHER 


PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 








STOPS PROFITS faucet drip...ends water waste. 
WASHER Available in V%", ¥%" and 2” 
TROUBLES 10 sizes. Order through whoiesale 

C hardware jobbers. 


PERFECTION weentne CO. 


2558 East 93rd Street Cleveland 4, Ohio 








DEAD EYE DICK says: 


A good cap pistol like a Kilgore de- 
serves the best in paper caps . . . that’s 
Kilgore. The kids like them so well 
they ask for them by name. There are 
four different types for all models . . . 
only Kilgore makes all types. Steady 
demand means stable prices. The dealer 
likes that—protects his inventory. 









THE KILGORE MANUFACTURING CO. 


WESTERVILLE, OHIO 























(accent gst 











Sede LAVIN NTs: 


BRAND 














A free flowing and easy-to-use ACID CORE 
SOLDER for automotive and general work. 
You don’t have to add any flux .. . the 
flux is in the solder. Comes in all com- 
mercial sizes and quantities. 


edocilal 4 
FA. teal un the 
Cuaus 


METALS DIVISION 
“i &D 





AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 








Rail O84 Mung on 


Guaranteed by “TCL AG 
Good —8 CAP, 5 QTS 





FOR EXTRA 
CANNING SALES 


Big brother to Houschold Size 

Foley Food Mill. Master Size on 
counter display sells itself. Strains 
bushel tomatoes into juice in 12 
minutes. Cuts applesauce and 
jam-making canning time in half. 











Nationally advertised. $595 also makers of 

Foley Mfg. Co., | Minneapolis 18, Minn. ; FOLEY SIFTER 

AVAILABLE ONLY THRU JOBBERS FOLEY BLENDER 
*Trade Mark Reg. US. Pat. OfF FOLEY CHOPPER 














FOLLOW THE LEADER IN 
Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 


HARDWARE AGE 
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“Want Ad" 


Classified Opportunities Dept. 


TFI1S) BOXHOLDERS "YOUR MAIL IS_ HERE!" 
ATTACHED TO ANY BOX. HIGHLY VISIBLE. APPROVED BY 
POSTMASTER GENERAL. NOTHING TO RUST, WEAR OUT. 


MAIL-O-MATIC SALES CO., 806 Stevenson Ave., Enumclaw, Wash. 


ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


10 East 42nd Street, New York 17, N.Y. 











QUICKLY 
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SQUAREFORM 
STEEL BRACKET 


a= 
so 















word for “curtain stretcher’’ 


a 


SLIDE-O-MATIC 
SIZE GAUGE 






Tops in value—made of fine quality lumber, with heavy steel zinc- 
plated hardware attached—no loose pieces to handle. Special design 
makes it easy to set up or take down — its many features mean 


satisfaction, sales and profits. Write for 


descriptive literature and prices. 







1 SHES HOUSEWARE SALES CORPORATION 
1150 BROADWAY + NEW YORK 1, N. Y. 














HANDY 
Shoe Last and Foot Rest 


A new item 
for home use. 
Can be used 
for both repairing and shin- 
ing shoes on a bench, chair, 
box or lap. Will fit all sizes 
of shoes. Takes up very 
little space. Finished in 
high black enamel. Made 
in one piece of unbreak- 
able malleable iron and 
guaranteed. Retails at 
a reasonable price. Also 


The Popular STAR Heel Plates 


Always in demand and profitable for you to handle. 
Made in sizes 000 to 6. 









— 


AQNVWH 


—379vNvayENN 


CYLINDER TUBULAR NIGHT LATCH No. 1 ——_ 
Reversible 
Forged Brass Latch and Back Plate 


PROMPT SHIPMENTS 


HARDWARE 
MFG. COMPANY 
TRENTON N.J. 


Order your supply 
today. 


STAR 


HEEL PLATE CO. 
te «2s NEWARK, NN. J. 


gE WA pre QODMANS 
| Se. 
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We know you have heard the name 
WOODMANSE ... but just to let 
you know a little more about the 
WOODMANSE line here’s the 
story. Manufacturers of a complete 
line of water systems, shallow well, 
deep well and jet pumps. Proven 
sales make the WOODMANSE 








BCA 


JUNE 17, 1948 


WOODMANSE MFG.CO. 


pumps popular in all sections. A 
steady selling item offering stable 
returns. Pumpsareavailablein both 
electric and gas drives. Valuable 
territories available to dealers and 
distributors. Write Dept. 300 for 


complete information. Make thé 


Woodmanse Line, Your Line! 


Freeport, IIl., U.S. A. 
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BELLEVUE, 


STOP EVERYTHING! 
Until you have seen that 
line of bathroom cabinets 
with seamless, deep drawn 
bodies — by Grote. 


tir 


the GROTE MFG. CO., Inc. 
KENTUCKY 







YOU’LL NEVER MISS A SALE 


with 


" HYDRAULIC 


Jacks 


© The Most Complete Line 
since 1899 

© Nationally Advertised 

ATE SHIPMENT 









IMMEDI 





THE GOLD MEDAL 





TEMPLETON, KENLY & CO., 


Chicago 44, Illinois 























The housewife has daily use for Gott- 
schalk’s Metal Sponges. There’s no 
off-season for these items; they’re 
steady sellers right around the 
calendar. 

Nothing can equal Gottschalk’s 
Metal Sponges for the nasty, heavy- 
duty cleaning and scouring jobs 
around the home. Perfect for floors 


and woodwork, tiles, metal, porcelain Ak res ; A | 
and enamelware. They’re non-rust- Gottschalk's 
ing, non-abrasive—can’t harm fine METAL SPONGE 
finishes or hands. Easily cleaned in ses _ 00, 
hot water. 

Don’t bother with unsatisfactory 
substitutes, when you can sell women 
the Gottschalk’s Metal Sponges they 
want. Write for full details. 



























No. 325 — SPECIAL 3-IN-1 PACK 
—/(3 regular 10-cent sponges) — 
Retails for 25 cents. 


No. 110—METAL SPONGE— 


Retails for 10 cents. 



































OO. NLY BY CIPCO 





|| 22nd. and COLE STREETS | 


KICK PLATES anp 
PUSH PLATES 


CIPCO MEANS CONVENIENCE 


Packaged for easy identi- 
fication ... 
.+.and to stay clean until 
used. NO EXTRA COST! 
See your jobber or dealer. 


CITY PLATING & MFG. CO. | 
_ BT. LOUIS 6, MO. | | 





* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 














7 
ee Ss 


WARDROBES, CHESTS, UTILITY CABINETS, AND CLOSET ACCESSORIES 
KEEP YOUR EYE ON E-Z-DO! — OVER 101 SUCCESSES NOW 


— AAnud Wore rere On “The Way! 


E-Z-DO +¢ 261 FIFTH AVENUE * NEW YORK 
3 | 1855 Industrial Street, Los Angeles, Calif, 
4 1128 Merchandise Mart, Chicago, Ill. 





easy handling 








* MARSHALLTOWN, IOWA 
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Tubular Traps 
Cast Traps 
Balleocks 
Boiler Stands 





Rigid Tools 

Soap Dishes 
Stop & Wastes 
Gate Valves 
Portable Showers 


plete Line Shower Heads 

399 Gas Space Heaters 

dvertised Hose Couplings 
Lawn Sprinklers 

iPMENT Sweat Fittings 
Copper Tubing 

D MEDAL 

DF JACKS 

y 


o 
: Hose Nozzles 
: 
g 
8 
3 
a3 


145 N. Washington St 


The "DANDEE”’ Line 
OF PLUMBING, HEATING AND 


Pipe Joint Compound 


OIL BURNER SPECIALTIES 


Water Gauge Sets 
Steam Gauges 

Basin Faucets 

Sink Faucets 

Relief Valves 
Regulating Valves 
Pipe Fittings 

Pipe Nipples 
Compression Fittings 
Mixing Valves 

Low Water Cutoffs 
Circulators 

Toilet Seats 

Grease Traps 

C.l. Specialties 
China Handles 
Washers of all types 


Watts & Minneapolis-Honeywell Controls 
Many Other Kindred Products 


WRITE FOR CATALOG AND PRICE LIST 


Insist on ““DANDEE” 


PLUMBING PRODUCTS Co. 


Boston 14, Mass. 
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Peerless 


Accurate and Dependable 
CARPENTERS’ and MASONS’ 


LEVELS 


Known from Coast 
to Coast! 


Guaranteed, 
Tested. Made from 
fine, seasoned woods. 
. 

fad: Vol 4-19 Mba Mbelethaleitt-) Metta te) ete 
A’, 'Zobu coet-betjebhemiaet-tam el-tweet-(elae aaaelas, 

a leader for over 30 years. 

« 


Sold only through recognized jobbers. 


Write for new Peerless literature. 


LEVEL & TOOL 
COMPANY 


STERLING, ILLINOIS 


Do You Cater to Gunners? 


ae Would you like to increase your shooter clien- 
tele? Then why not sell better gun cleaning 
> —and freedom from all gun rust? 


HOPPE’'S 

















Gun Cleaning Products 


will enable you to do this. Ask your jobber 
today to send you a supply of these long used, 
consistently advertised and widely demanded 
shooter’s companions. 


FRANK A. HOPPE, INC. 
2314A North Eighth Street 


PHILADELPHIA 33, PA. 
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Classified Advertising Rates 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 










Set solid, maximum, 50 words....... $5.00 
tach additional word......... 1 
Positions Wanted 
(Special Rate) set solid, maximum, 
Pe ED oc ob tararastaeennnewee $2.00 
Each additional word......... 05 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
“DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 


¥ 


previous to date of publication, 


A 


100 East 42nd St., New York 17, N. Y. 


will not be forwarded to box number 


hursday. Classified forms close 15 days 


ddress your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 

























f Help Wanted | 



















































HARDWARE CLERK EXP fs RIENCED 
ONLY, LARGE RETAIL STORE. ary 
Jamaica Vicinity. Friedel Bros., 133-10 
Rockaway Blvd., So. Ozone Park, L. L, N. Y. 





RETAIL CLERK, EXPERIENCED HARD- 
WARE AND/OR HOUSEFURNISHINGS, for 


one of Central Jersey’s largest stores. Excellent 
opportunity. Address Box M-324, care of Harp- 
ware AcE, 100 East 42nd St., New York 17, 
| A 





[Salles Representatives Wanted | 


SALESMEN WANTED TO SELL BUILD» 
ERS HARDWARE, PLUMBING SUPPLIES, 
ind Fast Selling Electrical Supplies. Several good 
Box M-336, care of 








t t s open. Address 
yeeniel ies. 100 East 42nd St., New York 
7, N. F 

SELL FAMOUS #3 “FIRE-KILLER” EX- 


TINGUISHER WITH BRACKET; Dry Chemi- 
cal Type; various exclusive territories available; 
liberal discounts to the trade. We are appointing 
distributors only who can stock merchandise that 
will show a substantial and easy profit on resale, 
Fire-Killer Mfg. Co., Syracuse 1, N. Y. 





SULTAN BROS. INC., 1470 - 39th STREET, 
BROOKLYN, N. MANUFACTURERS of a 
Quality Line of Builders Hardware, such as 
inside glass and brass sets, tubular sets, fluslt 
bolts, barrel bolts, kitchen hardware, wants sales- 
man who calls on large dealers, lumber yards, 
jobbers, for Eastern and Middle—Western States. 
Send for catalog. 


WANTED — EXPERIENCED HARDWARE 


SALESMEN TO SELL Line of Builders’ Hard- 
ware. State experience and territory traveled. | 
Address Box M-329, care of Harpware AGe, | 


100 East 42nd St., New York 17, N. Y 





SALESMEN FOR LINE OF GRASS SEED. 
Full Time or Side Line. New York, New Jersey, 
Pennsylvania, New England, Following in Hard- 
ware, Seed and Nursery Trades Advz antageous. 
Address Box M-341, care of Harpware AcE, 
100 East 42nd St., New York 17, N. 





SALESMEN WANTED BY ESTABLISHED 


MANUFACTURER of Juvenile and Regular 
Sporting Goods. Commission basis. Write exact 
ers covered, line handled, etc., to Box 
M-326, care of Ace, 100 East 42nd 


HARDWARE 
St., New York 17, N. Y. 





PAINT SALESMEN OR MANUFACTURERS 





EPRESENTATIVE WITH FOLLOWING: 
Many choice territories open, covering hardware 
and paint stores, lumber yards, etc. Full line 


popular priced paint. 
to Box M-344, 
42nd St., New 


Liberal commissions. Reply 
care of HaArpware Acer, 100 East 
York 17, N. Y. 





SALESMEN WANTED. BALTIMORE DIS- 
TRIBUTOR OF HARDWARE AND fou SE- 
WARES requires Several Experienced Salesmen, 
calling on Department Stores, Housew are and 
Hardware Dealers. Full time men preferred, will 
consider part-time salesmen. Address Box M-331, 
care of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y. 














SIDE LINE SALESMEN WANTED with 
following among Retail Lumber Yards, Building 
Supply and Hardware Dealers to sell line of 
attic, roof, and foundation ventilating louvres. 
Address Box M-333, care of AGE, 


HARDWARE 
100 East 42nd St., New York wT, i Be 


WANTED SIDELINE SALESMEN calling 
on electrical contractors, retail hardware stores, 
department stores, to sell electrical supplies and 
lighting fixtures. State territory desired and lines 
handled. Write for full details. Commission basis. 
Address Box M-223, care of Harpware Acg, 
100 East 42nd St., New York 17, N. Y 


SIDELINE SALESMAN WANTED BY A 
LARGE MANUFACTURER of a Full Line of 
Leather Dog Collars, Harnesses, Leads, Muzzles, 
etc., to call on hardware, sporting goods, house 
furnishings, and variety dealers and jobbers. 
Protected territory; liberal commission. Address 
Box M-339, care of eee Ace, 100 East 
42nd St., New York 17, N. Y. 

SIDELINE SALESMAN, SMALL TOWN 


COVERAGE. Hardware, Houseware, Appliance 


Stores. Commission 714%. Catalog includes auto- 
matic toasters, pressure cookers, gas and electric 
hot plates, stainless steel flatware, playpens, 
kitchen step-ladders, aluminum outdoor, indoor 
dryers, curtain stretchers, boudoir lamps, kitchen 
cabinets, tubular steel stools, racks, etc. Address 
Box M-321, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 

NATIONALLY KNOWN LOCK MANU- 


FACTURER DESIRES SALESMAN to handle 
lines on a salary or commission basis in Upper 
New York State and the Major Portion of New 
Jersey. Must be familiar with builders’ hardware 
in both retail and contract field. In reply state 
qualifications. Address Box M-328, care of 
Harpware AcE, 100 East 42nd St., New 

WW, Hs F 


















SEAL RITE CAULKING CO. 


has openings for salesmen covering territories 
Texas, Oklahoma, Missouri, Louisiana, 
Arkansas, Minnesota, Wisconsin, Chicago. 
Call on distributors only. No objection to 
sideline. State your present territory, etc. 
Box M-323. care of Harpware Ace, 100 East 
42nd St., New York 17, bf 














SALESMEN 
TO CALL ON HARDWARE JOBBERS, DEALERS 
REPRESENTING HORIZONTAL TYPE BLADE 
POWER LAWN MOWER. LUCRATIVE COM- 
MISSIONS. 
PULS MACHINE CO., INC. 
MILTON CENTER 











EXPERIENCED HARDWARE 
AND MILL SUPPLY SALESMAN 


TO TRAVEL NEW YORK STATE, PENNSYLVANIA 
AND PART OF OHIO SELLING WHOLESALERS 
ONLY. GOOD FUTURE WITH GROWING 
SIXTY YEAR ESTABLISHED COMPANY. WRITE 
BOX M-319, CARE OF HARDWARE AGE, 100 
EAST 42nd ST., NEW YORK wey We Ve 
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[Sales Representatives Wanted] [Sales Representatives Wanted] [__ Accounta Wanted 





REPRESENTATIVES WANTED TO CARRY 


LINE OF REGISTER SHIELDS (for the wall 
and floor type), all-steel; a quality, fast selling 
side line for Hardware, department store and 


jobbers trade. Also openings on our line of Win- 


dow Ventilators, Snow Shovels and other All- 
Metal Products. Marshallan Mfg. Co., Cleveland 


2, Ohio. 


MANUFACTURER’S REPRESENTATIVES 
WANTED. MANY TERRITORIES OPEN 
NATIONALLY. To represent manufacturer of 


U. L. Approved Quality Wiring Devices which 
include brass pull chain sockets, porcelain pull 
chain Bea sy pull current taps, etc. Only 
established reliable organizations need apply. 
State territory covered and lines now represent: 
ing. All replies confidential. Address Box M-335, 
care of Harpware AcE, 100 East 42nd St., New 
York 17, i. # 





SALES REPRESENTATIVES WANTED — 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is now 





readjusting territories and representation. Will 
create openings for several experienced repre- | 
sentatives who have good following and under- 
stand builders hardware. State lines now carried, 
type of trade covered and territory. Address 
Box M-334, care of Harpware Acer, 100 East | 
42nd St., New York 17, N. Y. | 





MFGR'S. REPRESENTATIVE 


Amazing Holding Screw Drivers! Insert, re- 


screws inaccessible places. 15% 


move comm. 

exclusive territories. Hardware, automotive, 

radio, electrical jobbers buy quantities, Must 
have intimate following. 


MILLEN MFG. 
110 MILLER BLDG. BOSTON, MASS. 

















SALES REPRESENTATIVE WANTED 


YOUNG, GROWING CONCERN SEEKS MANU- 
FACTURERS AGENTS TO HANDLE A COM- 
PLETE LINE OF SCREWS, NUTS AND BOLTS. 
EASTERN AND SOUTHEASTERN TERRITORIES 
AVAILABLE. STATE TERRITORIES AND LINES 
NOW COVERED. ADDRESS BOX M-338, CARE 
OF HARDWARE AGE, 100 EAST 42nd ST., 
NEW YORK 17, N. Y. 














NATIONALLY KNOWN LOCK MANU 


FACTURER DESIRES 


Georgia and South Carolina; 
and Arkansas; 
Nebraska. 


Florida, 
lennessec 
Kansas and 
hardware wholesale and 
qualifications, Address 
100 East 


Must have 
retail trade. In 
Box M-327, 
42nd St., New 


State 
Harpwarr AGer, 
7, ms Oe 


SALES REPRESENTATIVE: 
TERRITORY is required by one of the 
largest manufacturers of paint 
turing aluminum paint. This is an 
opportunity, and only men who are 
to earning large 
sales efforts need apply. 
replies will be held in confidence. State 
qualifications, and arrangements will be 
for personal interviews in the territory. 
replies to Box M-322, care of HARDWARE 
100 East 42nd St., New York 17, N. Y 


A car 


MANUFACTURERS’ 
AGENTS to handle lines in the following States: 
Kentucky, 
Colorado and Wyoming; 
following in 
reply 
care of 


York 


FOR CHOICE 
world’s 
specialties, fea- 
excellent 
accustomed 
incomes resulting from vigorous 
is essential. <All 
full 
made 
Address 
AGE, 
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SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














ATTENTION MANUFACTURERS Seek 
additional lines for northeast Ohio and western 
Pennsylvania market. Thorough coverage. Reli 
able and dependable merchandiser. Well and 
favorably known to the trade. Your inquiry 
solicited. L. Robert Wittrock, 8510 Linwood Ave., 


Cleveland 6, Ohio, 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 


Covering all classes of jobbers. We will carry 
the accounts or you can bill direct 


Write for further information and references, 














WEST COAST REPRESENTATION 


Aggressive organization excellent 
coverage is expanding. Now accepting offers 
is manufacturers’ representative for hardware 
line. Exclusive Western Representation. Box 
M-320, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 


sales with 








FOR MANUFACTURERS 
A DISTRIBUTION SERVICE! 


A Raltimore, Md. Firm of Distributors offers 
to Manufacturers of Hardware, Housewares 


and Related Merchandise a Distribution 
Service for profitably covering the territories 
including Maryland and Vicinity with com 
plete warehouse facilities, and an experienced 
sales force. If interested in additional infor 


mation @ddress Box M-331, care of Harpware 
Ack, 100 East 42nd St., New York 17, N. Y. 











SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 
We develop and push the foreign sales of your 
product, handle all difficult paper-work, pay you 
cash, relieve you of expense and headaches. Annual 
turnover $1,500,000. References and details on inquiry. 
KURT ORBAN CO., INC, 

Exporters Purchasing Agents 
17 Battery Place New York 4, N. Y. 

















SALES REPRESENTATIVES WANTED 

MUST HAVE FOLLOWING AMONG HARD- 
WARE TRADE TO SELL LINE OF PAINT AND 
HOUSEHOLD BRUSHES ON 10% COMMIS- 
SION. SEVERAL TERRITORIES OPEN. WRITE 
STATING EXPERIENCE. 


CRAFTSMAN BRUSH CO. 
12 WAVERLY PLACE NEW YORK 3, N. Y. 














MANUFACTURERS' AGENT COVERING THE 
STATES OF ALABAMA, ARKANSAS, LOUISI- 
ANA, MISSISSIPPI, AND TENNESSEE INTENSE- 
LY EVERY 10 WEEKS, DESIRES ADDITIONAL 
PLUMBING AND HEATING LINES. SALES 
CONTACTS ARE EXCLUSIVELY WITH JOBBERS. 


COMMONWEALTH SALES COMPANY 
P.O. BOX 2024 JACKSON, MISSISSIPPI 











HOW TO MAKE MORE 
MONEY—ON EXPORTS 


We can develop sales of your products 
in foreign markets. 

We act as your Export Manager. 

We do all your sales promotion work, 
we advertise your products, we sell 
and ship them at no cost to you. 


You take no credit risks. We pay you 
spot cash for your merchandise. 


INTERNATIONAL DISTRIBUTING CO. 


1170 Broadway New York 1, N. Y. 
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MANUFACTURERS’ AGENTS 
INTENSIFIED COVERAGE BY 4 MEN COVERING 
ILL., IND., & WISCONSIN. SELLING HDWE. 
JOBBERS & HDWE. CHAINS, AUTOMOTIVE 
JOBBERS, & RETAIL CHAINS, ELECTRICAL 
JOBBERS, MILL SUPPLIERS, MAIL ORDER 
HOUSES, DEPT. STORE CHAINS—MANUFAC.- 
TURERS WHO SELL OUTSIDE PRODUCTS THRU 
THEIR RETAIL DEALER ae IONS, 

LEE E. LANE COMPAN 
624 So. Michigan Ave. a IHinols 














IMPORTERS OF ALL KINDS OF HARD- 


WARE, Metals, Tools, Machinery Plants, Ready 
or Forward. SHAMLAL & BROS., 75 BUR- 
TOLLA ST., CALCUTTA,, INDIA. 





ESTABLISHED MANUFACTURERS 
AGENTS (Father & Son_ combination) with 
reputable products, serving Hardware, Plumbing, 
Electrical and Mill Supply Jobbers and Dealers, 
in Missouri, Kansas, Nebraska and Oklahoma, 
would like an additional line. Address reply 
Box M-332, care of Haxpware Ace, 100 East | 
42nd St., New York 17, N. 


VETERAN. DESIRES EMPLOYMENT 


RETAIL HARDWARE. Willing to buy partially. 
College graduate. Married, age 25. Now employed. 
Address Box M-325, care of AGE, 


HARDWARE 


100 East 42nd St., New York 17, N. Y 





SALES MANAGER SEEKS CONNECTION 
MANUFACTURER. Heavy National background 
distribution hardware and tools to jobbers, chains, 
mill supply and department stores. Appointment 
to explore possibilities carries no _ obligation. 
Address Box M-259, care of Harpware AGE, 
106 East 42nd St., New York 17, N. Y 








MANUFACTURERS AGENT DESIRES 


| LINE FOR NEW JERSEY contacting lumber 
| yards, hardware dealers, mill supply houses. 12 
years in territory. Aggressive coverage. Com- 


stock. Address Box 
100 East 42nd 


mission basis. Will carry 
M-253, care of Harpware AGE, 
St., New York 17, N. Y. 





SALESMAN OR MANUFACTURER'S REP- 
RESENTATIVE 20 years experience industrial 





Our men give thorough and aggressive coverage. 
Your line, if accepted by us, will have expert- 
enced representation amongst wholesale jobbers 
and chains. Must have exclusive territory on 
commission basis Personal interview will be 
arranged. George E. Dych, 2240 B-8 Cheshire 


Bridge Road, N. E., Atlanta, Georgia. 





[ Pritiom Wanted | 


AVAILABLE: 


successful record 





NOW 


and 


SALES MANAGER 
Several years experience 
in sales and sales directing for small and large 
manufacturers that merchandise to Jobbers, Dis- 
tributors, Dealers, Franchise Dealers, Industries 
anc Consumers hardware, mill supply, sheet 
metal, heating, roofing, building supply, lumber, 
furniture, appliance, implement, automotive, feed, 
grain elevator, chain and dept. stores. Thorough 
in market analysis, sales promotion, advertising, 
training, research very aggressive, good appear- 


amce and 41 years old. Will forward summary 
of past experience, photograph and list of re fer- 
ences. Address Box M-345, care of 


field, R.R’s. Chgo.-Calument Region Mechanic: al 
Background. Also wholesale automotive, hardware, 
paint jobbers—dealers Chgo., Wisc., Ind. Wants 
Quality Line. Est. Les Mfrs. only, A-1 rec. ref., 
married car. idress Box M-340, care of 
Harpware AGE, 100 East 42nd St., New York 
HW, MN. 3 

MANUFACTURER’S AGENT AND SALES 
ENGINEER DESIRES EXTRA LINES ot | 
Electrical Appliances, Hardware Speciglties and 
Houseware Items for any part or All of Virgimia, 
North and South Carolina, Georgia and Tennessee. 





HARDWARE 
Act, 100 East 42nd St., New York i, Me Us 
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WE WILL PURCHASE 
FOR CASH 

JOB LOTS, FACTORY CLOSEOUTS OR 
SURPLUS IN HARDWARE, TOOLS, 
ELECTRICAL, PLUMBING AND AUTO. 
MOTIVE. 
KROYD MANUFACTURING CO., INC. 
88 FULTON ST. NEW YORK 7, N. Y. 

Tel. BEekman 3-3987 











FOR SALE 


ONE OF THE FINEST, MODERN HARDWARE 
STORES IN A THRIVING INDUSTRIAL TOWN 
IN NEW JERSEY. Owner retiring account of 
health. Building has 10,500 Sq. Ft. Area. Entirely 
modern inside and out, really a model store. 
50 Ft. front by 100 Ft. deep. Established name 
for over 25 years. Business setup for industrial, 
retail and jobbing business due to the extent 
of the many top lines on a direct factory buying 
for years. Clean inventory of all top brands. 
Long lease available. $100,000. Terms arranged 


and it's a gift for the right parties. Address 
Box M-343, care of Hardware Age, 100 East 
42nd St.. New York 17, N. Y. 














[Business Opportunities 








WANTED RETAIL HARDWARE STORE. 
A Small Well Established Business. Address 
Box M-293, care of Harpware Ace, 100 East | 
| 42nd St., New York 17, N. Y. | 


FOR SALE — 7 
ELECTROLS IN ORIGINAL 
$25.00 each. Will sell All or Any 
Hardware Co., Ada, Oklahoma. 


BRAND NEW LEJAY 
CARTONS 
Part. Haynes 





WANT TO BUY A WELL ESTABLISHED 
HARDWARE STORE preferably located in 
farming community in the Midwestern States, 
Maryland or West Virginia. In replying please 
give sales volume, status of competition and how 
long store has been operated by present owner. 
Address replies to M. G. Thomas, 1101 W. 
Cossitt Ave., LaGrange, Illinois. 





ted ARE, HOUSEFURNISHINGS, 

ELECTRIC APPLIANCES, RADIO, 
TEL EVISION. AND RECORD BUSINESS on 
Long Island for sale. Standard Lines. Leading 
franchises, exceptionally good outlook; doing over 
$250,000.00 annually. To a high class man with 
ample capital, this is a wonderful opportunity. 
Cash price is dollar for dollar merchandise (about 
$120,000) plus $25,000 for good will, furniture, 
fixtures and equipment—no dickering. Write Box, 

¥ 


T.R., 147 Fourth Ave., New York 3, N. 





PA 








FOR SALE: 
GOOD RETAIL HARDWARE STORE 


Lines carried in stock—Complete Hardw are, 
Paint, Hot Point Appliances, Farm E quip- 
ment, Plumbing, Heating and Electrical. An- 


nual Sales over $400,000. Located in Central 


Indiana. Reasons for selling—want to retire. 
Address Box M-313, care of Harpw ARE AGE, 
100 East 42nd St., New York 17, . 














PLASTIC WIRE SCREENING 
29 in. wide, 
West 
Supply 
M. HIRSCHMANNS EXPORT TRADING CO. 
431 Southern Boulevard Bronx 55, N. Y. 


in 60 foot rolls 2c a sq. foot f.o.b. 
Coast. Immediate delivery. Limited 














NAILS FOR SALE 


Depleting Stock 
BRIGHT COMMON _ oe NAILS 
4-6-8-10-16-20-30-40-60 ..... at $12.50 CWT 
FINISHING NAIL S meaner NAILS— 
BOX NAILS t $13.75 CWT 
ROOFING NAILS—GAL VANIZED 
se?) aes at $15.90 CWT 
F.O.B. New York City. Small orders accepted. 


BLOCK CO. 
15 Baruch Place, New York 2, N. Y. - OR 3-3347 
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THE wore YOU CAN TRUST BECAUSE iT 1S ENGINEERED FOR YOUR JOB 


ROPE - BINDER TWINE - BALER TWINE - 











TYING TWINE PLYMOUTH, MASS. 



















FINiSH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe. 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16" long. 
concrete. 
finish. 

PACKED: Four complete posts 
—— In heavy waterproof 





Black ename! 





four posts 


Immediate Delivery ite oe ee 


CHENEY METAL PRODUCTS CO. Trenton, N. J. 

















PORCELAIN FINISHED TOP 


AND SHELLS 





and white 
enamel. Also avail- 
able in one, two and 


<< 


P 
plete unit to a car- 


wo 

a carten, 

oe In- 

quiries Invited. 

Some exclusive 

territories still 
= 





BARRIDON ol: Burner peopuer ee 


1427 Park Street Hartford, Conn. 








OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 


Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 














7 feet long x I'/-Inch | 


in ground of | 


WEIGHT: = Ibs. per set of | 















A Pressure Cooker de- 
signed especially for easy 
meat cookery! 


© Flat, triple-thick bottom 
® Smooth, straight sides 
®@ Full width pan opening 
@ 4-qt. liquid capacity 

© Extra tall dome cover 












* 84 Exchange St. 








“designed to 
make the 





| passer-buy” 





BATHROOM AND KITCHEN 





2 | 
‘ THE AUTOYRE COMPANY © OAKVILLE, CONNECTICUT | 


a Ro oy 4 5 = 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., inc. 
Rochester 4, N.Y. 


ORDER 
THRU 


YOUR 
JOBBER 





JUNE 17, 1948 





It costs no mere to own the best. 
modern-line Glass Cutters and painters’ and glaziers’ tools. 


RED DEVIL TOOLS 
Irvington, New Jersey, U. S. A. 


SCRAPER 


Buy RED DEVIL 
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Why do it 
the hard way? ad 
Sell the rod ¥.. 
with the right ~ 
tip-action — 


Actionrod 





Orchard Industries Inc. 











©0730 Yudex to 4duertisns 008 
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GLAZING COMPOUND 
LOWER IN PRICE... 
BETTER IN QUALITY 

. THAN PUTTY 






ee 

Lo Lasts longer! Does the work better! That's 

why more and more customers demand Flexiseal 
Glazing Compound. Used for glazing wood and metal 
sashes, pointing, etc. Flexiseal adheres tenaciously, sets 
firmly forming a tough weatherproof surface, remaining 
plastic underneath. Flexiseal is the perfect seal against the 
elements. Makes money for you. 

For additional data and prices write 


LYATN IDJE IN PIU DT al ay ae 


45 IRVING STREET MALDEN, MASS. 





on in Lemamrpmry tm. Sm pr toon 








3 CONVENIENT SIZES 
3 POPULAR PRICES 
7 DECORATOR COLORS 


P cearemnes 
‘Good Housekeepin 


oo 48 apyrensie Vein 


METAL PRODUCTS CORP. 
136 Clifton Place, Brooklyn 5, N.Y 


LINCOL 

































GenuitE DOMES 2 SILENCE 
SLIDE eee Lv ee 
SOc SET -15¢ SET-10c SE SAVE FURNITURE 
& FLOORS-CREATE QUIET 

Nome “'Oomes of Silence’ 


on each genuine Glide 


Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Batnroc 
Noiseless, Sizes for metal coeds, wood beds, large 
chairs and all furniture 


Ask yewr Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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Durham Co., Donald a Lerio Corp. _ 127 
urkee-Atwood ; -—~ 174) Libbey Glass Div. 
Owens-lilinois Glass Co. 195 
Linck Co., Inc., O. E 33 
im Lincoln Metal Products Co. 250 
7 Lincoln Schlueter Floor 
E. A. Laboratories, Inc... 19] Machinery Co, __ . 84 





HARDWARE 
















Lowe Brothe 
Lowell Mfg. 


Mail-O-Mati 
Mall Tool C 
Manning, Bc 
Marathon Li 
Marsh Corp. 
Marshalltowr 
May Co., D 
McGill Mete 
McKinney M 
Mell-Hoffma 
Merchandise 
Metal Engin 
Metal Sponc 
Miles Mfg. | 
Miller, Inc., 
Mill-Rose Ce 
Milwaukee L 
Minute Mop 
Modern Mfc 
Moline Iron 
Moto-Sway ‘ 
Murray Ohic 
Myers & Bro 


National Bre 
National Ch 
National En: 
Co. 
National Ha 
National Ide 
National Lo: 
National Mf 
National Scr 
New Britain 
New Englan 
Newton Line 
Nicholson F 
Noblitt-Spar 
North Wayn 
Norwalk Lox 


Okonite Co. 
O'Malley Vé 
Orchard Inc 
Oster Mfg. 
Owens-Corn 
Oxwall Tool 


Paine Co., 
Parker Hdw 
Parker Mfg. 
Pascagoula 
Peck, Stow | 
Peerless Fre 
Peerless Lev 
Peerless Pur 

Food Mac 
Perfection / 
Perfection ‘ 
Phoenix Tab 
Pioneer Ger 
Pittsburgh F 

Brush Div 

Store Fro 
Plumbing P 
Plymouth C 
Popular Me 
Prentiss-Wal 


Quam-Nich« 


Radio Corr 

R.C.A. Th 
Railway Ext 
Red Devil 
Revere Cor 
Reynolds M 

Bldg. Pro 
Rheem Mfc 
Richards-W 
Ridge Tool 
Rome Mfg. 
Rop-Loc Pr 
Royal Elect 
Royal Oak 
Rubberset | 
Rubenstein 
Rudolph Pc 
Ryerson & 
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coe Yudex to pAAduertisens 0080 H 
RUBBISH BURNER 
ALL WELDED, HEAVY GALVANIZED WIRE 
Lowe Brothers Co... 189 | s " a 
Lowell Mig. Co. — Safe Padiock & Hardware Co. 212 | TWO SIZES--24" AND 28" DEEP 
Safety Belt Lacer Co. 224 PACKED 14 DOZ. TO BUNDLE 
M | Sager Lock Works : 7| 
St. Louis Cordage Mills 125 | ee ee 
Mail-O-Matic Sales Co 242. Samson Cordage Works 222 | oe Se + oe 
Mall Tool Co. i | Senses (tg. Se. a" al Katch-All. .. . RAT TRAPS 
Manning, Bowman & Co. i Galas aan Go, Show... CALF WEANERS 
seas tek dames P. 78 Arms & ~~; " Div. 418) 
Marshalltown Trowel Co. 244| Save Lamp Co., The +4 
Scholihorn Div. 199 Ay WwW 
ao, ©. ern a oa —— —_ = 4 | @) R Cc E S T E R l R E 
McKinney Mis, Gon oa See, oe | NOVELTY CO., Inc. 
ell-Hoffman g. Co. | ° 
; Segal Lock & Hardware Co., Inc... 155 
ater Maem Co., Metco Div. I Sharon Bolt & Screw Co. 232 2635 BOSTON STREET 
Metal Sponge Sales Corp. 44| Sheffield Bronze Paint Corp. 84 | BALTIMORE - 24, MARYLAND 
Miles Mia, bo 2s 4| Shelby Spring Hinge Co. 224 
Miller, ime. Robert E 259| Simer Co., Jerome 172 
Mill- Rose Co. : g6| Simonds Abrasive Co. yf 
ia tins Simonds Saw & Steel Co. | 
oka Lace Paper Ge. A4 Skillman Hardware Mfg. Co. 243 
iam ae te 234 | Slaymaker Lock Co. 140 
Soline roses Works 5g | South Bend Toy Mfg. Co. 186 SAYS. 
sy Ah 55 | Southington Hdwe. Mfg. Co., The 240 
ieee Ohic Mig. = 23 ——— _— Plug & - 
240 pecialty Co. 3 ’ 
Myers & Bro. Co., F. & Speedway Mig. Co. 228 It’s easy to sell Shel-Glo Gyro Mixers. 
— — sina Just put them on display and "ll he: 
Stanley Tools 209 “ play and you 1ear 
N Star Heel Plate Co. 243 women say: “I’ve always wanted one.” 
Sta-Rite Products, Inc. 80 If you have a g stoc : or Shel- 
National Brass Co. . ae — Sta-Tite Mfg. Co. 23 ca . ee Se a other om 
—— a ‘ ene Steber Mfg. Co. 127 th _ as s you ma xe many extra sales, 

to 9 rT 185 steel Wredusts tate, Co. a those gay, attractive Shel-Glo colors 

r tevens Arms Co., a sure st 8 . affic. Mi: stems are 
National Hardware Sew, Inc. on iam inet on & a 97 : - oe _ pre M any _ are 
National Ideal Co., The 2 Stewart Iron Works CGo., Inc. 52 individua ly boxes or easy stocking ... 
National Lock Co. Superior Fastener Corp. 236 faster selling. See Kilgore ads on pages 
National Mfg. Co. 232 Swan Rubber Co. 53 74 and 242 
National Screw & Mfg. Co. 252 = 44 and 242, 

New Britain Machine Co. 226 t 
New England Carbide Tool Co... 226| 
ceaeee Seas, Se. SO. 238" Taylor Lock Co. — 231 

icholson Fi : ; itt 
Nobiitt-Sparks Industries, Inc. 75 I (p THE KILGORe MANUFACTURING CO. 
North Wayne Tool Co. Templeton, Kenly & Co. 244 | fel 
Norwalk Lock Co... 155, Tooikraft Corp. 168 WESTERVILLE, OHIO 

| Toro Mfg. Corp. 8 | _—— masanane 
Traubee Products, Inc. 230 | — catia ati aa 
° Tremco Mfg. Co. 
Okonite Co.. T o; 70 sce 4 -. 

onite Co., Tape Div. 7 Troy File orks . 
cues Soe es Edward = Tru-Test, Division of Oakes & Co. , MR. MANUFACTURER: 

rchard Industries, Inc. ; Twix Mfg. Co., Inc. 6 : 

Oster Mig. Co. oe | One low-cost contact gives you 
Owens-Corning Fiberglas Corp. 12 U 
Oxwall Tool Co., Ltd._ * 72 sitiatniies: teat } 
ebeihoer Brothers, Inc. | 
Union Pacific Railroad @ NATION-WIDE DISTRIBUTION 
Pp U. S. Hardware & Paper Co. @ AGGRESSIVE PROMOTION 
Upson Brothers, Inc. 
Paine Co. The. ana 2M Utica Drop Forge & Tool Corp. @ FORCEFUL PRESENTATION 

arker we. Co., 3 ‘ 

Parker Mig. Co. “ Vv Sates Rojan ir lerlimr tri ccemolh ality ts come melacs 
Pascagoula Decoy Co. 252 ’ ee ¢ i “ples 3: 

a & Wilcox Co. 92 aco Products Co. * fifty wholesale hardware distributors serving 
Peerless Freezer Co., The 229 ——— 7 velty Mig. Co. x thousands of retail hardware dealers plus 
Peerless Leval & Tool Co. 245 Vitee Var tat y Ore ae " ' 
Peerless Pump Div., Vichek Tool — ee eS poenpee eccelenrelecelem combi elim celem Gelilelilelelen, 

Food Mach. Corp. 52 | volume sales 
Perfection Automatic Machine Co. 242) 

Perfection Stove Co. 151 | WwW «ou 
Phoenix Table Mat Co. 177! SoS tt V fe toe 

aes gy vchogy ll sa 8 Vediue Go te TRU-TEST canes 2 company 
~~ ee satiated 153 Werner Co., R. D. 650 SOUTH CLARK STREET @ CHICAGO 5S, ILLINOIS 

Store Front Div. st 171 Western Tool & Stamping Co. 

Plumbing Products Co. 245 lag nang oe _ Corp., 
arm ° ° 
a nae nam eae nd wien atti: 4 Wickwire Spencer Steel 
Prentiss-Wabers Products Co. 77 — paneer we gr Co., Inc. ie 
Hison- ° 
Quam-Nichols Co, ________ 74| Wirebound Box Manufacturer f 
’ | 
Wirsota Mfg. Co. ic 
ree L FENCE POSTS | 
eee Ee Se ee anne if 
Radio Corp. of America ooster Rubber Co. 

RCA. The Dept. ht eee Worcester Wire Novelty Co., Inc. 251 U hy med posts with i 
Railway Express Agency, Inc... 182 | Worthington Pump & Machinery od it 
a ~~ aa B I a | Wi sit st 1 & Wire Co., G. F 33 N "os i es d if 
evere Copper rass, Inc. 90-91 | Wrig ee ire Co., G. F... ° aples equ it 
Reynolds Metals Co., P q ire It 

i | 
ablda: Prod. Div. 54 y Attractive Dealer prices and delivery dates | 

heem Mfg. Co. 89 | fu h 0 
ae 13 | Yale & Towne Mfg. Co., ‘ rnished upon request. iS 

s . Bidrs. Hdwe. Div. _ | 
set ty Ab By — York Wall Paper Co... 143 Manufactured by i 
Royal Electie Co. In. 2 | Youngstown Manufacturing, Inc. 28 RUDOLPH POULTRY EQUIPMENT Co. | 

oyal Oak Industries 86 | y 

Rubberset Co. 83 | z Vineland, N. J. 

Rubenstein & Sons, J. 82 

Rudolph Poultry Equipment Co. oe 

Ryerson & Son, Inc., Jos. ee 

JUNE 17, 1948 251 

















Saw Handles eee 
pegain povailalle { 

gatn 

Prompt delivery effected on any quantity PADCO saw han- 


dles in three grades. 





Handles for hand saws compass saws and one-man cross- 
cuts. Of choice kiln dried beech these handles are de- 
signed to fit practically all standard make saws. Well 
made handles are finished with clear, semi-gloss lacquer. 





fhis scarce item is in great demand... 
write or wire for prices TODAY. 


PASCAGOULA 
DECOY COMPANY 


PASCAGOULA, MISSISSIPPI 


WOOD SPECIALTIES 
rates ten he 


Makers of PADCO Boat Oars, Canoe Paddles, Mitre Boxes, 
Small Boats 





PACKED FOR THE JOBBING TRADE 
WOODRUFF KEYS 


MACHINE KEYS 


COTTER PINS 


e a 
TAPER PINS ¢ STRAIGHT PINS 
COMPLETE LINE "STANHO" ASSORTMENTS 


NEW STANDARD BRAND 
HORSE SHOE NAILS 

















STANDARD HORSE NAIL CORP. 


SINCE 1872 
NEW BRIGHTON + PENNSYLVANIA 





DOUBLE 
TAPERED 
FLY LINES 


The choice of discriminating fishermen everywhere, 
now sells even faster because of the new transparent 
Polystrene box which may be used to carry leader 
material, flies, etc. 


NATIONALLY ADVERTISED ——- UNCONDITIONALLY 
GUARANTEED Distributed thru Jobbers 














marathon 


LINE COMPANY 


HOMER, NEW YORK 








Value and Quality the BEST 
HENRY’S SHEARS 


Pruners 
Loppers 


ANVIL TYPE 
PRUNER 


Powerful shearing action. 
Comfortable grip han- 
dies, cellulose acetate, 
non breakable. Cutlery 
steel blade. Light weight. 
All pruning. 

RETAILS, $2.25 


LADIES FLOWER 
PICKER AND 
PRUNING SHEARS 


Chromium 


HENRY'S No. 403 8" 


plated. Drop- 
forged handles. Spring 
steel blade. Light weight. 


RETAILS, $3.00 
LOPPERS 


stee! blade and 
hardened and tem 
hard 

Perfect 


ustable lock- 


HENRY'S LOPPER No. 2026 26" 


Prices slightly higher on West Coast. 


THE J. T. HENRY MFG. CO. 


Finest Shears Since 1860 HAMDEN, CONN. | 


jy nut, 
RETAILS, $4.00 


Send for Henry Catalog. 








HARDWARE AGE 








00 


atalog. 





